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Micrometric is the quick-stepping leader of the 
fast-moving Webster line. Your customers will go 
for these guality products—each one designed to 
do its job right. So sell them Webster’s . . . and 
keep them coming back. 


1. Micrometric Carbon Paper 


The only carbon paper with the handy scale edge 
that makes typing faster, easier, neater. Insures 
legible, non-smudging copies. 


2. MultiKopy Typewriter Ribbons 


Give exceptionally sharp impressions. Noted for 
its long wear, these ribbons require changing only 
half as often as most ordinary brands. 


3. MultiKopy Spiro-Sets 
Combine master paper and spirit hektograph 
carbon in one sheet. Paper and carbon perfectly 
matched to prevent copy failures. Registers sharp, 
clear impressions with any make typewriter. 


4. MultiKopy Master Papers 


Paper. 


spout in every case. 


6. Star Skin Cleaner 


move nail polish. 


Made from high-grade stock. Especially adapted 
for use with Webster's Spiro-graph Carbon 


5. MultiKopy Duplicating Fluid 


Gives finest results. For use in any type of spirit 
duplicating machine. Special non-spill pouring 


Leaves hands soft and smooth. Attractive pine 
scent. Contains no harmful acid. Will not re- 
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a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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Art Metal Construction Co. 91 ak tein tn ke eee oS General Fireproofing Co 97 Guide System & Supply Co 236 
Art Steel Sales Corp 153. 4.5. 6 Eaaee —, sdg. & Chair Co 130 Globe-Wernicke Co., The = 5 Oxford Filing Supply Co 246 
Browne-Morse Co. 179 Jasper eatin aes 187 Imperial Methods Co 917 Pronto File Corp 227 
Cardinal Sales, Inc. 138 Lee Co. tinted Spr Metalstand Co. 189 Weis Mfg. Co 67, 68, 69, 70 
Cole Steel Equipment Co. 99 Nate pooateraccnin : 60 Peerless Steel Equipment C 25 i 
Columbia Steel Equip. Co 181 roe agg: Be gy Co 119 Service Products, ie B17 ih my an gs 129 
Corry-Jamestown Mfg. Corp 219 airs St aathar thinks Ts 220 Shaw-Walker Co. 15 Art Metal Constructi ' 9] 
General Fireproofing Co 97 en Leather Chair Co. 162 Weis Mfg. Co 67 7 art Mon tee a 4 
~ wiole- ; sno ee New Indiana Chair C 9 Asse flags ——~ la : 1, 68, 69, 19 Art Steel Sales Corp 153, 4, 5, 6 
Globe-Wernicke Co., The 50, 51 Royal Metal Mfg. Co 0 189 Wells Office Furn. Co 58, 59 Cole Steel Equipment Co a, &. Os 99 
er veri 5 Metal Furn. Co 195 Shaw-Walker (Co “45 Yawman and Erbe Mfg. Co 109 Corry-Jamestown Mfg. Corp. 219 
rs * agtt eeane “ 2 Sheboygan Chair Co 196 Desk Work Distributors Globe-Wernicke Co., The 50, 51 
Shaw-Walker Ag a -ameed “te Inc., The 65 Advanco Products Div. Ady. S.B._129 oy Stoo mam a 
— poe - : ) Sturgis Posture Chair Co 7 Art Steel Sales Cor 153 rg eerless Steel Equipment Co......250 
Yawman and Erbe Mfg. Co 109 Wells Office Furn. Co 5g = Fox, George E., & Co “ 230 Pronto File Corp, 227 
Bond. Boxes (See Cash Boxes) Chairs, Posture ass Globe-Wernicke Co., The “0 51 eye gr Co. 93 
’ : . 4 Shaw-Walker ‘o 5 
Book Brigt ‘het . Mason Stationery Prod 120 "hates “star - ? 
7 oe een ; : fran eee Co. a 190 Victor Safe & Equip. Co 00 Victor Safe & Equipment Co 200 
a as Inc 121 D er Ss _ Chair Co 115 Wilson: Tense Ge +4 Weis Mfg. Co. 67, 68, 69, 70 
Art Metal Construction C 9 omore Chair Co ‘ ‘ : , - io -” : aie eee. 
Browne-Morse Co. % R4 General Fireproofing Co o7 «Desks Filing Cabinets, Insulated 
Corry-Jamestown Mfg. Corp 219 Gunlocke, W. H., Chair Co 167 Alma Desk Co. 174 eg, Steel Safe Co 244 
General ; Fireproofing Co 97 gd . Corporation R9 Art Metal Construction (Co 91 iste ——e ( 0..... - 5 
Globe- Wernl ke Co., The 50, 51 — Petes Bdg. & Chair Co 130 Browne-Morse Co. 179 ctor Safe & Equipment Ca 200 
Michigan Desk Co 290 Jasper Chair Co 187 Columbia Steel Equipment Co 1x1 Filing Cabinets, Meta 
New England Woodworking Co 188 sanper Seating Co 228 Farber, Louis H 54, 55 Advanco Products, bas 129 
Poorless Steel Eauipment Co 250 iaichieas Furn. Co 113 Gonoral, Fireproofing (Co 97 Art Metal Construction Co 91 
Shaw - walker 0.. 45 Michigan Des 0. 220 tlobe-Wernicke Co., The 50, 51 Art Steel Sales € 5S ey 
on Filing Supplies, Inc 122 — Indiana Chair Co 189 Imperial Desk Co. F 239 Cole Steel Boulgment ee sab tis 99 
Se Mfg Co.... 67 68, 69. 70 a oun Mfg. Co 252 Indiana Desk Co. 16 Corry-Jamestown Mfg. Corp 219 
awman and Erbe Mfg. Co 109 Sheboyg ee * age 15 cavanetate Metal Furn. € 195 General Fireproofing Co 3 o7 
‘ , Sheboyga air Co 98 Jaspe des ’ » Globe-Wernie ’ ; an &I 
ag jo) y onweerd nm Back Sikes Co., Inc., The = fee oo a Co — Sevioctnae heen ae Co. ae 
atio ack Cover Sturgis Posture Chair (Cc 165 Leopold Co — Keys : ’ = 
ye “eo F . { bes 8 Keystone Steel Equipment C 9% 
Ox Letter Files Wells Office Furn. Co 58, 59 Metal Office Furn. Co 237 Metal Office Furn. Co. 1 hs mit 
aot ted Eee ee 111 Chairs, Tablet Arm Michigan Desk Co Peerless Steel Equipment Co..210 
a lg He Sales Corp.......153, 4, 5, 6 Jasper Chair Co.. 187 Myrtle Desk Co. 215 Parker Steel Products, Ine 190 
» el eel Equipment Co 99 New Indiana Chair Co 189 National Desk Co. 84 Rockwell-Barnes Co 93 
plcbe-Wernicke Co., The 50, 51 Cheek P 5 : Peerless Steel Equipment Co 250 Shaw-Walker Co . 45 
Wei = areas - 93 Mall-Weltee & Writers Royal Metal Mfg. Co 252 Victor Safe & Equipment Co 200 
Ss Mig. Oe... weeee-67, 68, 69, 70 a elter Co...... 250 li a Co.. 15 Yawman and Erbe Mfg. Co 109 
Bri fictor Safe & Equi > 0 9 Wi ; 
Ml Mage & Cr 231 OGibeon C” ee ot. 158 Wells Office Furn. a 58 “59 vitee Same a” 
Mashek, Fre i ones pia "2 Yawman and Erbe Mfg. Co "106 lew Masten GH oar ame t+ 
SlensernGontt Clare “ rs 175 Checks, Stamped Metal Diaries (Bee Memo Books) 109 Now England Woodworking Co.......188 
National Brief Case Mic. Ce “sae Dayton Stencil Works 244 —Dietating Machin Youuian set ll 1 oe © 
ase Mfg. Co 246 Meyer & Wenthe, Inc : e es awman and Erbe Mfg. Co.............109 
» Ine. 189 Standard Business Machs. ( 205 ’ 
tated (Continued on page 6) 
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THE CLASSIFICATIONS 
(Continued from page 5) 


Advanco ww 


Amberg File & Index 


uw 


Guide System & Supply 


Northern States Envelope Co 


Victor Safe & Equipment Co 
Wabash aie Supplies 


Folders (See Filing Supplies) 


Esterbrook Pen Co 


Furniture Handling Equipment 
shop 


Cram, The Gomes F., Co. 


Gummed Cloth Rings 


Index Card Signals 


Amberg File & Index Co 


Guide System & Supply Co 


Victor Safe & Equipment 


Oxford Filing Supply Co 


Ladders, Library, Store & Vault 


Leads for Mechanical 


Shank Leather Goods 
Leather Upholstered 


Letter Trays (See Desk Trays) 
Library Equipment 


Peerless Steel Equipment Co 


Yewmen and Erbe Mfg. 
Lockers and Storage Cabinets 


Anderson-Hickey Co., 


Corry-Jamestown Mfg 
— _Fireproofing 


Keystone Steel Equipment Co. 


New England Woodworking Co... 


Shaw-Walker Co.. 
Yawman and Erbe Mfg. Co 
Locks, age Showcase, ete. 
Wonder 

Loose Leaf oe & Systems 
Amberg File & Index Co. 
Feldco Loose Leaf Corp 


Master-Craft Corp. Div. S-W....... 


National Blank Book Co 
Rogers, Loose Leaf Co 
Sheppard, C. E., Co 
Vevier Loose Leaf Co 
Wilson Jones Co. 


Loose Leaf Sheet Covers, Celluloid 


Aigner, G. J. Co 
Markilo Co. 


Mail Distribators 


Advanco Products, Div 
Globe-Wernicke Co., The 


Victor Safe & Equipment Co. 


Mailing Machines 


Standard Duplicating Machs. Corp 


Map Tacks 

Graff, George B., Co 
Moore Push Pin Co 
Maps, Globes, ete. 

Acme Visible Records, Inc 
Amer. Map Co 

Cram, The George F., Co 
Weber Costello Co. 
Matched Office Suites 

Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Leopold Co. 

Royal Metal Mfg. Co 
Shaw-Walker Co 
Memorandum Books 
Gibbons, Thomas H., & Co 


Master-Craft Corp. Div. S-W 


National Blank Book Co 
Rockwell-Barnes (Co 
Shank Leather Goods Co 
Union Pencil Co 

Wilson Jones Co 
Memorandum Devices 

Acme Visible Records, Inc 
Bates Mfg. Co 

Mending Tape 

Warshaw Mfg. Co 
Metal Badges, Checks, Tokens 
Dayton Stencil Works 
Meyer & Wenthe Inc 


Moisteners 


Glue-Fast Equipment Co 
Rivet-O Mfg. 

Sengbusch Self-Cl Inkstd Co 
Numbering Machines 

Bates Mfg. Co. 

Melind, Louis, Co 

Roberts Numbering Mach. Co 
Stewart, R. A., & Co 


Office Partitions & Railings 


Globe-Wernicke Co.. The 


Office Printing Outfits 


Fulton Specialty Co 
Pads, Figuring 

National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co 


Paper 


Eaten Paper Corp 
Rockwell-Barnes (Co 
Wansco Paper Products C 


Paper Clamps 


Acco Products, Inc 
Autmtec. Pencil Sharp. Co 
Cook, The H. C., Co 
Esterbrook Pen Co 
Graff, George B., Co. 
Vail Mfg. Co... 


Paper Clips 


Vail Mfg. Co. 

Paper Fastening Machines 
Ace Fastener Corp 

Autmte. Pencil Sharp. Co 
Bates Mfg. Co. 

Markwell Mfg. Co 

Speed Products (Co 

Victor Safe & Equipment C 
Paper Fastening Stickers 
Feldco Loose Leaf Corp 


Paste (See Inks, Adhesives, etc 
Parcel Post & Postal Scales 


Hanson Scale Co 


Payroll Systems 


Nu Vue Publishing Co 


Pencil Sharpeners 


Autmte. Pencil Sharp. Co 


Pencils, Mechanical 


Alexander Mfg. Co 
Columbia Pencil Co 
Parker Pen Co....... 
Rite-Rite Mfg. Co 
Sheaffer, W. A., Pen C 
Waterman, L. E., Co 


Pencils, Paper Wound 


Blaisdell Pencil Co 


Pencils, Wood Cased Lead 


Blaisdell Pencil Co. 

Faber, A. W., Co 

Faber, Eberhard, Corp.....123, 
General Pencil Co 
Koh-I-Noor Pencil Co 
Staedtler, J. S., Inc 


Pens, Steel 


Esterbrook Pen Co. 
Sengbusch Self-Cl Inkst'd Co 


Pins & Pin Containers 


Vail Mfg. Co.. 


Platens, Typewriter, etc. 


Ames Supply Co 


Presentation Covers 


Amberg File & Index Co 
Barkley, C. L., & Co 
Oxford Filing Supply Co 


) 





-193 
.-188 


109 





Storage & Transfer Cases 
All-Steel Equipment Inc....... 
Amberg File & Index Co... 
Art Metal Construction Co......... 
Art Steel Sales — 


Price & Sign Markers 
Eureka Specialty a Co. 
— — Co... 





Cole. Steel aay _.... 
Columbia Steel Equip. Co.... 
Corry-Jamestown Mfg. Corp.. 


Guide here & Sasly “Co. 
Imperial Methods Co. 4 

Invincible Metal ie Cc 
Metal Office Furn. 
Parker Steel Sredente, ; 
Peerless Steel Equipment Co. 


. Carbon Paper “Mfg. a. RE 


Beck Duplicator C orp. 


Buckeye Ribbon & Carbon Co... 
etre Sante Co 


wee a 
Yawman and. Erbe Mfg. Co... 
Store Fixtures & Equipment 


Columbia Ribbon & Carbon a 


Manifold Supplies 
Miller-Bryant- Pierce 
Old Town Ribbon & Carbon 
Herring- Hall-Marvin ‘Bate Co. 
Meilink —_— Safe 


Victor Safe & Equipment Co... 
Western Wholesale Statnrs.. 


Pacific : Carbon, ‘& Ribbon Mfg. 


Phillips Process Co 

Regal Typewriter Co 

Royal Typewriter Co. 
. : te ction Co...... 

Underwood Corporation Art Metal Constru 

8. no Rib 





Wells Office Furn. Co 


Tax Records & Systems : 
Commonwealth Publishing Co...... 


Telephone Accessories 


Spencer Rubber Products 


Reyam Plastic Products 
Superior Plastics Div. : ' 
Victor Safe & Equipment Co...........2 


Metal Construction Co. Art Metal Construction Co. 
General Fireproofing Co i 

Globe-Wernicke Co., 
Herring-Hall-Marvin 





Peerless Steel Equipment 





a an and Erbe Mfg. 
Meilink Steel Safe Co a 


Victor Safe & Equip 
F and Erbe Mfg. Co 


Tying Bands & Devices — 
Rochester Wire-O Binding 


Typewriter Cleaning Material 


Eureka Specialty Prtg — & e.- 


Wabash Filing Supplies, Inc. 


All-Steel Equipment, 


Cinienter hed oy os 
Shows, Office Equipment ©, wanvneeneneornnnense 4 
National Business 


Changeable Letter 





Typewriter Cushion Knobs & Bases 


Typewriter Parts & Tools 


Typewriter Tables 
(See Stands for Office Machines) 


C., & Corona Tws 
Underwood Corporation 
Wood Stock Typewriter Co... 


Fulton Specialty Co. 
‘ Typewriters Rebuilt & Used 


Aaa tng Ag Visible Senteme athe ae 


Acme Visible Records, 
Stands, for Office Metal Construction Co. 


Master-Craft Corp. 
National Blank Book Co.. 








Victor Safe & Eauip. 





Toledo Guild Products, 


o) 


Visible Index aa, e 
Yawman and Erbe Mfg. Co. 





Ace Fastener Corp 
y England Woodworking Co 


Staple & Stapling Machines 

Ace Fastener Corp Art Steel Sales Corp.......153, 4, 5, 
Kimpton & ar Rate 
Steel Equipment Co.. { 
Corry- -Jamestown Mfg. Corp. 


Fox, George E., & Co.. 








National Vulcanized ‘Fibre... 


Stenographers’ Notebooks 
Peerless Steel Equipment Co 


National Blank Book Co 
Wells Office Furniture Co. 
Wholesale Stationery 


OFFICE APPLIANCES, 


WANTS AND fOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 





SALES EXECUTIVE now employed. 
Retail, Wholesale Stationery and Office 
Competent to manage store 
references. Prefer connection 
Appliances, Chicago 6. 


FURNITURE AND STATIONERY 
Twenty five years experience in 
Furniture as Salesman and Sales Manager. 
or major department. Can furnish finest 
on West Coast. Address K-213, Care Office 





CAPABLE AND THOROUGHLY EXPERIENCED office furniture salesman 
desires to locate in East or Middle West as representative for manu- 
facturer or important distributor. Well grounded in wood, steel and 
filing supplies. Age 45. Top industry reference. Address J-223, care Office 
Appliances, Chicago 6. 








SALESMEN WANTED 





MR. SALESMAN;; interested in selling an item that brings repeat orders? 
Our patented BUCK-L-BINDER for storing loose leaf records once 
adapted becomes part of the users filing system insuring repeat business. 
Exclusive territory allotted to desirable representatives. Write: The 
Reb-Wal Hunt Co., Box 208, Royal Oak, Michigan. 


SALES MANAGER’S POSITION— 
Company: Well-established, financially sound and progressive west coast 
printing firm. 


Duties: Management of sales and distribution of creative, ruled form, 
carbon interleaved, job _printing and litho. 
Salary: Salary and % of profit before taxes. 


First year should earn from $7,000 to $10,000. Address X-333, 
care Office Appliances, Chicago 6. 








MECHANICS AND REPAIRMEN WANTED 








SALESMEN WANTED for Unique Desk and Bench Lamp. Distributor 
seeks aggressive salesmen to call on retail outlets, dep’t stores, chains, 
institutions, ete., to handle attractive, fast-selling, nationally advertised 
AC-DC, ALL CYCLES GOOSENECK FLUORESCENT DESK and BENCH 
LAMP—the only lamp having ALL these features on the market today. 
Priced right, has little competition. Attractive Commission. Good ter- 
ritories still open. Write, stating lines handled, territory covered, etc. 
Box Y-237, care Office Appliances, Chicago 6. 





ONE OF THE WORLD'S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. Sales- 
men of office equipment, who sell directly to offices, will find it an in- 
teresting and profitable side line. Write Room 802, 210 Fifth Avenue, 
New York 10, N. Y. 


WANTED-—office machine mechanic. Exceptional opportunity for a well 
qualified machine mechanic in one of the most eomplete shops in the 
South. Please state qualifications and experience in first letter. American 
Printing Company, 2018 Market Street, Galveston, Texas. 





BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent posi- 
tion, good pay. All applications strictly confidential. Write Y-245, care 
Office Appliances, Chicago 6. 





WANTED—tTypewriter and Adding Machine Mechanie and Service Man, 
must have at least 10 years experience on all makes of machines.- 
Reliable and Steady. Permanent Position—TOP SALARY—Established 
Dealer—Excellent Clientele. Brown’s Typewriter Shop, 713—11th Street, 


Beaver Falls, Pa. 





Fisher Bookkeeping and Billing Machine Mechanic, 
Address Y-239, care Office Appliances, Chicago 6. 


WANTED— Elliott 
wonderful opportunity. 





WANTED First Class Typewriter Mechanic. Good on all makes. Good 
working conditions and pay. Sommer Typewriter Company, 340 8. Sher- 
man St., Chicago 4. WEBster 4972. 





EXPERIENCED TYPEWRITER MECHANIC, top salary, Short Type- 


writer Co., 53 N. W. First Street, Miami 32, Florida. 





specialized business record books. 
Mercer Co., Ottumwa, Iowa. 


SIDE LINE—COMMISSION—line of 
Sell stationers, drug stores, etc. for resale. 





Salesmen to cover Los Angeles 
Lattin’s Stationers, 


EXPERIENCED OFFICE 
County with established and fast 
11325 Long Beach Blvd., Lynwood, Calif. 


EQUIPMENT 


growing concern. 





EXPERIENCED OFFICE SUPPLY Salesmen to cover Los Angeles County 
with established and fast growing concern. Lattin’s Stationers, 11325 
Long Beach Blvd., Lynwood, Calif. 





PACIFIC NORTHWEST, well-established bank, county, commercial, print- 
ing, lithographing and oftice supply firm has an exceptional opportunity 
for a salesman experienced in above line. $5,000 a year drawing account 
commissions. Address X-332, care Office Appliances, Chi- 


against good 


cago 6. 








EXECUTIVES WANTED 





STATIONERY STORE MANAGER WANTED. Must be experienced and 
capable. Good salary. This represents an opportunity for the future for 
a man well versed in the routine of office supply store management. All 
Give full details of your experience in your first 
26 S. Clark St., Chicago, Il. 


replies confidential. 
letter. Marshall Jackson Co., 





REAL OPPORTUNITY to manage typewriter-adding machine department 
of old established firm. tequire hustler, fully competent to sell and 
Modern Shop, business well developed, in progressive growing 
Should make right man $5000 per year on salary-commission basis. 
Address Y-244, care Office Appliances, Chicago 6. 


service. 
city. 
Permanent. 





STATIONERY STORE MANAGER WANTED. Capable, experienced store 
manager wanted by leng established stationer and office outfitter in mid- 
west city. Good salary. All replies confidential. This represents an op- 
portunity for the future for a man well versed in the routine of office 
supply store management. Give full details of your experience in your 
first letter. Address X-340, care Office Appliances, Chicago 6. 


WANTED EXPERIENCED OFFICE FURNITURE and Filing Systems 
Man, as manager of store in splendid southern city. Excellent oppor- 
tunity for a man of character and ability. Y-246, care Office Appli- 
ances, Chicago 6. 
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EXPERIENCED DICTAPHONE MECHANIC, top salary, Short Typewriter 
Co., 53 N. W. First Street, Miami 32, Florida. 





REPAIR MAN WANTED 
NATIONALLY KNOWN fountain pen manufacturer offers good opportn- 
nity for experienced repairman, Factory in N. Y. City. State experience, 


age and salary desired. Box Y-243, care Office Appliances, Chicago 6. 








REPRESENTATIVES AVAILABLE 





SOUTHERN CALIFORNIA REPRESENTATIVE available as distributor, 
dealer, or direct factory representative. Thoroughly experienced in office 
equipment both direct selling and dealer sales. Am _ interested 
in representing a well rated manufacturer on an exelusive basis. Write 
K-212, care Office Appliances, Chicago 6. 


sales, 








REPRESENTATIVES WANTED 





ONE OF THE WORLD'S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. Sales- 
men of office equipment will find it an interesting and profitable sideline. 
Write Room 802, 210 Fifth Avenue, New York 10, N. Y. 





REPRESENTATIVES wanted. Nationally advertised 
exclusive territories still open for men familiar 
trade. Address Y-242, care Office Appliances, Chi- 


MANUFACTURERS’ 
Payroll Book. Some 
with the stationery 
cago 6. 








EXPORT REPRESENTATIVES AVAILABLE 





EXPORT TO SWEDEN. Desire representations for specialized office equip- 
ment of merit, particularly new ideas and developments. Representative 
located Stockholm. Write Room 802, 210 Fifth Ave., New York 10, N. Y. 








PARTNERS WANTED 





PARTNER WANTED in new office equipment concern located in fast 
growing, healthful western city. Population 100,000. Owner progressive, 
promotional and diréct mail minded. Rich surrounding territory. Several 
good lines, exceptiona! opportunity for aggressive, hardworking hustler. 
Age not important. $7,500.00 needed. Box X-330, Office Appliances, Chi- 
cago 6. 
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WANTS AND FOR SALE, Continued from page 7 








WANT TO BUY RETAIL BUSINESS 





WANTED OFFICE SUPPLY and stationery store, midwest city 20,000 to 
100,000 population. Office furniture, filing equipment, machines requiring 
minimum service, general office supplies and consumer items preferred. 
Describe market, store and location, competition. List lines, number 
of employes, gross, expenses, net. Address X-343, care Office Appliances, 
Chicago 6. 





WANTED TO BUY, small, profitable Office Supply and Equipment busi- 


ness. Please write stating particulars. Jerry Gruner, R. No. 3, Maplewood 
Manor, Lansing, Michigan ° 





WANTED TO BUY, stationery, gift, or book store in small or average- 
sized community. Partial to Texas, Oklahoma, Arizona, New Mexico or 
Pacific Coast territory. Can finance small, going concern. Give full par- 
ticulars as to inventory, volume and earnings. Address X-337, care 
Office Appliances, Chicago 6. 








RETAIL BUSINESS FOR SALE 





FOR SALE: Well established Office Machine Sales and Service Business, 
includes franchise of best and fastest selling Typewriter, also Equip- 
ment and Supplies. Location Eastern Wisconsin, population 45,000. Will 
consider long lease term or sale of entire property. Reason, Owner 
wishing to retire. Address Y-238, care Office Appliances, Chicago 6. 





FOR SALE, ESTABLISHED STATIONERY BUSINESS in Central Michi 
gan: medium sized town. Deal in office machines (with service depart- 
ment), furniture, greeting cards, gifts, books. Doing $65,000 per year. 
Must be cash deal. Write box Y-240, care Office Appliances, Chicago 6. 





For Sale: $10,000.00 Cash. Typewriter, Adding Machine Sales and Service 
Agency in wealthiest section of Southern California. Undelivered orders 
total over $12,000.00. For further details address Y-241, care Office 
Appliances, Chicago 6. 








FOUNTAIN PEN REPAIRING 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices—time now averages 3 to 21. days, and 
improving. We especially feature “CONKLIN,” SWAN, WATERMAN, 
WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair 
all other makes. We feature Gold Pen Points and Repairing. Mail all 
makes to ONE place for better service. ASK ABOUT NEW WELTY 
PENS, $1.50 to $10.00 LIST. Welty Pen and Repair Co., (Est. 1904), 


38 So. State St., Chicago 8. 








ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. 
Dehn, Jr., 1643 101st Ave., Oakland, Calif 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs Moon Hopkins, Adding and Calculating 
machines, Comptometers, Electromatic Typewriters, and Fanfold ma 
chines, bought and sold. Chicago Office Appliance Co., 537 South Dear- 
born St., Room 306, Chicago 5. 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 8, Wis 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Appli- 
ances, Inc., 326 Broadway, New York 7, N. ¥ 





BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 





BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, 
Comptometers, Calculators, etc. Bought & Sold. Dearborn Equipment 
Company, 605 S. Dearborn, Chicago 5, Ill. 





ELLIOTT-FISHER machines, calculating machines, adding machines 
all office equipment, bought and sold. W. J. Crowley Company, 906-908 
N. Water St., Milwaukee 2, Wis. 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, re- 
pair, rebuild. Comprehensive service for dealers. Adding and Bookkeep- 
ing Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 





BURROUGHS PRODUCTS our specialty, get our higher cash prices for 
calculators, bookkeepers, billers, comptometers. A. L. Steen, 60 West 
Harrison, Chicago 5, Illinois. 





QUANTITY of Monroe and Marchant Calculators, hand and electric, 
rough, complete. Inquiries solicited on all types of other machines. 
American Business Machines, 135 Grand St., New York 13, N. Y. 





DICTAPHONES, EDIPHONES—for 20 years, headquarters for machines, 
supplies, Supertone cylinders, wholesale. Chicago Dictating Machine Co., 
28 South Wells St., Chicago 6. 





DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales 
and purchases of dictating equipment. Write for catalog. American 
Dictating Machine Co., 235 Fifth Ave., New York 8, N. Y. 





FOR SALE, BELKNAP addressing machine, model No. 10, style G, mail 
order, D.C. motor; also Belknap magazine wrapper and cutter, model 2, 
style K, counter, rheostat, D.C. motor; reasonable. Harold M. Bennett 
Company, 277 Broadway, New York 7, N. Y. 





WANTED TO BUY surplus equipment for cash. Business machines, add- 
ing machines, typewriters, bookkeeping, mailing, accounting, dictating 
machines. Comptometers, addressing machines and cabinets, plates, 
frames, graphotypes, speedomats, multigraphing, mimeographing ma- 
chines; visible equipment, multiliths, photo offset machines, cash regis- 
ters. Harold M. Bennett Company, 277 Broadway, New York 7, N. Y. 





ADDING MACHINES AND CALCULATORS wanted. Also, machines that 
can be used for repair parts. Ford Adding Machine Service, 132 Nassau 
St., New York 7, N. Y. 





WANTED TO BUY: Late model Elliott-Fisher bookkeeping and _ billing 
machines. Must be over 190,000 serial number. Accounting Machine 
Service Co., 179 W. Washington, Chicago 2. 





WANTED—TYPEWRITERS, Adding Machines, Calculators, from dealers 
or jobbers. Typewriter Parts Company, 407 East Travis Street, San 
Antonio 5, Texas. 





WANTED TO BUY Surplus equipment of all types. Ready buyer. Colum- 
bia Trading Corp., 7 Waverly Place, New York 3, N. Y. 





MULTILITH FOR SALE, rebuilt model 1227, serial number 273149 F245. 
Used very little. Priced reasonably. Cornette’s, Hopkinsville, Ky. 





GUARANTEED REBUILTS, KARDEX, other visible systems, attractive- 
ly refinished, thoroughly rebuilt for years of additional service, moder- 
ately priced. Used equipment also bought and exchanged. Universal 
Office Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 





KARDEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special serv- 
ice and prices to dealers for purchase or sale. Get our quotations. Chas. 
S. Nathan, Inc., 548 Broadway, New York 12, N. Y. 





NEW KARDEX CABINETS all sizes—Kardex pockets 3 x 5 up to 6 x 10 
at especially attractive prices—also L. C. Smith typewriter ribbons only 
in dozen to box, product of well known manufacturer and the same 
as sold by leading Parts Co. in New York at standard price—for sale 
at very special reduction. Al Robbins & Company, 589 Broadway, New 
York 12, N. Y. 





KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation 
to dealers. Commercial Card System, 135 Grand St., New York 13, N. Y. 





ACME (Insite) &8 x 5—14 and 23 drawer units, also 6 x 4 and 5 x 8 size. 
Quantity of McCasky Production Panels. Commercial Card System Co., 
135 Grand St., New York 13, N. Y. 





WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 
8 x 5 size, complete with card holders. We are also interested in extra 
8” International card holders in any quantity. Advise what you have 
available. E. H. Heineman, Box 552, St. Louis 1, Mo. 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, 
as well as other makes. Write and tell us what Visible Equipment you 
need or have for sale. Special prices to Dealers. E. H. Heineman, 4 
North Eighth St., St. Louis 1, Mo. 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for 25 cents each in cash, postoffice 

money orders or certified check. Stamps and 

personal checks not accepted. Copies of design 
patents are ten cents each. 


2,407,235. Drafting Machine. Laban Richard Hal- 
stead, Chicago, Ill., assignor to Eugene Dietzgen Co., 
Chicago, Ill., a corporation of Delaware. Application 
October 12, 1942, Serial No, 461,688. Granted Sep 


| 10, 1946. , . 
0407, 300. Definite-Length Adhesive Tape Dispenser. 
Fred A. Smith, Newport Beach, Calif., assignor to 
Minnesota Mining & Manufacturing Company, 51 
Paul, Minn., a corporation of Delaware Application 
April 4, 1945, Serial No. 586,573. Granted September 


>,407,338. Slide Rule Indicator. August H. Kreil- 
ing, Chicago, Ill., assignor to Eugene Dietzgen Co., 
Chicago, Ill., a corporation of Delaware. Application 
August 17, 1944, Serial No, 549,851 Granted Sep- 
amber 10, 1946. 
, 7,433. Typewriting Machine. Miles H. Mann, 
Miami, Fla., assignor to Underwood Corporation, a 
corporation of Delaware. Application December 13, 
1944, Serial No. 567,999. Granted September 10, 1946. 
407,443. Sheet Moistening Device for Duplicating 
Machines. Erie W. Peterson, Glen Ellyn, Ill, as- 





signor to Ditto, Incorporated, Chicago, Ill., a corpora- 
tion of West Virginia. Application March 16, 1945, t} soa 
Serial No. 583,060. Granted September 10, 1946. Je 

# ’ 





2,407,594. Lettering Instrument. Fred Howard 
Application June 6, i ea 


Whiteley, Kansas City, Kans. 
1945, Serial No. 597,800. Granted September 10, 
1946 


2, 407,641. Adhesive Tape Dispenser and Applier. 
Arthur A. Anderson, Rose Township, Ramsey County, 
assignor to Minnesota Mining & Manufacturing 








Minn., 
Company, St. Paul, Minn., a corporation of Delaware 
Application January 10, 1945, Serial No. 572,223 
Granted September 17, 1946. oe 
Binding Element. Charles Edward 2,407,902 2sogont pathabs aa 


. , 


Emmer, Chicago, Ill, assignor to General Binding 
Corporation, Chicago, Tl, a corporation ef Illinois 

Application October 9, 1943, Serial No. 505,617 

Granted ee wed 17, 19 

° Bookrack or Casing. Willis L. Ramsey, 
Parma, Mo. Application October 27, 1944, Serial No. 
560,635. Granted September 17, 1946. 

2,407,992. Plan Folding Machine. Edwin ©. Me 
Farlane, Brooklyn, N. Y. Application March 11, 
1944, Serial No. 526,097. Granted September 24, 1946 

,408,097. Calculating Machine for Performing Divi- 
sion. August Friedrich Pott, Zella-Mehlis II, Thurin- 
gia, Germany; vested in the Alien Property Custodian 
Application December 19, 1939, Serial No. 310,079 
Granted September 24, 1946. 

2,408,134. Calculating Machine. Daniel Broido, 
Cockfosters, near Barnet, England. Application Jan 









uary 13, 1944, Serial No. 518,044. In Great Britain 
October 21, 1942. Granted September 24, 1946. 2000sis 
2,408,452. Shorthand Typewriting Machine. John L ; 2.408.548 cane 
Stixrud, Los Angeles, Calif. Application November 8, 
1943. Serial No. 509,514. Granted October 1, 1946 
2,408,453. Shorthand Typewriting Machine. John L 
Stixrud, Los Angeles, Calif. Application January 13, 
1945, Serial No. 572,588. Granted October 1, 1946 
2,408,516. Marking Machine. Erwin C. Horton, 
Hamburg. N. Y., assignor to Trico Products Corpora 
tion, Buffalo, N. Y. Application November 28, 1942, 
Serial No. 467.235. Granted October 1, 1946. f 
2,408,532. Collapsible Framed Display. Earl M 
Roach, Chicago, ITll., assignor to Arvey Corporation . 
Chicago, Ill., a corporation of Illinois. Application , ; 
May 10, 1944, Serial No. 534,963. Granted October 1, * : 
1946 ‘ 
2 408 902 





2,408,563. Stapling Machine and Method. Joseph C 
Lang, Pittsburgh, Pa., assignor to Bocjl Corporation, 
a corporation of Delaware. Application May 16, 1942, 
Serial No. 443,200. Granted October 1, 1948. 

2,408,578. Method of Stenciling. Joseph T. Penton, 
Pasadena, Calif. Application December 18, 1942, 
Serial No. 469.389. Granted October 1, 1946. 

2,408,622. Printing Machine. Frederick L. Fuller. 
deceased, late of West Orange, N. J.. by Schuyler B 
Harrison, East Orange, N. J., and John G. Phillips. 
New York. N. Y., executors, assignors to International 











Business Machines Corporation, New York, N. Y., a — 
corporation of New York. Application November 2, ; ’ “3 
1943. Serial No. 508,676. Granted October 1. 1946. a Se 
_2.408,715. Record Controlled Machine. Victor O Ae ; “ve 
Wilkerson, Vestal, N. Y.. assignor to a | = eo 
Business Machines Corporation, New York, N. Y., oS aa i i 
corporation of New York. Application November 14 2.408.907 sannaye 2.409.006 i 
2.400.101 2,400,017 148,506 


1942, Serial No. 465.608. Granted Ortober 1, 1946 
2,408,754. Photoelectric Transmitting Typewriter 
Apparatus. George L. Bush, Flushing, N. Y., assignor 
to The Teleregister Corporation. New York. N. Y.. a WZ 
7 Fee Sli N 














corporation of Delaware. Application July 27, 1944, 
Serial No. 548.832. Granted October 8, 1946. at. 
2.408,768. Quartz Crystal Holder. Joseph E. Fox. io 
Neil A. Nelson, and William 8. Quincy, Jr., Davton. (2a) 
Onto. cAPplteation June 5, + aoal. Serial Ne. 538,798 a 
tranted under the act of h 3, 
April $9, Ian: te hae an 1883, as amended 
408,902. Container for Fone Leads and the Like. _ en 
Garfield L. Beckstrom, Chicago, Tll., assignor to Auto- ot . 
point Company, Chicago, Tll.. a corporation of Tlinois wl . . 
arr May 15, 1944. Granted October 8, 1948. —+ 
. 907. Metal Furniture. Earl C. Booth. Colum- Be ‘ 
bus. Ind., assignor to Noblitt-Sparks Industries. Inc., ae . ; 
‘olumbus, Ind., a corporation of Indiana Application \ 
er 31, 1944, Serlal No. 552,141. Granted October ™ 
‘ 145.705 145,708 rhe 
2,408,974. Place Marker for Books and the Like. 3 
=neeoh Fifel, Chicago. Ill. Application June 1, 1944, 
oe oo Granted Ortoher 8, 1946 
’ rayon. Albert Rubenstein, Washincton. 145,587. Design for a Fountain Pen. Milton Rey- 145,705 i 
Genckca pengation — 27, 1945. Serial No. 590,565 — ge Aualiension March 13, 1946, Leonie’ Women Beira” A sg Pre s _—= 
9 Serial No. 127,436. Granted September 10, 1946. 2 946. Serial N 125 
Brittingies, oe x atch mone Vertner D me Meat Design for a Drafting Table Base. Robert 1946 en 
earborn, nplication November ennett, Downers Grove, Ill., assignor to Western 145,706. Desi 
F 5,706. esign f 
i948 1943, Serial No. 511,409. Granted October 8, Electric eer Inerearaee, ‘New York, N. Y., a Leonidas Woodley. Baird, Ton Pr aerpen April 6. 
corporation o ew or Application De ber 6, 946. Serie io. 128,328 , ; 
v 2,409,117. Store Fixture. George G. Fero, Newton 1945, Serial No, 124,431; Granted “October 1. 1946 ; ee ee a a 
ened tt essienor to United-Rexall Drug a 656. . Design for a Letter Opener. John J REISSUES 
ation elaware. Annlication May Calichio, Forest Hills, N. Y. Application June 29, 22,801. Interchangea’ 
2, 1945, Serial No, 591,462. Granted October 8, 1946 1946, Serial No. 131,176. Granted October 1, 1946. Starnes, Toronto, Caierte, “Comin sme a 
DESIGN PATENTS jl AbOG0. Design for a Combination cg and Seat. mesne assignments, to Nusign Electric Limited. Orig- 
Jame . as ex., assignor to top inal No. 2,295,188, Ss a 
nolan aw? Maas ag ye oo Milton ne ee ome os Hill, Tex. Applica- No. 332,412, April’ Pa eg Pari 
s 3, 946 ion ctober 15, 1945, § v0. 5 Septe Pp 7 ’ Bf 
Serial No. 127,435. Granted September 10, 1946. October 1, 1946. ; en a October 8, 19: ee a a 
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Here's one we picked up from a typical Englishman on 
our recent vacation in Montreal: 

Two English elephant hunters met in 
and one, who had been experiencing a 
of luck on his recent hunts, remarked: 

"Hi say, old man, you've been bagging 
bloomin’ beasts lately, but | continue to 
handed. Wot's the secret of your fortunate safaris? 

Remarked the latter, "Nothing remarkable, old chap. 
what you'll have to do. In addition to your hunting 
take with you a blackboard, a piece of chalk, a pair of 
binoculars, a small pair of tweezers and a bottle. 

"What''?, countered the first Briton, "Why do | need all 
those impedimenta?" 

“It's really simple,” answered the successful nimrod. ‘Here's 
what you do. Set up the blackboard in o fork of a tree i 
the most likely spot you can find. On it write a large ‘2’, 





come home empty 


below that another '2', then draw a line and put down the 
figure ‘5'. Then conceal yourself. Shortly an elephant will 
appear and will stand and stare at the blackboard, shaking 


but he'll shortly return 
his doubt 
return a 


his head quizzically. Then he'll leave, 
with another elephant, who will also register 


at what you've written. Finally they'll depart, to 


short time later with a whole herd of elephants to study the 
situation. That's when you go into action. All you have to 


do is turn the binoculars toward the herd, with the large end 
to your eyes, pick up your tweezers, reach out and drop the 
unsuspecting beasts into your bottle one at a time.’ 

Says Willie McSnout, ''A hole-in-one may be the shortest 
distance between two points, but a curved line is the love- 
liest distance.” 

Now that the Cardinals have sent the Boston Red Sox back 
to Beantown singing "The St. Louis Blues," the country can go 
back to that momentous poser, "When do we get sirloins?' 

A party of fourists was covering the points of interest in 
the Pueblo country of New Mexico when one of them remem- 
bered that he had failed to lock his car. He asked the Indian 
guide to hold up the party a minute until he could take 
care of this important task. 

"Oh," remarked the Indian guide, "there's no cause for 
worry; there isn't a white man within 40 miles." 


A fly was walking with her daughter on a man's ba 
head. ‘How things change, my dear,” she said. “When | 


was your age this was only a footpath.” 
He asked her to marry him, 
For, oh, he loved her so; 
They lived happily ever after, 
You see, the girl said 'No!" 


The modern bobby-soxer's hair may look like 
doesn't bother her—she doesn't know what a mop looks like. 


—cc— 























Nope, just a cheap one, sonny. | won't last an eternity. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Office Specialities Wanted by Brussels Firm—E. Demareq, operating 
Nord-Est Office, 52 Rue Charles-Quint, Brussels, Belgium, a firm estab- 
lished to concentrate on office specialties salable through the mail order 
system, is seeking some new items in order to build up post-war business. 
Contacts are wanted especially with manufacturers of office novelties 
which may be sold to the consumer at prices ranging from $3.00 to $8.00 
in American monev and goods which are not too heavy, thus avoiding 
prohibitive transportation charges. 

Firm in Sweden Seeks American Contacts—Sven 
Pennifirman Tinto, Studiegatan 4, Jonkoping, Sweden, seeks new contacts 
with American manufacturers of fountain pens, pencils, nibs, rubber 
erasers, lead and other articles in the line of office supplies carried. The 
firm specializes in pens, selling large lots to booksellers and stationers 
in all of Sweden. Exclusive agency for a good fountain pen is sought, 
and other articles are wanted on firm account. 

Italian Company Seeks Business Connections 
of Societa A. 8. T. R. A., Via Cisterna Olio, 18, 
general import-export shipping and forwarding agency, is interested in 
establishing a business connection with American concerns. A_ special 
service is maintained for gift package consignments to any place in 
Italian territory. 

Mershandising Contacts Sought for 
—— Eliseos No. 68, Mexico, D. F. 
in the office appliance and supply 
contacts with American manufacturers. 
Le Page’s, Inc., Joseph Dixon Crucible 
Pencil Company. 

Trade Catalogs Wanted in Czechoslovakia—Miroslay Svestka, Vaclavske 
Nam, 28, Prague 11, Czechoslovakia, desires trade catalogs from manu- 
facturers and firms dealing in used and rebuilt office machines such as 
typewriters, calculators, bookkeeping machines, and adding machines. 

Catalogs Wanted by Canadian Stationer—Brown & Collett, Ltd., 
120 Richmond St., West, Toronto, Canada, reports that it is bringing 
its catalog file up to date and is anxious to receive literature from 
manufacturers cf steei equipment, cash boxes, steel posture chairs, other 
metal products, and all general stationery lines, including rubber goods. 
Newton Brown and J. C. O'Neill of the company attended the 1946 
NSA convention. 





Ahlstrom of the firm 


Giuseppe Tozzi, manager 
Napoli, Italy, an Italian 


Mexico Firm—Papelera Clipper, 
Mexico, wishing to secure goods 
industry for some clients, seeks 
References furnished include 
Company, and Eberhard Faber 


Wanted at Home 


Merchandise Contacts Sought for Evansville, Ind., Firm—Glenn Wilke, 
who has represented the Royal Typewriter Company in seven Indiana 
counties, is now branching out into the general office equipment business, 
operating the Wilke Office Equipment Company, 221 Court St., Evansville 
8, Ind. He desires contacts with manufacturers or distributors in order 
to secure a line of desks, chairs, filing cabinets, adding machines, and 
other products for use in the office. 

Quality Lines of Office Furniture, Machines and Supplies Wanted by 
New Florida Concern.—Preparing for the opening of a large office equip- 
ment store at 1214 S. W. Eighth St., Miami, Fla., Harvey I. Blank is 
interested in contracting well-known manufacturers of steel office equip- 
ment, desks, standard or portable typewriters, adding machines, type- 
writer supplies and complete office stationery. Exclusive contracts are 
particularly wanted. 

Trade Catalogs, Contacts Wanted at Coldwater, Mich.—The Tri-State 
Business Service, opening a new store at 30 S. Monroe St., Coldwater, 
Mich., desires trade catalogs for office and business equipment and 
would appreciate visits from salesmen in the Coldwater territory. 








CORPORATION REPORTS AND 
FINANCIAL NOTES 





Eversharp, Inc., Chicago, Ill.—Net earnings of $2,547,197, after taxes, 
for the first six months of the current fiscal year, + ® reported to the 
board of Eversharp, Inc., on September 26 by Ralph A. Bard, chairman. 
The net earnings for the March 1l-August 31 period represent an increase 
of 322 per cent over the $602,491 reported for the similar period last 
year, Chairman Bard said, and exceed by 29 per cent the net earnings 
for the entire preceding 12 months. The six-month earnings are equivalent 
to $3.40 per share, after payment of regular preferred dividends, based 
on 736,785 shares of common stock outstanding. Sales of Eversharp CA 
pens, Skyline pens and pencils and leads for the first half of the year 
were 51 per cent higher than those of the like 1945 period, and the back- 
log of orders remains heavy, the company says. Total profits before 
taxes were $4,094,897, an increase of 83 per cent over the first six months 
last year. 


Felt & Tarrant Manufacturing Company, Chicago, Ill.—The first public 
offering of securities of this Chicago Comptometer maker will be made 
when a registration statement filed September 25 with the Securities and 
Exchanj ge Commission is approved, it was recently announced. A total of 

251,340 shares of $5 par common stock will be sold by Mrs. Jane M. 
T arrant, executrix of the will of the late Robert Tarrant, and the North- 
ern Trust company as trustee under the will of the late Dorothea Felt 
Noyes. Lee Higginson Corporation and Kidder, Peabody and Company 
will head the underwriting group. (Chicago Tribune, September 26.) 


W. A. Sheaffer Pen Company, Fort Madison, lowa.—Net income of the 
W. A. Sheaffer Pen Company for the six months ended with August 
amounted to $798,964, equal to $5 a share, the report, disclosed October 
1. For the corresponding period of last year the net income was $352,727, 
or $2.26 a share, after use of $200,000 of the $644,000 reserve for war 
production contingencies and post-war adjustments.—(New York Times, 
October 2.) 


Old Town Ribbon and Carbon Company, Inc., Brooklyn, N. Y.—A 
registration statement was filed by this concern September 18 with the 
Securities and Exchange Commission, Philadelphia, Pa., covering 140,900 
shares of outstanding $5 par value common stock. The shares, offered 
by three stockholders, will be sold to the public, at a price to be filed 
by amendment, through underwriters headed by the First Boston Cor- 
poration. 


The General Fireproofing Co., Youngstown, Ohio.—Directors of this 
company have declared a common stock dividend of 50 cents a share, 
payable September 11 to holders of record August 23. They also declared 
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a $1.75 per share preferred dividend, payable October 1 on stock of record 
September 19.—AK 


L. C. Smith & Corona Typewriters, Inc., Syracuse, N. Y.—A net income 
is reported of $868,132, or $2.69 a common share, for the fiscal year 
ended June 30, against $641,842, or $1.81 a share, in the like period of 
1945. 


Royal Typewriter Company, Inc., New York, N. Y¥.—The Royal Type- 


writer Company, Inc., and its domestic subsidiary reported on October 
8, in the annual statement for the fiscal year ended on July 31, net 
earnings of $590,347 after taxes and all charges, equal to 30 cents a 
share on 1,074,472 common shares outstanding. Net earnings for the 
previous fiscal year were $1,467,962, or $1.12 a common share. The con- 


solidated balance sheet, as of July 81 last, lists current assets at $12,144,- 


736 and current liabilities at $1,858,874, compared with $13,634,621 and 
$2,561,100, respectively, a year earlier. Allan A. Ryan, board chairman, 
said that by July, 1946, the production rate exceeded that of every pre- 
war year but one. Accumulated and current demand for Royal type- 
writers, he said, is now at an unprecedented level. This has resulted 
in a plant expansion program which added 120,000 square feet of space 
to the company’s factory area., The number of factory employees, at a 


Government-controlled level of 8,500 during the war, has risen to 5,500, 
he added. (New York Times, October 9) 








NEW TRADE LITERATURE. 


Maso Steel Products, 418 S. Clinton St., Chicago 7, IIl., has just issued 
four-page, two-color catalog illustrating the Maso line of office 





a new 

stands and desk trays. Descriptions and specifications are included of 
Maso’s new No. 1620 Model Streamliner all-steel utility stand with hard- 
tempered Masonite top, the Monarch No. 1418 all-steel utility stand with 


warpproof wood top, and the new Add-A-Tray all-steel desk filing tray. 
The new catalog, which may be obtained by writing on business letter- 
head to the Maso main office, serves as a folder to hold the other catalog 
sheets, now being issued on Maso’s other equipment for the office, school, 
iactory and home. These include office tables, office machine stands, all- 
steel wastebaskets, and the new hardwood telephone tables. 


Goes Lithographing Company, 42 W. Gist St., Chicago 21, Ill, has 
just issued a new price list on lithographed blanks and other products 
( increase of approximately ten per cent. The prices 


covering a price L 
quoted are list prices, f. 0. b. factory, and are subject to trade 
discount. A new minimum billing policy is outlined. The message con- 


cerning the new price list is given on Goes All Year Letterhead No. 1289. 


Hedges Manufacturing Company, 2931 Wentworth Ave., Chicago, iL. 
has just issued a new and revised catalog covering the Hedges line of 
files and filing equipment. Copies are available to dealers writing to the 
company at the above address. 


MAKING WINDOWS TALK 


E HAVE become accustomed to so many things 

being scarce or non-existent that it jerks us up 
sharply when we see an actual display of any of the 
items we have been doing without. 

E. J. Chapman & Company, Portland, Ore., can do 
a lot with a window and give us a lift of assurance 
that things are on the way back. 

They have limited space, but use it simply and ef- 
fectively by changing displays often and concentrat- 
ing on only a few related items at a time. For instance, 
one will feature writing equipment. A desk set as the 
center of display will be flanked by pens and pencils 
of all kinds and styles, arranged in patterns on display 
boards so that each item receives full value and, again 
there will be inks of all kinds and colors and in all 
sizes of containers, neatly graduated. On the narrow 
window ledge of four or five inches, where the eye 
of the passer-by naturally fails, will be leads for 
pencils, all kinds, laid out in inviting rows. 

The person who lives with his pen or pencil would 
cherish such a window, and would probably be able 
to find right in it the thing he is looking for. 

Another display might be devoted to files—steel, 
letter, accordion, legal and card index—all arranged so 
that their features can be studied from the window. 

With most of Portland, Ore., in the process of build- 
ing and remodeling these days, the draftsman has 
a lot to do. And he needs a lot of equipment. 

Right in step are Kubli-Howell Company. They are 
running a window especially for the draftsman— 
everything he needs. A drawing board is set up with 
proper lighting arrangement and automatic adjustable 
stool. Pencils of all kinds are shown, together with 
ink, colors, tubes, tape, instruments, a neat miniature 
magnifier and some good field glasses. In the rear, 
a large-sized map of the city and some samples of 
local house plans are shown. 

A thoroughly and frankly business-like window talks 
to the workman and holds no end of lure for him. 
—BART 
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IN OCTOBER OF 1876, WHEN: 

McKesson & Robbins, New York City, offered Bloede’s ink and 
stain extracting pencils for keeping the fingers tidy. ...A 
Russian inventor devised a typewriter which wrote in Russian 


and English characters, figures, signs, punctuation, and the 
French accents. Nicholas Muller's Sons, 8 Cortland St., 
New York City, presented to the trade an inkstand combining 
a pen rack, wiper and thermometer. . . . Retailing for a dime 
was a new device for pulling pens out of the pen holders. .. . 
(From files of the American Stationer). 


IN OCTOBER OF 1886, WHEN: 

Stationers were offering a novelty called the magic wheel 
which was no more or less than the plaything the youngsters 
of today know as the yo-yo. . . . Richmond, Va., was preparing 
for the state fair and presence of President Grover Cleveland. 

. The Dennison Manufacturing Company brought out a line 
of gummed figures and letters printed in sheets, perforated, and 
easily detached. . . . Samuel Hano & Company, manifold book 
manufacturers of Boston, were so swamped with orders that the 
firm was forced to recall its three salesmen from the road... . 
(From files of the American Stationer). 


IN OCTOBER OF 1896, WHEN: 

The National Association of Booksellers, Newsdealers and 
Stationers met at Wells Memorial Hall in Boston, Mass. . 
Eagle Pencil Company offered the new Simplex pencil—”"by 
simply removing the wood with the finger nails you can obtain 
as long a point as desired.” . . . A New York inventor claimed 
he had perfected a non-clogging, automatically self-cleaning 
mucilage bottle known as the “Unique.” . . . (From files of the 
American Stationer). 

IN OCTOBER OF 1906, WHEN: 

Secor Typewriter Company, Derby, Conn., offered the new 
standard visible writing and billing machine with one-key 
decimal tabulator. . . . The Fifth National Business show was 
held at Madison Square Garden, New York City. . . . A Lutheran 
minister in Milwaukee, Wis., devised a continuous writing line 
typewriter. . . . John Underwood, president of the Underwood 
Typewriter Company, returned from a European trip. . . . Coin 
Counting Machine Company, 40 Dearborn St., Chicago, intro- 
duced a machine for automatically counting and wrapping 
coins. . . . The roll-top desk was in vogue. ...C. J. Bryant 
was named the new manager of the Stationers Loose Leaf 
Supply Company of Chicago. . . . (From files of OFFICE APPLI- 
ANCES). 


IN OCTOBER OF 1916, WHEN: 

Francis E. Van Buskirk headed the newly-formed American 
Association of Office Appliance Manufacturers. . . . The New 
York Business Show opened at 69th Regiment Armory. 

Miss Anna Gold reached speed of 132 words per minute net 
for one-half hour, using a Remington machine, in winning the 
national amateur typewriting championship at Chicago. 

Harry A. Prizer of William Mann Company was named head 
of the Philadelphia Stationers Association. . . . C. A. Stevens 
headed the “more daylight’ committee of the Chicago Stationers 
Association. . . . Chicago was seeking the 1917 NSA conven- 
tion. .. . J. L. McAvoy was named field manager of the Royal 
Typewriter Company. . . (From files of OFFICE APPLIANCES). 
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THE FLAG SPEAKS 


I stand for a world-shaking idea that is creating 
a new earth, putting tyrants to flight, bursting the 
shackles of slaves, making men gods, glorifying hu- 
man personality and lifting all humanity to a higher 
plane of more abundant living. I stand for a new ex- 
periment in the laboratory of life which in 1776 ex- 
ploded old theories of government and set men free. 
I have kindled, and kept burning, in the hearts of men, 
the fires of liberty, unity, justice and brotherhood. Men 
have lived and toiled and died to keep alive the things 
I symbolize. A great host of heroes, with the help of 
God, have kept me gallantly flying in the face of every 
threat and challenge to the democratic way of life. 
The blood spilled at Bunker Hill, Gettysburg, Chateau 
Thierry, Bataan, and all the other great battles for 
freedom on land and sea, is in my red stripes. The 
shining white light of glowing sunshine, penetrating 
the blackest night, is in my white stripes, which in the 
nation’s darkest hours are radiant with eternal hope. 
The vast sweeping infinity of the heavens is in my 
stars, inspiring mankind to continue climbing coura- 
geously up the spiral staircase of history to a world 
of gleaming promise. I am the emblem to a world of 
gleaming promise. I am the emblem of man’s finest 
dream. I am the standard of the “last best hope of 
earth.” I am the AMERICAN FLAG. 


(From N-C Inspirations, published by Neva-Clog Products, Inc.) 
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Plan Sales Promotion for More 


Profitable Selling 


By VICTOR N. VETROMILE 





HE OUTSTANDING essential for success in any 

trade or industry is the continual turnover of 
merchandise in large quantities at selling prices that 
ensure a satisfactory net profit over and above the 
generally recognized costs of operation. 

It is true that there can be no such thing as a 
large business without a large volume of transactions, 
whether in manufacturing or selling. Yet a signifi- 
cant fact is that some concerns—more particularly 
in the retail field—achieve larger net profits with 
fewer turnovers of their average stock inventory than 
their competitors. 

The explanation appears to be that such concerns 
sell a larger amount of the more profitable goods 
and appliances—the merchandise that lifts the profit- 
level on the week’s or the month’s business. 

Take, for example, a big special sale in almost 
any line of retailing. If the store enjoys a good 
reputation and the dealer is an adroit advertiser, 
his sale advertising will attract a large number of 
buyers. If the sale proves to be the means of intro- 
ducing the business to a considerable number of 
new buyers, that in itself is an important accomplish- 
ment which can readily justify all the expense of 
preparation, advertising and extra service require- 
ments. 

When the stationer comes to calculate the monetary 
benefits of the sale enterprise, however, the test is 
always the net profit achieved. This profit depends 
not merely upon the total number of transactions but 
upon the amount of better-profit products and appli- 
ances that has been sold. 


Sales Can’t Replace Salesmen 


Special sales can create buying activity, when they 
are well timed, but they can never make creative sales- 
men. Maximum financial success necessitates that 
profitable selling shall be a day-to-day objective. Al- 
most anyone can sell a lot of comparatively low-priced 
office supplies featured as “traffic bait,” but it requires 
a real salesman to sell an adding machine, a check- 
writer, a typewriter or a filing cabinet at the first faint 
hint that a customer might be ready to buy such 
equipment. 
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Turnover Acceleration Is Of 
Value Only If It Ups Profit 


Every stationer knows that he has to have a certain 
amount of business every day just to “come out even.” 
That minimum is the basis on which he must pyramid 
his sales and profits. If the black times of ten years 
ago taught retailers anything at all, it was that, with 
prices slumping about 30 per cent on an average, they 
had to reduce expenses drastically as well as increase 
sales to keep afloat. 

When prices started to climb again, there was not 
such imperative need for emphasis on volume as such, 
and the dealer could concentrate on profitable volume 
—a volume that maintained proper relation to the bal- 
ance sheet and the profit and loss statement. This 
means not merely the volume necessary for secure sol- 
vency, but for the accrual of substantial profits suffi- 
cient to produce increment in net earnings for the 
reserve capital account of the business. 

No one can presume to tell 5,000 stationers the num- 
ber of stock turnovers each should have to make his 
particular establishment prosper. It depends largely 
on the “static-dollar value” of his average current 
stock inventory. 

Some stationers carry a much heavier inventory than 
others, some have more departments with consequent 
larger scope of merchandise, and some carry a larger 
proportion of the mechanical appliances and “heavy” 
equipment of the office-purveying and office-furnish- 
ing branches of the stationery industry. The average 
dollar-unit of sale is, naturally, influenced by the deal- 
er’s stock composition. 

Apart from the elementary staple goods character- 
istic of all stationery outlets, every stationer doubtless 
has developed a definite idea of his own as to what 
sundries and appliances sell best in his particular trade 
radius, which items or mechanical office fixtures he 
has the least market for, and what he must do to make 
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his particular stock turn at a profitable rate year after 
year. 

The most important single consideration affecting 
all dealers in all parts of the country, therefore, is 
that they should know their overhead and operating 
costs and have an intelligent pricing policy as basic 
profit insurance. Experience soon acquaints any intel- 
ligent stationer with his best profit-makers. It also 
safeguards him: against experimenting with unprofit- 
able, slow-selling goods, or faddish fly-by-night items 
that he may not be able to Sell at all. 

The most important reason for training salesmen 
to be “profit-conscious” in their work is that the sta- 
tioner can thereby put emphasis upon the creative sell- 
ing of the more profitable items and lines, many of 
which are sold quite as easily as the less profitable 
goods when salesmen have been trained to promote 
them correctly. In this way, volume with profit can 
be achieved. 

The principal considerations affecting sales promo- 
tion for more profit are the economic level of the sta- 
tioner’s trade area, the general buying power (this is 
better now everywhere than in many years), and the 
standards of character of competitive establishments 
in the local market. 

The only true profit in every kind of business is the 
NET profit. Any stationer who insists upon knowing 
the actual net profit by arithmetic is sure never to 
overlook some elusive cost or expense item that might 
have the beguiling effect of magnifying his gross 
margin. 

Profitable selling requires imagination and vision. 
Just think what a great merchandising market there 
would be for every stationer if there were a typewriter 
in every fifteenth home. Without imagination such a 
market for writing machines doubtless seems impos- 
sible of development, general prosperity regardless. 
Yet it doesn’t seem such a fantastic possibility for the 
stationery industry after all, when one thinks of the 
large number of $64 pen-and-pencil sets that have 
been sold universally by a large manufacturer. 

Who can say, incidentally, that a home-style steel 
safe, retailing for about $200, cannot be merchandised 
successfully by large numbers of stationers, or that 
the idea is so unreasonable that it is not deserving of 
serious thought by any progressive stationer in any 
fairly prosperous community? Are not families con- 
stantly paying approximately that amount for radios, 
electric refrigerators and washing machines—utilities 
of much shorter useful life? 


Demand Can Be Created 


Potential buyers make the market for any machine 
or fixture, but in all lines of business the farsighted 
seller has to open up the potential market by creating 
desire and generating buying initiative. 

Setting aside my suggestion as to how many persons 
might or might not buy those relatively high-priced 
things in the average town or city, let us consider pur- 
chasing power as an influence in profit-building with 
regard to the general run of the stationer’s stock. 

Is there any way to know who will react favorably 
to the offer of higher-priced, higher-profit items? As 
a matter of fact, retailing experience in all lines has 
amply proved that a large percentage of customers will 
buy a better grade, or a more economical unit of quan- 
tity, when the suggestion is made to them on the basis 
of their self-interest. 

Especially is this true of the higher quality article, 
if the suggestion is supplemented by point-for-point 
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analysis of comparative values. This calls for knowl- 
edge of the merchandise, of course, as well as sufficient 
selling discretion in not disparaging the less expensive 
merchandise or creating the impression that it is prac- 
tically valueless while building appreciation of the bet- 
ter merchandise. 

Business in all retail stores is afflicted by clerks who 
don’t know the “why” of it—that is, the explanation 
of the “relativity,” so to speak, of price and value. A 
buyer who, for illustration, has never paid more than 
50 or 75 cents for a letter box or file, will certainly 
require a kind of “initiation” to make of him a buyer 
of one of the new-type steel letter files retailing at 
$2.00 to $2.50 a unit. The salesman serving the buyer 
contemplating such a first time purchase should be 
qualified to explain all the points of superiority in con- 
struction, longer service and ultimate greater economy 
that make the higher-priced file far and away the 
better investment. 


Good Salesman Looks to Customer’s Interest 


The top-notch salesman in such a situation creates 
such a strong desire for the more modern letter file 
that his customer will buy on conviction of value 
rather than being “pushed” into a larger purchase than 
he planned. The salesman knows from previous ex- 
perience that all persons who buy these better and 
more attractive letter files report better satisfaction 
from them. Therefore he knows that he has served 
his customer’s interest well. 

Not only the closing of the better profit sale, but also 
the insurance of the customer’s complete satisfaction, 
depends upon being able to justify the price by a 
presentation that stimulates desire and imparts the 
impression of service to the buyer in such a manner as 
to command respect for the honesty and sincerity of 
the salesman. 


Salesman Should Be Source of Information 


Persons contemplating the purchase of this or that 
expect salesmen to be able to give them full informa- 
tion—not merely prices. It is always very disappoint- 
ing to become enthusiastic about a purchase planned, 
naturally expecting that everyone employed in the 
store knows all about the goods, only to discover that 
when the article—something new, let us say—is men- 
tioned, nothing but a blank look comes over the coun- 
tenance of the salesperson. 


Salesmen should be given adequate information as 
to all prices currently in force and, of equal import- 
ance, intelligent understanding about price trends. 
Even though the retailer of specialty goods, such as 
the stationer, is not primarily responsible for an in- 
crease in price, it is his responsibility to understand 
the reason for the increase. 


If the advance should be a mentionable amount, it 
is the retailer’s duty, as well as good “sales sense,” to 
explain the cause of the increase to the customer who 
has been buying that article at the old price. When 
the stationer does this without waiting for his custo- 
mer to question the new price, the customer will under- 
stand the stationer’s position and will appreciate the 
stationer’s consideration for the “pocketbook nerve” 
of his customers. His confidence in the fairness and 
honesty of the stationer’s price policy is sure to be 
strengthened. 


Preserving the customer’s confidence means pro- 
tecting the opportunity to continue to make profit 
from his patronage. 
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Machine Servicing Leads to Sales 





FTER MORE THAN 20 years experience, I recently 
opened my business in a new location. We do 
expert servicing on all makes of adding machines, cash 
registers, calculating and bookkeeping equipment, time 
clocks, typewriters, ‘and—a war-time baby—electric 
razors. We try to get into every office about every six 
months. In this way, by doing some simple kind of 
service, we keep every buyer reminded of us, we get 
willing listeners because we are doing a service, and 
we Sell at the right time. 

There are a number of ways, of course, in which 
service can be offered. Our most prolific business- 
getter is a contract, usually for a year, at a very rea- 
sonable price. This includes parts and provides a con- 
tinuous service. We help in emergencies to keep equip- 
ment in working order, except for extreme cases such 
as fire, where the equipment itself did not fail to 
function. 

We are using a 3x6-inch blotter which functions as 
a calling card, and find that it serves much better as 
a means of keeping our name in front of the would-be 
customer. A name card can be discarded or mis- 
placed easily with no thought of losing something with 
important information upon it. But the blotter cannot 
be set aside so easily and it does have a use. 

We are getting these blotters printed up in compara- 
tively small quantities, and the printing or message on 
them will be changed from time to time. The current 
message is a more or less simple statement describing 
our service. 

“Call Morrow Today,” has been chosen as a catchy 
tagline that stands a good chance of being remember- 
ed after having been seen a few times. The “Morrow” 
is brought out in large letters across the top of the 
blotter. The tagline and “Parke T. Morrow” across the 
bottom of the card or blotter are printed in a bright 
red that leaps out from the semi-glossy white back- 
ground of the blotter. 

The rest of the blotter’s message, printed in blue, 


By PARK T. MORROW 


Office Appliance Salesman, 
Erie, Pa. 


announces: “Sales—Service—Supplies.” It goes on 
to give trade names of the lines of office equipment 
that we carry and service. Our phone number and 
address are there, too. In all, it is a dignified, service- 
able blotter and is doing the trick. 


Service Calls Lead to Sales 


Whether or not it is a contracted service call or just 
comes out of the blue, when we get into an office we 
are able to look around and spot chances for possible 
sales. And, when one gets known as a person that can 
help and advise, this is usually remembered in con- 
nection with the buying of new equipment. 

With the sale of a piece of new equipment, such as 
a time clock, we give a year’s guaranteed service con- 
tract, along with parts. Then, at the end of that first 
year, the customer contracts another year’s service 
and we have a definite “in” for future sales. That’s 
what we are after, of course, for there is no money in 
servicing. 

There are other angles to keeping yourself and your 
business in front of possible customers, and one of 
these is the carrying of a full line of carbon paper and 
typewriter ribbons. Salesmen are sent out when calls 
come in for one of these items and solicit a continuous 
service of the office’s needs. In this way the “Morrow” 
name is kept prominent, and the salesman who de- 
livers some item or gives a service adjustment can 
look around and suggest that the office needs certain 
new equipment or replacements. 

We have made time clocks a strong item in our 
merchandising and put salesmen on every possible 





SERVICE GOES WITH SALES—Interior of Park T. Morrow's new store at Erie, Pa., 
where he provides guaranteed service with sales and finds that it builds business. 
Time clocks are featured along with other business machines. 
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lead. Newspapers are watched for new businesses. We 
write to distributors for mailing lists and comb the 
northwestern Pennsylvania area for leads. 

We stress that labor unions’ demands and Govern- 
ment regulations make time clocks necessary as pro- 
tective devices both for the employer and the em- 
ployees. Has the employer ever gotten a receipt for 
wages paid? The time clock gives management this 
kind of a receipt. And we emphasize that even if the 
business has only a few employees there should still 
be protective measures in the routine. Only recently 
we sold to a night club near Erie that surely hasn’t 
over a dozen employees—the protection idea was put 
across. 


Electric Razors Profitable Side Line 


It might be interesting to note that our servicing of 
all makes of electric razors, along with exchanging and 
selling them outright and selling small accessories 
that tie in with them, such as a plastic holder that 
can be installed upon the bathroom wall, thus elimin- 
ating the necessity of unplugging the razor every time 
it is used and putting it away in the wall cabinet. This 
diversification of my business began to grow steadily 
during the war, although it began as kind of a hobby 
and a pleasure for me. 

Now it has developed into a regular side line. We 
rebuild razors and have a showcaSe in our new Ssales- 
room which displays parts and new razors and acces- 
sories. One reason for taking our new location was the 


fact that it afforded some window display area, and 
we are taking advantage of this to put some of the 
razor line on display. When conditions are closer to 
normal and the supply situation has improved, we be- 
lieve that the razor business and a volume business in 
portable typewriters (taking advantage, again, of show 
window space for attractive displays) will carry the 
store. 

With the increased walk-in business that our new 
place has given us, we can build up interior displays, 
too, and display more office accessories. 

Be that as it may, we are bending the greater part 
of our efforts towards the satisfactory servicing of 
office appliances. It is chiefly the satisfied customers 
who give us our new Sales and pass the word around 
that “We use Morrow’s for servicing.” We know that 
good servicing will get our name mentioned, for in- 
stance, in meetings of the local manufacturers’ asso- 
ciation and among purchasers. 


To strengthen still further the servicing which we 
can offer to all offices we are taking on a complete 
servicing of Telechron motors. We are going to estab- 
lish ourselves as an area “service Station” for this 
kind of work. Naturally, dealers will become aware of 
this, and replacements and new Sales will increase. 


The whole sales program is knit together with fol- 
low-up direct mail and trade literature. Our direct 
mail pieces will be of the postal card variety, printed 
up on a baby duplicator. 


Window Display Boosts Better 


Typewriter Maintenance 





~ G. ADAMS COMPANY, stationery retailers of St. 
Je Louis, Mo., believe that the job of the office ma- 
chines department is only “half done” with the sale 
of a new typewriter. Instead, the management feels 
that it is up to the stationer to instruct every office 
machine purchaser in the care of his equipment and 
the best accessories to use with it—in other words, 
how to get the most from the machine for every dollar 
invested in it. 

Typical of this idea is a window display which 
appeared in the main Adams’ window during April. 
Occupying all of a huge 8x10-foot display space, this 
single-theme window was designed to Keep office peo- 
ple thinking of typewriters in terms of upkeep, and 
to demonstrate practical methods of maintenance. 

The display was built around a 4x6-foot sign on the 
rear wall, in two-inch block letters, with instructions 
on typewriter care. The sign was headed “How to 
Make Typewriters Last—10 Tips to Typists.” Under- 
neath this in two sections were ten suggestions divided 
into “Do Daily” tips and “Do Regularly” listings. 

Suggestions were as follows: 

1. Brush eraser crumbs and dirt on the typebars 
toward the front part of the machine. 

2. Clean type with a cloth or buffer, slightly moist- 
ened with cleaning fluid. 

3. Move carriage to extreme right and clean the 
carriage rails—then reverse the process. 
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St. Louis Firm Follows Machine 
Sales with Profitable Service 


4. Brush dirt from the typebars. 

5. Always cover the machine when not in use. 

Under the “Do Regularly” heading were these: 

6. Prevent paper slipping by cleaning rubber rollers 
with cloth slightly moistened with cleaning fluid. 

7. Remove the roller and brush out all particles of 
dust or dirt which have accumulated. 

8. Save the roller by inserting two sheets of paper 
at a time. Use the backing sheet over and over 
again to conserve paper. 

9. Keep particles from falling into the machine 
by moving the carriage to either side when erasing. 

10. Change ribbons correctly. Jiggle or tap the 
spools lightly—never force them on the shaft. 

All of these tips toward better maintenance of type- 
writers have been painstakingly gathered by S. G. 
Adams Company’s outside salesmen, who patiently 
spend extra time on every call teaching office typists 
ways and means to keep their machines at top effi- 
ciency longer. The store makes a standard policy of 
following up every such sale, checking regularly with 
office managers to determine whether they are satis- 
fied with typewriter service. In this way, the St. Louis 
1946 
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stationery store feels that a better service is rendered 
to customers. 

Around the central card in the display, S. G. Adams 
featured typewriter accessories harmonizing with the 
maintenance suggestion. Two step-up pyramids were 
used, one on either side of the sign. That on the 
right displayed two brands of carbon paper, and a 
popular line of typewriter ribbons in several colors. 
On the left side, popular typewriter paper in various 
weights and sizes was featured for varying office use. 
In the center rear were typewriter desk pads for 
dissipating noise, and in the left center stenogra- 
phers’ notebooks, ink removers in paste and liquid 
form, erasers, jars of hand cleaner and typewriter 
brushes. In the center, for cleaning work, a group 
showed cleaning solvent, typewriter erasers, six varie- 
ties of brushes, typewriter oil, type cleaner and stenog- 
raphers’ plastic cuffs. One point which attracted 


much attention was a display of specialty liquid ink 
and typewriter eraser in a plastic dispenser. Sixteen 
items were shown—all important to the satisfactory 
maintenance of any office machine. 

The store developed all of these ideas from the 
reports of its experienced salesmen, many of whom 
have discovered that where one office got as much 
as ten years of uninterrupted use from its type- 
writers, another sent them out for repairs after one 
or two years. A check into the situation revealed 
without exception that those offices which got the 
most from typewriters were those which had trained 
employees to perform “first echelon” maintenance 
themselves. Pointing out these facts and suggesting 
the means of overcoming the problems has not only 
resulted in a large volume of typewriter accessory 
sales for the store, but constantly creates valuable 
good will. 


Shall We Climb to the Driver’s Seat or 


Mix a Highball? 


By FRANK FARRINGTON 





T LOOKS as if we have got ourselves on a merry- 
go-round, one that probably won’t be merry but 

will just be a continuous rotating in a vicious circle. 
We can ride on a merry-go-round for a dime, but to 
ride the vicious circle a lot of people—and not all of 
them pessimists—prophesy will cost us our shirts, 
if we have any left. 

The Civil War left us to struggle through the 
“Tragic Era.” World War I put us on a roller coaster 
that, like all roller coasters, shot us up, up, up, only 
to drop us down, down, down, until we got off again 
at the bottom level. And some got off lower than 
that. We went from pinnacle to debacle in three 
jerks of a lamb’s tail. 

And now we are entering what commentators a few 
years ahead may refer to as the era of the vicious 
circle, and what we, as office appliance dealers today, 
call the era of the forgotten order. 

Men who, like “Shipyard Jack” of World War I, 
worked in war plants for more money than they ever 
earned before, had their jobs and their pay guar- 
anteed by the best blood of the nation, shed in agony 
and sweat on a thousand battlefields. To pay the 
war workers top wages, manufacture, production and 
distribution were directly or indirectly subsidized. To 
get the money to pay wages and subsidies, taxes were 
levied on manufacturers, distributors and retailers, 
and even on some fighting men. 

And now the fighting men of the nation come home 
to find they have been fighting for higher wages for 
the men who did not fight, with resultant higher 
costs of living for those who did fight. And here we 
go ‘round the mulberry bush with those higher costs 
of living bringing demands for still higher wages. 

Men who wanted, above everything, to get back 
home and to peaceful lives, find themselves crying 
peace, peace, when there is no peace, and the favored 
of the industrial gods forming picket lines and waving 
“We want” banners, threatening America with indus- 
trial coma unless they receive more than they give. 
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The Problems of Commerce, 
Industry and General Economy 
Need More Than Recognition 


Men who did not fight under the banner of Freedom 
now fight in the streets under the banner of “Bleed 
‘em!” : 

Perhaps labor is not as insensate as it sometimes 
seems. Doubtless management is often guilty of 
holding to its own point of view without attempting 
to see the situation as labor sees it. Doubtless both 
labor and management exhibit more stubbornness 
than willingness. Just how the average citizen, want- 
ing both sides to have fair treatment, can do any- 
thing to remedy the troublesome situation is not 
easy to see. But there must be mutual understanding 
and accommodation if business is to get under way 
and maintain a steady upward trend through a 
period when depression may be expected to stalk 
beside the way, like a wolf awaiting opportunity to 
attack the plodding traveler. 

This is no time for any man to sit back, isolate 
himself, and say, “Let ’em fight it out!” Unless and 
until we, the people, climb up into the driver’s seat, 
if only to share it with headlong and headstrong 
politicians, in lieu of statesmen, we shall find our- 
selves enmeshed in the vicious circle and going down 
Depression Hill like a barrel rolling down a skidway. 

Everybody has read what the editorial writers have 
to say about vicious circles and the spiral of financial 
figures soaring up into the blue like a helicopter 
headed for heaven. Everybody has said, “Gosh, that’s 
so,” and then laid down the paper and headed for 
the pantry to mix a highball. So, unfortunately, ends 
most men’s consideration of the problem. 
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Push the “Little” Gifts for Christmas 





OST PEOPLE are looking for the beautiful, the 
personal, the little luxury gifts at Christmas- 
time. The buying of the strictly practical has been 
postponed until some future date. By accepting this 
fact and highlighting the small personal items, office 
appliance dealers will build up a nice volume of trade 
in the so-called side lines—small leather gifts, lamps, 
picture frames, desk sets, social stationery, artists’ 
supplies and the like. And in featuring these lines they 
will draw to the store hundreds who have never before 
entered it, who will have a chance to see the substan- 
tial lines—desks, office chairs, filing cases, safes, and 
cabinets—and bear these in mind for future purchases, 
either as gifts or for refurnishing their own offices. 
Of these small items, leather gifts are probably the 
most appreciated—by the masculine giftees, at least. 
Scruggs, Vandervoort & Barney, St. Louis, ran a page 
ad showing a desk with leather set, lamp with leather 
shade, and big leather chair drawn up beside the desk. 
The ad was headed, “Give something in leather to the 
men on your list. There is something special about a 
gift of leather—the fragrance and texture are mascu- 
line particularly. For that man choose handsome leather 
desk accessories, a leather-covered reading lamp, a 
luxurious leather upholstered chair, or any other real 
leather gifts of lasting beauty.” In their window they 
showed a man’s den, decorated with ropes of greenery 
around the walls, and a Christmas wreath on the door 
in the rear. There was a desk with leather desk set 
and lighted gooseneck lamp, a comfortable leather 
chair with a floor lamp beside it, and a big card 
bordered with holly, saying “Leather Gifts for the Man 
in Your Life.” 


Leather Items Given Big Promotion 


Wilholts, Santa Barbara, Calif., ran a half-page ad 
topped with a cut of Santa and his reindeer. In two 
columns were listed gifts for men and women headeu, 
respectively, “For the Men in Your Life” and “These 
Will Light Her Eyes.” Twelve gifts for men, ranging 
in price from $1 to $11, and an equal number for 
women, ranging from $2 to $27, were given. Said Mrs. 
Z. K. Wilholt, manager, “Women as well as men appre- 
ciate gifts of genuine leather, especially little things 
they can carry in their handbags—note books, address 
books, little manicure sets, and items for their desks. 
We give them a good display in the desk section. We, 
of course, have many more masculine patrons than 
feminine, and they are pleased to note the feminine 
items which solve many of their gift problems.” 

The Columbia-Eastern, Portland, Ore., ran a big ad 
showing a cowboy roping a cow, with the heading, 
“A Gift Roundup—Billfolds, brief cases, cosmetic cases, 
tobacco pouches, overnight cases, photo cases—ini- 
tialed in gold letters if desired.” In the window was a 
large cutout of a cowgirl on a plunging horse, with 
the words “Christmas Gift Roundup— All Types of 
Leather Goods. At one side on a pyramid-shaped fix- 
ture were larger leather goods—leather-fitted over- 
night case, men’s 20-inch club bag, weekend case, and 
cross-country lightweight case, with the card “Christ- 
mas Trip-ing ’Cross Country? Distinctive Luggage to 
Add Eclat to Your Arrival.” 

In the window of the Tiernan Typewriter Co., Santa 
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By W. B. STODDARD 


WINDOWS THAT SELL CHRISTMAS GIFTS—Business Appli- 
ance Co., Los Angeles, Calif. (top picture) builds a Christmas 
window around office machines. Stationers Corporation, Los 
Angeles (bottom picture) calls attention to Christmas cards 
and wrapping papers in a well-arranged window display. 


Ana., Calif., was a holly-bordered card “Gifts for Dad’s 
Office—To Make Things Easier and More Pleasant.” 
Posture chairs, steel safes, office desks, chair cushions, 
desk sets and gooseneck lamps were shown in the win- 
dow, many of them tied with red ribbons and cards of 
greeting. Several desks and desk sets, Christmas- 
wreathed, were displayed in the front of the salesroom, 
together with a small safe tied with broad streamers 
of red and green, carrying the card “It’s a SAFE Bet 
for Christmas.” 


Wide Range of Gifts Featured 


An extremely attractive display was arranged by the 
Stationers Corporation, Los Angeles. It had a white 
background, against which was a four-foot red panel 
extending to the ceiling. In front of the panel was a 
white platform, on which was a three-foot Christmas 
candle with electric tip. From this tip silver rays, 
painted on the panel, extended in all directions. At 
one side was a desk with a leather desk set, and several 
boxes tied with crimson ribbons. Near it was a chair, 
waste basket and floor lamp. A half-dozen globes and a 
boxed set of drafting materials were shown. All around 
the floor extended a border of red, on which various 
drafting items and artists’ materials were displayed. 
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Another window, calling attention to indoor games, 
Christmas cards and Christmas wrapping papers, 
showed the head of a grotesque snowman, with lamp 
shade hat, holding a pair of globes. In front of a num- 
ber of boxed games was an art card “Gifts for the 
Kiddies.” Cards and decorative papers were scattered 
throughout the display. They ran a series of six-inch 
double-column ads calling attention to their small 
gifts. Said Mrs. Donna Sherwood, buyer of gift lines, 
“Pictures do more than reading matter to induce buy- 
ing, so our ads consist mainly of illustrations. We 
change our displays frequently, so that passers-by have 
a chance to observe the wide variety of small items 
carried by us.” 


The May Co., Denver, Colo., ran a single-column, 
full-page ad headed “Personalized for Thoughtful 
Giving.” They illustrated and priced double decks of 
playing cards monogrammed in gold, boxed stationery 
monogrammed with two or three initials, mono- 
grammed pencils, leather cirgarette cases and person- 
alized cigarettes. Especially popular were their boxed 
pen and pencil sets in monogrammed gold cases. 


Rebuilt Typewriters Given Christmas Promotion 


Meier & Frank, Portland, Ore., took an entire page 
in the papers to feature their “Gifts in the Write Spirit.” 
Typewriters still being a very scarce article, they con- 
centrated upon rebuilt machines. They showed the cut 


of a machine, boxed, and offered to personalize it by 
placing upon it in silver the initials of the one to 
whom it was to be given. They also called attention to 
their lay-away plan under which payments were dis- 
tributed over a number of weeks, with delivery of the 
machine promised the week before Christmas. Foun- 
tain pen and combination pen and pencil sets were 
also featured. In the ad was a coupon for conven- 
ience of out-of-town patrons, telling the type of pen 
and pencil set or typewriter they wished, and the 
initials they desired placed upon it to personalize the 
gift. Their big display window also attracted much 
attention. On the wall was a large cartoon of Santa, 
done in red, green and white, with a pennant advising 
“Meier & Frank—Portland’s Own Christmas Store.” 
Fixtures of red and gold held pen and pencil sets, 
fountain pens, desk sets, and a number of boxes 
wrapped in a gifty manner. Nothing but quality mer- 
chandise was featured, and each item bore a neat 
little price card. 

The Business Appliance Co., Los Angeles, was an- 
other firm that featured rebuilt machines, both Com- 
tometers and typewriters. A fringe of artificial icicles 
hung from the top of the window, and the background 
was of red and white. Billows of white silk covered the 
floor, and on mounds were shown typewriters of sev- 
eral makes. Back of one of them was a large head of 
Santa, while little green trees, powdered with snow, 
were used for decorative purposes. 


The Well-Prepared Dealer Says, “Bring 


On That Christmas Rush!” 


By HALLACK McCORD 





RE YOU READY for the Christmas rush? Check 
the following test and see if there are things 
you may have forgotten: 

1. Is your delivery setup in shape to handle the 
increased holiday business? Are trucks and other 
vehicles in excellent repair so that no breakdown will 
result in delayed deliveries? Check to make certain. 
Make careful inspection of all delivery vehicles pre- 
ceding the holiday season. 

Truck drivers and delivery boys should be given 
special holiday training. Drivers should be cautioned 
against recklessness and excessive speed. Far better 
to be ten minutes behind time than to be involved in 
a costly accident. Delivery boys should be instructed 
in holiday courtesy. They should be educated in the 
human relations value of a ready smile and a cheery 
“Merry Christmas!” 

2. Is the sales personnel prepared to take on the 
responsibilities of the holiday rush? Permanent sales 
people should receive a series of inspiring talks from 
store heads just prior to the opening of the season. 
In addition, they should be given special instruction 
in “mass” customer handling. The object of this train- 
ing should be to increase the number of customers a 
given individual can take care of during a day. Train- 
ing for speed-up should stress such items as quick 
(but accurate) sales-slip writing, how to make every 
minute count, helping the customer make up her mind, 
how to speed up sales, and so on. A general over-all 
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training program designed to increase efficiency is 
beneficial if given immediately before the holiday 
season. 


Pre-training Necessary for Efficiency 


“Emergency” personnel should be trained before the 
holiday season begins, too. These men and women are 
hired to do fill-in and relief jobs. They are placed in 
positions where the load is too heavy for the regular 
salespeople to carry alone. All too often emergency 
personnel are thrown onto the sales floor and allowed 
to shift for themselves, a policy which results in con- 
siderable loss to the store. Each “green” Christmas 
helper should receive thorough training in the depart- 
ment in which he is to serve. Only in this way can 
he reach a reasonable level of efficiency and become a 
real money-maker for the store. 

3. How about the wrapping department? Space 
limitations should not be so small as to restrict effi- 
cient operation during rush hours. It should be ade- 
quately stocked with material to prevent its becoming 
a bottleneck. Wrapping personnel—permanent or tem- 
porary—should be trained for quick, neat, efficient 
work. If special wrapping jobs are done, wrappers 
should receive thorough instruction long before the 
buying rush starts. 

4. Are shelves well filled? Check up on stock. Mer- 
chandise in the storeroom will never sell so long as 
it remains there. Managers should make a special 
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effort to keep counters well filled with merchandise. 
Christmas shoppers buy what they see—regardless. 


To help the busy shopper, place adequate supplies 
of ready-wrapped items conveniently near the un- 
wrapped ones. Wrapping should be done during hours 
when the store is closed. All items not sold according 
to specialized color, size, shape or design lend them- 
selves to this procedure. By wrapping in advance, 
clerk time is saved, customer time is saved and over- 
all sales are increased. 


Merchandise logically related should be attractively 
packaged and placed near pathways of heavy traffic, 
with open display of the items included. Businessmen 
and others who have little time to ponder over gifts 
are excellent prospects for such packages. 


Plan Floor Layout to Save Steps 


5. Make sure your store layout is designed for “rush 
efficiency.” It is inefficient and unnecessary to force 
a salesperson to walk halfway across the store for 
wrapping service, make another trip to the cashier, 
and then return to the customer. Group departments 
related to sales departments for convenience. Save 
steps, save personnel time, increase efficiency, increase 
profits. 


Study your cash-handling setup. Is it designed for 
efficiency? Decentralization frequently permits speed- 
up and allows the salesperson to approach the “next” 
customer with a minimum of time. Cashier personnel, 
like other personnel, should be readied for rush effi- 
ciency and new, temporary helpers should be trained 
before the rush begins. 

6. Store decoration should have been planned late 
in the summer. Various lighting effects and decora- 
tions should be installed ready for action the moment 
the first Christmas card goes up. Provision should be 
made for change of displays, and adequate display 
maintenance should be provided for. The most attrac- 
tive display loses its appeal if allowed to become 
shabby or soiled. 

7. Management should set the example for Christ- 
mas attitude by their enthusiasm and good will. There 
should be sufficient managers or supervisors so that 
personnel can receive satisfactory guidance and direc- 
tion. Management—especially during times of stress— 
must truly be the leaders of the employees. 

With pians well laid and efficiently carried out, your 
store should exude true Christmas spirit all during the 
busy holiday buying period. But don’t wait till Novem- 
ber to do your training, your planning, your checking. 
Do it now! 


How to Solve Yuletide Personnel Problems 





‘NETTING ENOUGH of the right sort of help at 

¥ Christmastime is largely a matter of planning 
ahead. Adequate planning covers two things: first, a 
large enough staff of employees on duty at all times 
to handle customer needs satisfactorily, and secondly, 
a staff properly trained to function well in their re- 
spective jobs. 

Primarily the holiday personnel! problem is one of re- 
cruitment. In order to handle this increased business, 
nearly every office appliance store must add addi- 
tional employees on either a full- or part-time basis 
This year, excellent sources of Yuletide workers will be: 

1. Returned veterans who have not yet gotten them- 
selves permanently situated in a job, who will welcome 
the opportunity to earn some Christmas money. 


By LESLIE LINCOLN 


2. Students who desire to work over the holiday va- 
cation. (Contact any students who may have worked 
for you during the summer. These “experienced” 
workers will be familiar with store routine.) 

3. Housewives eager to work during the Yule season 
in order to increase the family Christmas budget. 

4. Displaced war workers who have not been able 
to reconvert themselves occupationally, and are more 
than willing to lend you their services over the critical 
period. 

Workers in the above categories can be obtained 








WINDOWS THAT SELL CHRISTMAS GOODS FOR STOCKWELL & BINNEY, RIVERSIDE, CALIF. 


Two Christmas season windows arranged by Stockwell & 
Binney. dealers in typewriters, stationery. and general office 
equipment at 3744 Main St., Riverside, Calif. The goods are 
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shown in an attractive Christmas setting and are varied 
enough to attract buyers of gifts for the student, the business- 
man and the lover of fine things in the home or office. 
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through the usual channels—newspaper advertising, 
ads placed in high school and college papers, public 
employment services, personnel files kept on former 
workers and requests made to present employees to 
bring in friends. The wise office appliance man will 
recruit through all available sources, selecting the 
best of the applicants. 


Arrange Schedule for Rush Periods 


During the busy holiday season, every office appli- 
ance dealer should make full use of employees. To 
this end he should study past experience to determine 
on what days and at what times during the day’ cus- 
tomer loads tend to be the heaviest. Then he should 
assign the greatest number of employees to these 
heavy-load periods. 

If longer hours can be arranged for merchants in 
a community during the holiday season, the load can 
be spread out considerably and total business in- 
creased. When customers can shop over a wider period 
the chance of too great concentration at certain times 
is lessened. 

To help spread out the buying load, advertise regu- 
larly. Buy early and obtain the pick of merchandise. 

Untrained employees must be quick-trained. A well- 
trained employee can often do twice as much work 
(or do his work twice as well) as the newcomer. Thus 


there are very practical reasons for thorough training. 

In general, the best policy is to let the green worker 
do jobs at as low a level of skill as possible. In these 
unskilled positions, workers seldom vary so greatly in 
their abilities as they do in the more highly-skilled 
jobs. 

However, every effort should be made to upgrade the 
new worker by quick-training. It is amazing how 
efficiency of employees such as bundle-wrappers or 
stockroom workers can be increased by even a small 
amount of training. In the end, substantial savings 
in time and money can be effected by common sense 
training of the newcomer. 

The type of training will be determined by the in- 
dividual job. Quick-training on the job may be the 
solution for junior salespersons, while actual class- 
room instruction may be more satisfactory for bundle- 
wrappers. Let common sense be the guide in selecting 
the type of training, but have a training program. 

In the event that certain classes of workers—sales- 
people, for example—who deal directly with the public 
must be placed in their jobs without instruction, ear- 
mark them as “untrained.” Many merchants have 
found it desirable to brand these individuals with 
badges or green ribbons, so that Mr. and Mrs. Public 
will recognize them for what they are, and not be too 
critical or exacting. 


Three Points in “Home” Market 





HE OPPORTUNITIES for the sale of office supplies 

in the home has been sufficiently well established 
that we need not try to “prove” it here. The first 
point necessary is rather well taken care of: the 
market exists for whoever is aggressive enough to go 
after it. 

Markets are useless without something to sell them. 
But certainly there should be no trouble about this 
second point. If the office appliance dealer had no 
further contact with suppliers than that afforded by 
the advertisements in this issue, he could still tackle 
the home market with an array of products to keep 
him busy for many months. 

Where, then, is the real reason why the choicest 
new market in a generation threatens to by-pass 
the office appliance and equipment dealer? How did 
the syndicate stores and mail-order houses get started 
in this field, and why do they show every sign of 
expanding their activities? The answer can be found 
only in the attitude of the dealer toward this trade. 
On this third point he fails because he forgets that 
homes aren’t offices and can’t be sold by the same 
methods. 

If you were in business when your supplies were 
sold to offices, and only very rarely to any other mar- 
ket, you are going to find it difficult the first time you 
say, “This item adds a colorful spot to your desk at 
home.” And when you realize this is not just an after- 
thought, but that it represents a typical main sales 
point in the home market, then you begin to under- 
stand the strangeness of this new world you have set 
out to conquer. 

Some office appliance dealers may have minds agile 
enough to sell utility and economy to the regular trade, 
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By GEORGE M. DODSON 


and then switch to the features which mean a lot more 
to the home market: attractiveness, beauty, harmony, 
color blending, novelty, and (far down the list) use- 
fulness. However, in most instances, it will likely be 
easier to hire a salesman not too deeply saturated 
with office techniques, and then allow him to develop 
sales to the homes. 


Adopting the proper attitude towards this work or 
giving free rein to someone who has the responsibility 
for making it pay is an absolute essential. Of course, 
the office appliance dealer who decides to stick to his 
primary trade channels and ignore the home market 
entirely has a perfect right to specialize as he sees fit. 
At times, this will actually be the smart move, partic- 
ularly if his competitors show signs of going after 
the home market so wholeheartedly that they neglect 
some part of the office trade. But the decision must 
pe made soon, for other agencies of distribution have 
already decided that the possibilities here are very 
much to their liking.. 

Can you write an advertisement in modern depart- 
ment store style, without feeling self-conscious? Can 
you build window displays that appeal to the eye just 
as strongly as to the purse? Can you brighten up your 
delivery truck so it does not seem out of place when 
seen in the best residential sections? Can you put 
your best efforts into selling an item like a pencil 
sharpener to a customer who will use it at home, well 
knowing there will be no repeat business on it for 
years to come? 


21 








gm, Pointers for Bank Credit 








MR. MERISH 





ENTURE CAPITAL and borrowed capital will be 

needed in the post-war period for expansion, mod- 
ernization and business promotion. The wise business- 
man never confuses them because overlapping may 
play havoc with profits. Venture capital pertains to 
investments in a business by outsiders, either through 
the sale of securities or some sort of a partnership 
agreement. Here the investor does not lend his funds, 
he buys an equity in the business for a consideration. 

Venture capital differs from bank loans or bond 
flotations. The latter must be repaid or the lender 
may levy. However, bank credit may be obtained to 
buy capital goods, such as machinery, fixtures and 
business property. Years ago a businessman might 
acquire venture capital for expansion from private 
individuals but this source has run pretty dry be- 
cause of high income taxation. Such investors put 
their funds in Government or other bonds today. To 
make riskier investments and then pay heavy taxes on 
probable earnings gives too small a reward for the 
risks taken. Another source of venture capital is the 
security but, generally speaking, only the large cor- 
porations can use it. The cost of security issues of 
less than $250,000 runs around ten per cent of the 
total—sometimes 25 per cent, or about five times the 
cost of a large issue. Then, even if a small business 
concern successfully prepares an issue, paying the 
necessary charges, it may have tough sledding selling 
its stock. 


Expansion On Surplus Difficult 

That leaves the small businessman pretty well out 
on a limb in the procurement of outside venture 
capital, so he must expand on his own steam, so to 
speak. The ideal way is to build up a surplus through 
profits so that>you can underwrite your own expan- 
sion. Few, however, can do this, even where the sur- 
plus is substantial, because the excess of assets over 
liabilities (surplus), even in big companies, is largely 
a paper figure. To get cash, the management must 
apply outside for loans, presenting a satisfactory bal- 
ance sheet as assurance that it can repay. If the 
assets seem liquid enough, the lender lends. The dealer 
who wants to underwrite his own expansion or post- 
war promotion program should set aside the actual 
cash in a sinking fund, but usually the acquisition 
of sufficient money takes too long. Precious time is 
lost because, in the interim, the dealer could get 
his expansion program under way on borrowed funds 
and pay as he earned. 

Although venture capital and borrowed capital are 
two different things, loans may be obtained to buy 
capital goods. But the dealer should be careful to 
differentiate between loans for a capital venture, or 
capital goods, and loans for operating expense, or 


22 


By FRED MERISH 


Business Analyst and 
Financial Counselor 


working capital. The former are usually long-term loans 
for more than a year, the latter, short-term loans for 
less than a year. It is less difficult for the smaller 
businessman to get short-term loans. 

Bank loans may be secured by collateral or un- 
secured. The unsecured character loan is the type of 
short-term loan desired by most dealers. If they have 
collateral, they are not receiving credit, but are mere- 
ly exchanging one form of credit for another. Charges 
are usually lower on collateral loans. A character loan 
is based upon the general integrity and earning 
capacity of a businessman. To get one, a profit and 
loss statement and balance sheet, plus a good ac- 
counting system, are needed. Short-term loans cost 
about six per cent interest but the rate is secondary. 
It all depends upon how much you need the money 
and for what purpose. The yardstick is whether you 
can put the money to profitable use, making it earn 
more than you pay for it. If you can’t, it doesn’t 
pay to borrow at three per cent. 


Efficiency Gauge of Borrowing 


Too many dealers are backward about borrowing 
under all circumstances. Stingy credit practices are 
as bad as sub-normal advertising or hand-to-mouth 
buying. Big business uses plenty of fixed capital and 
operating money, must employ them to maintain max- 
imum efficiency. If the funds are not available in- 
ternally, borrowing is done without hesitation. If you 
need money and can put it to profitable use and 
pay back when due, borrow it. It is unwise to use too 
much of your personal cash for business purposes. If 
you can increase your efficiency by the use of addi- 
tional money, and cut costs, thereby increasing profits 
by an amount greater than the interest, then you 
can use more credit. That is the way the big fellows 
figure. The dealer won’t go wrong following the same 
reasoning. Of course, this involves planning. Some 
concerns plan their credit requirements a number of 
years in advance. 

Do not use short-term loans to invest in fixed assets. 
That is the function of the long-term loan. Renew- 
ing short-term loans continually may indicate that 
you are considering them on a long-term basis, which 
is not relished by a banker. A banker can arrange a 
short-term character loan as needed, but it is better 
to ask for a line of credit, an advance commitment 
to lend money up to a certain maximum, usually on 
a revolving basis. Thus you may have more than one 
loan out at a time, provided you keep within the 
maximum agreed on. Keep a line of credit working. If 
it lies idle, the banker may cancel the arrangement. 
Big companies may have lines of credit with five or 
six banks, but the smaller businessman will do well 
with one. 


Term Loans Used for Stabilization 
Term loans are long-term accommodations, aver- 
aging five years, frequently unsecured at low interest 
rates, with repayment usually made from earnings. 
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Up to now, big companies have almost exclusive ac- 
cess to the term loan but the American Bankers Asso- 
ciation is trying to evolve a plan to make term loans 
via commercial banks to small businessmen. The 
dealer, if he needs such accommodations, should talk 
to his banker to get current developments on this 
subject. Such loans may run 15 years. A term loan 
may be used to stabilize the financial setup over a 
period of years. Mortgage loans are related to term 
loans. Bank credit groups, whereby they set up “credit 
reservoirs” to meet the loans that an individual bank 
cannot handle, are are being formed by this associa- 
tion as an aid to small businessmen on all forms of 
bank credit. 

Some banks offer installment loans for a year or 
less, from $100 to $3,000, repaid monthly in install- 
ments. Sometimes you can get a lower rate by offer- 
ing collateral but, if possible, do not have your wife 
sign a note or offer your home or life insurance as 
collateral. The rate varies from seven to 20 per cent. 

Banks make loans on accounts receivable, notes re- 
ceivable and installment accounts, either on a notifica- 
tion or non-notification basis. In the former case, 
the bank notifies the debtors and collects. In the latter 
case, the bank does not notify the debtors; you collect. 
The latter method is more satisfactory but the rate 
is higher. However, some states require notification. 

Bank loans secured by a lien on new or used equip- 
ment brought may run three years or longer. Com- 
pare the cost with the rates given by equipment 
manufacturers and distributors for financing the 
purchase. It may pay to borrow from the bank instead 
of buying on time. 

Some banks lend money on warehouse stocks or 
goods put in warehouse, but this type of loan seems 
“out of bounds” for most dealers. However, many 
banks will lend money on anything saleable, taking a 
warehouse receipt as security for the loan. 


Know Your Interest Cost 


Interest is computed in different ways. Figure it 
correctly to know what you are paying for the credit. 
The situation is more complicated than formerly by 
investigation charges, minimum deposit balance re- 
quirements, service charges, and collection charges on 
delinquent accounts. Reduce the total credit charges 


to an interest rate per year on the average available 
unpaid balance. 

For example, if you borrow $2,000 at six per cent 
with interest (actually discount) deducted in advance, 
$120, and you must maintain an average balance of 
20 per cent, or $400, you pay $120 for the use of $1,480 
a year, or 8.11 per cent interest. Or, if you borrow 
$2,400 for one year at six per cent discounted in ad- 
vance and must pay the principal in $200 monthly 
installments, the discount is $144, and you have avail- 
able the first month, $2,400 minus $144, or $2,256. 
The second month it is $2,256 minus $200, or $2,056, 
and so on. Deducting $200 monthly in this way, you 
will find that you enter the twelfth month with $56. 
Add $2,256, the amount you started with the first 
month, to $56, the amount available during the twelfth 
month, and you get $2,312. To get the average avail- 
able unpaid balance, divide by 2, which gives $1,156. 
Divide $144 by $1,156 to get the interest rate, which 
is 12.46 per cent annually. 


Advantage of Borrowing Wisely 


The dealer who gets the credit at least expense to 
his business is in the same category with the merchant 
who can buy resale merchandise for less or who can 
operate on lower costs. He has an advantage over a 
competitor. Although you may operate more efficiently 
with expensive credit than with no credit at all, 
nevertheless it is good business to know what your 
credit costs you. Then you are in a position to com- 
pare it with other credit sources, and probably effect 
a substantial saving. 

Because the Government is trying to keep interest 
rates down in order to keep the Government outlay 
for interest on its bonds at minimum, and because 
banks hold heavy investments in Government bonds, 
these institutions are looking elsewhere for revenue 
and have developed newer forms of lending, consumer 
credit, accounts receivable financing, and so on. Many 
more banks than formerly are seeking and handling 
a broader variety of credits than in pre-war days. 
Mortgage interest rates are dropping, too. Reports 
have it that some banks are offering mortgage money 
at less than four per cent. The dealer may find it 
advantageous to look into this if he has a mortgage 
on his property that may be refinanced at a lower rate. 





LITTLE BIOGRAPHIES OF MEN WHO WENT TO LAW 
THE DISPUTED SHIPMENT 
By Norris L. Hayward 


HE SALESMAN had done his work well, and left the office of the Ajax 
Appliance Company with a $1000 order signed by Roy Smith, the general 
manager, for assorted office supplies. After not too many delays caused by 
priorities and what not, the order duly arrived at the station. But on inspection 
Smith found that some of the order was good, some bad, and the rest indifferent 
—whereupon he refused to accept the goods ordered “or any part thereof.” 
“We admit that some of the stuff was not up to par, but you can’t cancel the 
whole contract. You're bound to accept the part that’s all right and pay for it,” 


the wholesaler contended. 


“No, the tail goes with the hide—all or none,” Smith declared. The law on 
this point is in his favor, the rule being that on an entire contract of sale the 
buyer may, within a reasonable time after learning the facts, reject the entire 
shipment if part of it does not comply with the terms of the sale. 

A leading case laying down this rule is Fogg vs. Rodgers, a decision of the 
Kentucky courts reported in 24 S. W. 248, and there are Minnesota, Nebraska, 
New York and Pennsylvania cases to the same effect. 
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Visual Education-Training Films and 
Accessories are Profitable Lines 





FFICE EQUIPMENT retailers over the country are 

finding new lines akin to their regular offerings, 
or that logically fit into their regular line, and are 
adding them with success and profit. The Office 
Equipment Company, Louisville, Ky., is such a firm. 
This concern has gone into the visual educational film 
line and is now selling training films with unusual 
success. Their story is well worth the attention of 
other retailers in the office equipment field because 
it points to a line not far afield from office equip- 
ment and in which the sales possibilities are tre- 
mendous. 

The start was made some eight or nine years ago 
when, under the direction of E. J. Le Blanc, vice-presi- 
dent of the firm, a line of visual educational film was 
added. At the same time, screens, projectors micro- 
phones, and auditorium seats, as well as tubes and 
accessories, were offered. This firm, an old-established 
one, serves the entire state of Kentucky and employs 
30 men, covering the entire state. These road men had 
developed a good business with schools and other in- 
stitutions of learning and so Mr. Le Blanc, at that 
time, felt that here was a line that sold to its regu- 
lar clientele and should be worth handling. 

No one knew much about visual education at the 
time, so four of the road men who seemed to be best 
fitted to undertake that sort of work were selected 
and given some special training. These four men have 
developed into experts in visual educational work. 
From the start that was made eight or nine years ago, 
this firm has developed a state-wide business in edu- 
cational film and projectors and all the things that go 
with this visual training. 

During the war, Mr. Le Blanc, always alive to chang- 
ing conditions and new events in the world at large, 
had his attention called many times by means of 
magazine articles to the tremendous progress made 
during the war in educating soldiers by means of mov- 
ing pictures. The more he read of the progress being 
made along that line the more the idea grew on him 
that here was an entirely new field offering tremen- 
dous possibilities. 


Pioneered in New Field 


About a year and a half ago a start was made. 
Nothing much was known of training film and movies 
for the commercial world. But Mr. Le Blanc and his 
four experts on visual education set to work to find 
out all that could be found out about this new field of 
sales training. The four visual education experts 
began to make calls on some of the larger commercial 
firms in Louisville to discuss the possibility of using 
movies in the training of their salesmen and in other 
phases of their business. These men found the aver- 
age businessman in Louisville thinking along the same 
line. 

No actual business was developed. In fact, it was 
not the idea to actually go out and sell anything at 
that time, because frankly there was nothing to sell. 
The sole idea was to explore the field, prod around, 
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Experiment by Louisville, Ky. 
Dealer Reveals Extensive and 
Profitable Market 


By WILLIAM H. MORRISON 


and see what might reasonably be expected. That mis- 
sionary work has progressed far enough now to make 
it appear certain that here is a real field for the 
office supply firm. It is without doubt the newest de- 
velopment in commercial education and one that in 
a few short years will be used universally over the 
country by all kinds of business houses. The Office 
Equipment Company of Louisville intends to be right 
there on the ground floor to get the cream of the 
business as soon as equipment is available. 

To further the whole idea of visual educational 
film and commercial training film, the Office Equip- 
ment Company has built a soundproof projection 
room on the second floor of its spacious premises in 
Louisville. This projection room is the latest word in 
its kind. Here are used the auditorium chairs and 
seats that this firm sells, flanked by a display of 
projectors and all other equipment and accessories 
used in this work. 


Seeing is Believing For Sales 


The projection room is most useful in missionary 
work. One of the four experts in visual educational 
and training film can, after talking with a prospect, 
take him in his auto to the projection room and 
there, while comfortably seated, run several films for 
the prospect and show exactly what movies can do for 
a business firm. 

At other times, the salesman takes a portable pro- 
jector and film to the businessman’s factory or office 
and runs them through. In either case interest is 
being built up by means of the demonstration. 

When this firm got into the visual educational field, 
it began building up a mailing list of every school 
and educational institution in the state of Kentucky 
using such media. That mailing list was regularly cir- 
cularized with literature and catalogs of new film and 
has been one of the best means of building a steady 
business. Another mailing list is being made of all 
firms in the state that might be prospects for such 
film and equipment. It is planned to regularly cir- 
cularize that list just as the school list was circularized, 
and it is believed that as big a business can be built up 
in the commercial end as was discovered in the school 
field. 

These films are all 16 mm., both silent and sound. 
the latter being in the majority. Besides the 16 mm. 
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movie films there are film strips and lantern slides. 

As has been said before, the Louisville concern has 
four men who are specialists in visual educational 
and training film work. In addition, 26 men are busy 
covering the entire state of Kentucky. All 30 men are 
on the lookout for prospects for training film among 
commercial firms. If one who is not an expert in the 
film work picks up a prospect, he turns it into the 
house and that prospect is turned over to one of the 
four men who can be counted upon to offer the best 


advice. In short, the Office Equipment Company is de- 
termined to leave no stone unturned to develop this 
business to its maximum as something that belongs 
in the office equipment field. 

“Definitely, moving pictures, and especially moving 
pictures with sound, offer the way of the future to 
teach salesmen how to sell, and alse to teach them 
something about the things they sell,” says Mr. Le 
Blanc. “We believe in it 100 per cent and are going 
after it 100 per cent.” 


Color Knowledge Aids Window Selling 





HAT ADJUSTMENTS have to be made to make 
color the dominating feature of a window display? 

To begin with, a single color lacks forcefulness—the 
forcefulness of several harmonized hues, or even two 
contrasting colors. This came to light in some prac- 
tical experiments by a business science institute. The 
evidence was clearly in the direction of a window dis- 
play of varicolored wares. The test considered the mer- 
chandise exclusively. The decorative effects were not 
considered at all. 

The problem before the house is to produce a colorful 
display of merchandise with due regard to the decora- 
tive fixings. Should the decorations be as gay as the 
merchandise, or should they be just the reverse? 
One retailer gave up trying to combat color with color, 
and finally settled down to a black background and 
floor. Another retailer we know is partial to gray, 
which is neutral enough to blend with almost any kind 
of merchandise and has not the funereal association of 
black. To distinguish the different seasons as they 
open, and to symbolize such occasions as Christmas, 
St. Valentine’s Day, Easter and Thanksgiving, there 
must be periodic deviations from gray or black. 


Must Know Significance of Colors 


Discretion is a necessary factor in the employment 
of color. It does not crop up so much when the show 
window is a veritable riot of tints such as produced by 
pastels, the impression from which is the joy of living. 
Regardless of how many or how few colors are blended 
it is advisable first to look into what each color signi- 
fies. Crimson suggests vague impressions of passion or 
blood, exciting or overstimulating. Orange is hot, irri- 
tating, and even suffocating. Orange-yellow is warm, 
glowing and lively. Pale yellow is joyous, gay and 
merry, yet by a trick of association it may be sickly 
and disgusting. Green is restful, peaceful and cooling, 
and suggestive of the outdoors. Blue is sedate, sober, 
cool and tranquil. Violet is stern, gloomy and melan- 
choly. Purple is stately, impressive and dignified. 

It is assumed that the retailer is progressive enough 
to plan his window displays on paper several weeks or 
months before they are to be scheduled. This serves 
the dual purpose of timely reminders, and also allows 
adequate advance preparations in making and collect- 
ing the necessary props. 

Unfortunately, many window display schedules are 
worked out without any or but scant consideration for 
color. When color is an afterthought or last minute 
detail, the entire display is thrown out of gear. Some 
years ago, one retail house employed an artist to at- 
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tend to its displays. At the time he was thought an 
“impractical fool” for his love of detail going into mak- 
ing his displays color-conscious. He charted his trims 
three months ahead, subdivided into weeks and store 
departments—just like a calendar. The chart was 
hung up for everybody in the organization to see—and 
co-operate with. Every merchandise item or decorative 
aid going into a display was bordered with colored 
crayon corresponding to the tint desired. 


Some Tricks in the Use of Color 


Another progressive store we know also steers clear 
of hodgepodge results. The easiest thing in the world 
is to have, say, a nice orchid for the window back- 
ground, another orchid a fraction different for the 
floor, and a third orchid—also differing from the two 
other shades—coating the fixtures. Choice of colors 
for this store’s windows is systemized, the selection be- 
ing made from no fewer than 35 shades. This range 
embraces 12 different shades of primary yellow, blue 
and red. It assumes color harmony in the window dec- 
orations. The merchandise may—and sometimes does 
—come in many times this color range, yet it is a 
relatively simple matter for the display man to line 
up the most fitting of the 35 “stock” tints with the 
merchandise. 

In this systemizing of window display color effects, 
another retailer has done some research on his own 
hook. He has discovered that a window display is more 
of a sales producer when the floor color layout is iden- 
tically the same as the fixtures on which the merchan- 
dise is exhibited. The permanent floor, in this re- 
tailer’s eyes, is the skeleton framework of this physical 
part of the show window. He is partial to portable 
floor overlays of composition board. One such overlay 
is used in each window. The false floor is cemented 
with oilcloth of a different color. The quick-drying 
paints and lacquers are used to quickly transform a 
set of fixtures to accord with the hue of the false 
floor. 

“Tt is important to consider balance,” said one dis- 
play artist on the use of color. “The merchandise 
must balance with the window’s height and depth 
to avoid an overcrowded effect. Color, too, must bal- 
ance so that the window will not look top-heavy.” 
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Display Furniture and Accessories 


for Holiday Sales 


By BERT MERRILL 





FFICE FURNITURE for the business executive and 

for home use as well are annually suggested by S. 
G. Adams Company, stationers in St. Louis, Mo., with 
a full-scale display window of the type pictured. 

S. G. Adams’ executives believe that one of the most 
wide-open holiday markets in the office furniture clas- 
sification lies in “suggestion selling” by window dis- 
plays which feature items businessmen consider ideal 
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SELLING OFFICE FURNITURE FOR GIFTS—A typical display 
window by S. G. Adams Co., St. Louis, Mo., featuring 
varied office furniture such as businessmen might select as 
appropriate Christmas gifts for their friends and associates. 


for their associates’ offices. So “odd pieces’, rather 
than complete office furniture suites, are played up 
—such items as smoking stands, waste baskets, lamps, 
cigarette boxes, ash trays, console floor lamps, heavy 
leather executive chairs, small individual desks, book- 
cases, coat racks and wall brackets. “Almost every 
businessman is lacking in one or two of these items 
around the office,” it was pointed out. “Therefore our 
Christmas windows are slanted to appeal to the alert 
businessman who notices the need for any of these 
during calls on associates or friends.”’ 

Simultaneously the S. G. Adams window pictured 
suggests “Desks for the Home” and semi-professional 
furniture for the businessman’s den or study. Included 
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in this classification are small desks, personal files, 
leather easy chairs, bookcases, and much the same line 
as listed above. Steady promotion of this merchandise 
has brought in many women customers, according to 
the store, who select office furniture items which will 
make life more pleasant for the businessman who 
“works nights at home.” The store has found literally 
hundreds of opportunities to sell the wives or families 
of executives, such as insurance men, lawyers or re- 
altors. Leaders are smoking Sets, lamps, leather-uphol- 
stered chairs and bookcases. 


Small Items Boost Christmas Sales 


Buxton and Skinner took a quite different attitude in 
trimming the store’s main display window during the 
holiday season. As shown, window “risers” were con- 





DESK ACCESSORIES ARE GOOD GIFT ITEMS—With this 
thought in mind, S. G. Adams Co., has arranged this 
window with goods suitable for the home, office or den. 


structed to permit three tiers of small gift suggestions 
of the “pickup variety.” This window, built primarily 
to appeal to busy crowds of downtown shoppers at a 
glance, included such desk accessories as lamps, desk- 
type pen and inkwell sets, calendars, clocks, flashlights, 
memo pads, handy tab files, flip-over reminder pads, 
ash trays, handy receptacle sets for paper clips and 
1946 


OFFICE APPLIANCES, October, 


LL 


ine 
ise 


vill 
ho 
lly 
ies 
“e- 
ol- 


in 
he 


1is 
In. 
ns 
ly 


Ss, 
is, 
id 


16 


thumb tacks, Scotch tape, playing cards, personal 
notebooks and personal files. 

The window, as pictured, contained over 55 gift sug- 
gestions, in price ranges from $1 to $10, and created a 
heavy volume of “impulse sales” which might other- 
wise have been impossible, the management believes. 
“Few shoppers, unless they are personally acquainted 
with the business needs of their friends or have a 
definite intention of doing so, seldom visit the sta- 
tionery store,” it was pointed out. “Therefore our holi- 
day window display policy is to show as many items for 
as many types of people as possible—and let the cus- 
tomer’s impulses do the rest.” 


New Items for the Office Featured 


An idea which got an excellent response at still an- 
other St. Louis stationery store was a display of “Gifts 
for the Stenographer.” To make life easier for the 
typist or stenographer, a small window display showed 
stenographers’ handy notebooks, convenient prop for 
easy visibility while typing from them, liquid, spun 
glass, and rubber erasers of a dozen types, rubber pads 
for typewriter keys, special plastic cuffs to protect 
sleeves, eyeshades, sound-deadening typewriter pads, 
handy four-compartment typing paper containers, and 


slip-over plastic typewriter cuvers. This, of course, 
struck the fancy of many a boss seeking something 
to please his office personnel, and a record volume was 
sold. At another store, a sign asked, “Still Getting 
Along with an Antiquated Stapler?—See our Stock of 
Modern, Beautiful Gift Staplers.” The window was 
filled with the products of 13 manufacturers, in- 
cluding chromium and plastic varieties which were 
priced from $3.95 to $10. In the center of the display, 
a worn, outmoded stapler with a cracked base, stained 
and discolored from years of use was placed—a simple 
means of inducing the customer to contrast “the old 
and the new.” Each stapler was packaged in a hand- 
some gift box, done up in bright-colored gift wrapping 
paper, and tied with a brilliant ribbon at no extra 
charge. Needless to say, this alert merchandiser en- 
joyed a thoroughly satisfactory stapler sales volume. 

Other ideas noted around St. Louis stores during the 
holiday season included displays of chair pads, pack- 
aged in colored cellophane and tied with contrasting 
bows, offered at prices from $5 to $15, a stepped dis- 
play of scrap books all the way from small 12x12-inch 
models to huge 3x3-foot models for business clippings, 
and a display of complete desk top accessory ensembles 
running from $5 to $35. 


“Spot” Displays Keep Chair Pads Moving 





HAIR PADS ARE an ideal extra-sale item in the 
office furniture department, according to Parkins 
Printing & Stationery Company, Little Rock, Ark. 
Carrying five major lines of chair pads, the Parkins 
company has, for many years, kept them on display 
in five different places around the first floor of the 
store—where it is reasonably certain that every visitor 
will see at least one such display. “It is surprising how 
many office managers, clerks and typists have been 
sitting on hard, uncomfortable chair seats for years 
without giving a thought to a chair pad,” a store offi- 
cial pointed out, “when actually the chair pad often 
means the difference between late-afternoon efficiency 
and inefficiency. We make it a rule to suggest chair 
pads sometime during the conversation to every busi- 
nessman on the simple theory that, with more com- 
fort at work, he will produce more efficiency.” 


Five Displays in Different Parts of Store 
Stimulate Interest of Customers 


One display appears alongside the front door on a 
small shelf made by placing a plywood cover over one 
of the store radiators. Another display is in the center 
of the office furniture “desk row” in the center of the 
Store. Still a third appears near the chair display, of 
course, and a fourth in the center of a counter devoted 
to writing papers and other general supplies. The fifth 
is spotted near the credit office, where payments are 
made on both invoices and store sales. 

Anywhere from 20 to 50 chair pads are in. each of 
the displays, ranging from simple fibre models, at from 
$3 to $5, to genuine leather or fabricoid types up to 
$15. There have been very few genuine leather chair 
pads available, according to the store. However, the 
tough fibre variety has proven satisfactory in most 
occasions. 
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Parkins Finds Them Profitable 
in Office Furniture Section 


Ascertaining definitely that a chair pad is something 
which the average man will not buy unless it is sug- 
gested to him, the Parkins concern has made it an 
automatic rule that the suggestion is made no matter 
what the customer came in to buy. The contact is 
made with a simple question such as “Like to take a 
look at our comfortable chair pads?’ or “We’re getting 
awfully pleasant reports from customers using this 
type of chair pad.” Near every display is a wooden 
chair on which it is possible to toss a chair pad and 
ask the customer to sit on it for a momentary test. 
Thus, chair pad merchandising is not confined to the 
office furniture section, and many men who have no 
thought of making such a purchase when entering the 
store go out with a comfortable chair pad to take back 
to the office. “It’s all a matter of psychological sell- 
ing,” the Parkins concern maintains. “Men seldom buy 
anything for themselves—unless the suggestion is 
planted in their mind and the actual item is thrust in 
their hand. On the other hand, we sell many chair 
pads to the wives of businessmen simply by finding 
out that it means more comfort at work for the hus- 
band and possibly a more pleasant disposition at the 
end of the day. Whenever it is obvious that a busi- 
nessman has brought his wife along, we try to make 
sure that the suggestion is made to the wife instead 
of the husband. This simple step often means the 
difference between a $10 sale and a $2 sale.” 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


ROM Montreal, P. Q., Canada, 

to Tucson, Ariz., U. S. A., our 
mailbag’s content was unusually 
attention-arresting this past 
month. Thanks a million, friends 
of BUSINESS BUILDERS... Re- 
member, as share-the-idea office 
outfitters you are on the OFFICE 
APPLIANCES’ network every month, 
and you are guest business-artists 
exchanging BETTER-METHOD 
SLANTS by sending them in to 
the co-ordinator of this page, Box 
2153, care of Shaw & Borden Com- 
pany,,Spokane 2, Wash. 

Reporting first on our Tucson, 
Ariz., correspondent: This BUSI- 
NESS BUILDER was from George 
Kozak of The Arizona Stationers 
of 758 South Stone Ave. It was 
one of a series of statement re- 
minders to inactive accounts and 
in a most personalized style, in 
transcribed-by-duplicator form, 
handwriting called attention in a 
genial manner to this firm’s desire 
to again be of regular office sup- 
ply and equipment service. Fur- 
thermore, Mr. Kozak expressed 4 
definite interest in this page, 
made possible by stationers every- 
where. If you, too, want a copy 
of this effective BUSINESS 
BUILDER, we believe it to be of 
decided dollars-and-cents value to 
drop this progressive office out- 
fitter a note with your return en- 
velope in it for a most interesting 
sample of a way of winning in- 
active accounts back to your 
ledger. 

A most cordial note from R. J. 
DeLuca of Office Machine & 
Equipment Co., 989 Notre Dame 
Street West, Montreal, Quebec, 
Canada, outlined that he was 
ready to exchange BUSINESS 
BUILDERS and asked along what 
lines we preferred to plan them. 
We had the extreme pleasure of 
informing Mr. DeLuca that we 
would be in his city within a few 
weeks, on our combined vacation- 
business sojourn to the fortieth 
annual meeting of National Sta- 
tioners Association in Chicago, 
when we make the circuit trip to 
New York and other points, to the 
convention, and then back to Spo- 
kane. 
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Speaking of vacations, this and 
a few other pert slants from Sell, 
our most faithful monthly trade 
paper to our mail address has the 
following cheerful-earful quip: 

“The bigger the summer vaca- 
tion, the harder the fall.” 

And tune in on these BUSINESS 

BUILDERS, equally potent:— 
. . . Every person in your employ 
who comes in contact with your 
customers affects your store’s pub- 
lic relations activities for better or 
for wuzzer. What are you doing 
to accentuate the positive? 

.. Adjust complaints promptly, 
fairly, and, above all, pleasantly. 
Otherwise the adjustment is a 
total loss. 

... There is only one thing more 
important than knowing — DO- 
ING! 

..If you want me to believe 
that you’re giving me a lot for my 
money, show me what your goods 
will do for me to give them value 
in my eyes. Just telling me, “That’s 
a wonderful value”, doesn’t inspire 
me to reach for my pocketbook, 
nor send me out happy if I buy 
in spite of you. 

... Facts still sell more goods 
than adjectives. 

... You can upset a person for 
the whole day by a harsh rebuke. 
It never pays. 

...An ever-present pitfall for 
your advertising, selling and win- 
dow display is the tendency to 
take too much for granted. Just 
because YOU know all about the 
item doesn’t mean that the cus- 
tomer does. Remember, TELLING 
is a basic ingredient of SELLING. 
And selling is coming back into 





your business, perhaps SOONER 
THAN YOU THINK! 

... It’s harder to write a short 
letter than a long one. BUT IT’S 
BETTER! 

. . . Indecision is worse than in- 


competence. 

...A man’s value to his store is 
determined by his ability to carry, 
without squeaking, a slight over- 
load once in a while and be able 
to meet the unusual situation 
when it arises. 

oa ok * 

We are indebted to the Marsh 
Stencil Machine Company of 
Belleville, Ill., for the following 
galaxy of terse-trailers that in- 
cidentally are potential genial 
candidates for inclusion on a 
business blotter of yours: 

... It’s not the cost of the car 
that worries the owner, but the 
upkeep and sometimes the turn- 
over. 

... There are too many people 
in this or any other country who 
follow the crowd, no matter what 
direction the crowd is going. 

. . . Business is like an automobile 
—it will not run itself, except 
down hill. 

.. . Why should a traffic police- 
man, after winning a swell race, 
always seem so mad about it? 

. . . If what you did yesterday still 
looks big to you, you haven’t done 
much today. 


Office-efficiently yours, 
RALPH B. ORTEL. 









BUSHONG & CO. DISPLAY—A section of the long table which Bushong & Co., 
323 S. W. Park, Portland, Ore., uses exclusively for the display of office lamps. Mr. 
Williams, in charge of the display, says the method is more convenient for both 
customer and salesman, and sells more lamps. The long table. placed before a 
large window, enables the passers-by to study lamps before entering.—BART. 
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NOMDA NEWS 





National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 818 Winters Bank Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 





Mid-Year Convention and Trade Exhibit 


REPARING FOR 1947 and the New Business Era” 

is the theme of the National Office Machine 
Dealers Association Mid-Year Convention and Trade 
Exhibit to be held at Miami Beach, Fla., November 
21, 22 and 23. 

Dealers and visitors from all over the nation are ex- 
pected and advance notices, according to R. H. Koch, 
NOMDA executive secretary, indicate a splendid at- 
tendance. New York City OMDA reports that at least 
100 will make the trip on special Pullmans. Chicago, 
Kansas City, Mo., St. Louis, Mo., and other cities will 
be well represented. 

A five-point program is being set up for the sessions, 
including these topics: The Government’s Viewpoint, 
the Suppliers’ Viewpoint, the Trade Journal Viewpoint, 
the Dealers’ Viewpoint and “Business at Hand.” Says 
General Secretary Koch, “The endeavor will be to 
bring dealers up to date on what is happening and 
what is ahead in the industry, treat with their prob- 
lems, acquaint them with the over-all picture and re- 
lationships with business as a whole. The exhibit will 
enable the dealer to get a better and broader under- 
standing of the products he handles and services. It 
will enable him to meet and talk with his suppliers, 
and get better acquainted. It will bring the dealer in- 
formation of new products, data that will be of vital 
interest.” 

For this program top speakers are being secured. 


Those already slated to appear on the program in- 
clude Henry Miller, FTC; Hazen R. Ames, Ames Supply 
Company, Chicago; Joe Hicks, WAA; James J. Shee- 
han, Liberty Typewriter Company, Providence, R. L.; 
James P. Ward, Shipman-Ward Manufacturing Com- 
pany, Chicago; Walter Lennartson, OFFICE APPLIANCES, 
Chicago; President Robert Randazzo, General Type- 
writer Company, Kansas City, Mo., and other busi- 
ness and Government leaders. Acceptance of a speak- 
ing engagement is expected shortly from one of the 
leaders in Congress. 

Besides the opportunity to bask in the Florida sun- 
shine and see many points of interest, the NOMDA 
session attendants will find varied entertainment. 
Arrangements can be made for trips to Cuba or other 
points after or before the convention, and those in- 
terested are to write R. C. Willoughby, transportation 
manager, Macfadden-Deauville Hotel, Miami Beach, 
Fla. 

General chairman of the convention is Charles S. 
Meyers, Charles S. Meyers, Miami, Fla. He is assisted 
by E. F. Mulligan, Palm Beach Typewriter Company, 
West Palm Beach, Fla.; John R. Conklin, Consolidated 
Typewriter Company, St. Petersburg, Fla.; Edson L. 
Morgan, Morgan Agency, Gainesville, Fla.; and W. M. 
Haynes, Office Machine Company, Sanford, Fla. The 
women’s phase of the convention is in the hands of 
Mrs. George VanAcker, Miami, Fla. 


Selling and Servicing Affinity — 


Post Bellum 





OR A VERY LONG TIME, in fact, for several years, 

we office machine dealers have been almost com- 
pletely regimented. Today there seems to be some 
probability that we shall be permitted again to estab- 
lish our entities. In doing this we must recognize the 
complete merging of the two parts of our businesses— 
selling and servicing. It may be necessary for some 
of us to revamp our personalities and approaches to 
attain the standards which will be necessary for us 
to continue our several establishments on an honest 
and lucrative basis. 

Remember that first drastic “freezing” order which 
came so unexpectedly, put upon us such. stringent 
rules, and which so unmercifully stunned us into 
bewilderment? From that time on, all office machine 


OFFICE APPLIANCES, October, 1946 


By C. L. BENTZ 


Ck Bentz Office Equipment Company, 
Evansville, Ind. 


dealers and their methods of selling and servicing 
have been closely regulated and controlled by a com- 
pelling force which precluded all possibility of our 
using any of our own initiative in the operation of 
our own businesses. 

We were told everything—nothing was left to our 
individual discretion. We were being “coddled” and 
“cared for” so intently that we inadvertently allowed 

(Turn to page 112, please) 
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EDITORIAL 








The State of 

the Industry 

e If any further evidence was needed 
to reveal the vitality of the office 
equipment and supply industry, the 
National Stationers Association con- 
vention and the National Business 
Show, held the first week in October, 
provided that additional proof. 

¢ Both great events (to be reported 
next month) were heavily attended. 
NSA went over the 2,000 mark, 
nearly doubling the highest previous 
record of full time registrations. The 
number of manufacturers participat- 
ing in the exhibitions and the avid 
interest of dealers and the business 
public attest to the ingenuity of pro- 
ducers and the strength of the de- 
mand for time and labor saving 
equipment and systems. All time 
highs in production and distribution 
are in the offing for this industry. 

e Ina survey of the office equipment 
industry, released by Standard & 
Poor's on September 20, it is stated 
that sales are in an upward trend 
despite reconversion difficulties and 
supply shortages. While the antici- 
pated total sales will be less than in 
1945, the distribution figure will set 
a new peacetime peak, possibly 30 
per cent above the $250,000,000 
mark achieved in 1941, the best pre- 
war year. 

e The Standard & Poor's report in- 
dicates that increased production of 
new office equipment and disposal 
of Government surplus have per- 
mitted dealers to build up stocks of 
used office machines again. It is 
stated that no surplus problem ap- 
pears likely over the next two or three 
years because accumulated domestic 
needs alone are expected to keep 
manufacturers’ expanded facilities 
continuously busy. In addition, ex- 
port demands are heavy and will take 
up any possible slack.—W.S.L. 
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ANNOUNCEMENT -— 

Two great industry events accurred dur- 
ing the week of September 30—the 
Fortieth Convention of the National 
Stationers Association and the Thirty- 
eight National Business Show. The 
record-breaking NSA conclave was 
held in Chicago; the Business Show in 
New York City. Both will be presented 
in full detail with illustrations in the 
November issue. 





Sand On the Wheels 


@ IT IS A SAD COMMENTARY on the state of 
the nation today that sand is being applied to the 
wheels of production with the same kind of braking 
effect as is sought by trainmen at the time of an 
emergency. This slow-down, either conscious or 
unconscious in application, is a probable hangover 
from World War II days when any desired goal in 
output was achieved by the process of hiring more 
workers, or by overtime labor. 

Whatever may be the reason for today’s decline in 
effort, in either factory or office, it has had the result 
of setting up the paradox of less unit production per 
man, although more workers than ever before are 
gainfully employed. The situation engendered by a 
“T can always get another job if they are not satis- 
fied with my work” philosophy has braked the train 
which had been given “full speed ahead to satisfy 
pent-up wants” orders. 

Thomas H. Beck, president of the Crowell-Collier 
Publishing Company, in his recent address to the 
National Stationers Association convention, touched 
on the danger of the “slow-down”’ attitude when he 
declared, ‘““We have to educate our people to lower 
wages, or we will have to limit wages, if they put a 
limit on production. If production is increased, their 
wages may be increased. I have tried, and our pub- 
lications have tried, to preach that gospel of more 
and more production as a means of greater wealth, 
because it is the only means that can bring it about.” 

Release the brakes, close up the sand vents, build 
more. That’s industry’s crying need today or the 
post-war dreams will be only unfilled box cars clog- 
ging the tracks where the express was to run. 
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Include the Telephone Number 


@ “DUE TO THE HURRY and scurry of try- 
ing to obtain merchandise, we find it necessary 
to make quite a number of iong-distance calls 
to manufacturers. Until we started calling long 
distance, we did not realize how few manufac- 


15 to 30 minutes for a long-distance call when 
the operator has to go through Information to 
secure the telephone number.” 

Thus writes an office machine dealer to 
OFFICE APPLIANCES. All in favor of a resolution 
calling attention to this valid complaint say 


turers have their telephone numbers on either “aye.” The “ayes” have it. Motion carried. 


their letterheads or invoices. It takes an extra 


HERE AND THERE 


Thank you, gentlemen. 





COMMUNITY CHEST CAMPAIGN 
OFFERS BARGAIN IN SERVICE 

A bargain package of service 
designed to help make the com- 
munity and nation a better place in 
which to live. 








~ NOW 
* FF *® 
To Your 


Communit 
Chest 














That's the offering by the na- 
tion's 849 Community Chests, 
united under the title, ''Community 
Chests of America,"’ to co-ordinate 
their publicity and fund-raising ef- 
forts under the Red Feather insignia. 

The total of the local goals is 
$162,000,000, of which $150,000,- 
000 is for local Red Feather serv- 
ices. The additional figure is for 
USO purposes. 

Why give to the Chest? The 
answer, tersely given by Red 
Feather campaign leaders, is that 
less directly, but just as concretely, 
everybody in a community benefits 
when: 

|. A homeless child is given a 
home. 

2. Boys and girls find whole- 
some outlets for their energies in 
youth centers, clubs and summer 
camps. 

3. Community health is guarded 
and improved. 

4. Families are steadied and 
strengthened. 
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FORT SMITH MAN WINS 
C. OF C> CONTES) 


Louis Cohen, president of the 
Fort Smith Office Supply Company, 
Fort Smith, Ark., recently attended 
the world series games at St. Louis 
between the Cardinals and the Red 
Sox. And it was all "on the house”, 
meaning the Fort Smith Chamber 
of Commerce. Mr. Cohen won a 
Chamber of Commerce membership 
contest by signing 150 new mem- 
bers and was given his choice of a 
trip to the world series, or a trip 
to New Orleans for the Sugar Bowl 
football game on New Year's Day. 





INDIANA MEN ELECTED AS 
DIRECTORS OF NOMA GROUP 

L. R. Addington, of the Wabash 
Filing Company, Wabash, Ind., and 
R. E. South, of the Messenger Cor- 
poration, Auburn, Ind., have been 
elected directors of the Fort Wayne, 
Ind., chapter of the National Office 
Management Association, recently 
organized.—AK. 


-— -~ * * 


@-) BUY YOUR 


EXTRA 
SAVINGS 


BONDS 
NOW 


PROTECT YOUR FUTURE 


INSIGNIA OF SECURITY—The Minute 
Man, symbol of national defense, has 
now placed his plowshare in the fore- 
ground to become the new insignia of 
peacetime security—the trademark of 
United States Savings Bonds. He will 
be introduced to the American public 
during the nation-wide bond promo- 
tion campaign beginning November 
1l and ending December 7. 
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USO CAMPAIGN IS A PLEA 
FOR THE UNFINISHED TASK 

The USO is asking for a total of 
$19,000,000 to carry on to the end 
of 1947 its work for the armed 





forces of the United States both 
at home and abroad. This USO 
appeal will be included in most of 
the Community Chest campaigns, 

Three main obligations remain for 
the USO in 1947: 

|. To serve those veterans of 
the war who will not have been 
released from hospitals, armies of 
occupation or overseas duty by the 
end of 1946. 

2. To provide interim activities 
for the peacetime armed forces. 

3. To accomplish its own orderly 
demobilization at such a tempo 
that it does not add to the general 
confusion. 

For those who are not home, even 
though the fighting is over, the 
USO will operate 350 to 400 USO 
clubs in the United States; it will 
provide station lounges and travel- 
ers’ aid services at transportation 
points for men in service; it will 
operate overseas clubs in many 
foreign lands; and it will offer 
camp shows for garrisons abroad, 
as well as veterans in the hospitals. 
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HARTER INTRODUCES NEW SWIVEL BASE 

What is claimed to be the first one-piece swivel base 
in the history of steel office chairs was introduced by 
Harter Corporation, Sturgis, Mich., at the recent 
National Stationers convention. 
/ Harter’s new base will shortly be adopted as stand- 
ard equipment on all swivel chairs manufactured 
by the steel chair firm. Evan S. Harter, president of 
the company, stated that the new base is designed 
“to combine maximum strength, the beauty of clean, 
flowing lines, and trouble-free operation.” Stamped 
from a single sheet of formed steel, the one-piece 
base comprises a complete unit in itself. 

Features of the new one-piece base include an 
oil-impregnated bronze bearing on top of the sleeve 





HARTER C-1500 EXECUTIVE CHAIR 
MOUNTED UPON NEW TYPE OF BASE 


which, it is claimed, completely eliminates squeaks 
encountered in the revolving action. Lower than 
Harter’s former base, the one-piece version is designed 
for adjustment to the new-style low desks. 

Maximum strength is claimed for the new base 
by Harter officials. In factory tests it withstood the 
pressure of five tons without breaking. Despite its 
greater strength, Harter’s*‘one-piece base weighs only 
844 pounds, 1% pounds lighter than the old base. 
Elimination of castings makes possible this reduction 
in weight. 

Stainless steel scuff-plates are furnished as standard 
equipment on the new base. These plates are twice 
the thickness of Harter’s old plates to eliminate the 
possibility of denting. Finish is available in metallic 
grey, green, brown, grained walnut and grained 


mahogany. 
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NEW VENUS FOUNTAIN PEN IS HOODED 


American Lead Pencil Company, Hoboken, N. J., now 
marketing the new Venus Hooded fountain pen, claims 
that the precision-engineered hood traps and stores 


Bass Hepes exes ereesseeee 





NEW VENUS HOODED FOUNTAIN PEN 


the ink and keeps the pen point moist for instant 
touch and flow. The pen uses either quick-drying 
(writes dry) or regular ink. 

Price of the new pen is $7.50, plus Federal tax. The 
manufacturers say, “From the gold cap and deep 
pocket clip to the 14-karat gold point under the grace- 
fully tapered hood, the new Venus Hooded Pen is every 
inch a luxury pen—in all but price.” 

a eee 
OFFER SCRIBAVELOX IN THREE MODELS 

In introducing Scribavelox, an attachment for 

multiple-copy work on a typewriter, Ufficio Studi 


Costi is interested in contacting an American organ- 
ization relative to securing manufacturing or selling 
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SCRIBAVELOX MULTIPLEX ATTACHMENT 


rights abroad. Communications should be addressed 
to the company at Via Serbelloni, 8, Milano, Italy. 
Scribavelox is offered in three models—Multiplex, 
Simplex, and Stilus—designed to simplify the problem 
of writing by mechanical counter-draw, either for a 
considerable number of copies (up to eleven), or a 
smaller number, such as three. Multiplex apparatus 
1946 
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THE MEMEOGRAPH Fae cICATOR 
IS MADRE BY A. B. DigxxOMPANY 








Neckties and 
duplicators 
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When you're buying for yourself, you 
can choose the wildest neckties in the 
world. Nobody (except possibly your 
wife) has the right to criticize your 
judgment. 


But if you are spending the other fel- 
low’s money—for example, on a duplica- 
tor that other people are going to use. 
it’s a horse of another color. Everybody 
is going to have something to say about 


your choice—and usually says it! 


MIMEOQGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. S. Patent Office - A.B. DICK COMPANY, Chicago - 


OFFICE APPLIANCES, 


October, 











But as every buyer of office equipment 
knows, there is one sure way to get a 
good night’s sleep. That way is to specify 
the favored names inthe products he buys. 

In duplicators, the favored name is 
Mimeograph duplicator. 

The boss knows it as the producer of 
those clear, low-cost, black-and-white 
copies he is proud to send out—with the 
last copy as clear as the first, whether the 
run is ten, a hundred or a thousand. 


1946 


" 


COPYRIGHT, A. B. DICK COMPANY 


The office boys (and girls) know its 
ease and speed of operation. No special 
technical skill required, no complicated 
adjustments to master. 

It is backed by nationwide service 
to keep it running right. Duplicating 
experts are ready to go to work on your 
paper work problems. For details, call 
the Mimeograph distributor in your com- 
munity or write A. B. Dick Company, 


Chicago. 
The Mimeograph Company, Ltd., Toronte 
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is made of five carbon paper ribbons, from which 
it is possible to typewrite from six to eleven copies. 
The ribbons are declared to unfold automatically and 
independently from one another. Firms having cor- 
respondence which usually does not require more than 
three copies are offered the Simplex model. 

Stilus model, created with the application of the 
same principle of the carbon paper running auto- 
matically between the various sheets of the copies, is 
declared to be suitable in the compilation of manu- 
scripts that would otherwise not be suitable for type- 
writing, such as bank receipts, delivery slips, and 
control lists for retail sales. 

——————7——= 2 —___ 


HIATT-BUSH OFFERS EASY-WAY CALCULATOR 


A new 1947 improved withholding tax calculator 
has been offered the trade by Hiatt-Bush Company, 
P. O. Box 441, Tulsa 1, Okla. This Easy-Way calculator 








NEW WITHHOLDING TAX CALCULATOR 


is declared to calculate the correct amount of with- 
held tax from official Government charts based on 
various payroll periods. Mistakes are said to be elim- 
inated because only one line of figures is exposed at 
any one time. Charts may be based on weekly, bi- 
weekly, monthly, or semimonthly periods. The device 
is offered in a solid walnut cabinet and lists at $13.75. 
—_ eo 
INTRODUCE RED FEATHER COPY CHIEF 

The Red Feather Copy Chief, a streamlined new 
duplicating machine featuring many basically differ- 
ent ideas, was dramatically introduced at the National 
Business Show in New York, N. Y. by means of a 

specially-built working model for show purposes. 
This model was built with a glass window to show 
the sealed-in-oil mechanism and method of synchron- 
izing each paper-handling part with the others. Be- 








RED FEATHER COPY CHIEF DUPLICATOR 


ginning with the revolving suction feed, all parts 
are rotary. These precision features, the manufac- 
turer states, eliminate sudden tensions, and produce 
exceptionally clean-cut, hairline-register copies. 

The inking system is carefully engineered for uni- 
form distribution. The entire drum is inked simply 
by pouring the ink in the convenient inkwell while 
the machine is in operation. A cantilever-constructed 
inking drum permits changing colors in a few sec- 
onds by changing the whole drum. Operation of the 
Copy Chief is claimed to be extremely simple, incor- 
porating only two controls, with all possible operations 
entirely automatic. 

Further information and a descriptive folder are 
available from Red Feather Products, Ltd., Redwood 
City, Calif. 
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REDI-RECORD FEATURES NEW PRODUCTS 

Redi-Record Products Company, 251 Fifth Ave., New 
York, N. Y., is featuring a new, exclusive line of desk 
pads, photo albums, scrap books, work classifiers, and 
index card visibles. 

Designed for convenience and durability, these items 
are available in smart simulated leathers in choice 
colors, and come in sizes for home or office use. 

Redi-Record Products Company will illustrate this 
outstanding line of products in their new, complete 
catalog, copies of which soon will be distributed to 
the trade upon request. 

———————77 = —_—_—_ 


DENNISON INTRODUCES NOVEL PENCIL BOX 


The School Street handy pencil box is the newest 
addition to the line of the Dennison Manufacturing 
Company in Framingham, Mass. This attractive item, 
printed in five brilliant colors, is claimed to have many 
unusual features not found in ordinary pencil boxes. 

The upper portion contains, in three compartments, 
a supply of Dennison Handy Helpers—gummed rein- 





DENNISON SCHOOL STREET HANDY PENCIL BOX 


forcements, gummed stars in assorted colors, gummed 
labels and index tabs. A safety lock not only prevents 
this section from opening accidentally but also serves 
as a stop when it has been opened. The lower part 
contains five excellent eraser-tipped pencils. One of 
the sides of the box is imprinted with three panels 
where the owner may write his name, grade and 
school—the other side is a handy eight-inch ruler. 
2 
SIMON INTRODUCES NEW LINE FOR TEENS 


A colorful line of scrapbooks designed for school-age 
youngsters is being introduced by Simon Products 





SIMON’S NEW “TERRIFIC TEEN” ALBUM 


under the name of “Terrific Teen” albums and scrap- 


books. 
Possessing a four-color “embossocolor” cover in a 
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CARBON PAPERS 


ince the dawn of civilization the 

quality of pure gold has remained 
unchanged. History records many imitations 
and substitutes of varying qualities—qualities 
which have fluctuated with the times. But 
down through the ages pure gold has been 
changeless in quality. 


We, too, pride ourselves on the fact that 
we have been able to keep unchanged the 
quality of our products—PANAMA BEAVER 
Ribbons and Carbon Papers. 





HECTOGRAPH 
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SS 


PANAMA-BEAVER 
Yilobond” Laine 


MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 








Through scientific control all down the 
line of procurement and manufacture, we 
have maintained in our products the same 
high quality on which their great popularity 
was originally founded. 


Though the comparison may seem over- 
drawn, we who make PANAMA-BEAVER 
products, and you who regularly use them, 
know that, so far as human ingenuity can 
go, the stable qualities of pure gold are very 


closely paralleled in all PANAMA-BEAVER 


products. 









UNI-MASTERS 
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INKED RIBBONS 





Series of exclusive water-colors, the “Terrific Teen” 
will retail for approximately $3.00 each. Each scrap- 
book-album is 145g x 12 inches in size, contains 100 
durable Manila pages, and features a cover constructed 
of Butan, a pyroxlin-coated plastic with a rubber 
base. In addition to being extremely durable and 
having the appearance of leather, these covers are 
also padded. 

Leonard Simon, president of Simon Products, reveals 
that distributors are now being appointed nationally. 
Any jobber who is desirous of adding the line can 
obtain complete information by writing direct to 
Simon Products, 910 W. Van Buren St., Chicago, III. 

—._— 

NIAGARA OFFERS NEW STENCIL DUPLICATOR 

The Niagara Duplicator Company, San Francisco, 
Calif., has announced the Model 250 stencil duplicator, 
featuring 12 new developments in this fully automatic 
machine. 

A speed of 250 copies per minute, or 15,000 copies 
an hour, is claimed for the Model 250. There are seven 
other speeds ranging downward by steps to 60 copies 
per minute, and feed is automatic at all speeds for al- 
most any variety or size of paper. 

The manufacturers state that one of the outstand- 
ing features of the new machine is a newly-developed 





NIAGARA STENCIL DUPLICATOR MODEL 250 


dual predetermining counter having two sets of dials. 
One set of dials counts the number of copies printed 
and the other the predetermined number of copies the 
machine has been set to print. When the desired num- 
ber of copies has been printed, the counter auto- 
matically shuts off the machine and stops the motor 
drive. 

Other features claimed for the duplicating machine 
include new master operating control, auto-accelerat- 
ing motor drive mechanism stepping up the printing 
speed gradually, full-length motor drive and storage 
cabinet, “hairline registration” control of the stencil 
process, built-in lamp adjustable to any desired posi- 
tion above the stencil, double-action paper guide lock, 
and the “Speed Sheeter”, which interleaves 250 Speed 
Sheets between 250 printed copies per minute. 

=o 
ADVANCE OFFERS NEW PERSONAL DESK FILE 

Advance Products, a division of the Advance Sales- 
book Company, 148 W. 24th St., New York 11, N. Y., 
is offering the Suspend-O-Folder personal desk file 
for the executive who needs a filing system at his 
fingertips. 

This is a compact, complete filing unit in an olive 
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green, heavy-gauge steel cabinet, and consists of 
25 Suspend-O-Folders and an assortment of easy- 
to-insert guides, as well as a supply of blanks for 
typing or writing. 

Features are claimed to include permanent angular 
metal tabs, easy to read because of the angle of 





SUSPEND-O-FOLDER PERSONAL DESK F.LE 


tilt, permanent metal hooks, heavy green pressboard 
to stand abuse, cloth gusset expansion to open grace- 
fully as the folder is filled, and easy-to-insert acetate- 
protected metal tab folders with easy-sliding inserts. 

The file may be used on top of the desk or in a 
drawer. It is claimed that the product can be used 
in all types of file drawers employing suspension 
folders. 

st ve 
SANFORD INK CONTAINERS GO GLOBAL 


New and colorful ink bottle containers for Sanford 
inks are faithful replicas of the globe in miniature. 
Three inches in diameter, these are produced com- 





NEW GLOBAL CONTAINER FOR SANFORD INK 


pletely from Bakelite phenolic molding materials in 
red, dubonnet, blue, tan, and green. The bottom half 
of each globe includes a three-cornered stand which 
serves to hold the globe and ink bottle in position. 
The containers are molded by Wayne Plastic Prod- 
ucts, Ft. Wayne, Ind., for the Sanford Ink Company, 
Chicago, Ill. 
slap tigecpilaiingndlh dia tas 
HOW-ART, INC. OFFERS FILE-AWAY 


How-Art, Inc., 17 E. 49th St., New York, 17, is now 
marketing the File-Away, a special feature of which 
is the suspension cover that locks. When this suspen- 
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aha 
...no finer 
office 
typewriter ! 


smith-Corona yi 
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...no finer 
portable 
typewriter ! 





Every product bearing the 
Smith-Corona label is backed by the 
combined experience and high 
reputation of these two great 
typewriter names. 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NEW YORK 
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sion cover is not in use, it can be slid out of the 
way in back of the file. 
Other features claimed are padlock attachment for 


locking, 25 hanging folders and insets that ride on 






DEMONSTRATING THE NEW FILE-AWAY 


tracks which are non-exposed, and “no-glare” amber- 
colored tabs already inserted and tilted at a 45-degree 
angle so that they may be seen at a glance. 

Each File-Away, retailing at $1.75, is shipped set up, 
packed one to a carton. 

Oo 
SUTTON INTRODUCES THE VORNADOFAN 

The Vornadofan, an air circulator, was recently 
introduced by O. A. Sutton Corporation, Wichita, 
Kans. By using injector cones, that have the appear- 
ance of a cowling about the fan, a blade of unusual 


SUTTON’S NEW VORNADOFAN 


design can be employed. The manufacturers claim 
that this blade has greater scoop. than those of con- 
ventional design, and by having its action co-ordinated 
with the injector cones results in the production of 
a power vertex of air. 

Sutton claims that the appliance results in increased 
comfort in the hot weather and that it will be of assist- 
ance in the winter as a part of a heating system. 

RE ae 


DAVIDSON ANNOUNCES NEW PAPER MASTER 


Announcement was recently made by Davidson Man- 
ufacturing Corporation, 1020 W. Adams St., Chicago 
7, Ill., of the new Davidson Paper Master, a paper- 
like plate for use on all offset duplicating machines. 
According to the manufacturers, this new Paper Mas- 
ter is as smooth and flexible as heavy paper, is ready 
for use and requires no special preparation. Anything 
that can be typewritten can be reproduced, it is 
claimed. Typing may be done on the plate with any 
standard typewriter, billing machine, bookkeeping ma- 
chine, or other mechanical writing device. Either car- 
bon or fabric ribbon may be used, and corrections are 
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made with an eraser. Marginal scales are provided, in- 
dicating standard typewriter line spacing on the sides, 
and both pica and elite character spacing at top and 
bottom. 

Illustrations and hand lettering may be done directly 
on the Paper Master with pen, brush, crayon or pen- 
cil. Multicolor work is done by a separate Paper 
Master for each color. For the reproduction of various 
kinds of office forms, lines may be ruled with a ruling 
pen. Headings can then be either hand lettered or 
typewritten. The manufacturers state that Davidson 
Paper Masters will not curl when removed from the 
duplicator, but lie perfectly flat. 

ALES 


PENGAD INTRODUCES NEW STICK FILE 
Pengad Manufacturing Company, Bayonne, N. J., 
has introduced a new modernistic file. The file has 
a finished and lacquered, solid cast brass base, one 





PENGAD’S NEW STICK FILE 
which is detachable and will not rust. Two holes are 
supplied for easy mounting on a wall, and the remov- 
able steel rod can be bent to any shape before apply- 
ing to a wall. 

These files, retailing at $4.20 a dozen, are packed 


two dozen to a box. 
OO 


CLARY OFFERS NEW SPEED-O-ELECTRIC 
A streamlined, lightweight adding machine featured 
by no-glare keyboard is offered by Clary Multiplier 





CLARY’S NEW SPEED-O-ELECTRIC 


Corporation, 1524 N. Main St., Los Angeles 12, Calif., in 
the form of the new Speed-o-electric. The manufac- 
turers of this machine, installed in a rugged plastic 
1946 
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ZOYAL PORTABLE BAG OF SALES IDEAS 





IDEA#6: “Shift Freedom” 


You know how the carriage bobs violently up and down 
when you shift to the capital letters on the average portable 
typewriter, 

This bobbing movement makes a noisy clatter, strains 
your eyes, and, in some cases, jiggles the typing line. 


But not on a Royal! 


To prevent this from happening on a Royal, locked “Shift 
Freedom” was developed. This special feature very sensibly 
shifts the type segment —not the carriage —does away with 


iggle, clatter, eye-strain. 
od A 


Once you demonstrate how much more practical . . . effi- 
cient ... and quiet Royal’s locked “Shift Freedom” is, every 
customer of yours will want a Royal Portable. 





Simply do this: 

















STEP A. First, ask your customer to feel how light... 
how fast... how quiet Royal’s locked “Shift Freedom” is. 
That’s because you don’t have the weight of the carriage to 
lift when you shift on a Royal! 


STEP B. Ask your customer to press down on the type 
segment and feel how solidly it rests while the type is in 
lower case position. 

Then have her hold down the Shift Lock and feel how 
solidly the type segment is locked while the type is in capital 
position. In both positions, Royal’s type segment is securely 
locked—can’t jiggle or jump! 


STEP C. Then ask your customer to type out a line of alter- 
nate capital and lower case letters. Because only Royal’s 
keys shift — sever the carriage — perfect alignment of upper 
and lower case letters is assured. That’s why for years Royal 
has invited you to—‘*Compare the work!” 


ROYAL 
PORTABLE 


THE Standard Typewriter in 
Portable Size 


P: 3. Why not spend a few minutes today com- 
paring Royal’s locked “Shift Freedom” against 
other shifts? The more you know about ail port- 
ables, the more Royals you'll sell! 
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case, assert that it is speedy, all-electric and without 
clatter at its “whispering speed.” The machine adds, 
subtracts, and multiplies short problems. 

Items up to $9,999,999.99 can be entered on the stand- 
ard keyboard, or up to one cent less than $10,000,000 
when the machine is equipped with the optional mil- 
lion-dollar key. An exclusive feature is declared to be 
the new thumb add-bar for extra speed, in addition 
to the conventional bar. 

ea i ae ae 
OFFER CHROM-EVER STEEL COSTUMER 

Chrom-Ever Products, manufactured by Asquith As- 
sociates, 131 State St., Boston 9, Mass., are now 
in production with a complete line of chrome-plated, 
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NEW CHROM-EVER COSTUMER 


tubular steel costumers. Two weeks’ shipment is now 
available on Model No. 47-5, which will be the begin- 
ning of the 1947 line. The first standard model will 
come in 11-foot, 8-inch tubing, with a heavy tubular 
base for extra rigidity. 

The list price is $14.95. Some territories are still 
open for jobbers and sales representatives. 

aa a 


WOLBER OFFERS IMPROVED COPY-RITE 
Wolber Duplicator & Supply Company, 1201 Cortland 
St., Chicago 14, Ill., in offering the new Copy-Rite 
liquid duplicator is using aluminum to replace hard- 
to-get iron and steel. A machine 20 pounds lighter 





WOLBER COPY-RITE LIQUID DUPLICATOR 


in weight results, which the manufacturers say is 
“just as strong, and easier to handle.” Aluminum is 
used for the drum and side castings instead of steel, 
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and some of the rollers are made of aluminum. Nine 
parts have been eliminated in simplification of the 
automatic paper feed. 

Points featured by the manufacturer include instant 
starting—no wicks nor pumps—an4d visible fluid supply. 

ascites lili 
ALMAC PLASTIC AWARDED A PATENT 

Almac Plastics, Inc., 230 Fifth Ave., New York, 

N. Y., recently announced that their double writing 





ALMAC DOUBLE WRITING SET NO. 580 


set No. 580, with perpetual calendar and two fountain 
pens, has been awarded United States Patent D. F. 145, 
486. This is the fifth Almac Plastic product to be 
awarded such a patent. 

The gift set is made of heavy Du Pont Lucite and 
has a one-half inch thick base. A choice of colors 
is given. 

aa Cae ae 


NEW CLIX LINE OFFERS FOUR MODELS 


Employing features popularized in the Clix three- 
hole paper punch, the New England Paper Punch Com- 
pany, Natick, Mass., has brought out four new models 
in the Clix line. Included are Model 7, a seven-hole 





NEW CLIX TWO-HOLE PUNCH 


punch which punches all seven holes for seven-ring 
binders in one operation, and Model 32, a double- 
duty punch which may be quickly adjusted for punch- 
ing either two or three holes, simply by snapping a 
button. Another new item is Model 275, which punches 
two one-fourth-inch holes, two and three-quarters 
inch on centers, an adjustable gauge permitting 
punching of sheets up to 12 inches long. 

Rounding out the line is Clix Model 100, a single- 
hole punch operating with light pressure by the 
thumb. These punches are attractively packaged for 
retailing. 

SO  — —— 
C-THRU INTRODUCES NEW TRIANGLE 

A new eight-inch adjustable triangle with addi- 
tional features has been introduced by the C-Thru 
Ruler Company, 385 Capitol Ave., Hartford, Conn. The 
product is made of clear, non-inflammable “eye-ease”’ 
1946 
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plastic with no protruding rivets or sharp points to 
tear tracing paper. 

Tapered holes have been placed one-fourth inch 
apart on two sides to allow division of any line 


tone 
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NEW C-THRU EIGHT-INCH TRIANGLE 


into equal parts by swinging the device at any of its 
various degrees. Four circular openings have been 
added to permit drawing circles of varied diameter. 
Other features of the triangle are for cross hatching, 
architectural drawings of stairways, and the speeding 
up of letter spacing. 

Le aes ee 


SEROLITE OFFERS PLASTIC TWIN DESK SET 


A plastic pen and pencil set making an unusual 
functional writing unit for an executive’s desk is 
offered by Serolite Corporation, 9-11 White St., New 
York 13, N. Y. The set is the form of a sculptured life- 
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SEROLITE SET FOR EXECUTIVE’S DESK 


like bronzed figure of jockey and horse, the design, 
color and finish in keeping with the prevailing color 
schemes and woods. 

The pen is equipped with a special alloy pen point, 
but can be supplied with 14 karat gold point at a 
slightly additional cost. The pencil is of the repel- 
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propel type. Both pen ana pencil are protected in fun- 
nels mounted on swivels for greater convenience. 
This set is priced to retail for about $7.50. 


. $$ ~— > —____ 


POINT PROTECTED ON SAFE-T STIK FILE 


Hedges Manufacturing Company, 2931 Wentworth 
Ave., Chicago, is offering a new feature on a spindle 
file, the Safe-T Stik file with the protected point. 








It is claimed that the wire spring protected tip in 
no way interferes with the file’s function. Base and 
upright metal is smoothly finished and tapered spring 
is securely rolled on. The files list at $.25 each in 
gross lots and $.30 each in lesser quantities. 


TO 


WELLS OFFERS DELUXE POSTURE-RITE CHAIR 
Claiming “comfort built-in,’ Wells Office Furniture 
Company, 725-33 S. LaSalle St., Chicago 5, Ill. is 
offering the DeLuxe Posture-Rite chair, available 





WELLS DELUXE POSTURE-RITE CHAIR 


now for delivery. Features advertised for this chair 
include adjustable backrest, adjustable back frame, 


(Turn to page 131, please) 
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HOW TO SELL 
MORE CHRISTMAS CARDS 


Your customers are color conscious! Suggest a companion sale of a 
bottle of SKRIP in the color which harmonizes with the greeting card. 








A signature or note—in color—on that card—adds a bit of the 


sender’s own personality to the greeting. 


Yes, you can capitalize on the trend toward personalized holiday 
writing by displaying SKRIP prominently on your greeting card counters. 
Customers can then select SKRIP in colors to match their greeting cards, 


individualize their holiday message. 


Available in 12 True Tone colors to match every Christmas greeting 
card, SKRIP is a stimulant to holiday sales .. . silently helping you to 
sell more greeting cards, more holiday stationery . . . and more SKRIP! 





8 WASHABLE COLORS IN THE 
Emerald Green ¢ Melon Red FAMOUS 
Blue ¢ Persian Rose TOP-WELL 


Peacock Blue ¢ Brown 


Purple ~* Black B OTTLE ! 


4 PERMANENT COLORS 
Jet Black ¢ Red 
ais “a : Blue Black S H E A F F E R'S 


W. A. SHEAFFER PEN CO., FORT MADISON, IOWA 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible seruice. While the facilities at New York are not so many as at Chicago. 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott ( 


4 St. Bride Street, London, E.C. 4. 





London, Sept. 6, 1946 

Trade associations have come into their own in 
England and are now a recognized essential part of 
an industry. There are roughly 400 trade associations 
in this country. 

In addition, a Secretaries’ Club has been founded, 
with a membership of 300. Membership is open to 
secretaries and assistant secretaries of professional 
and trade employers’ associations. Its constitution 
covers the following objects: 

1. To associate freely for mutual help and inter- 
change of ideas in relation to matters of professional 
and trade interest. 

2. To provide a central office whereby members may 
be put in touch with others likely to be concerned 


with similar problems, or who may be able to provide SOL 
specialized knowledge in any particular trade. 
3. To meet periodically and to welcome guests, par- 
ticularly those whose knowledge conveyed by addresses De 
would be beneficial to members. Sh. 
4. Generally to undertake to assist each other in ss 
every way possible. 
Membership in the club is individual and expres- ] 
sions of opinion are personal. The club does not seek 
to control in any way the associations represented to- 
by its members. The club’s main purpose is to assist pro 
its members to carry out their professional duties as to | 
efficiently as possible by providing facilities for dis- 
cussions and interchange of experiences and ideas. s 
Meetings of an informal character at The Con- cre: 
naught Rooms, Gt. Queen Street, London, W.C.2, pre- 
ceded by luncheon, are held monthly. It is usual at Savi 
the monthly meeting to have as a chief guest a well- duc 


known public figure who in a short talk is able to 
give information of topical interest to members. 


Guest speakers are gentlemen holding high official 
positions in government departments, and others of 
public eminence and, as no report is published of 
these talks, the speaker is able to impart freely in- 
formation of an interesting and useful character. 

For some time there has been a movement on foot 
to institute an “Association House” in the heart of 
London’s West End, the object being to house trade 
associations under one roof. The request for tenancies 
were double the amount of space available and 

. (Turn to page 76, please) 
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STAGE REM-REND EXHIBIT IN SWEDEN—Remington Rand 
AB in Stockholm, Sweden, had a large display at the S:T 
Eriksmassan, held during the latter part of August and the 
largest mercantile fair ever staged in Sweden. O. Althini of 
Remington Rand AB reports keen interest in the new KMC 
Remington typewriter, the printing calculator, bookkeeping 
machines and system articles. 
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ources of Profit 


HE exclusive Shaw-Walker dealer leads the 
field with products available from no other 
source, exclusive items that buyers want. 


You can’t sell a Shaw-Walker file, a New Low 
Desk, a Fire-File—unless you are an exclusive 
Shaw-Walker dealer. The Shaw-Walker franchise 


is available only on an exclusive basis. 


Each of Shaw-Walker’s 8000 items is designed 
to conserve and direct human energy for most 
productive office work. These items bring results 
to Shaw-Walker users. 


Shaw-Walker users can point to substantial in- 
creases in office production, space savings, time 
savings—all vitally important for the all-out pro- 
duction required today. 


Until we can render prewar service we will con- 
tinue giving our entire production to the estab- 
lished Shaw-Walker exclusive dealers. — The 
Shaw-Walker 8,000-item franchise is the trade’s 
most valuable. It’s worth waiting for. 





CSHAW-WALKER 


MUSKEGON, MICHIGAN 








Prorir ELemMEents oF Exctustve S-W FRANCHISE 


® Best Known Trade-Mark 


® A Single Source of Supply 
® 8,000 Items ® A Flow of Sales Helps © The New Low Desk 
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® Simplified Selling Plan 
® Exclusive Merchandise 
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NORTHWEST TRAVELERS ENJOY ST. PAUL GOLF 





Merrill D. Hasty, Correspondent 





An attendance of 84 was registered at the fourteenth 
annual golf party of the Northwest Travelers Club for 
1946 at Southview Country Club, St. Paul, Minn., an 
occasion which brought the members’ compliments 
for Charlie Regan, in charge of general arrangements 
at this beautiful club and course. 

Roy Clarke, our Northwest Travelers secretary, was 
present with his usual good fellowship and co-opera- 
tion, carrying on in a manner appreciated by his 
friends, dealers, and travelers. The party would never 
have been as enjoyable without him. 

Unable to be at Southview to click his heels and 
carry on, President George Hanson asked his vice- 
president, Arnold Berglund, to do the honors. This he 


MEETINGS « CONVENTIONS + DINNERS 
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did as an able master of ceremonies. He had also 
arranged for some 35 prizes. 

With golf balls very scarce, most of the golfers very 
conservatively shot over the water holes. Those turn- 
ing in low scores and winning prizes were Ray Ham- 
mond, National Blank Book Company, a Northwest 
traveler winning the club cup for 1946; Warren Carl- 
son, Wilson Jones Co.; Russ Wheeler, Curtis 1000, Inc.; 
Ray Scott, also of Curtis 1000, Inc.; Ray Johnson, 
Quality Park Envelope Company; C. O. Peterson, Min- 
neapolis Paper Supply Co.; and Charlies Regan, Globe 
Publishing Company. 

Ed M. Hansen of Miller-Davis Company took not 
one, but all three prizes sponsored by William E. 
Smith, Ace Fastener Corporation, for putting. 

The prizes furnished by the club pro, Duncan Mac- 
Rae, were distributed by Al Nordstom, former presi- 
dent of the Northwest Travelers Club, and went to 
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1. Stanley Griebel, chairman of golf committee, handing the 
Northwest Travelers Club trophy to the winner, Norman 
Seeling, Zillmer’s Office Supply Co., Waukesha. 

2. Some non-golfers: George Hanson, Boorum & Pease Co.; 
E. Janette, Janette Office Supply Co., Antigo; Henry 
Huette, Autopoint Co.; W. E. Smith, Ace Fastener Corp.; 
Roy Clarke, F. S. Webster Co.; E. A. Napp, Napp Office 
& School Supply, Manitowoc; Herb Walsh, Ace Fastener 
Corp. 

3. E. J. Heine, Napp Office & School Supply, Manitowoc; 
John Gilbert, Office Appliances; Fred Larson, The Globe- 
Wernicke Co. 

4. Tony Meyers and Jeff Power, Bill Goff, Inc., Madison: 
A, J. Farnham, Ediphone Co.; Bill Goff. 

5. Gil Almusin, Wisconsin Office Supply Co., Madison; Ar- 
nold Berglund, Joseph Dixon Crucible Co.; M. D. Hasty, 


NORTHWEST TRAVELERS CLUB GOLFERS AT NORTH HILLS COUNTRY CLUB, AUGUST 23 


¥ S/o 9 


Sengbusch Self-Closing Inkstand Co.; K. J. Griebel, club 
member and host. 

6. A. Frey and Ray Hamilton, H. H. West Co., Milwaukee; 
Al Linde, H. C. Miller Co., Milwaukee; Benny Allen, 
American Lead Pencil Co. 

7. Al Nordstrom, Smead Mfg. Co.; Ed Kuschbert and Jack 
Olson, Kuschbert Office Supply Co., Milwaukee. 

8. Herb Walsh, Ace Fastener Corp.; Jack Olson, Kuschbert 
Office Supply Co., Milwaukee; K. J. Griebel, host; and 
Stanley Griebel (brother), Yawman and Erbe Mfg. Co.: 
W. E. Smith, Ace Fastener Corp.; M. D. Hasty, Sengbusch 
Self-Closing Inkstand Co.; Larry Ryan, John Nichols, Inc. 
Milwaukee. 

9. Miss and Mrs. Goff of Madison, who toured the Wisconsin 
State Fair at Milwaukee while Bill Goff was touring the 
fairways. 


(Story appeared in September issue, page 56) 
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DONT GUESS! 
DONT GAMBLE/ 


HERE’S A SALES PLAN THAT’S DESIGNED TO HELP YOUR 
SALESMEN MAKE MORE SALES, AND YOU, MORE PROFITS 


Our five-point plan isn’t primarily designed to make 
the salesmen’s work easier, it’s-devised to help them 
sell more customers in less time. Of course it won't 
make a good salesman out of a poor one, but it will 
help the average salesman make more good contacts 
and more sales, because it PRE-SELLS prospects on 
your company and your merchandise, before the 
salesman ever calls on them. This means less time 


spent with each prospect and consequently more calls 
and sales by each salesman. The plan has been care- 
fully “tested and proved” in the field, not by home 
office efficiency experts. It’s an idea your salesmen 
will go for. They quickly see it’s thoroughly practical 
—and best of all, “it works”! Send for full details 
about this M&V 5-Point Sales Plan* today, and find 
out how effectively it can produce for your company. 


* specialized plans will be prepared to meet loca! conditions, 





MITTAG AND VOLGER, INC. 


ESTABLISHED 188! 


FINE CARBON PAPERS & INKED RIBBONS « PARK RIDGE, NEW JERSEY 
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Art Grayston, Thomas & Grayston Company, and 
Clarence Anderson, Quality Park Envelope Company. 

Our Northwest Travelers Club photographer, Doug 
Roos, had a busy day, aided with the latest equipment, 
in snapping the happy and willing golfers, putters, and 
dinner guests. Doug’s able assistants were L. Ed 
Friedmann and son, Johnny, who furnished the chat- 
ter, sound effects and “roaming” reports on the 
event. 

The governor-elect, Floyd Kongsvik, Seventh Dis- 
trict, NSA, complimented the boys for their fine 





turnout and good fellowship. Wires of congratulation 
were read from Herb Morgan, Portland, Ore., and 
Claude Fleet, Milwaukee. Familiar faces were missing, 
some for the first time in 14 years, the absentees 
including Fred Schaefer, Billy Allen, John Boemer, 
Sherman Read and Art Walker. Perhaps a good vaca- 
tion kept them away. 

Committee in charge of the event consisted of Mer- 
rill Hasty, chairman; Arnold Berglund, Roy Clarke, 


Stan Griebel, and Charlie Regan. 





NORTHWEST TRAVELERS CLUB GOLF TOURNEY AT SOUTHVIEW COUNTRY CLUB 


Top Row: Ben Sonmore, Bertelson Bros., Minneapolis; Gordon Vars. 
Curtis 1000, Inc.; Bob Valleau & Co.; Ray Scott, Russ Wheeler, 
John Bordenave and Wayne Finton, all of Curtis 1000, Inc.; Ray 
Johnson, Ed Carpenter, Lafe Wasley and Clarence Anderson, alli 
of Quality Park Envelope Co. 


Second Row: Jack Young, Whit Curley and Carl Skog, all of Minne- 
sota Mining & Mig. Co.; Harry Bergquist, Boorum & Pease Co.:; 
W. A. Nichols, Amberg File & Index Co.; Clarence Ahlstrom, 
George Franzen and Tom Carpenter, all of Sperry Office Furniture 
Co., St. Paul; Warren Carlson, Wilson Jones Co.; Fred Larson, 
The Globe-Wernicke Co.; Jack Berry, Browne-Morse Co.; Floyd 
Kongsvik, Curtis 1000, Inc. 


Third Row: Ken Chase and Bill Helms, Dennison Mig. Co.; Warren 
Long, Sperry Office Furniture Co.; Earl Vanda, Thomas & Grayston 
Co., Minneapolis; Wally Margulis, Brady-Margulis Co., St. Paul; Les 
Savard, McClain & Hedman Co., St. Paul; Roy Clarke, F. S. Webster 
Co.; Bart Dahlberg and Walter Pierce, Midland Stationery Co., Min- 
neapolis; Al Nordstrom, Smead Mig. Co.; Stan Griebel, Yawman 
and Erbe Mig. Co.; Art Pfister, Smead Mig. Co. 


Fourth Row: Del Demine, Farnham Staty. & School Supvly Co., 
Minneapolis; Hank Clausen and Art Waddell, Poucher Lithograph 
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Co., Minneapolis; Henry Johnson, Farnham Staty. & School Supply 
Co.; Johnny Friedman, son of L. E. Friedman; L. E. Friedman, 
LePaae’s, Inc.; Ken Henderson, The Carter’s Ink Co.; Oscar Bertel- 
son, Bertelson Bros.; Carl Peterson, Paper Supply Co.; Ralph Mane- 
val, A. W. Faber, Inc.; Jack Guntrum, The Carter’s Ink Co.; Howard 
Schaub, Schaub Office Supply Co.; Walter Hubbs, Thomas & 
Grayston Co. 


Fifth Row: Vern McCann, W. A. Sheaffer Pen Co.; Ray Hammond, 


National Blank Book Co.; Robert Jerue, McClain & Hedman Co.: 
Charles Regan. Globe Publishing Co.; Art Grayston, Thomas & 
Grayston Co.; Ed M. Hanson, Miller-Davis Co., Minneapolis; Herb 
Fall, Japs-Olson Co., Minneapolis; Fred Foster, Poucher Lithograph 
Co.; Vern McCann, W. A. Sheaffer Pen Co., Merrill Hasty, Seng- 
busch Self-Closing Inkstand Co.; Arnold Berglund. Joseph Dixon 
bg mag Co.; Bob Roberts, St. Paul Office & Equipment Co.. 
t. Paul. 


Sixth Row: Jay Wiltrout, Farnham Staty. & School Supply Co.' 


Sterley Jerue, McClain & Hedman Co.; William E. Smith, Ace 
Fastener Corp.; Roy Clarke, treasurer of Northwest Travelers Club: 

E. Friedman, LePage’s, Inc.; Johnny Friedman, son _ of 
Friedman. 
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Among our several stores in San Francisco, the 
Montgomery Street store has the largest turn- 
over in traffic. Literally thousands of customers 


drop in regularly. 


Between the hours of 1] and 2 each week- 
day, the store is packed—serving an average of 
1000 people per day, including hundreds of 
secretaries, clerks and businessmen, who drop 
in during their lunch hour, to buy various 
small itenis in the office supply line. But where 
this sort of purchase is the bread-and-butter of 
our business, the higher-profit, more expensive 
gift items are the “Cake”. 


Fountain pens are a major profit builder. 
During the war years we could not, of course, 
realize our full potential in this department— 
although the Eversharp Command Perform- 
ance and $64 Sets sold well as business gifts. 
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Now, with larger supplies and with the intro- 
duction of the new Eversharp CA, dollar 
volume in the fountain pen department has 
reached unprecedented levels. 


To make the most of this high volume of 
traffic in other departments, we have arranged 
the everyday office staples in open counters 
for easy self-service. Then on an upper tier, 
nearby at eye level, we have displays of inter- 
esting “extras”—higher-priced items such as 
heaters, fans, bookends, etc. Customers who 
drop in for a box of pencils or carbon paper 
see and buy these additional items. 

In all of our retail store operations, we make 
the most of our high traffic locations by consis- 
tent newspaper, radio and direct-mail adver- 
tising; conspicuous display of higher-priced, 
higher-profit merchandise; and careful atten- 
tion to related-item selling. 
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THEY’RE TWINS...IDEAL 
MERCHANDISE FOR 
COMBINATION SELLING! 


Put these twins to work for you...as a team...a real 
double-header for easy bigger profit. WHAT COULD 
BE EASIER than selling the Safeguard System with 
G/W cabinets ... or G/W cabinets with Safeguard! We 
keep repeating this idea because we’ve proved it pays! 
Every time it pays US then somewhere out in the field it 
has paid a G/W dealer also! Just on this one idea alone the 
increased sales have been enormous... actually a huge per- 


centage of the total. Try it yourself. Watch it pay out! 


G/W Packaged SAFEGUARD Outfits 


Right now .. . with filing systems easier to 


sell than ever before . . . these ready-pack- 
aged, complete, simple-to-use, colorful out- 
fits assure outstanding customer-appeal and 
excellent profit for you. Four sizes, for 1- 
2- 3- and 4-drawer standard letter files. 
Initial dozen brings you a supply of the 
famous Find-i-tis booklet, and a hanad- 
some counterpiece for displaying an actual 
one-drawer Safeguard outfit. For larger 
or special requirements consult G/W’s Sys- 


tems Division. 
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Gy SAFEGUARO FILING 
SYSTEM INCREASES 
THE VALUE OF 

Gy CABINETS / 
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Globe - Wernicke 


“SAFEGUARD’” FILING SYSTEM 
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Gy PRECISION-BUILT 
STEEL FILING CABINETS 
INCREASE THE VALVE 
OF SAFEGUARO SYSTEM! 






GIW PRECISION-BUILT 
STEEL FILING CABINETS 


Globe-Wernicke’s famous 
steel files are increasingly 
available for your profit and 
highest customer-satisfac- 
tion. Now is the time to 
establish yourself with the 
outstanding GlobeArt Series 
‘*7000 Line’’—steel files 
world-renowned as engi- 
neered for feather- 
touch operation 
and lasting depend- 
ability. Start get- 
ting your share of 
business from the 
hundreds of live pros- 
pects in your terri- 
tory NOW! 


Sree 
SELLING AIDS 


For descriptive literature and 
selling aids write to ‘‘Head- 
quarters for Modern Office 
Engineering,’’ the Globe- 
Wernicke Co., Norwood, Cin- 
































cinnati 12, Ohio. 





Globe “Wernicke 2252"" 


Bookcases 
FILING EQUIPMENT AND SYSTEMS Stationers’ Supplies 
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CHICAGO OMDA HOLDS R. C. ALLEN NIGHT 


The Chicago Office Machine Dealers Association, 
with Allen Calculators, Inc., Grand Rapids, Mich., as 
the host, held the first evening meeting of the fall and 
winter season on September 10 at the Maryland Hotel, 
attracting an attendance of more than 100 members 
and many visitors. The R. C. Allen night was declared 
to be a successful addition to a series of special meet- 
ings held by the Chicago OMDA. 

Visitors were present from cities as far off as Stock- 
ton, Calif., and Columbus, Ohio. Former president of 
the Illinois OMDA, Elmer Thiessen of Thiessen Office 
Supplies, Kewanee, Ill., was among the guests, accom- 
panied by Ted Johnson of Clinton Typewriter Com- 
pany, Clinton, Iowa. 

Henry Green, Grand Rapids, Mich., national director 
of sales for Allen Calculators, Inc., addressed the 
meeting on behalf of his company, and assured the 
office machine dealers that the manufacturer was do- 
ing everything in his power to make an equitable dis- 
tribution of available machines. He asserted that 
production is not yet up to 1939 mark but warned 
that the time was coming, possibly in 1947, when the 
market would necessitate the dealers “rolling up their 
sleeves and going back to work to a job of selling.” 
Walter Fitchner of Allen-Wales Adding Machine 
Agency, Chicago, conducted the R. C. Allen end of the 
meeting and members of the Chicago staff were intro- 
duced, as well as the visitors from the factory. 

Jack Weiner, Belmont Typewriter Sales & Service, 
president of Chicago OMDA, appointed a nominating 
committee composed of Hazen Ames, Ames Supply 
Company; Jim Ward, Shipman-Ward Manufacturing 
Company; and Emmett La Tourette, Underwood Cor- 
poration, to present a slate of new officers at the asso- 
ciation’s next meeting. 

Plans were announced for the association’s second 
annual dinner-dance and revue at the Morrison Hotel, 
on November 16. The committee named is composed 
of C. Burns Marvil, Ames Supply Company, chairman; 
Jack Weiner, Belmont Typewriter Sales & Service, co- 
chairman; entertainment—Jack Macon, Macon Office 
Machines; Jack Carter, Jack Carter Typewriter 
Repairs; tickets—Tiny Parker, Underwood Corpora- 
tion; Guy Waterbury, Remington Rand, Inc.; Larry 
McDonough, Royal Typewriter Company; Al Sousonge, 





L. Smith & Corona Typewriters, Inc., and Walter 
Fitchner, Allen-Wales Adding Machine Agency; pro- 
gram and advertising—W. F. Clausing, International 
Typewriter Exchange; Art Lyons, Reliable Typewriter 
& Adding Machine Corporation; Hazen R. Ames, Ames 
Supply Company; Jim Ward, Shipman-Ward Manufac- 
turing Company; meal—Chet Creevy, Creevy Service; 
publicity—Walter Lennartson, OFFICE APPLIANCES, and 
Jim Ward; reservations—Dal Marvil, Ames Supply 
Company. 

A birthday cake was presented to Fred Blitzinger of 
Cash Register Sales Company in token of the happy 
occasion and the assemblage gave lusty vent to sing- 
ing of the traditional “Happy Birthday” song. 

Tom Mehan of Jack Carter Office Machines, Chi- 
cago, went home carrying an R. C. Allen 7-column 
adding machine, the envy of everyone present. 


ns siainnincitones 
22 ATTEND WESTRING GOLF OUTING PARTY 


At the second golf tournament of the Great Lakes 
Travelers Club held at Olympia Fields last August, 
Maynard Westring of Mid-City Stationers, Rockford, 
Ill., was present and invited all who could journey to 
Rockford on the morning of September 19 to enjoy 
another golf outing. He promised good weather, good 
food, and a good golf course. He made “good” on 
all promises and played host to 19 men from the 
Chicago area and two from Milwaukee. 

The group gathered at the Mid-City store about 
11 o’clock in the morning, toured the premises and 
viewed the new office headquarters which had just 
been completed above the store. The next port of 
call was a well-known Rockford restaurant where 
lunch was enjoyed on a “Dutch treat” basis. Then the 
motor caravan started out to the golf course on which 
there were no flat fairways. Fortunately the creek 
which normally flows through the grounds was dry, 
which saved many a ball for the perspiring golfers. 
After the last man had crawled back to the club- 
house, it was discovered that Norbert Burgess, Sanford 
Ink Co., had made the lowest score, an 82. As there 
were no prizes awarded, the rest of the fellows ad- 
mitted that they were glad that they had not tried 
harder. 

A roast beef dinner of unsurpassed excellence was 

(Turn to page 86, please) 





Seated, left to right: Jim Lynch, Browne-Morse 
Co.; Herb Walsh, Ace Fastener Corp.; Tom 
Gillice, Rockwell-Barnes Co.; John Robinson, Elmer 
Krumwiede & Associates; Ollie Stevens, Stevens, 
Maloney & Co., Chicago; Maynard Westring, Mid- 
City Stationers, Rockford: Gordon Kickels, C. L. 
Barkley & Co.; Harry Pinch, University of Chicago 
Book Store, Chicago; Ben Powell, A. W. Faber, 
Inc.; Charlie Ziesk, Stevens, Maloney & Co.; Harry 
Balch, Quality Park Envelope Co. Standing: Walter 
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Lennartson, Office Appliances; Ray Eichenlaub, 
Service Steel Products Company; Bill Smith, Ace 
Fastener Corp.; Roscoe Benge, Codo Manufacturing 
Corp.; Zane Grey, Mid-City Stationers, Rockford: 
Norbert Burgess, Sanford Ink Co.; Russell Ragan, 
American Pad & Paper Co.; Al Baugher, The 
Carter's Ink Co.; Hy Linden, Ace Fastener Corp.; 
Don Cain, Northwestern Furniture Company, Mil- 
waukee, Wis., and Fred Larson, The Globe- 
Wernicke Co. 
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AN OLD TOWN 
EXCLUSIVE* FRANCHISE 
PUTS YOU 

IN THE FRONT ROW! 


AN OLD TOWN EXCLUSIVE FRANCHISE is your ticket for 
rich, steady business. Crack field men install the fast-selling 
OLD TOWN line — help you present it, promote it, profit by 

it — at no additional cost to you. Periodically they check to 
see that top volume is always maintained. 

OLD TOWN'S skilled engineers solve any unusual technical 
problems; experienced counsellors answer other questions 
that may arise. Everything in the OLD TOWN EXCLUSIVE 
FRANCHISE is planned for your profit — for your success! 

OLD TOWN is the established leader in ribbons, carbons for 

every use PLUS Spirit Duplicating Carbons, Gelatin Rolls, 
Master Units, Copy Paper, Dupliforms, Duplicating Fluids, 
Stencil Duplicator Ink. 






Write for full particulars while choice territories are still 
available. 


*An Old Town Exclusive Franchise Means: 


PROTECTION: You are the only Old Town dealer in your 
area. All orders go through YOU. 


PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked. 

PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consistent 
magazine advertising. 

PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 














SPEED 
EFFICIENCY 
ECONOMY 


Li 
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RIBBON & CARBON CO. Inc. 


Foremost mokers of Ribbons and Carbons for Every Use 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
Sales and Service Everywhere 








We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 
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HANG.-A-FILE is a complete filing 
unit. It includes the steel cabinet 

PLUS 25 Hang-A-File FOLDERS and in- 

serts. Here is a complete filing set-up 
ready to go to. work. Recommended for 
countless uses: correspondence, shipping or- 
ders, shop tickets, bills, orders, invoices, etc. 


An unprecedented sales opportunity for dealers 
everywhere. Join the ranks of those who are already 
enjoying substantial profits from the sale of the Most 


OF 
Popular "HIGHWAY" of Filing in America —HANG-A-FILE. Fi 
Louis H. Farber LING IN A 


OFFICE FURNITURE «+ SCHOOL EQUIPMENT 
31 EAST CONGRESS STREET CHICAGO 5, ILLINOIS 
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NO. 30 HANG-A-FILE 


Complete. with 25 HANG- 
A-FILE folders and inserts. 
Folders supported by full 
length chrome finish metal 
hangers which rest on two 
guide rails. 

All metal file, caster 
equipped, finished in olive 
green enamel. Width 1314 
in., depth 18 in., height 
27 in. 

Shipping weight 33 Ibs. 
Packed 2 to carton. Shipped 
K.D., easily assembled. 


IMMEDIATE DELIVERY 


MERICA 
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MISCELLANY 





REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH IN EVERY DIVISION OF THE INDUSTRY 





ROYAL NAMES RYAN ASSISTANT TO PRESIDENT 
Maxwell V. Miller, president, Royal Typewriter Com- 
pany, recently announced the appointment of Fortune 
Peter Ryan as assistant to the president. 
Mr. Ryan joined the New York sales department of 
the company in 1934. Subsequently, he served in the 





F. P. RYAN 


standard machine sales department and as assistant 
to the vice-president in charge of sales. 

He enlisted in the Army in 1942 and was commis- 
sioned as a second lieutenant in the Air Forces. When 
discharged, he held the rank of captain. 

In November, 1945, Mr. Ryan returned to Royal’s 
general sales department. 

—————-——___- 
G. E. HAMLIN NEW HEAD OF McMILLAN 

The election was recently announced of Guy E. Ham- 
lin to the presidency of McMillan Book Company, 
Syracuse, N. Y., and its subsidiary corporations, the 
Trussell Manufacturing Company, Inc., of Poughkeep- 
sie, N. Y., the McMillan Holding Corporation and the 
Syracuse Paper Box Company, Inc., Syracuse, N. Y. 


NEW QUARTERS OF VEVIER 
LOOSE LEAF CO., ST. LOUIS 
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Mr. Hamlin, widely known in business and civic 
circles of Syracuse, was named president to fill the 
vacancy caused by the death of John L. McMillan, 
president and founder of the book company and its 
subsidiaries. 

Miss Mary McMillan, a daughter of the late Mr. 
McMillan, was named vice-president of the parent 
company and subsidiary corporations, and Donald C. 
Grant and John A. Steel, both veteran employees of 
the book concern, were elected vice-presidents, along 
with Miss McMillan. E. J. Soder, also a veteran em- 
ployee, was elected treasurer. 

IO 
VEVIER MOVES TO LARGER QUARTERS 

The Vevier Loose Leaf Company, St. Louis, Mo., has 
recently moved into new quarters at 1825 Arsenal St. 

In 1941, E. C. Vevier, formerly president of Loose 
Leaf Metals Company, and H. J. Vevier formed a 
partnership and purchased the 50-year-old manufac- 
turing firm of Sieber Products Manufacturing Com- 
pany. One of the best-known products of this well- 
established manufacturer was the Sieber Endlock 
catalog binder, used for many years by leading manu- 
facturers in automotive and electrical industries, as 
well as wholesalers and manufacturers in many lines. 

Combining both experience and equipment in the 
production of loose leaf metals and the manufacture of 
binders, the new firm quickly stepped up production 
on established products and added new ones. 

When substantial war contracts were terminated, 
Vevier reconverted and moved into the commercial 
production of catalog, ring, school and post binders 
and specialties. The firm maintains a complete tool- 
room, machine shop and punch presses, and manufac- 
tures 90 per cent of the metal parts used in Vevier, 
Sieber and Ringmaster binders. 

Area covered in the new quarters is double the 
former floor space—a total of approximately 20,000 
square feet. 
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RETAILS Every Architect, Artist, Engineer, 
FOR Draftsman and Designer wants ‘em, 


*% needs ‘em—is delighted to slap down 
$1 for a set! 


Have your palms been tingling, Mr. Dealer? That's because they 
have a premonition of A. W. Faber’s sensational assortment of The 
WINNER thin lead colored pencils. Beautifully packaged in a new 
easel box, process-printed in 4 colors, The WINNER is a joy to behold, 
a pleasure to display. Insoluble in water (prevents finger marks on 
drawings), it sharpens easily and contains crayon that’s just about 
as strong as the lead in a black lead pencil. In the new package 
which gives fingertip convenience on every drawing board, the de- 
mand is so great that you may have to dole ‘em out to your favorite 
customers. The main thing is GET YOUR ORDER IN NOW—then 
pray that the national labor problem eases up so we can produce 
all the pencils your customers want. DO IT NOW! List Price: $14 
per dozen boxes. 
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SELL WELLS Sor. 
SELL WISELY ow i ’ 
¥ ‘2 ! 
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WELLS 7/2 HARDWOOD 
TYPEWRITER TABLE 










Y No. 601 
>| SqSBOO ex. usr 
a it F.0.B. Factory 
fi] SPECIFICATIONS 
WM Size: 18” x 32” 
Height: 26” 

Size of Legs: 

1%” Square 

a Top: 34” Thick 
fe Made of Hard Alder 
Te Wood 


i Packed 4 to carton 
i K. D., Shipp. Wet. 
: 


... /#s HARDWOOD fhroughout 


Only 6300 of these tables 

































im] 






still available 3300 Walnut A bull’s eye—that’s how perfectly Wells No. 601 hardwood 
Finish — 3000 Oak Finish table meets the requirements of the industry. And the orders 

2 d pouring in prove it. Wells No. 601 is not just an ordinary 
First come First serve table—it’s a unit built especially for the job—a perfect work- 


ing companion for typewriter or office machine. Sturdily 
built—handsomely finished—here is a “natural” with which 
to boost sales. 

A word to the wise ... this No. 601 Typewriter Table is 


DELIVERY selling fast. Only a limited quantity still available—6300 
GUARANTEED units in all—3300 Walnut Finish—3000 Oak Finish. Don’t 


miss this sales opportunity—send your order in TODAY. 
WE ARE SHIPPING NOW! 
RECEIVED! E ARE HIPPI Cc 


725-33 SOUTH 
LASALLE STREET 


- j CHICAGO 5, ILL. 
ap E TEL. HAR. 1100 


=P SKE en 
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7 EXECUTIVE PLYWOOD BASKET 
FA L IMMEDIATE DELIVERY 


THE ARISTOCRAT OF ALL WASTE BASKETS 
ers “t 
ary Coseett SNOW, At last—a waste basket attractive enough to emerge 
GREEN, GRAY 


ong from hiding. No longer need the executive conceal 





S750 










~ pesca vive = this office essential under his desk. This Wells ply- 
gs — ee wood basket has a laminated steel exterior. Satin 
.* SELL WELLS cme finish metal top. Size: 13” sq. at top—l01%” at bot- 
300 SEE tom—1514” high. Equipped with 4 metal floor guides. 
n't «at Py Showing this basket means selling it. Thousands of 


ss business men will choose this waste receptacle. 


ORDER IT NOW— it’s READY for IMMEDIATE 
DELIVERY. 


725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 
TEL HAR. 1100 
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500 ATTEND MASHEK FORMAL OPENING 

On Saturday, September 28, just prior to the Na- 
tional Stationers’ Association convention, 500 dealers, 
manufacturers and other friends stopped in at the 
new plant of Frank Mashek Company, 1049 Kildare 
Avenue, Chicago, to participate in a “house-warming.” 
Each one had the opportunity to go through the plant 
and the beautiful new offices, which were beautifully 
decorated with baskets of flowers. Refreshments, both 
liquid and solid, were served to all. It was a happy 
occasion. 

Pictures of the new offices, together with detailed 
descriptions, will be published in the November issue. 
——o— 

ART OLSEN TAKES LARGER QUARTERS 

Art Olsen, veteran stationery salesman who since 
July has been operating Art Olsen Office Supply 
Service, on October 1 took new and larger quarters 
at 7449 Madison St., Forest Park, Il. His former loca- 

tion in Forest Park was 7612 Madison St. 


PARKER SPONSORS “INFORMATION PLEASE” 

The Parker Pen Company began sponsorship of 
“Information Please” over the Columbia network start- 
ing Wednesday, October 2, at 10:30 p.m. (EST). Fred 
Allen and Oscar Levant were the opening night guests 
on the board of experts. Clifton Fadiman served as 
master of ceremonies, while John Kieran and Franklin 
P. Adams were in their regular places as experts on 
the half-hour program. All three have been with the 
show since its debut in 1938 and are now starting 
their ninth season on the air. 

The witty Mr. Allen, who has been an “Information 
Please” guest on three previous opening nights, has 
often served as a guest expert and twice changed 
places with Mr. Fadiman. For Oscar Levant, whose 
ready repartee and wide musical knowledge first won 
him a place on the “Information Please” board of 
experts, October 2 was “welcome home.” Mr. Levant 
was a regular expert from the program’s beginning 
until July, 1944. 





TYPEWRITER FIRM LOCATES 
IN NEW TOPEKA QUARTERS 


The Western Typewriter Company 
of Topeka, Kans., state distributors 
for Royal Typewriters, business ma- 
chines, and office equipment, re- 
cently moved into a new building, 
offering expanded quarters for han- 
dling widespread sales and type- 
writer repair operations. 

The company, which also has 
branch stores in Wichita, Salina, 
and Manhattan, Kans., has en- 
larged its sales and service forces 
to include a number of veterans 
engaged in the on-the-job training 
program. Major products handled 
include, besides the Royal type- 
writer, the R. C. Allen Calculator, 
SoundScriber electronic dictating 
machine, Speed-O-Print duplica- 
tor, Convers-O-Call two-way com- 
munication system and other allied 
products. 

The new quarters in Topeka, for 
which more than $20,000 was spent 
in modernizing, contain nearly 
5,000 square feet of floor space, 
divided into offices, sales room, and 
large basement repair shop capable 
of handling 400 machines a month. 

A feature of the new building is 
the round glass front with a lighted 
window visible for many blocks. 

Irwin Vincent, owner of the 
Topeka store and a partner in the 
company stores at Wichita, Salina 
and Manhattan, established . his 
Kansas company in 1919. 


ABOVE—New home of the Western 
Typewriter Company, Topeka, Kans. 
BELOW—A view of the display 
windows with a low background which 
permits looking directly into the store. 
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MASTER UNITS 
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Here it is! SUPER-KLEEN . . . the new, clean-handling, 
IFFERENCE! purple spirit carbon. Cuts down smudging of hands 
and clothes, eliminates offset or bleed on master sheets. 


At last — a revolutionary improvement in spirit carbon 
duplicating! SUPER-KLEEN DUPLIFORMS (printed master units) 
spell goodbye to messy soiling — bane of all operators. 

Its clean, anti-smudge surface permits permanent 
contact with master paper without slip-sheeting. 
Step up activity in your duplicating department 
with this newest Old Town innovation. 







Ideal for teletype rolls, 
continuous forms and similar uses 
where interleaving it impracticable. 

















ay oe Nar San 


“typewriter and filled ina Ck. 
like any other Dupliform. °°" > Wee 


eed 


ily from cork 
i clean even edgi 
| in duplicator drowme 
to special Old Tow Wels PoRene 
construction. i 7 





SUPER-KLEEN Master Unit is 
a product of intensive research 
in the Old Town laboratories, 
birthplace of a long list of 
scientific improvements in du- 
plicating supplies. 

















RIBBON AND CARBON COMPANY, INC. 
750 Pacific Street ° Brooklyn 18,N. Y. 
*Reg. U. S. Pat. Off. 
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THERE {S REAL ‘PROFIT 
SATISFACTION” IN 





















































pate | THIS HIGHER QUALITY TYPE OUTFIT 
EB : THAT YOUR CUSTOMERS WANT GIVES 
YOU THE PROFIT MARGIN YOU WANT 


There's a difference. One glance at 
these businesslike sets is enough to con- 
vince you that they are definitely su- 
perior in every respect. Handsomely 
packaged in the striking Justrite purple 
and yellow they add quality to your 
window and counter showings makes an 
excellent Christmas item. 


eeeeseeee 


The type is deeply and beautifully 
moulded. There are two ruggedly con- 
structed type holders and a pair of 
spring steel tweezers. A generous sized, 
genuine Justrite stamp pad completes 
this fine printing set. 


Your customers will want it and you will 
want the extra profits from it. So, why 
buy inferior, low margin merchandise? 
Buy right. Buy Justrite. Order from 
the Justrite office nearest you; or for 
complete information about sizes and 
prices write us at 362 W. Chicago 
Avenue, Chicago, 10. 


* 
; aa DID YOU FIND YOUR “TWIN” AT THE CONVENTION? 
Sa a No?... Yes? ... anyhow it was a lot of fun trying, and 
oo we certainly enjoyed seeing you at our two booths. It 


oe ay See was a pleasure to renew acquaintances and to meet the 
Soo wets es many new friends who dropped in to look over our line. 
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LOUIS MELIND CO. fu 
ESSE OFFICE PRODUCTS 


KIN 
NEW YORK » DETROIT + CHICAGO » LOS ANGELES » SAN FRANCISCO — | ACE 
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dor Gnesten ofits 
FEATURE ACE 


Merchants the world over know, from ex- 
perience, that it pays to feature merchandise 
for which a ready consumer demand has 
been created. Turn-over is quicker, invest- 
ment is reduced to a minimum. And, quality 
merchandise leaves a lasting impression on 
the consumer’s mind which brings him back 
for other products which the store handles. 








Ace has always built but one kind of stap- 
ling equipment . . the best. Users are well 
aware of this fact. Every machine and every 
staple is produced with a degree of skill 
and watch-like precision unapproached in 
the history of our industry. This fine work- 
manship, plus the best materials obtainable, 
give to Ace Staplers those smooth, efficient, 
reliable operating qualities so greatly 
appreciated by all who use them. FOR 
GREATER PROFITS .. FEATURE ACE! 


SOLD THROUGH DEALERS EXCLUSIVELY 








¢ 3415 NORTH ASHLAND AVENUE 
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NEW PEN DEPARTMENT—Bob Latsch, 





_—- 


While the department is now open and 
doing business, additional work to pro- 


pearance and efficiency is planned. 


Approximately 1,000 people viewed the Metwood Office Jasper Desk Co., Jasper Office Furniture Co., and Jaspe 
Equipment Corp., 64 W. 23rd St., New York. N. Y., four-day Seating Co., all of Jasper, Ind.; Myrtle Desk Co., and Alma 
business show which opened on September 10. This was Desk Co. of High Point, N. C.; Pysher Desk Co., Montgomery 
claimed to be the first post-war showing of business equip- p,q: All Steel Equipment Co., Aurora, Ill.; Columbia Steely 
ment in New York City. Much comment was evoked by the Reheat ie... aad Pena Reesl Benita: Ca 
manner in which the store was lighted and goods displayed. eta amyl *s _ sna pe 
The major lines sold by Metwood include those of Metal Philadelphia, Pa.; Art Steel Sales Corp., New York Citf 
Office Furniture Co., Grand Rapids, Mich.; Leopold Desk Co., 
Burlington, Iowa; Shelbyville Desk Co., Shelbyville, Ind.; Toledo; Sikes Co., Buffalo, and other well-known brand 



























retiring president of the National Sta- _ ‘- Sie ae ~*~ 
tioners Association, has a new Sheaffer &.. 3 — 
pen department in his store at 1124 é —— WS 
O St., Lincoln, Nebr. Replete with the eS > 
modern display and showcase z 
equipment, Mr. Latsch’s new depart- 


~~ 
Sea ts s8 


~~ Sieg 


promotes the sale of Sheaffer 
pencils, desk sets and Skrip. 


even more streamlined  ap- 


: mel | 


DISPLAYS AT METWOOD OFFICE EQUIPMENT CORP, NEW YORK CITY, POST-WAR BUSINESS SHOW 





Bright Chair Co., New York City: Meilink Steel Safe 
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Name 


The Sikes Name 
most widely 
Business Chairdom 
MEANS Busines 








No. X1311 is one of the 

most widely known 

chairs in the Sikes line... 

famous for its PAT-— 
ENTED "Fixed-Floating 

Seat’’ that provides 

ALL-DAY WORKING — 
COMFORT. 


qwat 


PLEASE 
CONTACT THE 
SIKES REPRESENTATIVE IN YOUR AREA 


Metropolitan New York, Northern New Jersey South 
and New England R. T. MALONE, Route 1, Box 596, 


F.J. BLOEMPOT, | Park Ave., New York, N. Y. Dallas 8, Texas 
Virginia, W. Virginia, North Carolina and Pacific Coast 


Eastern Ohio 
ROSS R. WEST, 115 Front St. 
WALTER H. GERWIG, P. O. Box 976 ss : 
Parkersburg, W. Va. San Francisco, Calif. 
Middle West All Other Territories 
The SIKES Company, Inc., 20 Churchill St. 


H. WRIGHT JOHNSTON, 1716 Merchandise 
Mart, Chicago, III. Buffalo, N. Y. 

















Harlan R. Morris of Harlan R. Morris Surveys of 
Ideas, Stockport, Iowa, dropped in at O. A. head- 
quarters for a visit on September 10. Mr. Morris was 
in the office appliance field for years as operator of 
Hooven Sales & Service in Chicago. Prior to that 
business venture, which was successful from the start, 
he did sales promotional work for International Har- 
vester Company. He did similar work for U. S. 
Gypsum Company after disposing of his Hooven busi- 
ness. While in Chicago he found time to visit with 
a number of friends in the office appliance field with 
whom he had frequent contact some years ago. 


Dan Consodine of Richard Best Pencil Company 
called at our offices on September 12. He was in 
Chicago to make his regular calls upon the trade, 
after which he planned to work his way up to Min- 
neapolis and St. Paul and back again in time for the 
NSA convention. Always he is faithful in attendance 
at*trade events, whether regional or national. 


Ezio Levi of E. Levi & Company, S.P.A., Milan, Italy, 
and Cia. Nacional de Representaciones, S.A., Lima, 
Peru, favored us with a visit on September 16. En 
route from Lima to Milan, he entered the United 
States at New York about the first of September, 
called on manufacturers there and in San Francisco, 
and stopped over for several days in Chicago on his way 
back to the East. His schedule included as much time 
as necessary to see the National Business Show in 
New York, after which he was to continue on to Italy. 
The Italian company has served as agent for leading 
American manufacturers for 40 years. The company 
in Peru is more recent. Formerly specializing in office 
machines and office furniture, E. Levi & Company is 
interested now in stationery lines as well. The plan 
is to be active in all divisions of the field—mechanical, 
furniture, stationery and supplies. 


Edward Hausler of the firm of W. Hausler-Zepf, 
Olten, Switzerland, called at our headquarters on 
September 18, accompanied by Charlie Hofstetter, ex- 
port manager for Ace Fastener Corporation. Mr. Haus- 
ler’s company acts as Swiss representative for Auto- 
matic Pencil Sharpener Company, Ace, Crown Ribbon 
& Carbon Manufacturing Company and the Miller- 
Bryant-Pierce Company. He planned to stay in Chi- 
cago long enough to see the exhibits at the NSA 
convention and hurry on to New York to see the 
National Business Show to be held during the same 
week. Most of his time was to be spent in Chicago 
and vicinity and in the East. 


L. A. L. Brown of Rubery Owen & Company, Ltd., 
Darlaston, England, favored OFFICE APPLIANCES with a 
call September 27. With 29 years’ experience, he is 
one of the early pioneers in the manufacture of steel 
office furniture and other equipment in his country. 
On his American tour he called upon manufacturers 
in New York, Grand Rapids, Muskegon and Cleveland 
before coming to Chicago. A production man, he was 
interested in the study of American manufacturing 
methods. He is not a stranger to manufacture in this 
country, having spent considerable time in the plant of 
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Corry-Jamestown Manufacturing Company prior to 
the war and in his earlier years in the industry worked 
under the supervision of an American production su- 
perintendent. His plans provided for one day among 
the exhibits at the NSA convention. 


Junius B. Tomkins and William Tonkin, representa- 
tives in New York, N. Y., and Los Angeles, Calif., re- 
spectively, of the Sturgis Posture Chair Company, 
Sturgis, Mich., took time off from their duties in con- 
nection with the Sturgis exhibit at the NSA conven- 
tion, to look us up on October 1. They left the Palmer 
House thinking we were still at the Civic Opera Build- 
ing and then stepped off the additional six blocks to 
our present address, retaining all the way their cheer- 
ful demeanor and selling force. We hope they will re- 
turn soon at a time when all our staff may be present 
to greet them, and that they will have news of full 
production and increasing sales. 


Newton Brown and J. C. O’Neill of Brown & Collett, 
Ltd., Toronto, called at our office on October 1. The 
main purpose of their visit to Chicago was to attend 
the NSA convention, including the merchandise ex- 
hibit. There they joined with a number of Canadian 
stationers and the secretary-manager of the Sta- 
tioners’ Guild. Both young men with fresh ideas, 
Messrs. Brown and O’Neill were gathering informa- 
tion on newest developments in various types of office 
equipment and supply. 


Mr. Virginio Svidercoschi of Milan, Italy, paused long 
enough to sign his name in the Guest Book on October 
8. Mr. Svidercoschi arrived in New York by steamship 
on October 2, and immediately began making contacts 
with the United States manufacturers with a view to 
obtaining agencies for his country. He traveled the air 
route to Chicago and expects to make the return 
journey to Europe by air on October 12. The crowded 
conditions and length of time required to cross the 
ocean by ship caused him to look forward with a 
great deal of pleasure to the return journey which will 
feature comfort and speed. While in this country Mr. 
Svidercoschi made arrangements with a number of 
manufacturers to handle their lines as soon as ship- 
ments abroad are possible. 


Ralph B. Ortel, Shaw & Borden Company, Spokane, 
Wash., inscribed his name in the Guest Book on Oc- 
tober 4. With Mrs. Ortel he had left his home on 
September 13, traveled up to Vancouver, Canada, and 
then crossed that country to Montreal and Quebec. 
The next port of call was New Haven, Conn., where 
their son, William, is a student at Yale University. A 
week in New York City was followed by a week at the 
NSA convention in Chicago. It was a grand tour, but 
Ralph said that they would be glad to get back home 
again. 


Howard S. Sanders, Stationers & Publishers Board of 
Trade, dropped in for a visit on October 4, following 
the NSA convention in Chicago. Mr. Sanders is al- 
ways primed with information about management and 
credit problems and is always ready to share his 
knoweldege. He agrees that there are not enough su- 
perlatives in the English language to describe the 
1946 NSA convention. 


James H. Davison, Los Gatos, Calif., a manufac- 
turer’s representative, was also a post-convention 
visitor on October 4. He was headed for the Wilson 
Jones Co. plant to visit with many old-time 
friends. Despite his youthful appearance he admitted 
that he had his first connection with the Wilson Jones 
Co. in 1908. Before going back home, Mr. Davison 
expected to call on several furniture manufacturers in 
Jasper, Ind., and then take a vacation journey in 
the eastern part of the country. 


Humberto Castilla Salas of Saltillo, Coah, Mexico, 
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Mn. Dealer! 


Have you ever noticed the 


first sentence in Catalog 104 
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“We recognize the retailer 


as the proper and legiti- 


mate outlet for our line” 
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Dealers 
have 
known that 
policy for 


years... 








REG EO ADD 


True, but to further help the dealer, his customers 
are also informed. That’s why this selling policy is 
the leading sentence in the catalog which is furnished 
them. Telling a dealer that he is the only outlet for 
Sfx products is good in principle—telling his customers 


backs it up. 











The postman has rung 


more than twice .. . 





Many more times than twice we have received large, 
lucrative orders direct from the users of #2 items. 
Tempting to take, but they are refused and referred 
to a dealer. Our policy, to distribute only through the 
retailer, is nothing new—ask a dealer who has clung to 


our line for years and years. 


We are manufacturers, supplying the dealer— 


not competing with him. 


AS 


Monroe, Michigan 





New YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing and Foster, Incorporated 


Carpenter Paper Company 
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The “Who's Who” of Industry Say Quink is 
Best by Test— Many large industrial firms 
test all products in their own laboratories 
to get unbiased information before pur- 
chasing. The Parker Pen Company has 
received many ap initial unsolicited order 
for Quink with the comment, “We have 
tested your ink in our own laboratory 
and found it best on all counts.” 
































QUINK 


Pen Protection Proved by Tests on 9 Steel 
Pen Points— These 9 steel pen points were 
suspended in 9 different brands of ink— 
one of which was Quink. In just a few 
days time the 8 pens submerged in other 
inks were badly corroded—4 had dis- 
solved away. Only the point suspended 
in Parker Quink remained whole and usa- 
ble. . . thanks to pen-protecting solv-x. 


| PARKER QU/MM 


THE PARKER PEN COMPANY, JANESVILLE, WISCONSIN 
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Sensational New Dissolving Test Proves Solv-x in Quink Ends Pen Clogging— In A you see 
the sediment left in pens = sprees f high-acid inks. B shows how og water fails 


to dissolve it and proves that simp 


cleaning a pen with water won't 


eliminate the 


sediment which causes — and clogging. In C a drop of solv-x is added. And D 


shows how just that one drop o 


solv-x dissolved the sediment completely in but a few 


seconds. No wonder solv-x in Quink cleans a pen as it writes! 
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Tons of Water Couldn't Wash Away Quink 
—The above ledger sheet was sent us by 
the Blackstone Apparel Shop, Milwaukee, 
with this comment: “These sheets went 
through a fire estimated at $250,000. It 
has helped us considerably in establish- 
ing losses to insurance companies, as the 
figures could be easily read even though 
the ruled lines had washed out.” 
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420 Hours of Blazing Sunlight Couldn't Fade 
Quink— Lines were written on a sheet of 
paper with Quink and other inks. The 
right half of this sheet was covered. Upon 
the other half were trained the powerful 
lights of a device called the “Fadeome- 
ter”. After the equivalent of 420 hours of 
sunlight these samples were removed and 
Quink proved best for permanent records. 


eee THE ONLY INK CONTAINING 
PEN-PROTECTING SOLV-X 


Copr. 1946 by The Parker Pen Company 
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PROMPT DELIVERY 
Copy tle Quick Sales TODAY 


a No Service Problem 
LIQUID ict TOMORROW 
DUPLICATOR 
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Steel and other materials are hard to get. It 
looked as if deliveries of the Copy-Rite Liquid 
Duplicator might be held up six to nine months. 
The Copy-Rite engineers made a thorough tryout of 
aluminum and other elements to replace the un- 
available. When they had finished a NEW Copy- 
: Rite stood before them. Proved better on every 
“rented a ig count by the hardest test performance. Nine parts 
Rite PROFIT MAK- a been eliminated in the new improved auto- 
ING DEALER PLAN. matic paper feed—machine is 20 pounds lighter— 
and deliveries can be made promptly. 


DEALERS: 
it will pay you to 






1203 CORTLAND ST. 
«» CHICAGO 14, ILL. 


DUPLICATOR & SUPPLY C 


A NAME LEADING DEALERS RECOGNIZE 
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-REDIREF 
MACHINE POSTING EQUIPMENT 








SPEEDS MACHINE POSTING 


The REDIREF tray represents the latest en- 
gineering achievement in speedy, efficient 
machine posting equipment. 

REDIREF combines compression and secu- 
rity qualities of a binder with large capacity 
advantages of a tray. 


The front compressor pivots, automatically 
adjusting itself to the form of the sheet body. 
Sheets expanded to wedge shape when stuffed 
with posting media, may be compressed 
at bottom permitting reference to accounts. 

REDIREF embodies every feature that makes 
for speed and convenience in filing, stuffing and 
locating accounts for posting and reference. 


Ask for Circular D 1218 


WYA1/ | fo) me Lo), | 3m OCoy 


ELIZABETH 
KANSAS CITY 


October, 


1946 


CHICAGO NEW YORK 
SAN FRANCISCO BOSTON 
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FOR 


For day-long working comfort and efficiency in 
your office, everyone is entitled to the newest, most 
scientifically designed style of office seating. That's 
one half of the loaf! 


The other half consists in furnishing your office with 
modern chairs equipped with the scientifically 
designed SENG Action Control. For this means 
more efficient working comfort for all of your 
clerical and executive employees. 


Engineering specialists have perfected the SENG. 
Chair Action Control to provide the utmost comfort 
and bodily relaxation while maintaining a correct 
and healthful posture. Safety, strength, smoothness of 
response —are built into each SENG Action Control. 


Look for SENG Controls every time you buy 
office chairs. You'll find them on all the foremost 
quality lines. 


COMPANY 


*Formerly “Bolens” Chair Action Control 


THE 
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favored us with a visit on October 8. He had come 
to Chicago late in September for the express purpose 
of attending the convention of the National Stationers 
Association. On a previous convention mission in 1943 
Mr. Castilla had the honor of being introduced at one 
of the sessions as a visitor from one of our neighbor- 
ing countries. Following the convention he spent a 
week in Chicago calling upon manufacturers of various 
types of office supplies. 


O. L. Lattin and Ralph E. Swanson of Lattin’s Sta- 
tioners, Lynwood, Calif., called on us October 8, mak- 
ing a brief pause on a long return trip from the Pacific 
Coast into Ohio, West Virginia and Pennsylvania. It 
was in the nature of a return engagement for Mr. 
Lattin, he having spent a few minutes in our office 
some months ago. Mr. Swanson was on familiar ground 
here, being an old Chicagoan and well acquainted with 
the office equipment trade here. 


W. L. Talbert of Talbert Office Equipment Company, 
Casper, Wyo., dropped in at OA headquarters for a 
visit on October 10. He had been east to attend the 
New York Business Show, stopping in between at Syra- 
cuse to visit with L. C. Smith & Corona Typewriters, 
Inc., for whom he serves as agent. He also saw the 
Ohmer Register Company in Dayton and the Globe- 
Wernicke Co. in Cincinnati. On the trip home he 
expected to stop in Denver to see his son in college 
there, thence on to Casper. While he was unsuccessful 
in his efforts to increase his supply of certain types of 
merchandise, he did report that the outlook was im- 
proving slowly but steadily. 

ee ee 
GOVERNMENT CALLS UP APPLIANCE MEN 

The Federal Government is making numerous over- 
tures for more experienced maintenance and repair- 
men in the business machine field, expert mechanics 
on office appliances. 

Through post offices in many localities, the regional 
| civil service offices are handing out applications for 
| examinations by the Civil Service Commission in the 
| national capital. 

Seeking such office appliance repairmen, the gov- 
ernment has offered an entrance salary of $2,243 a 
year just as a starter, with wage limits prevailing for 
others waived in the case of ex-GI’s and all persons 
entitled to veteran’s preference. 

No written test is required of the applying office 
appliance experts, but they have to show conclusively 
that they had had at least three years experience in 
the maintenance, repair, overhaul and adjustment of 
office machines, such as typewriters, calculating, Tele- 
type and folding machines. 

Ages have been set for other than veterans of the 
nation’s wars, or those serving in the country’s mili- 
tary or naval service. Applicants must have attained 
their eighteenth birthday (at least three years’ ex- 
perience required will have put a long-shanked screw- 
driver in their hands at the tender age of 15). On 
the other hand, if they have passed their sixty-second 
birthday, no matter how much experience they may 
have had in adjusting the complications of a calcu- 
lator, they are not eligible for consideration. 

| All persons experienced and qualified between the 
ages mentioned, however, are entitled to compete for 
probational appointments which lead in time to a 
permanent status at higher salaries. 

A number of experienced men are being chosen 
from the national field for service on the numerous 
and diversified machines of the far-flung offices, to 
service them and maintain them in tiptop condition. 
—CML. 

——————_—-o—___—— 

BUCKEYE NAMES NEW MANAGER AT BUFFALO 

The Buckeye Ribbon & Carbon Company, Cleveland, 
Ohio, recently announced that Don F. Hanlon, for 
many years employed in the Buffalo, N. Y., office, has 
been appointed branch manager at Buffalo. 
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Operators who know prefer Monroe 


Speed, flexibility and easy operation have made hundreds of thousands of 
operators Monroe enthusiasts—whether they operate Monroe Calculators, Listing 
Machines, or Accounting Machines. 
Every Monroe has the basic Monroe simplicity. Every Monroe has the incom- 
parable ‘Velvet Touch’ keyboard. Every machine in Monroe’s broad line is the 
product of the engineering skill and precision that have given Monroe Adding- 

Calculators leadership for a third of a century. 

There are Monroe-owned branches in all principal cities—always available for 
maintenance and service. Phone your Monroe representative today; he is fully 
qualified to discuss all phases of your figuring and accounting. Send for your copy 
of our new Payroll Booklet, Monroe Calculating Machine Co., Inc., Orange, N. J. 


The Monroe Adding - Calculator illustrated below has the exclusive Monroe 
*3-Series” Dials and a Split Lower Dial that make possible startling short-cut 
methods—in many cases eliminating entire operations. 


Monroe Adding-Calculator MA7-213-W-3-s 








Wp wre 


209-685 -191 
Monroe Accounting Machine 






209-11-092 








CALCULATING e LISTING « BOOKKEEPING MACHINES Monroe Adding-Listing Machine 
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SELL FIBRCAN 


Caiubridge Fibrean 


“THE BASKET KNOWN TO A CONTINENT" 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc. 
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IN OTHER LANDS 
(Continued from page 44) 


whether or not these efforts will reach finality is yet 
to be seen. Many are the commitments involved in 
a project of this nature, especially in these days when 
office accommodation is practically unobtainable. 

a * * 

That grand old man of the office appliance trade 
and the ribbon and carbon industry, W. J. Richardson, 
celebrated his diamond wedding at Bristol on Sep- 
tember 24. He is now in his eighty-fourth year and 
is as vigorous as ever. He attended board meetings 
of the company, which bears his name, up to 18 
months ago and still takes an active interest in the 
business. 

It will interest the young men of the industry in 
this atomic age that in his young days office appli- 
ances did not exist, with the exception of pens, 
pencils and a copying press. 

He made the first typewriter ribbon in Europe in 
1889 and was one of the pioneers of the typewriter 
industry in the early 80’s. 

Those were the days when selling typewriters was 
the difficult task of demonstrating that they were 
quicker and better than using a pen.—S.S.E. 
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NON-SKID PLATENS—Tested Products Co., 2082 E. 4th St. 

Cleveland, Ohio, has introduced Platen Pep as a non-sticky 

and non-skid plastic that leaves a micro-thin film on the 
platen. (Story in September issue, page 30). 


ee tate 
AGENCY PAPER TIES IN WITH AIRMAIL 

Tying in with nation-wide publicity for the National 
Airmail Week, October 27-November 2, is Agency Paper 
Company, New York, N. Y., makers of “Sky-Rite” 
papers. Agency is using advertising in trade maga- 
zines and newspapers in the promotion of the new 
$.05 airmail rate. , 

Says Mike Cohen of Agency Paper Company, “I 
have sincerely believed for the last four years that 
reducing the airmail rate from $.08 to $.05 was just 
a matter of time. That is why we have been con- 
sistently plugging for the broader use of lightweight 
stationery, secure in the belief that such stationery 
would aid tremendously in the development of mail 
by air.” 


Oe 


BATES ADD BUILDING FOR FACTORY 
The Bates Manufacturing Company, Orange, N. J., 
recently reported the purchase of a building near the 
main factory at Orange. This structure will be used 
as an addition to the plant, helping to increase 
production. 
1946 
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WHEN IT’S MADE BY BATES 
IT'S GOOD FOR YEARS OF SERVICE 






BATES NUMBERING MACHINE 


The acknowledged leader 
throughout the world for 
more than half a century. 


BATES EYELETER 


Feeds, inserts and crimps 
eyelets in one instantane- 













ous automatic operation. 


BATES STAPLER 


Makes its own staples. 
5,000 in one loading. 
Can’t jam or clog. 


BATES TELEPHONE INDEX 


Spin the knob and follow 
the red line. Finds 720 
names or numbers, presto! 








BATES PERFORATOR 


Easiest action, largest 


BATES FILE FASTENERS 


Lay flaf, bind tight. No 
_ sharp edges. Positive slide 
locks. Neat, efficient. 


waste container. Compact. 
Economical. 








BATES MunKee STAMP PADS 


Reversible, renewable 
filler. Clear, clean impres- ever made. Ideal for home 
sions. Long-lived. or office use. 


BATES LIST FINDERS 


Simplest listing device 





Price isn't the important factor in buying office equipment. In the long run, cost is determined by how 
long and how well your equipment serves you. Bates Office Aids are the leaders because for years 


they have been paying extra dividends in longer, more satisfactory service. 


Bates 
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quality products 


The Bates Mfg.Co., Orange, N.J. ¢ N.Y. Office, 30 Vesey St. 
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IMPORTANT 


























AKRON SALES DEPT. COPY ' 











ONE-WRITING BUSINESS SYSTEMS # 


“DITTO SAVES 


‘40,000.00 


ANNUALLY, AS COMPARED 
WITH HAND COPYING” 


B. F. GOODRICH CO; 
















ORDERS, the life blood of business, are 
handled faster, more accurately, in greater 
volume and with less man power by Ditto 
than by any other means! With DITTO a single 
paper original makes all the multiple copies 
needed—no re-writing, no complicated typ- 
ing, no special skills required. Ditto’s new 
folder, ‘““An Order Billing System that Does 
Everything,” explains how DITTO will carry 
the load for you. Write for it—and for an actual 
set of forms showing how DITTO works. 
No obligation, of course. 


DITTO, Inc. 
2295 West Harrison Street, Chicago 12, Illinois 
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OPEN DOORS FOR EXECUTIVE 


Top flight executives must move quickly. 
To make quick decisions their records 


must be open to them—readily avail- 














eat able at all times. Hard-to-get-at . . . bur- 
ied facts are like locked doors in a busy 

office. Acme Visible Record Systems 

open the doors for executive action and 

control. Have an Acme system man 
analyze your record needs. His training 
and experience qualify him to make 
recommendations which effect time and 
money saving economies in your record 
keeping. Contact us today—you will 


receive prompt attention. 





Hete 1 @ Hime-tivtug plone lise Aeecotd Syston 
Jet Cvetyeeco ue ¢ cand Ove My LuI¢702t8 


ACME VISIBLE RECORDS, INC. 


Keme Wisivle Records, Ine 122 SOUTH MICHIGAN AVENUE ¢ CHICAGO 3, ILLINOIS 


Reprint of Our Message in National Magazines, October, 1946 
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Made of sturdy plastic to match 
telephone. 





@ Complete with alphabetical index 
cards. 


@ Cards easily removed for writing or 
typing simply by flexing each card. 


@ Maximum capacity of over 600 
names. 


@ Refills available: Complete replace- 


Closed view of 
Tel-Eze ment set of 20 cards with alpha- 


betized tabs—30c; 12 supplement- 
ary untabbed cards for additional 
names—1 5c. 
@ Free Dealer Aids—Counter Cards, 
Envelope Stuffers, Newspaper Ad 
a. Mats and Cuts, Circulars and Novel- 
Dealer Aids ty Sales Aids. 


Models to fit all telephones retail at $1.50 each, com- 
plete with cards. 


Write today for schedule of discounts. Stock TEL-EZE 
now—and watch your sales and profits soar on this sell- 
on-sight item. 


oRE 47-30 VERNON BLVD., 


corp. LONG ISLAND CITY, N. Y. 
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VICTOR SENDS HULBURD TO SOUTH AMERICA 

The Victor Adding Machine Company, Chicago, is 
currently strengthening its foreign sales outlets in 
anticipation of a heavy export business when product 
is again available in quantity. F. G. Hulburd, special 
export representative, is presently calling on Victor’s 
South American distributors to learn their problems 


| 


















F. G. HULBURD 


and needs and to acquaint them with Victor’s sales 
plans for 1947. It is anticipated that Mr. Hulburd’s 
trip will bring both good will to the company and 
provide much valuable information on distribution in 
South America. 

Victor currently has sales outlets in more than 175 
foreign countries and expects to add to these just as 
soon as the company is able to supply them with 
merchandise. 

> —___ 


HIGGINS RELEASES NEW PROMOTIONAL ITEM 

Higgins Ink Company, Inc., Brooklyn, N. Y., are re- 
leasing a new item for sales promotion. The item is 
a cardboard bottle base for the Higgins drawing ink 
desk bottle. 

This non-tip bottle base is a natural adaptation of 


AME HITAN WATE 


AWING INKS 


CAmMmING BED 00° 


a80 WiOEET 410 
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4 RECOMMENOED AND SOLD BY 
YOUR iMPRIN HERE 





HIGGINS NEW NON-TIP BOTTLE BASE 


Higgins color card, as originated by Egmont Arens, 
noted industrial designer. The “pie cut” lines which 
indicate primary and secondary colors in the wheel 
of colors suggested to Higgins Ink Company that if the 


lines were scored the card could be used as a bottle ~ 
base. From there it was a short step to alter the design © 


slightly and devise the present cardboard novelty. 


Cost of the card is shared with Higgins dealers, 7 
whose imprint will appear at the bottom and, as shown = 
on the photograph, the sales aid will constantly be in © 
front of draftsmen and artists. Top of the new card is © 


punched to permit use of a thumbtack to hold the 
bottle base on inclined drawing boards. 
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- De luxe line 








ANNOUNCING. 
THE NEW. 





SLAB, LATEX 


FOAM RUBBER 


CHAIR 
CUSHIONS . 






Fairfoamn 


a contribution of science to 
luxurious comfort 


@ Prevents fatigue 


eon 


ae, 


Prevents wear (and shine) © 
on clothing | 


It breathes; it cools se ’ 





Dust-proof; lint-proof —~ 
Moth-proof; vermin-proof 
Sag-proof 3 





Lasts a lifetime 








1” CUSHIONS 12" CUSWIONS 2” CUSHIONS 
Fairfoam Line Fairfoam line 3 Fairfoam Line 


(slab, latex foam rubber) (slab, latex foam rubber) (slab, latex foam rubber) 
No. 10 S, Steno size, , No. 20 S, Steno size, : 
list euCh 4.205 ce $4.50 eth foc ee $5.50 list each ......... liek jsésims ad $6.50 | 
No. 10 E, Executive size, Tut a Ee : No. 20 E, Executive size, be 
Hit @OCN oe ee 5.00 No. 15 E, Executive size, CNS OGG au Peis J ce cca 7.00 


isteach 22%. rahi OL0e * 
eae 9 ! De luxe line 


(50% flaked, latex foam rubber All cushions are coasered with {50% flaked, latex foam rubber ~ 


and 50% cotton felt) fibre matting (on one side) and and 50% cotton felt) . 4 


No. No. 45, St ize, oa 
sagan: Ane ee: $2.70 gabardine (on the other) and are ove tobe : nee Brisas es ae $4.50 
_ No. 64, Executive size, — available in brown, green and No. 46, Executive size,. 


eNSt each ..3.:::. as ncaa ets .. 3.20 maroon. Ae st each’ ..:.515 msaneettent as 
_ Above list prices subject to liberal trade discounts. 


FAl FURNITURE COMPANY 


1197 McCarter Highway * Newark 2, N. J. 
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EFFICIENT OFFICE 


INSTALLATION 





Leopold dealers have more than beautiful office 
furniture to sell. Leopold dealers are equipped 
and trained to plan entire office arrangements 

. Leopold installations are always practical, 
fitted to do a job easier, quicker . . . to make 
working conditions happier for employees and 


more productive for the employer. 


For over 70 years Leopold has been manufactur- 
ing wood office furniture having the beauty of 


design and finish that only wood can give. 


Leopold desks have rounded, protective corners 


. Clear, mirror grained finishes . . . they are 
adjustable to either 29” or 30” height . . . easy 


to clean under and easy to keep clean. 


New designs and special mar-proof tops are on 


the way . watch Leopold for desks of dis- 


tinction, refinement and good taste. 


The Leopold 
Company 
BURLINGTON, IOWA 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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NATIUNAL 
UJEohS 





NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


rey 


The manufacture of NATIONAL 
DESKS is being temporarily dis- 
continued while a new plant and 
manufacturing facilities are being 


prepared. 


It is our sincere hope that we will 
again be able to serve our many 


loyal customers in the near future. 


NATIONAL DESK CUMPANY 
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Office Appliances 
INFORMATION SERVICE 





UNDER THE EMERGENCY 








FIX PROFIT FACTOR FOR WOOD FURNITURE 


Manufacturers of wood commercial furniture and 
equipment have been provided with an industry 
profit factor of 2.75 per cent, according to an OPA 
pronouncement effective September 17. 

Based on a recent Office of Price Information cost 
study, the present action for the first time provides a 
specific profit factor for the wood commercial furni- 
ture and equipment industry. Previously this industry, 
for purposes of figuring adjustments for individual 
manufacturers, was provided with a profit factor of 
3.6 per cent that applied on miscellaneous wood prod- 
ucts. 

Under reconversion pricing, the new profit factor, 
along with material and labor cost increases that have 
occurred since 1941, may be used in figuring ceiling 
increases for individual manufacturers. This action 
will have no effect on manufacturers who have been 
granted individual increases based on the previous 


profit factor. 
i) 


MARKUPS ANNOUNCED FOR SURPLUS RESALE 

Revised Supplementary Order 122 of the Office of 
Price Administration pertaining to resale of Govern- 
ment surplus property lists the markups for certain 
commodities in the industry. 

Total percentage markups allowed resellers on net 
invoice cost are: 

Wholesale—New wood and metal office furniture, 
25 per cent; used wood and metal office furniture, 
32 per cent; typewriters and other business machines, 


| 20 per cent. 


Retail—New wood office furniture, 72 per cent; new 
metal office furniture, 59 per cent; used wood office 
furniture, 96 per cent; used metal office furniture, 
75 per cent; typewriters and other business machines, 


66 2/3 per cent. 
i) 


MORE ITEMS SUSPENDED FROM PRICE CONTROL 

The Office of Price Administration in Amendments 
51 and 52 to SO 126 and Amendment 88 to MPR 188, 
all effective September 11, has indefinitely suspended 
fountain pens and mechanical pencils and sets from 
price control. 

Also suspended are bases for fountain pens and 
pencils and those for fountain pen and pencil sets. 

The excepted items are suspended indefinitely from 
price control on the basis that supply, both current 
and prospective, is more than adequate to meet 


domestic requirements. 
a 


E. B. BARHAM TAKES NEW POSITION 


Edwin B. Barham, formerly northern Texas sales 
representative for the American Rolling Mill Company, 
has resigned that position to become an active partner 
in the Barham-Willis Office Supply Company, Fort 
Worth, Tex. The business was opened in March by 
Barham and Joe R. Wallis, Navy veteran. Prior to his 
connection with the steel company, Barham was 
in the office supply business at Fort Worth for 15 years. 


—EWF. 
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Introducing for the first ti 


the sensational n 


The very latest in portable files! 


Wt the portable file with the suspension couer that lacks! 























* Suspension hood with padlock and at- 
tachment permitting locking of file. 


* Complete with 25 hanging folders and 
inserts that fit and ride on tracks which 
are non-exposed. 


* “No-glare’” amber-colored tabs (A-Z) 
already inserted and tilted at 45° angle. 
Can be seen at a glance. 


7/7 


Write - Wine -' Phone wo l/h 





LIST PRICE 


‘2 i = PLETE 


wt 























* Equipped with strong steel casters. 
* Shipped set up, packed one to a carton. 


* All-steel file, finished in olive green 
enamel, width 14”, depth 19'”, height 28”, 
including casters. 


A 
/ 


a 


i LL he ee 
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17 EAST 49th STREET 
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‘"DEMAND THE BEST!"' 





JI-S.STAEOTLER,INCG. 


S3-SS WORTH STREET 


NEW YORK,N.Y. 
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MEETINGS, CONVENTIONS, DINNERS 
(Continued from page 52) 
enjoyed at the Wagon Wheel, a restaurant in Rockton, 
Ill., about 14 miles north of Rockford. Most of the 
22 men started for home about 10:30 in the evening so 
as to arrive in time Friday morning to attend the 
regular luncheon of the Great Lakes Travelers Club 

in Chicago. 
ee 
CLOSE RACE FOR STATIONER BOWLERS 


The Tuesday evening pastime of the Stationers 
Bowling League of Chicago at the Chicago Arena, with 
12 five-man teams competing for strikes and prize 
money, has developed into a race which is closer than 
some of the “blows” of errant spares. 

As of October 8, the Dodgers, “bums” to their bowl- 
ing brethren, lead the pack under the captaincy of 
Ray Achtner, Office Stationery & Equipment Company. 
The margin is by but one game, however, over the 
Senators, piloted by Walter Waldvogel, National Blank 
Book Company. Thirteen games have been won by the 
Dodgers, 12 by the Senators. So closely are the teams 
bunched that only three games separate the leaders 
and the fifth-place Indians, of whom Anthony Peters, 
Associated Stationers Supply Company, is captain. 

This same Peters enjoys the distinction of topping 
individual standings for the 60 keglers through his 179 
average. Likewise, “Tony” has the high individual 
series of 695, closely pressed by the 691 bowled by one 
of the Loop’s most-improved bowlers in the person of 
J. F. Dewey, Kendrick Furniture Company. 

Individual high single game is the 263 chalked up 
by Harry Balch, Quality Park Envelope Company. For 
teams, the Yanks, captained by Chester Pederson, 
Utility Supply Company, holds high series of 3007, just 
one pin more than the Braves, led by Charlie Ziesk, 
Stevens, Maloney & Company. Captain Joseph Red- 
mond, Just & Son, had the satisfaction of seeing his 
Reds carry off team high single game leadership with 
a 1071 total. 

A new system of nightly group prizes is adding in- 
terest to the league this year. Each bowler competes 
against the four men next to him in individual rank- 
ing and prizes of $.75, $.60 and $.40 are distributed on 
the basis of scores bowled for that particular week. 

Officers of the league, which bowls at 5:45 P.M. 
each Tuesday in a schedule lasting through May 6, are 
Eldon Just, Just & Son, president; Warren Spitzer, 
Spitzer Office Furniture House, vice-president; Orville 
R. Snapp, OFFICE APPLIANCES, secretary, and Jack C. 
Lord, John Rauschenberger Company, treasurer. 


— ee 
BURBANK ATTENDS NSA EASTERN MEETING 


A royal reception was accorded Paul E. Burbank, 
general manager, NSA, when representatives of manu- 
facturers in the eastern district, members of the Na- 
tional Stationers Association, assembled for one of 
their informal and highly interesting round-table 
discussions. The meeting, one of the largest on record, 
took place on Tuesday afternoon, September 17, at 
the Biltmore Hotel, New York City, under the leader- 
ship of H. B. Van Dorn, Joseph Dixon Crucible Com- 
pany, vice-president of the manufacturers’ division 
of NSA. 

Chairman Van Dorn, in calling the meeting to order, 
announced the expiration of his term of office and 
remarked that it is a grand thing to meet with one 
another to renew old and make new acquaintances, get 
to know each other and make friends. He expressed 
the hope that all had enjoyed the meetings in the 
past two years as he had, saying it had been a great 
privilege to be chairman of the manufacturers’ divi- 
sion, and a real pleasure to do his bit for a grand 
cause. 

The chairman then gave the group a brief outline 
of the program planned for the manufacturers’ divi- 
sion at the NSA convention. He told his listeners of 
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SPEED-O-PRINT 
CORPORATION 





Shencil 161 E—E. GRAND AVE. CHICAGO II Y e Luxe 
; sg > ecdxs oe Seo $2 . 0 
El, Cabinet $24.50 Write for beautiful Full-color illustrated catalog P L Scope 9.5 


Prices slightly higher West of Rockies 











here is an Unconditionally 


Guaranteed SPEED-O-PRINT 


product for every duplicating need 


Beautifully packaged Quality products to give the utmost satisfaction 


SPEED-O-PRINT CORPORATION 


161 £. GRAND AVE., CHICAGO 11, ILLINOIS 


MANUFACTURERS OF ROTARY STENCIL DUPLICATORS AND DUPLICATING SUPPLIES§ 











FEWER MODELS MEAN 


MORE CHAIRS 


Sounds strange, doesn’t it? Actually it’s the simple 










truth: we can make more chairs today by building 






fewer models. Suppliers can’t furnish us the many 






different parts needed for many different models. 






E-31C-22 : . a 
Harter’s current production of steel office chairs 





consists of the five posture models shown, and two 


executive models—the C-1500 and C-1510. Until 











the end of the year we shall make only these seven 
chairs. On January 1 we will resume manufacture 


of all models in both lines. 





E-31C-28 


Our self-imposed limitation enables us to handle 
old and new orders more quickly. We believe that 
Harter dealers and customers will benefit from this 


temporary policy of concentrated production. 
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AUTHORIZED 
DEALERSHIPS 


AVAILABLE 


Please write us for particulars on 

our plan for select distribution 

of Markwell Office Type Stapling 
Machines and Staples. 


MARKWELL MFG.CO. 


Dealer Division 


200 HUDSON ST. NEW YORK 13, N. Y. 
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a proposed change in the bylaws of the NSA, pro- 
viding for seven directors for seven commodity groups, 
which will be voted on at the convention. He urged 
all who could to attend. He also cautioned manufac- 
turers that dealers request that list prices, not net 
prices, of their products be featured in their adver- 
tising. 


Burbank Addresses Session 


Before introducing Paul E. Burbank as guest of 
honor, Chairman Van Dorn told briefly of some of 
the difficulties Mr. Burbank had to overcome in 
taking office. The new general manager deserves 
plenty of credit, he said, for his ability to meet and 
overcome difficulties, ability that goes to make a good 
manager, ability that augurs well for the success of 
a great undertaking. Having such ability, he should 
go far in leading the association on to greater heights, 
said Mr. Van Dorn. 

In his opening remarks, Mr. Burbank expressed his 
pleasure at being privileged to meet with the group, 
and announced that Rose Cushman, assistant man- 
ager, who had recently undergone an operation, is 
mending rapidly and is now well on the road to recov- 
ery. Declaring that she deserves the fullest apprecia- 
tion for her fine work on behalf of the NSA, he re- 
marked that she had been definitely missed. 

It is his wish, he declared, to have the association 
go on to greater heights, ever looking forward to 
advancement and taking its place as one of the 
greatest trade associations. 

Favoring a large dealer membership, he urged that 
manufacturers’ representatives who are out in the 
field induce dealers to join the association. He in- 
formed his listeners that over 210 new members had 
joined the Association since the last convention. Half 
of these, the larger part of which are dealers, all 
good concerns, had joined in the past four months. 
Dealers now form the larger part of the membership 
of the NSA and, in his opinion, the success of the asso- 
ciation depends on its dealer membership. 


Predict Large NSA Meeting 


In speaking of the NSA convention, he prophesied 
it would be one of the largest ever held. With two 
floors allotted to exhibits, he pointed out that dealers 
would have access to a great variety of new merchan- 
dise. Declaring that they have built a very strong 
program, national in scope, he went on to give his 
listeners an outline of what was in store for those who 
attend the convention. In discussing a number of 
things the Association is working on for the benefit 
of the trade, he spoke of standardization in the sta- 
tionery trade. In this connection, he stated that the 
preliminary findings of the American Standards Asso- 
ciation, who were given the assignment to do the 
necessary research work, will be given at the conven- 
tion. 

In dealing with the Government, namely the De- 
partment of Commerce, on what can be done to help 
the dealer, he informed the group that the Association, 
along with 88 trade associations, had met and sub- 
mitted their recommendations to the Department of 
Commerce on what could be done to help retailers. 
This, he hopes, is the beginning of a program to aid 
dealer members of the NSA. 

Among other things, he told of the bylaws of the 
association, their importance, proposed changes and 
additions to be made. He earnestly urged all members 
to study them and have voting members attend meet- 
ings, discuss them and give their opinions. 

Another important subject the Association has under 
consideration, and on which it is now working, is the 
wage and hour law for retailers. 

In closing, he asked for ideas and suggestions, for 
he said, it’s an accumulation of opinions of all it 
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VISIBLE INDEx RECORDs Here's how Art Metal puts your best 
foot forward in Business Week and 
DETROVT eatin Business. Again in the adver- 
PITTSBURGH i ° HARTFORD tisement reproduced here, you'll be 
WASHINGTON starred as the man with the modern 
answers to lower costs and better office 
operations. These magazines will carry 
your story to hundreds of thousands 
of office equipment prospects. 


*ART METAL STEEL OFFICE EQUIPMENT 
“WABASH FILING SUPPLIES 


(a subsidiary company) 
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Modern filing calls for faster, easier, more efficient filing in less space. 
And only Rock-a-File has all those advantages! 


Because of its revolutionary side-filing principle, the first basic filing 
improvement in 53 years, only Rock-a-File means modern filing. Pat- 
ented “rocking”? compartments that open sideways make all the con- 
tents accessible all the time, save up to 40 % floor space, enable two or 
more persons to file simultaneously. 

It’s so easy to use Rock-a-File . . . no heavy tugging 
and pushing, no loud banging, no danger of toppling... 
because compartments “rock” open and shut at slight 
finger pressure. With Rock-a-File, filing is no longer a 
problem—it’s a real pleasure! 


A Nationally-Aduertised Product 















Write or wire today for complete details 





*REG. U. S. PAT. OFF. PATS. APPLIED FOR 
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(front-vision, line-by-line) 
COPYHOLDERS 
Yts, MR. DEALER, American business employs about 
6 million Office Typists. Not all are your prospects, 
of course. Many are already supplied with Copy- 
RIGHT Copyholders. But at least 2 MILLION need 
and will eventually buy Copy-RIGHTs. 

Tie in your sales plans with our publication and 

mail advertising. It means substantial PROFITS to 

you... steady demand . . . repeat business. Single 

trial sales frequently lead to 

What Copy-RIGHT does purchases for entire typing 
for your Customers: | staffs! 





Saves Eyes, songsie Erers MORE AND MORE 
and up to 50% in typing 
DEALERS EVERY MONTH 


time by holding notes : 
and copy-work straight | are stocking and selling 
ahead at shorter reading Copy-RIGHTs as a regular 
eee --. + tue oe you haven't started 
proving visibility, posture, 

iuibiins. teed. Bate yet, get at least one sample 
matically points out right | and literature with wholesale 
line, holds place. data. 











Six Models hold papers up to 12", 16", 20”, 
25", 30", 36" wide. 
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Copy-RIGHT Mfg. Corporation Dept. D 
53 Park Place, New York 7, N.Y., U.S.A. 
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j 


eee is Se ates tilemagealins 
(Attach letter head please) 


ye ewes wenn es cnccsesnseen 





94 









members that makes for a strong association. He 
asked, too, for constructive criticism and urged a 
strong co-operative relationship between manufac- 
turer and dealer. 

At the close of his address, he was accorded an en- 
thusiastic round of applause, followed by individual 
tribute by many members present. 

Chairman Van Dorn, too, was warmly congratulated 
for doing an excellent job and giving generously of 
his time during his two-year administration as leader 
of the eastern division. 


0 9 
NEW YORK OMDA HOLDS FIRST FALL MEET 


Eighty-five members and guests assembled for the 
first meeting of the fall season of the Office Machine 
Dealers Association of New York, Inc., on Thursday 
evening, September 12, in the panel room of the 
Hotel New Yorker, New York City. 

President Irving R. Ritchie, Addressing Machine 
and Equipment Company, New York City, expressed 
his pleasure at seeing such a fine turnout. He then 
announced with sorrow and regret the deaths of 
Edmond C. Faustman, Royal Typewriter Company, 
Inc., and J. E. Albright, Albright & Company, New 
York City. Bowed heads in a moment of silence paid 
respect to their memories. 

He next introduced and extended a hearty welcome 
to the following guests: Elmer Anderson, Anderson 
Typewriter Company, Pasadena, Calif.; Roy Shoup, 
Remington Rand, Inc., Cleveland, Ohio; William C. 
Lavat, Red Feather Sales Corporation; Marcus Har- 
witz, Regal Typewriter Company; Joseph W. Galland, 
Liberty Typewriter Exchange, machine division, L. C. 
Smith & Corona Typewriters, Inc.; and Charles Hod- 
kinson, Acme Adding Machine Service & Sales Com- 
pany, New York City. 

Arthur Taylor, Globe Typewriter & Adding Machine 
Company, Inc., New York City, chairman of the em- 
ployment committee, reported that one mechanic and 
five veterans were available to anyone who needed 
help. 

Plan Annual Dinner Dance 

George Purvin, Superior Typewriter Company, New 
York City, chairman of the entertainment committee, 
reported all arrangements were completed for the 
tenth annual dinner dance and entertainment. The 
affair will be held on Saturday evening, October 26, 
in the Grand Ballroom of the Hotel Plaza at 59th 
Street & Fifth Ave., New York City. He promised 
a gala evening, with plenty of splendid entertainment 
and excellent music supplied by Victor Arden of Man- 
hattan Merry-Go-Round radio fame. All were urged 
to attend, accompanied by wives and friends, to make 
the affair the largest ever held by the Association. 

The first topics of the evening were Vocational 
Training and Veterans’ Training. G. Kleber, repre- 
senting the Board of Education, and George E. Eggle- 
ston representing the Veterans’ Administration, re- 
viewed the entire procedure of the apprentice training 
program and course of study for business machine 
mechanic apprentices. 

Next to address the group was Clarence E. Bush, 
General Typewriter Company, Washington, D. C., 
Washington representative of the NOMDA, who 
told of what the national association is endeavoring 
to do for the industry in relation to the Government. 
Dividing his talk into four sections on the depart- 
ment of Labor, Federal Trade Commission, the OPA 
and the War Assets Administration, he proceeded to 
tell his audience of the progress they are making in 
each case. 

James J. Sheehan, Liberty Typewriter Company, 
Providence, R. I., chairman of the advisory committee 
and manufacturers’ relations committee of NOMDA, 
reviewed the work of the committees for the past two 
years. He told of the numerous difficulties encoun- 
tered and commended Clarence Bush highly. “Your 
committees have not been idle,” he declared, “they 
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a flock of orders for 
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IMPERIAL Ag 
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J. PEERLESS TUCHTYPE KEYS 


—back again in volume to the 
delight of Typists everywhere. 
Because they increase speed 
and accuracy and PREVENT 
FINGERNAIL BREAKING. Send 
for effective display! 


Break out your chaps and saddle, 
Mr. Dealer! It's time for the big 
roundup. Time to rope in prize 
accounts. Never before has it 
been so easy—so profitable—to 
book business for our three sizz- 
ling _ sellers. 


“Sqimperial 2. IMPERIAL SPIRITCARB 3, PEERLESS-IMPERIAL RIBBONS 


no mere advertising claim. 
Challenge your biggest 
prospects to test Spiritcarb 
against the field. The out- 
come is sure to put dollars 
in your pocket. 


, —1 copy or 500—it gives AND CARBONS 
S\ yn exceptional brilliance and Toe 
aera Gert @ sharpness of write. This is —a grand line, a de- 


pendable line that 
brings you repeat 
profits day after day. 





Get out your lasso, Mr. Dealer and join the rodeo! It’s fun, 
it’s exciting—and it’s downright profitable. Write today for 
your ticket of admission. 







Be 


PEERLESS-IMPERIAL CO., INC. 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA . . . Manufacturers with the deolers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washingotn St. 
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C-THRU’S NEW IMPROVED 
8” ADJUSTABLE TRIANGLES 


In rapid succession have come the Spee-dotter, the 
Quadrant Protractor and Center Finder, new French 
Curves, the improved plastic triangle, the all plastic 
T-Square. NOW, the new improved adjustable 8” 
triangle C-Thru’s parade of exclusive 
developments. 


continues 


1. Made of sturdier, clear, non-inflammable plastic 


2, Four circular openings for drawing circles of 12, 
° 
3%, 1 and 1% inches in diameter 


3. Notice tapered holes ‘4’ apart on two sides. These 
allow division of any line into equal parts by swing- 


ing the angle at any of its various degrees. 


4. Can be used for cross hatching, and architectural 


drawings of stairways. 


* Speeds up letter spacing 
6. No protruding rivets or sharp points to tear tracing 
poper 


Made of eye-ease plastic. 
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have given a good deal of thought to the problems 
of the industry and are working toward their solution 
right along.” 


Hear J. F. Heaton, Pawtucket 
The last speaker was Joseph F. Heaton, Pawtucket 
Typewriter Exchange, Pawtucket, R. I., discussing the 
standards and ethics committee of NOMDA. Mr. 
Heaton contributed further information on the vet- 


| erans’ training program, and manufacturers’ relations, 


endeavoring to clarify any angles that were not 
thoroughly understood by any member of the group. 
President Ritchie then appointed a committee to 


| place in nomination their selections for officers of the 


association for 1947. The nominating committee is 
made up of Chairman Nicholas Fucci, Business Ma- 
chines Service Company; W. W. Amsler, W. W. Amsler 


| Typewriter Company; George Convery, Alcon Type- 





writer Company; John LaHiff, Albright Company; 
Samuel Hutter, Checkwriter Company; Adolf Morse, 
Typewriter Circle Company, and L. D. Elmer, Econ- 
omy Typewriter Service Corporation, all of New York 
City. 

Announcement was made that the next meeting 
would be held on Thursday evening, October 3, at the 
Hotel New Yorker, New York City. 

Oe 9 


CHICAGO OMDA PLANS ANNUAL DINNER-DANCE 


A gala social event of the organization, first held 
last year by the Chicago Office Machine Dealers Asso- 


| ciation, the dinner-dance and revue, will be repeated 


on Saturday evening, November 16, at 6:30 o’clock. 

The Chicago OMDA has reserved the Terrace Casino 
of the Morrison Hotel for the entertainment affair and 
reservations are now being taken at $7.50 per person, 
this price including tax and tips. 

A galaxy of talent has been secured to make the 
occasion a memorable one for members of the associa- 
tion, their ladies, and guests. Keith Hall’s orchestra 
will furnish the music for dancing. On the program 
are the Three Make Believes, outstanding at the Chi- 
cago Theater before war service interrupted their act; 
the Libonati Trio; the Latin Quarter Dancers; the 
Four Nighthawks, strolling entertainers; Jimmy Cos- 
tello, master of ceremonies, and other outstanding 
acts. 

Gifts to be distributed during the evening include 
Underwood, Remington, Royal and L. C. Smith port- 
able typewriters, an R. C. Allen adding machine and 
Marshall Field gift certificates for women. 

Committees for the affair were named at the Sep- 
tember meeting of the Chicago OMDA. 

————-——-- 
NEW YORK OED MEETING GROUPS NAMED 
Committees were recently appointed by the Office 





| Equipment Dealers Dinner Club of New York, N. Y., 


for the two-day session at the Waldorf-Astoria Hotel, 
November 11 and 12. At this time, dealers of New York 
and the Eastern Seaboard will convene, together with 


| principal manufacturers of wood, steel and leather 
| furniture and equipment. 


Four business sessions will be devoted to a thorough 
discussion of problems facing the trade. Manufacturers 


| will have an opportunity to air their problems and tell 


of their plans and hopes for the future. 

The single price list, long under discussion by the 
New York dealers, will be talked over by the manu- 
facturers and dealers. 

Chairman Moe Turman, Metwood Office Equipment 
Corporation, New York City, states concerning the 
convention: 

“The presence of the manufacturers in our midst will 
enable them to get a better understanding of the 
difference between the abnormally competitive New 
York market and market that prevails in smaller 
cities, where there is little or no competition. 

“It is our hope that once they understand the New 
York market and get to know the dealers by personal 
1946 
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GOODFORM ALUMINUM CHAIRS - SUPER-FILER—THE MECHANIZED FILE « G-F STEEL DESKS 


(GE 
(oou orm 


Aluminum Adjustable Chair 
THE COMFORT MASTER 
NO. 3129 








Management men all welcome the Goodform Comfort Master with its 
five adjustments. Its use assures less fatigue at the end of a busy day 
and greater comfort every minute of the day. Made of aluminum with 
foam rubber cushioning on seat and back, the Comfort Master will 
deliver seated satisfaction throughout a business lifetime free from 
expensive maintenance and upkeep. Production of this chair is steadily 
increasing and it is hoped that before long, enough of them can be built 
to meet the demand. 


GE 





THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 


e©eceeee G-F STEEL SHELVING +- FILING EQUIPMENT, SYSTEMS AND SUPPLIES eeeeees 
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MADE IN 5 DEGREES 


No. 1, Soft * No. 2, Soft Medium 
No. 2, 2/4 Firm * No. 3, Medium Hard 


MA KER S 
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GENERAL’S 


OFFICE PENCIL 


The pencil with “‘Built-in-Quality” for smooth easy 


si di take stronger points for greater economy. 


SEMI ida 


writing. Rounded corners make them more com- 
fortable to hold and the Carbo-weld leads insure 


GENERAL PENCIL COMPANY 


67-73 FLEET STREET, JERSEY CITY 6, N. J. 
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PORTABLE DESK FILE 


Here at last is the answer to the busy executive and 
secretary's prayer. 


A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. 


Upper compartment with lift cover for current records 
and visible data. 


Lower filing drawer for other records plus a utility 
drawer set into the base. Made of heavy gauge furni- 
ture steel. Equipped with four swivel casters. Bright 
smooth cadmium finished hardware. Guide rod operates 
in a depressed groove for eyeleted guide operation. 
Ideal for use with swinging folders. 


Finished in Cole Gray and Olive Green. 





SIZES AND PRICES 


No. 854—LETTER SIZE No. 858—LEGAL SIZE 
Wide High Deep Wide High Deep 

Upper Compartment 13” 10%,” 24” 16” 10%," 24” 
File Drawer 1244” 1034” 243," 15% 2 1034” 243," 
Utility Dawer 124%,” 354" 243," 15 Vag 354° 243," 
Overall Height 304,” Overall Height 30,” 





LETTER SIZE 


These prices do not include indexes. 


STEEL CARD CABINETS 


These cabinets are designed for card record system and for use 
on desks or tables. Ideal for offices and libraries. Constructed of 
best grade extra heavy cold rolled furniture steel, electrically 
: welded throughout. Rubber legs are provided but can easily be 
ONE DRAWER UNITS removed when the units are stacked. 





No. Card Size Capacity Depth Price 
335 3x5 1500 cards 16" $3.24 Drawers are equipped with bail suspension, to prevent accidental 
C358 5x8 1500 “ 16” 4.86 i i i iti . 
se 5x8 1500 16" 4.86 ee ae rs newly improved positive lock com 

ressor to keep cards in place. 
TWO DRAWER UNITS P P P 

No. CardSize Capacity Depth Price Finished in Cole Gray and Olive Green. 
£3352 3x 5 3000 cards 16” $5.67 
C3582 5x8 = ” ie. pe LOCKS—Cabinets equipped with lock and 
C3692 6x9 3000 ” 16” 10.80 key add $1.75 per drawer to prices below. 


HEAVY STEEL 
SECURITY BOXES 


For the safe keeping of bonds, 
policies, books and other valua- 


bles for home or office. 





No. C1505 Made of finest grade of extra No. C1303 
veil, iianseall heavy furniture steel. Electrical sting nc ulate 8 
$13.50 COLE GRAY CRINKLE FINISH Y 4 "GREEN CRINKLE FINISH = $1. ..Q0 
Equipped with combination lock. !y welded throughout. Equipped with disc tumbler lock. 


9 COLE STEEL EQUIPMENT Co., INC., 349 BROADWAY, NEW YORK 13, N. Y. 
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MARKING DEVICES 


EVERY DESCRIPTION 


j 


/ 


DOMESTIC & EXPORT TRADE 


M TE LINE 














Line Daters and Numberers, Die 
Plate Daters, Self-Inking Stamps, 
Time Stamps, Stamp Pads and Inks, 
Notary Seals, Stamp Racks, Stencils, 
Rubber Type Sets, Sign Markers, 
Brass and Fibre Checks, Corrugated 


Box Dies, Badges, ete. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP MFG. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 


SPRING VALLEY, N.Y. - NORWOOD,N.J. . CHICAGO, ILL. 
PHILADELPHIA, PA. - NEW YORK, N. Y. 


100 







contact they will in the future do more to help 
meet the problems of this market and enable us tg 
render better service to our customers. 

On the night of November 11, it is planned to haveg 
gala banquet at the Waldorf-Astoria, with the ladies 
welcomed. 

Assisting Chairman Turman with the convention 
are the following, all from New York City: 

Treasurer—Seymour L. Nathan, Charles S. Nathan, 
Inc. 

Executive Secretary—Mildred S. Zich, Westcort Com- 
pany. 

Committee members—Bernard H. Nemlich, Regan 
Office Furniture Corporation; R. B. Booth, The Leopold 
Company; George B. Wray, manufacturers’ representa- © 
tive; Roland J. Freeman, manufacturers’ representa- | 
tive; Ben Itkin, Itkin Brothers; Robert S. Fowler, 
Macey-Fowler; Irving Levy, Art Steel Company, Inc:.; 
Jack Schwander, Desks, Inc.; and Guy Rentsler, Rem- 
ington Rand, Inc. 

Ticket sales—Robert S. Fowler, Macey-Fowler, and 
Irving M. Levy, Art Steel Company, Inc., co-chairmen, 

—_——— oe 


JIM WALLACE ADDRESSES HARDWOOD GROUP 


Jim Wallace, Jasper Office Furniture Company, Jas- 
per, Ind., after attending the NSA convention, ad- 
dressed the member of the National Hardwood Manu- 
facturers Association at their meeting on October 4 at | 
the Congress Hotel in Chicago. 

This was an important convention, attended by 1,600 
members of an association which acts as a bureau of 















J. A. WALLACE 


standards for the entire lumber industry and is made 7 
up of saw millers, plywood representatives, dimension ~ 
stock people, and users of lumber. 

Mr. Wallace, stressing the importance of research | 
in wood utilization, advised his listeners to “select 
those researches which are pertinent to your individual 
business, and lend them your moral and financial sup- 
port. To do so will, I feel, surely yield much in future | 
years in the way of achievement and profit.” 

The speaker discussed irksome regulations now if 
force and the conditions resultant in the lumber indus-7 
try. He declared that, in his opinion, with less govern= 
mental regulation, the lumber business “would very) 
soon find itself in the position of being regulated by 
the old law of supply and demand, which, after all, 
is the only regulator which really regulates. : 

Mr. Wallace spoke out for a return to “selling strictly” 
on grade.” “Only by this means,” he asserted, “will 
those of who need good lumber, and those of us who 
need poor lumber, be able to buy what we require) 
and avoid a useless economic loss.” 

Stressing the need for correction of any evils in the 
lumber industry, Mr. Wallace said, “The hardwood 
lumber industry needs a very thorough policing. This 
you will have to do yourselves by the best method 
available to you. The OPA will never be able to do it, 
even if they had the inclination, the money and the 
personnel. There are those of you who are living within 
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These features guarantee 
absolute accuracy in the R. C. 
Allen Ace Statement Machine 


@ Subtracted items 
printed in red 


@ Adds, lists and ® Total and subtotal 
subtracts mechanism 


@ Keyboard calendar @ 83, inch movable 
prints dates carriage 

- oe @ Adds 7 columns with © Tabular stops, variable = 

all, : date, 9 columns normal line spacer 


ctly . ; @ Full, flexible, high speed © Operated by Universal 
will | keyboard electric motor 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 


‘lly Company which offers the Independent Dealer a full line of ADDING MACHINES, CALCULATORS, BOOKKEEPING MACHINES, CASH REGISTERS 

















Every business man runs into periods when busi- 
ness problems seem overwhelming . . . when 
production nightmares make their appearance, 
altogether too frequently. Consequently, busi- 
ness alertness is a prime necessity. No wonder 
then that business men feel that good "props" 
are so important in tackling a difficult job. We 
at Jasper Desk have always believed that efficient 
desks contribute toward greater efficiency. We 
know that Jasper Desks will always 
set the stage for topnotch business 


performance. 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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the law and the rules of this association and are 
suffering thereby. Then there are those who think 
the gravy train is in motion, and they are taking qa 
ride. Thereby they are dvuing themselves and the in- 
dustry irreparable injury. 

$<) 9 —__— 
NEW YORK GROUP HAS FINAL GOLF MEET 


The Office Equipmen. Dinner Club of New York 
held finals of a series of four golf outings of the 
seventh annual golf touraament for the championship 
of the club on Friday, September 20, at the Hamp- 
shire Country Club, Mamaronek, N. Y. 

The facilities were excellent at this fine old country 
club located in beautiful Westchester County, not far 
from Long Island Sound. Here, among peaceful sur- 
roundings, one can enjoy perfect relaxation and a 
grand day’s sport on this fine course. 

Sunny skies greeted these ardent golfers as they 
arrived early and played until late in the afternoon, 
taking full advantage of a grand day for golf. All 
returned to the club house tired and with good ap- 
petites, prepared to do full justice to a delicious dinner 
in the evening. 

A clock tournament on the putting green, tennis, 
cards and a well-appointed inside swimming pool were 
available as additional diversions for those who cared 
to take advantage of them. 

After dinner, presentation of prizes for the day’s 
competition took place. The awards were as follows: 

Low gross, Irving Levy, Art Steel Co. Inc., runner- 
up, Bernard H. Nemlich, Regan Office Furniture Corp., 
New York, N. Y.; kicker’s handicap, John Mossman, 
Desks, Inc., New York, N. Y.; runner-up, Jack Schwan- 
der, Desks, Inc., New York, N. Y.; guest prizes—low 
gross, Alfred Bright, guest; runner-up, David Fish, 
guest; most 6s: Joseph Brenner, Brenner Desk Com- 
pany, Newark, N. J.; most 4’s, Joe Weinberg, guest; 
most 9s, Roland J. Freeman, manufacturers’ repre- 
sentative, and most 7s, George Howland, All-Steel- 
Equip Company. 

The star event of the day was a 27-hole final of 
the season elimination contest between Charles Stet- 
tler, Berry, Dickie & Settler, Inc., New York City, and 
John Mossman, Desks, Inc., New York City, competing 
for two trophies, one donated by Bright Chair Com- 
pany, and the other by W. H. Gunlocke Chair Com- 
pany. The winner of the match was Charles Stettler, 
with John Mossman a close second. 

cae eee ee ; 
M.D.A. ELECTS FRED JOHNSON PRESIDENT 


The Marking Device Association, in its thirty-sec- 
ond annual convention held September 19-21 at Chi- 
cago, elected Fred L. Johnson, Western Stamp & Sten- 
cil Company, Omaha, Nebr., as president, succeeding 
Artie Fox of Pittsburgh, Pa. Other officers include Art 
T. Partridge, Seattle, Wash., vice-president; Frank Ey- 
man, Chicago, treasurer, and Leo Fraser, Chicago, 
assistant treasurer. The executive committee will con- 
sist of Fred Johnson, Art Partridge and Arlie Fox. 
Elmer Way will continue as executive secretary of 
M.D.A. 

Retiring as president, Arlie L. Fox, James H. 
Matthews Company, was elected chairman of the board 
of directors. 

Climaxing the banquet-dinner dance of the conven- 
tion was the presentation of life memberships in the 
M.D.A. to Henry Hanson, C. H. Hanson Company, Chi- 
cago, and to Jud Swift, Superior Marking Equipment 
Company, Chicago, “for their meritorious, outstanding 
and unselfish devotion to the Marking Device Associa- 
tion.” 

oe 

STANDARD REGISTER HOLDS SALES SCHOOL 

Standard Register Company, Dayton, Ohio, recently 
held the first sales school in more than five years 
at the company’s plant in Dayton. W. L. Reese, sales 
manager, was head of the school, which instructed 
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Just how precise can register be— 
how even can inking be? The new 
COPY CHIEF showed thousands at 
the New York Business Show, and 
is now ready to show you! Every 
copy is now a precision copy be- 
cause Red Feather designed a precision duplicator. 
Its every moving part is fully rotary —each synchro- 
nized with the others. Gone are the shuttle, the sudden 
tension, the blur, and the slightest mis-alignment. 
Set it at 50 or 200 rpm; the COPYCHIEF with its 
sealed-in-oil mechanism purrs through its work like 
no duplicator you’ve ever seen. 

Here is what Red Feather has done for inking! Just 
flip the switch, pour in the ink, and the COPYCHIEF 
does the rest with a simple, positive system of three- 








A PRECISION DUPLICATOR—BASICALLY NEW IN 


it $ here ® ENGINEERING, IN FEATURES, IN COPY PERFECTION! 


way inking. This is the first system 
to eliminate inside metal plates 
against which ink piles in one area, 
interrupting flow to another. When 
you want to change colors, change 
drums; it takes only a few seconds. 
There are many other savings in 
time, paper and ink built into this 
machine; a descriptive folder is 
ready for you now. Write for details 
and the name of your nearest dealer. 


Precision built by 


’ RED FEATHER PRODUCTS LTD. 


HOME OFFICE AND FACTORY 


REDWOOD CITY, CALIFORNIA 
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BERNARD 





TRADE MARK ReulSTERED 


Means quality in Stationery Tools 


Reputations are not made by fancy 
claims, nor built over night. Acceptance 
such as BERNARD enjoys is the result 
of top quality year after year. Today— 
as for generations—BERNARD means 
quality and dependability to the sta- 
tionery trade. 
















Loose Leaf Vacuum Punch No. 2600 
Standard Dies—1/8”, 3/16”, 1/4”. 
Light, strong, stationary stripper 
spring, duplex control stops, nickel 
plated and polished, reach 1 1/16”, 


Staple Remover No. 150 
Works like a charm, 
without damaging paper. 
Fits all sizes of staples. 
Spring action, nickel 
plated and polished. 


“Triumph’’ Official Eyelet Punch 

No. 190 A precision-built tool. 

Twin spring action. Parallel 

jaws. Compound leverage. 

Adjustable gauge. Opens 

and strips quickly. Nickel 
plated and polished. 


These are only three of the many famous BERNARD 
stationery tools. Send for complete catalogue which gives 
all numbers, all details. Use coupon below. 


W" SCHOLLHORN COMPANY 
“Quality Tools Since 1870” 


rr =—_ ET ee ee eee eee ee ee ee i 
| Wm. Schollhorn Company, , 
, 3511 Chapel St., New Haven 9, Conn. ' 
, Sirs: Please send me your catalogue of stationery tools. ' 
RES SR ok ee I 
I I 
Og a A eee rr Teer rer Pe ere et I 
I i 
" Se xk dais suse ins see banies acs ft Ue ee 
(Zone No.) I 
I My Wholesale Supplier Is.............ceeeeeeeeeees I 
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trainers from 11 cities, who in turn will instruct 
student salesmen now employed in the firm’s 17 
sales offices. 

The school is a part of an expansion program 
which includes the construction of an addition to the 
present factory, to provide 45,000 square feet of addi- 
tional production space.—AK. 

Sinan 


FIFTH DISTRICT TRAVELERS PLAY GOLF 


The First Annual Golf Tournament of the Fifth 
District Travelers Club, held recently at Pine Ridge 
Country Club, just east of Cleveland, Ohio, was heart- 
ily enjoyed by both dealers and travelers. Thanks to 
the splendid efforts of Golf Chairman Bob Russell, 
Samuel Ward Manufacturing Company, aided by Billy 
Kane, Oxford Filing Supply Company, and “Dixie” 
Carroll, Eberhard Faber Pencil Company, a rousing 
good time was had at golf. This was followed by an 
excellent dinner with cards, singing, and the usual 
locker room activities in the evening. 

After taking a licking in softball at the hands of the 
travelers a month before at the fine picnic of the 
Cleveland Stationers Association, the dealers gained 
revenge when Larry Kral of Buckeye Office Supply 
Company nosed out Jack Kendricks, Charles Christian 
Culp, Inc., for the low gross trophy in golf. 

Due to the generosity of the manufacturers and 
dealers, there were golf prizes galore, and both dealers 
and travelers fared well. 

The presence of leading dealers from Cleveland, 
Canton, and Akron, Ohio, was evidence of the fine 
co-operation already existing between the dealers and 
the newly-formed Fifth District Travelers Club, and 
was sincerely appreciated by the club, says C. W. 


Clark, president. 
a 


GREAT LAKES TRAVELERS CLUB NOTES 


The regular Friday luncheon meeting held on Sep- 
tember 20 was attended by so many members and 
dealer guests that early arrivals had to stand up 
while later ones ate lunch. Nobody objected, however, 
and the ones who were “stood up” seemed to have 
plenty to talk about while waiting for the meeting 
to begin. 

After the usual self-introductions, and the wel- 
coming of two dealers as guests—Clark Roland, Mar- 
shall-Jackson Company, Chicago and Earl Hodge, 
Gary Office Equipment Company, Gary, Ind. President 
Gordon Kickels, C. L. Barkley & Company, called on 
Jim Lynch, Browne-Morse Company, to give a report 
on the Rockford golf outing. Jim stated that the 
event had been held the day before and that quite a 
number of GLTC members responded to the invitation 
of Maynard Westring, Mid-City Stationers, Rockford. 
He also remarked with enthusiasm that the roast 
beef served at the dinner following golf was the best 


he had even eaten. 
ae eo 


STATIONERS GOLF GROUP ENDS MEETS 


The final tournament of the Stationers Golf Asso- 
ciation of New York was held on October 10 at Hacken- 
sack Country Club, preceded by the eleventh tourna- 
ment, last competition for points, on September 24 
at Tamarack Country Club. 

Going into the final competition, J. Schlanger led 
Class A division with 13 points and Leon Myers was 
second with 8. In Class B, G. W. Fairchild paced the 
field with 13 points and G. Nicklaus was second with 11. 





os 


That beaming face in the ranks of the Chicago 
OMDA belongs to Secretary C. Burns Marvil of Ames 
Supply Company. Reason enough is the arrival of 
Nola Patricia, the first child of the Marvils, born 
October 7 at Peninsula General Hospital at Salisbury 
in Mrs. Marvil’s home state of Maryland. 
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SMEAD’S 
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PLEASING TO 
THE TOUCH 
2 
FLEXIBLE 
DURABLE 


THE ORIGINATED BYJ/SMEAD'S CRAFTSMEN... 
NY CM MANUFACTURING CO. INC. 
309-311 2nd ST. © HASTINGS, MINN. 


Export Representatives: UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 


OFFICE TESTED 
NATIONALLY ADVERTISED 








ecv. Treas, 


THE 
mead MANUFACTURING COMPANY 


TELL EMS FILING CONTAINERS FOR MODERN BUSINESS 


SysteM ee ae 309-311 Seconn Steet 


HAS TUN GS, 
MINNESOTA 








Mr. Salesman: 
How often do you ask your customers this important question - 


"Just how are you dividing your records?" 


To establish the value of Smead's TELL-I-VISION Index YOU MUST 
first know the flow of office correspondence - invoice, 


statements and other records. 


These records deserve the same attention given other office 
machines. It is so easy to file them in a neat, orderly, 
systematic manner, properly divided by an index which is 


economical and rapid to operate. 


Smead's TELL-I-VISION Index gives all of these advantages 


wTreTrtrTyT. UCT 


Locates alphabetically. ..ccccocceeevceceeeereplaces numerically. 


Reads like a book - left to right - grows as needed. 


,» secy-Treas. 
Smead Mfg. Co. 
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EL PASO FIRM FEATURES STUDENT LAMPS 

The Office Supply Company, El Paso, Tex., makes 
a big play for the college trade, directing attention 
to lamps for students. Prior to Thanksgiving, when 
the big game of the season is played by the College 
of Mines, a window of arresting quality was arranged 
to interest the fans. The background was of red and 





FOOTBALL WINDOW PUSHES LAMP SALES 


green striped paper, on which was fastened a huge 
autumn leaf of brown, upon which was superimposed 
the figure of a football player. 

Four floor and four table lamps, all lighted, were 
shown, to each was fastened a cutout football stamped 
with the words, “College of Mines.” Standing on a 
platform in the center of the display was a grotesque 
figure, all head and hands, the hand holding an actual 
football. Cards at either end of the display gave the 
schedule of the College of Mines grid season.—WBS. 

a 
LINKING UP WITH THANKSGIVING DAY 

Forecasting the return of their noiseless typewriters, 
Remington Rand, Inc., San Francisco, Calif., branch, 
linked up Thanksgiving (“Let us be thankful we can 
soon have typewriters again”) by installing an inter- 
esting Thanksgiving window. The background was of 
Venetian blinds painted in all colors of the rainbow 
and flanked in the center by a life-size cutout of 





— errs 


aetna 


KEYING REM-RAND TO THANKSGIVING 


a turkey gobbler, standing on a bed of autumn leaves. 

Posts were twined with garlands of autumn leaves 
of scarlet and gold, and across the top a sign read, 
“Remington Rand Wishes You a Happy Thanksgiving.” 
A number of rebuilt machines and several new ones 
‘models) were displayed together with a number of 
lithographs showing models of new machines which 
may be soon available. A card on one of the machines 
advised “Quiet. That’s the Keynote of the Remington 
Noiseless.”—WBS. 
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BUCKEYE 





The BUCKEYE “Office Special” RIBBONS 
lines of carbon papers and type- 
writer ribbons are easy to sell and por 


quickly establish customer accept- ¢ All Typewriters 


ance ... This means more profits 





Billing Machines 
. and quicker repeat business. e Adding Machines 
OFFICE SPECIAL carbon papers ° Hectographs 
and typewriter ribbons have qual- ¢ Multiliths 
ity and distinction. Write today e Photostats 
for the BUCKEYE sales plan and & . time Clocks 
free display samples. =. Blue Prints 


CL Lae & CARBON CO. 


7209 ST. CLAIR AVENUE CLEVELAND 3, OHIO 
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| mas-like methods in setting up its central “Gift Aisle” 
















DAMERON-PIERSON GIFT AISLE PAYS 
Getting a larger share of the customer’s gift-buying 
business is vastly more important in the stationery 
store today than it was a matter of only a few 
months ago, according to H. E. Rivera, general office 
supply sales manager at the Dameron-Pierson Com- 
pany, stationers of New Orleans, La. Gifts are one 
line of merchandise which customers will buy the 
year around, he points out, and it is up to the sta- 
tionery store to get a larger percentage of this 
business to help maintain its sales volume. 
Dameron-Pierson Company has used almost Christ- 
























































T7 


bal 
i 


in the store. Instead of relegating the gifts which 
one businessman gives another into some _ incon- 
spicuous corner or out-of-the-way department, these 
are now displayed on both sides of the main aisle 
leading from the door of the store back to the 
business offices—along which all incoming traffic 
naturally passes. 

Included are all miscellaneous gift items which can 
be used to commemorate business anniversaries, open- 
ing of new offices, for birthdays, and so forth. In a 
pair of glass cases at the right of the aisle are 
shown small personal files, ash trays, index holders, 
bookends, cigarette boxes, pen and pencil sets, desk 
finders, letter openers, and decorative postage scales. 
Extreme attention is focused on these items by using 
a strong direct spotlight in the ceiling which shines 
down through the glass top of the case directly on 
the merchandise. In addition, the shelves are lined 
with green crepe paper closely resembling felt, mak- 
ing them contrast effectively for better eye-appeal. 

On the opposite side of the aisle, in a rounded 
corner case, are more expensive gift items, including 
desk accessories, clocks, leather file baskets and leather 
boxes. Those on the right side run from $1 to $10, 
on the left up to $25. All are shown as prominently 
as possible, and sell both because of store suggestion 
and because customers awaiting an appointment in 
the business office now spend their time in examining 
the gift lines. Substantially more “impulse” sales in 
which a customer buys something for himself are 
realized in this way. 

Dameron-Pierson, through the medium of this out- 
standing display location and the efforts of its inside 
and outside sales people, is trying to make it habit 
for the businessman who purchases all office supplies 
from the store to likewise come to it for gifts. To 
date, results have been excellent, according to the 
management.—RAL. 

————- >= 
ANKENEY ADDS GROUP INSURANCE PLAN 

The Ankeney Company, Inc., stationers of Cumber- 
land, Md., of which F. H. Ankeney is president, re- 
cently purchased group insurance for all eligible em- 
ployees. 

This gratuitous action is in addition to a regular 
stated monthly bonus, as well as a fluctuating year- 
end bonus, or share of the net profits. 

The monthly bonus plan is a unique one, devised by 
Mr. Ankeney, who recently completed 40 years in busi- 
ness at Cumberland. By this pian, all regular em- 
ployees, after one year’s service, receive a monthly 
percentage of all cash receipts from cash sales as well 
as cash received on account of merchandise charges, 
except non-profit items or those of very short profits. 

ssa RR sD 

MAX SCHWARTZ OPENS NEW CHAIR PLANT 

Max Schwartz, a master upholsterer for over 33 
years, has severed his connection with the Bright 
Chair Company, Inc., and opened a new chair plant 
at 203-5 Wooster St., New York 12, N. Y. He will 
operate under the name of Milo Leather Chair Com- 
pany, Inc. The 8,000 square feet in the plant will be 
devoted exclusively to the production of upholstered 
NW. An exhibit was staged at the National Office 
leather office furniture. Mr. Schwartz has stated that 
orders will be accepted after October 15. 
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he Style-Master Steel Suite in Neutra-Tone Gray Harmonizes with any Decorative Treatment 


She Office of Yoday Be, 





YAWMAN AND ERBE MFG. CO., 1045 Jay Street, Rochester 3, N. Y. 
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The office of today is planned as a harmonious unit. 
The furniture should be efficient, harmonizing with any 
decorative scheme. @ “Y and E”’ Style-Master Steel Office Suites 
in the Neutra-Tone Gray Finish create an atmosphere 


of comfort, convenience and prestige. 






The Franchise That Means Quality Merchandise 











BETTER CHAIR CUSHIONS 





Our superior 1/2” Latex foam rubber unit 





No. 32 EXECUTIVE co kid. LIST $6.50 
No. 32, STENO ae eu 

50% Shredded Latex Foam Rubber, 50% White Cotton. |!/2” 
No. 77 EXECUTIVE hide LIST $4.30 
No. 57 STENO ESE ae eee Site seas 





Built like fine upholstered furniture. 
Our spring unit, white cotton filler. 


No. 18 SIZE 19x 17 x 2" 
No. 17 SIZE 18 x 6 x 2" 


LIST $5.80 
5.40 





In brown leatherette with fibre plaid back. 
In brown or green durable cloth with fibre plaid back. 


All cushions leatherette welted all around and air vented. 


IN STOCK 
LIBERAL DEALER DISCOUNTS AND TERMS 


We feel certain they will be ready sellers with you as they have been 


with many others. You may return them to us collect if we are wrong. 
May we have the pleasure of a trial order? 






BY 





92 MONTGOMERY ST. 
JERSEY CITY 2, N. J. 
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RADIO SALUTE FOR DUPLICATING MACHINES 

A special radio tribute to the office duplicating ma- 
chines industry was given on September 13 in the 
Valley Forge Caravan, a one-hour show saluting 
America’s industries, under the sponsorship of the 
Adam Scheidt Brewing Company, Norristown, Pa. The 
Salute, given over KYW at Philadelphia, Pa., was as 
follows: 

“We respectfully tip our hats to our hosts who aided 
us in compiling notes for this 1286th Caravan tribute. 
They are R. J. Rountree, manager, advertising and 
sales promotion department, A. B. Dick Company, 
Chicago; F. Gregor, Jr., advertising manager, Ditto, 
Inc., Chicago; W. G. Fuller, Philadelphia manager, 
Ditto, Inc., and the officers and firm members of 
the Addressograph-Multigraph Corporation, Cleveland, 
Ohio. 

“Office duplicating machines are very definitely to 
be considered an offspring of commercial printing, 
the difference being that a commercial printing estab- 
lishment maintains large and complicated machinery 
and -highly-trained specialists, whereas the effort of 
duplicating requires,a minimum of expense in equip- 
ment and regular office staff help for operation of 
the machines. The end result is copies of material 
required in sufficient numbers, legible and of indi- 
vidual layout to suit the requirements of that office 
producing the duplication. 

“Today there are many methods of duplicating 
printed copy, notices, bills, envelopes and office forms 
and among these are those representative of the 
firms we honor as our hosts tonight—the stencil 
method of duplication, the Ditto and the Multigraph 
method. In the first, we must recognize the invention 
of the electric pen by Thomas Edison in 1875, which 
was followed by an invention by Albert Blake Dick 
in 1884, making the method of practical use to fol- 
lowing generations. This method utilizes the per- 
forated paper principle, through which perforations 
the ink completes the duplicating process. 

“In the instance of Ditto duplicating, recognition 
is given the genius of another young inventor who 
foresaw the tremendous usefulness of a process of 
duplicating by means of a gelatin sheet upon which 
was impressed indelibly the required printing, and 
this gelatin or master in turn was used to run off 
the required copies. 

“Multigraph duplicators produce copies from raised 
surfaces similar to the characters on a typewriter bar 
or the characters used in printing by either the ribbon 
or ink process. The Addressograph, another modern 
office time-saver, automatically addresses envelopes, 
thereby eliminating hours of endless toil encountered 
when they are addressed by hand or typewriter. 

“In all cases, vast and forward-looking improve- 
ments have been made in the duplicating industry, 
until today scarcely an office of any size exists that 
does not require and use duplicating machines in its 
daily operations. 

“In wartime, it may readily be realized that, due 
to the lessening of available help and the increased 
amount of work for the war effort, duplicating ma- 
chines were increasingly in demand. Now that an 
era of business expansion is upon us, the demand 
continues at an unprecedented pace. It is a chal- 
lenge that the office duplicating machines industry 
will meet with new and even more modern equipment 
to serve world needs and for this, we of the Caravan 
are happy to honor this industry’s men and women 
with this performance tonight!” 

a ce ee 
DIEBOLD, INC., APPOINTS FITZMORRIS 

Richard J. FitzMorris has been appointed Buffalo, 
N. Y., sales representative for Diebold, Inc., with offices 
in the Crosby Building. Mr. FitzMorris, who served 
with the United States Marine Corps in the Pacific, 
previously was a production engineer with the Bell 
Aircraft Corporation and before that was connected 
with the Marine Trust Company.—GET. 
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PHOTO OF A HOTCAKE 


A hotcake—a best seller—an album that’s 
sold as soon as it’s seen! Your customers 
will go for these features ¢ an expen- 
sive-looking embossed cover of simulated 
leather (it’s been specially treated to give 
it toughness, extra long wear) ¢ 40 black 
pages that lay perfectly flat and smooth 
when open e¢ a mounting surface of 


9 x 11” per page « patented, strong 
plastic binding rings ¢ attractive colors 
—black, blue, brown, green, maroon e 
and a popular price. .$1.50 retail. 


It looks like more! 


Stock No. 960 -— Packed 6 to a 
box. Buy a box of assorted colors 
(1 each color and 2 blacks) or a 
box of any one color. Retail, $9.00. 


Write for Illustrated Catalog of Complete Line of Albums and Specialties 


AMBERG FILE & INDEX CO., 1608 Duane Blvd., Kankakee, III. 
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No. 1|AH4 STREAMLINE CHAIR 


No. 38 FOLDING TRAY STAND 


No. 12CB COSTUMER 


No. 4SL TABLE LEGS (only) 


No. 4BC PEDESTAL BASE 


No. 222 
OUNTER 
3 fele)! 
SEAT 


... there’s a new 
3 - LETTER WORD 
for chrome 
specialties... 


A... to produce fine 


chrome furniture that answers 
your most exacting require- 
ments for beauty, service and 
economy—proven by the fact 
that ARD is the fastest growing 
compeny in the chrome field... 


R... styling and construc- 


tion to match the latest trends 
in modern building layout and 
interior decoration .. . 


D ependable quality — ad- 


vanced by constant improvement 
and backed by absolutely war- 
ranty of satisfaction. 


. . . Say the word 
—and you can be sure of get- 
ting the best in modern, post- 
war Chrome Furniture and 
Specialties. Ask your equipment 
supplier about ARD-CHROME 
—the popular new name _ in 
modern furniture! Or write 
direct for an illustrated brochure 
and the address of your nearest 


ARD-CHROME dealer. 


A complete line of 
Chrome Furniture & Accessories 
for your offices, reception rooms, 

lounges 


AVAILABLE 
FOR QUICK DELIVERY 


MANUFACTURING CO. 


13 VINE ST. 
EVANSVILLE, 


INDIANA 


NOMDA NEWS 
(Continued from page 29) 
ourselves to be lulled into a semi-comatose condition,’ 
so that we just floated on the current of existing 


' circumstances with a feeling that we were caught in 


the resistless rush of this all-powerful combination of 


| forces. We felt that we had no choice in the matter, 


that our combative reactions were being anesthetized, | 


| and that we were destined to remain in passive sub-_ 
| mission ad infinitum. 


Every bit of business we received came to us on 
specially-prepared forms with intricate clauses and 
meanings cleverly concealed in ambiguous verbosity 


C. L. BENTZ 


which, in turn, made us less desirous of asserting our] 
previous individuality. That individuality, of which) 
we were so proud a few years before, was now sub- 
merged in definite priorities to which we so obligingly) 
submitted. So we continued to grope our way blindly 
along through the years of controlled business opera- 
tion. 
Losing Individual Initiative 

Did it not sometimes occur to our befogged minds 
that we were slowly losing something—something tha 
had set us apart from our fellow citizens in the old 
days? The individual initiative to control our own 
business destiny by our own methods, without outside) 
interference, and the desire to improve our lot were} 
being slowly suppressed within us so surreptitiously 
that we unwittingly were being recessed mentally 
almost to a point of suspension. 

During this past period of dormant ambition we 


| have gone out to our contacts with a feeling off 


frustration. Throughout our interviews we have beet 
dominated by that unknown pressure which forced) 
orders on us, orders that we could not fill and over 
which we had no control. We received an _ insuf- 
mountable pile of unsolicited repair jobs; everything 
came so easily; we had to expend no effort of 0 
own to obtain it. This huge repair task kept 
working day and night and was made exceedingly) 
irksome and depressing by the scarcity of parts and 
the fact that at times we were forced to improvisé 
means and methods to accomplish satisfactory repairs 
Today we are about to enter a new business era 
but it is our individual problem to analyze its pro 
found complexity and apply our acquired knowledgé 
as a means of shaping the new conditions to oum 
benefit. We are, of course, entering this era with 
feeling of great confusion. We do not understang@ 


| just how to grasp the new order of things and obtaill 
| the greatest good from it. 


Learning to Sell Again 


Our fears and hopes, desires and ambitions, am 
all in conflict. We must find some method of C0 
ordinating our thoughts and actions into a logical 
pattern to get our separate businesses operatii 
smoothly and profitably. We cannot go back al 
operate as we did before the military interruptiol 
and we would not wish to do so if we could. It 
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A handsome writing instrument 
in deluxe plastic case. Propel- 
repel mechanism all wrapped up 
in Fifth Avenue style — gold- 
plated cap, tip and deep pocket 
clip richly contrasting with jet 
barrel. Appeals to expensive 
taste—-sells at popular price. 


A standout value at 





$225 
RETAIL 


These two pencils are designed, made and 
priced on the principle that the day is here 
when the public expects postwar improve- 
ments; when the dealer must maintain 
volume and profit in a market again com- 
petitive. Order these pencils and see what 
we mean. COLUMBIA PENCIL COMPANY, 
29 West 17th Street, New York 11, N. Y. 





The 
COLUMBI/ 











imperative that we carefully compare the old methods 
with the lessons learned in the “control” period and 
choose only the good from each, a combination of 
which will serve as a pattern for our future business 
policy. Into this mixture we must inject one most 
important sequence of factors—factors so close to 
each other that they really become the two vital 
components of our future successful operation. These 
two complements—selling and servicing—are equally 
important and must be co-ordinated properly. The 
two will, from now on, be so closely interwoven that 
there must be no means of separating them, though 
each will present its own necessary problems to fit 
into the completed functioning unit. 

Let us consider separately each of these two impor- 
tant factors very carefully. Let us start with the very 
necessary order procurement, the méthod of obtain- 
ing it, and later the follow-up essential to its servicing. 

Now would be a good time for us to start out on 
the important process of obtaining those coveted 
purchase orders from the many new prospects whom 
we wish for customers. We would like to effect this 
in an approved manner, with as little delay as possible 
and without the appearance of any desire for speed. 
You know how we used to do—rush in and depend 
on personality, friendship, or some other persuasive 
argument of superiority or mechanical excellence. 
Well, we are going to be compelled to alter our ap- 
proach greatly in that we must now depend entirely 
on the selling of our products through the proper 
presentation of the subject in the light of service 
value, economy, simplicity, and ease of producing 
results. We must establish desire of acceptance in 
the mind of the purchasing authority without the 
least hint of anything that suggests pressure. We 
must guide the interview into a channel of mutual 
respect and keep it there without the smallest ripple 
of doubt to interrupt the continuous flow of the cur- 
rent of purchasing desire. 


Follow-up of Greatest Importance 


After we have succeeded in getting this purchase 
order, the time comes for the most serious thought and 
study to complete the cycle of confident satisfaction 
that we wish to build. Here is where our work really 
begins, for this is the link in the chain that binds serv- 
ice irrevocably to sales and makes a unit of the ,two 
halves. Make your follow-up with a very apparent 
eagerness to satisfy the smallest suggestion of a desire 
on the part of the new customer. This is still part of the 
sales effort at the point where service is about to enter 
the plan and assume responsibility for the continuous 
program of useful attention with courteous, instanta- 
neous answering of all calls and complete service re- 
pairs quickly and efficiently made. Satisfaction de- 
pending on these details is the foundation of a con- 
tinuous flow of repeat orders which will make the ac- 
count a profitable one, since your first order usually 
does not net a great deal of profit. 

So far we have considered only one side—the posi- 
tive side of the sales effort. We usually do not like to 
talk about the negative phase as that borders on the 
disagreeable. However, there are some of us who will 
need the blow of condemnation before we will give 
consideration to any suggestive lecture. Let us there- 
fore look at ourselves as we actually are in some cases. 
Let us see some of the idiosyncrasies that we must 
eliminate from our makeup to assure even a small 
success. 

Types of Salesmen Who Must Change 

CASE 1. Are you the man who enters the prospect's 
office with a crafty, shrewd, or cunning expression on 
your face? If so, you are the man who must heed 
our positive reasoning the most, for you are destined 
to spend your time on “cold turkey calls,” without re- 
peats from the mass of intelligent buyers. 

CASE 2. Are you the fellow who has the bland, un- 
ruffied, innocent, and disarming personality wh0 
makes a very presentable approach and is acceptable 


OFFICE APPLIANCES, October, 1946 




















OFF! 
























Four distinctive models 
10us 


ita- in Alumin-Ease Executives. 
re- 
de- : 
on- With features never 
ally before incorporated 


in a posture chair. 
OSI1- 


the 
will 
give 
ere- 
1SeS. 
nust 
mall 





act’s 
1) on 
reed 
ined 
re- 

















POSTURE CHAIR COMPANY, INc. 


1205 CHARLOTTE STREET © KANSAS CITY 6, MO. 


CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, SECRETARIAL, GENERAL OFFICE & FACTORY CHAIRS 
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STARTLING NEW WAY TO 
“SOUNDPROOF” YOUR 


TYPEWRITERS 1! -———~-ssseaay 


ASK YOUR 
TYPEWRITER 
DEALER 













Not just an 
ordinary felt pad, 
but a mechanical im- 
provement for every stan- 
dard make typewriter... 

four small screws are ali that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘‘Silent Sentry’ way. Yet 
your mechanic — without removing a screw —can 
turn the machine on its back, and without removing 
the base. clean and repair inside the machine! 






Write today for full illustrated details. 
Certain territories still available. romnen 


BUSINESS MACHINE PRODUCTS. inc 


96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6 N.Y 
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almost at once, but hasn’t the mental depth to close 
a deal with logic or on merit, but instead must con- 
clude your arguments with some low-class slander 
of your competitor’s product or grossly malign his 
character? If so, then you are going to be the kind 
destined to live on sandwiches, or coffee and dough- 
nuts for long periods between lucrative sales. The 
modern purchaser is allergic to:such “sales talk” and 
reacts accordingly. 

CASE 3. Maybe you are the type who is meticulously 
groomed, uses a genteel, effervescent conversation, and 
who affects a superior attitude—one who can create 
a sort of aura at the first meeting. Maybe you con- 
tinue your intellectual dissertation to the point where 
the P.A. is ready to sign the order and then, in the 
flush of triumph, elated to the Nth power, you find 
yourself incapable of discontinuing your verbose 
prattle long enough to complete the transaction. And 
so you miss out on a fine deal for the sake of personal 
satisfaction in your oratorical ability. You will not 
make a lot of money, but you will have a lot of fun. 

CASE 4. Do you rush into the inner sanctum and ap- 
proach the power behind the desk with a rapid-fire 
barrage of secretiveness, talking in a subdued voice 
and trying to give the impression that you have some- 
thing that cannot be obtained except through some 
subversive or smuggling connection and that you are 
it? Welcome will soon be denied yeu, just as soon 
as the buyer has had time to regain his poise. You are 
a one-time artist and your pictures have no lasting 
commercial value. 

There are many other wrong ways to try to get by 
without a service connection, but you will find eventu- 
ally that future business will be based on merit that 
combines selling and service in a way that assures 
economy, simplicity and personal satisfaction. 


ne —-e—__- 


JOHN J. KENNEY IS PROMOTED BY IBM 
International Business Machines Corporation re- 
cently announced the appointment of John J. Kenney 
as manager of sales promotion for the entire IBM 
organization, with headquarters in New York City. 





JOHN J. KENNEY 


He was previously IBM field operations executive and, 
prior to that, manager of the post-war planning de- 
partment. 

Mr. Kenney joined the company in 1917 and has 
held various sales and executive positions in New York, 
Cincinnati, Boston, and Newark. 

——7<— + —__- 


C. E. STOVER WITH BURLINGTON FIRM 

C. E. Stover, formerly with Butler Brothers and op- 
erating the Ben Franklin store at Greene, Iowa, is 
now associated with his brother-in-law, Louis B. Wall- 
bridge, in operation of Grahn’s Book Store, Burlington, 
Iowa. This firm has been in business for 68 years and 
the proprietors have ambitious plans for its expansion 
in commercial lines in the city of 30,000 population. 
They intend to stock more office equipment and sup- 
plies. 
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The reflected glare of light on paper work 
bounces back into the eyes, where Nature has pro- 
vided no protection. It causes eye fatigue, which, 
too often, communicates itself to other parts of the 
body and brings on that “tired-all-over” feeling. 


Accuracy suffers... work drags... errors creep in. 


“EYE-EASE” paper minimizes such reflected 
glare . . . guards workers’ eyes against strain and 
fatigue. Its correct green-white tint, combined with 
restful brown and green ruling is easy on the eyes, 
makes for greater working efficiency at any time, 
under any kind of light. It speeds up work. It helps 


to keep workers longer at their best. 


“EYE-EASE” helps sales. Push it! 
Recommend it! And be sure you 


a te tec igs Grae have a supply of E-10 booklets for 
EE = enclosures 
NATIONALS™ : 
LA 


WRRAASS 
Ser, \ wd 


A PRODUCT OF THE NATIONAL BLANK BOOK COMPANY, HOLYOKE, MASS. 
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MODEL 250 
(PRINTS 250 
COPIES 
PER MINUTE) 











p= we ew see ee eee Se SS 
NIAGARA DUPLICATOR COMPANY 
128 Main Street, San Francisco 5 
Please send full details of an Exclusive Niagara 
franchise in my territory which includes the fol- 
lowing counties: 





SEND COUPON FOR 
FULL INFORMATION ABOUT THIS NEW, 
REMARKABLE MACHINE AND ITS COM- 
PANION SUPPLY ITEMS; ALSO NAME OF 
DEALER IN YOUR LOCALITY 


Name Title . 





} 

1 

i 

i 

{ 

j Firm 
I 

! 

i Address 
; 


Aa ae Zone _ State a 
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THESE WORLD-WIDE ADVANCEMENTS 
ARE Exclascve WITH NIAGARA 


and make the “Model 250” the fastest, 
most accurate, most fully automatic 
















stencil duplicator ever made! 


J. WORLD’S FASTEST—250 COPIES PER MINUTE 
2. DUAL PRE-DETERMINING COUNTER 

3. FEEDS MORE KINDS OF PAPER 

4. NEW MICROMATIC CENTRALIZED CONTROLS 
5. SYNCHRONIZED IMPRESSION ROLLER 

6. NEW MASTER OPERATING CONTROL 


7. NEW AUTO-ACCELERATING TRANSMISSION 
&. LARGEST CABINET— DETACHABLE TRANSMISSION 


9. “HAIR-LINE” REGISTRATION CONTROL 
70. BUILT-IN DISAPPEARING LAMP 

77. DOUBLE-ACTION PAPER GUIDE LOCK 
72. NEW SPEED-SHEETER—250 PER MINUTE 


NEWLY TOOLED AND DESIGNED THROUGHOUT 






ARA 


DUPLICATOR w= COMPANY 


128 MAIN STREET = SAN FRANCISCO 5 © CALIFORNIA 


THE WORLD'S FASTEST DUPLICATOR 
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MASON presents 


the "EXECUTIVE 
A Four-in-One SECRETARY” 


UNIT! 
ADDRESS BOOK 


DESK PAD . 
MEMO PAD . CALENDAR 





Shows Unit Closed. Small Photo to left, 


(LARGE PHOTO 


shows right side open.) 


No. 75 List Price $12.50 


HIGHLIGHTS: 


e Genuine MASONITE BASE—100°/, Compressed 
Wood Fibre—Warp Resistant—INDESTRUCTIBLE! 


e Durable Leatherette Panels—Fine Quality! 
e Blotter Unnecessary—washable! 

e 24K GOLD TOOLING—Distinctive Design! 
e Made by Master Craftsmen! 

e Available in Brown-Green-Maroon. 


e Over-all Size—19x34. 


We Manufacture a Complete Line of 
DESK PADS, 
DESK PAD COMBINATIONS & SETS, 
WORK ORGANIZERS, 
PHOTO ALBUMS & SCRAP BOOKS 


MASON orooucrs: ine. 


“It’s Mason for 
Stationery Products of Quality” 


6 VARICK ST. NEW YORK 13, N. Y. 
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JOHN L. McMILLAN 
John L. McMillan, founder and president of the 


| McMillan Book Company, died on September 19 at 


| first displayed 


his home in Syracuse, N. Y. 

Mr. McMillan was born at Cambridge, N. Y., on 
April 8, 1859. He was educated at Cambridge Academy 
and Claverack College. His mechanical genius was 
in the invention of the automatic 
typesetting machine, which was used in the Ilion 


| Citizen in 1883. This was the first newspaper to use 


| at 701 E. Genessee Street, Syracuse. 


such a device. He also instituted the idea of running 
printing presses with electric motors. 

During his year at Ilion, N. Y., Mr. McMillan was 
closely associated with the Remingtons and noted the 





THE LATE JOHN L. McMILLAN 


development of the typewriter. At the suggestion of 
Palmer Wood, county clerk of Herkimer County, Mr. 


| McMillan developed a loose leaf binder for use with 


typewritten records. 
This venture into the loose leaf field led to further 
inventions, and in 1902 the McMillan plant was moved 


| to Syracuse and devoted entirely to the manufacture 
| of high-grade loose leaf devices. 


In 1925 the company moved to its present factory 
In 1944, the 
Trussell Manufacturing Company of Poughkeepsie 
was acquired and is being operated as an independent 


' company. In the same year the Syracuse Box Com- 


pany was purchased. The latest step in the expansion 
program of the McMillan Company was the purchase 


| of an additional plant in Syracuse, which doubles 
| present facilities. 


Mr. McMillan was deeply interested in the industry 


with which he had been closely associated for 47 
| years. He was also an ardent fisherman and made 


it a point to visit Canada twice a year in the pursuit 
of the wily trout. 
He was a member of the First Presbyterian Church, 


| the Audubon Society, the Manufacturers Association, 


the Metal Trades Association, Syracuse Chamber of 
Commerce, Technology Club, Oswelegois Club, Block 
Hall Club, Onondaga Golf and County Club, and 
Century Club. 

Mr. McMillan married Martha Weaver in 1889 and is 


| survived by one daughter, Miss Mary McMillan, noted 


American artist. 


+t & 
BENJAMIN W. KLING 


Benjamin W. Kling, 78, who founded the Kling 
Wholesale Stationery Company at 624 W. Main St. 
Louisville, Ky., in 1917, died in the Jewish hospital 
in that city, September 10. He had lived in Sheboygan, 
Wis., the last three years. Mr. Kling had retired from 
business in 1930 and the firm had been operated since 
that time by his two sons, Morris M. Kling and 
Arthur Kling. Besides the sons he also is survived 
by the widow, Mrs. L. K. Kling; two daughter, Mrs. 
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@ A-S-E Aurora Files are also standouts! They provide more, 
give more! They lead with smooth-gliding drawers... im- 
proved locking mechanism... rugged heavyweight steel 
construction that’s built to take it... trouble-free 
follower and extra filing capacity—actually 261 inches 

of clear filing space per drawer! 
Write today for free catalog on A-S-E Aurora 
Files—it’s the dependable line that’s backed by 
more than 34 years of engineering experience! 


7A 
(TS 


4\\2 AURORA FILES 


r/ 


Drawer fronts are 
flanged back and are 
welded to bottom —pro- 
viding extra strength! 


600 Cleveland Avenue, Aurora, Il 
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SOLVE 


YOU 


CHRONOLOGICAL | 








FOLDERS AND GUIDE SETS | 


New a 
¥ — 







You CAN solve the major 
problem of your customers’ filing systems 
with Wabash Name Printed Chronological 
Folders and Special Name Guide Sets. The 
busy sections of the file are your big prob- 
lem. 70% of all references in a file are 
made to not more than 30% of the names. 
These busy accounts accumulate bulk. Break 
up these bulky accumulations with Chrono- 
logical Folders and it’s easier to find one 
paper among 25 than to search through 150 
or more. Here’s an ideal plan that gives 
your customers a clean cut, orderly, practical 
index in the most important part of the 
file. The addition of Wabash Chronological 
Folders and Printed Name Guides make any 
index modern and efficient. We'll be glad 
to tell you more about it. 
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| Sidney Reibel of Detroit, Mich., and Mrs. Sam Evans 
| of Louisville; nine grandchildren, a brother and two 


sisters.—PJP. 


+; + 
C. A. KENDRICK 

Charles A. Kendrick, president and founder of the 
Kendrik-Bellamy Stationery Company, 1641 California 
St., Denver, Colo., died the evening of September 16 
in his home at 740 High St., after a heart attack. He 
was 83 years old. 

Mr. Kendrick was born in Kent, Ohio, but in 1872 
came with his family to Colorado where they pur- 
chased a hotel at Morrison. A few years later the 
Kendricks built the first log house between Denver 
and Morrison. Young Charles rode the range with his 
fathers and brothers and learned the ranch and 
cattle business. 

But “owning a store” appealed to him. In 1891, he 
formed a partnership, the Hamilton-Kendrick Sta- 
tionery Company. Since that time there have been 
several moves and changes, resulting in the present 
outstanding stationery store in which H. E. Bellamy, 
and Mr. Kendrick’s son, L. R. Kendrick, are partners. 

Always active in the business life of Denver, Mr. 
Kendrick helped found the Denver Retail Credit Men’s 
Association, was president three years of the Denver 
Retail Merchants’ Association, and a director of the 
Chamber of Commerce. He was one of the founders 
and a director of the United States National Bank, 
a former director of the First Industrial Bank, mem- 
ber of the Denver Club and of Rotary. 

During World War I he was chairman of the execu- 
tive committee of the State Council of National 
Defense. 

Surviving are Mrs. L. P. McArthur of Greeley, Colo., 
a daughter; the son, L. R. Kendrick, eight grand- 
children and six great-grandchildren.—_BART. 


+ fk 
WALKER FRANKLIN KALE 

Walker Franklin Kale, 49, president of the Kale- 
Lawing Company, office equipment firm of Charlotte, 
N. C., lost his life by drowning when he slipped and 
fell into the Catawba river backwater at Charlotte on 
September 14 while stepping from a small fishing craft 
to a pier. Although he was under water but a short 
time, the victim could not be revived by artificial 
respiration. It was stated that Mr. Kale could not 
swim. 

Born in Cleveland County, N. C., May 12, 1897, Mr. 
Kale came to Charlotte as a youth. In 1925, he and his 
twin brother, W. W. Kale, with A. W. Lawing organized 
the Kale-Lawing Company of which he was president 
at the time of his death. 

During World War I, Mr. Kale served in the Navy 
and in the years since he had been a prominent 
Legionnaire. 

Surviving are the widow, Ruby; brothers, W. W. 
Kale and Cecil Kale; and three sisters, Mrs. J. A. 
Purser, Mrs. O. L. White, and Mrs. Charles Simpson. 


i fk 
WILLIAM H. SNELLING 

William H. Snelling, 256 Ovington Ave., Brooklyn, 
N. Y., president of Snelling & Sons, manufacturers of 
typewriter ribbons and carbon paper, Brooklyn, died 
|/on September 26 at his home. His age was 63. 
Born in Brooklyn, a son of William W. Snelling, 
| founder of the business, he had been head of the 
| firm since his father’s death in 1921. 

Surviving are daughters Dorothy Snelling and Mrs. 
Catherine Durnan; a brother, Samuel; and two grand- 
children. 

Samuel W. Snelling is continuing the business under 
the same name, assisted by Albert H. Hale, plant su- 
perintendent, who has been with the firm for many 


years. ek 
GEORGE D. DOESCHER 

George Dewey Doescher, associated with the 

Rochester, N. Y., office of the A. B. Dick Company for 

15 years, died September 10 in Strong Memorial Hos- 





OFFICE APPLIANCES, October, 1946 








ia ace RET 


RY RATAN ER ReRmeN 


PS 











n’s 
ver 
the 
ers 
nk, 


Cu- 
nal 


lo., 
1d- 


le- 
tte, 
nd 


aft 
ort 
ial 
not 
Mr. 
his 
zed 
ont 


VY 
ont 


on. 


yn, 














cae 


a \S 

















ANOTHER 
EBERHARD FABER 


MASTERSTROKE 





ee AD ERARD FABER 


Reg. U. S. Pat. Off. 


“RETRACTABLE BALL-POoINT PEN’ - 


Same Faultless, Effortless Writing. 
Now in pace-setting new style. 
The No. 2 Model, 
with a Retractable Ball-Point. 


A newly added number in the Eberhard Faber line...and 
what a find for sales to that ultra-discriminating bracket of 
your Christmas trade! The ball point is instantly advanced 
into writing position, at a touch. A one-hand, split-second 
operation. Simply press the top and you’re automatically ready 
to write, with the ball point locked in position. 

Press again and it retracts. Hidden from sight, safe from 
damage and protected for pocket or purse. No cap is needed. 
The pen is superlatively convenient—and always instantly 
ready to use. 

All the sleek, high-styling you expect of Eberhard Faber... 
plus faultless performance, effortless writing. 


CAPILLARY ACTION ¢ WRITES EVERY STROKE * MAKE MULTIPLE CARBONS 


NEVER LEAKS ¢ “TAKES” ON ANY WRITING SURFACE ¢ DRIES INSTANTLY 


The EBERHARD FABER MODEL No. 2 


14. KARAT GOULD FILIED 


$25.00 plus tax 


DEWXE GIFT BOX 





A one-hand split-second operation 
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INTERCHANGEABLE 
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Black 
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Look for 4-Color 
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A happy thought 


¢ extra-special names on your list 











to delight the exceedingly discriminating, where you wish a gift of unusual 









beauty. * Definitely the most eye-arresting of ball-point pens Eberhard Faber, 





epitome of the greatest advance in faultless, effortless writing. * Nothing could 








meet your gift requirement more brilliantly than this famous-name pen, in either 





of two distinguished models at fine gift and fountain per unters, naturally 
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BALL-POINT PEN PERFECTION 


by 


EBERHARD FABER 


Reg. U. S. Pat. Off. 


LEADERSHIP IN FINE WRITING MATERIALS SINCE 1849 
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pital, Rochester. He was an active figure in Rochester 
music circles. His widow and three daughters survive. 


—GET. 
* & 


WILLIAM A. PFISTER 

William A. Pfister, 59, of Hudson, Wis. died August 
26 at St. John’s Hospital in St. Paul, Minn., after an 
illness of several weeks’ duration. He was the father 
of Arthur Pfister, representative of the Smead Manu- 
facturing Company in Missouri, Kansas, Oklahoma, 
Arkansas, and Texas, and was well-known to members 
of the Midwest Travelers Club. 

Mr. Pfister was born at Preston, Minn., on August 
26, 1887. He was known as a progressive farmer par- 
ticularly interested in pure-bred hogs and later be- 
came a sales manager for National Tea. A back 
injury forced him out of this work and in 1941 he 
and his son, Arthur, purchased the beautiful Lakeview 
Farm, overlooking the St. Croix River, south of Hudson, 
Wis. The family residence was still maintained at 
707 St. Croix street in Hudson. 

Besides the widow, Mr. Pfister is survived by his 
son, Arthur; two daughters, Mrs. Conrad Holden and 
Mrs. Charles Jensch of Hudson, and several brothers 


and sisters. 
- f 


CLAUDE C. COLLEY 

Claude C. Colley, Sr., 67, former president of the 
W. C. Campbell Company, office furniture firm of 
Washington, D. C., died September 18 at his home, 
Mount Rainier, Md., after an illness of six years. 

A native of Washington, D. C., he was associated 
with the W. D. Campbell Company for 20 years until 
his retirement in 1940. Before that time he was assist- 
ant manager of The Globe-Wernicke Co., office equip- 
ment and supply dealers. 

Surviving are the widow, Mrs. Marie C. Colley; two 
sons, Nelson C.,and Claude C. Colley, Jr.; a daughter, 
Miss Jeannett Colley, all of Mount Rainier; and a 
sister, Mrs. J. C. Gall, New York City. 


+ 
BRUCE L. COVAULT 

Bruce L. Covault, 59, the Seattle, Wash., manager 
of the Royal Typewriter Company, Inc., died Septem- 
ber 11 in Seattle. He had been for the past 40 years 
associated with various typewriter companies. He came 
to Seattle from Milwaukee, Wis., only eight years 
ago, to rise to the top of business and social circles 
in the city. He was born in Illinois, participated in 
the First World War, and in recent years in Seattle 
was prominent in the Seattle Chamber of Com- 
merce, the Washington Athletic Club, and the boys’ 
work of the Kiwanis Club, of which he was a member 
of the board. Besides his widow, Mette, he leaves a 
son, Gerald Robinson, both of Seattle; and a brother, 
Lynton Covault, of Tacoma, Wash.—CML. 


+ -- 
FRANK C. DELI 
Frank C. Deli, 59, director of the Autopoint Com- 
pany, 1801 Foster Ave., Chicago, and an inventor of 
many automatic pencils, died October 4 when stricken 
a a heart attack while on a trip near Houghton, 
ic 
Surviving are the widow, Lillian; two sons, Jack and 
Frank D.; a daughter, Mrs. Evelen Siljander, and three 
grandchildren. 
 - -f 


ARTHUR H. LEVINE 

Arthur H. Levine, partner in the Ohio Stationery 
Company, Cleveland, Ohio, and associated with that 
firm for the past 25 years, died September 24 at his 
home, 3489 Shannon Rd., Cleveland Heights, at the 
age of 47. 

Surviving are the widow, Mrs. Helen Levine: a son, 
Daniel; mother, Mrs. Naomi Levine; brother, Morton, 
and sisters, Mrs. Ida Lev of Cleveland, Ohio, Mrs. 


OFFICE APPLIANCES, October, 1946 


NEW... FAST yj ma 


HOLLY el PEN 


ASSURES COMPLETE CUSTOMER SATISFACTION 


| 


epeeer 


eteeeeeetenys 


FRSCORTORTAVTORVINOUTR ODEO ER lect tiieee 


vege 


it HOHMMANAAAADALIUAUAADADAAH iD obbttin ; 





Senanentinpeeenmesenmentmenembamaeneiendiiieessaaal a 






























40 


* At last a Ball-Point Pen that always writes a 
smooth, clean, unbroken line . . . a ball-point 
pen that’s dependable, always ready to write, 
anywhere, anytime. Already acclaimed the 
finest by thousands of actual users, the Holly 
Ball-Point Pen can be sold with confidence... 
you can be sure it will give complete satisfaction. 
It writes right! It stays sold! 


* Precision-built to watch-makers' standards, 
beautifully styled, the Holly Pen brings a degree 
of writing perfection never before achieved. 
WRITES 6 MONTHS TO 3 YEARS without 
refilling; writes dry; writes perfectly at all 
altitudes or under water, on all paper, cloth 
and other materials; writes through 4 to 8 
carbons; leak-proof; refills simply and cleanly; 
unconditionally guaranteed. Choice of black- 
and-gold or wine-and-gold color combinations, 
packed in a smart gift box. 


* The low list price and ‘‘no Federal tax"’ are 
important sales features too. You can offer 
your customers the world's outstanding Ball- 
Point Pen at a price that’s right for fast sales. 








ATTRACTIVE nine 
DISCOUNTS L-~ ‘ 
yr DO ‘ 
7 ust ' 
/ PRICE ae yy 
I NO FEDERAL TAX 
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HOLLY PEN CORPORATION 


5011 N. KEDZIE AVE. « CHICAGO 25, ILLINOIS 
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An adjustable desk lamp for the discrimi- 
nating buyer of fine merchandise. 


have met with National 


7 reasons why LASCO lamps 

@cceptance . . . . « «0 > 

Designed for light. 

Simple design, cast base. 

Rigid construction. 

Rubber feet prevents scratching of desk. 

Brass ball swivel, making shade adjustable. 

All connections permanent with wire nuts. 

All electrical devices underwriter approved. 

Instant starting switch. 

Durable brown wrinkle finish. 

Priced right, reasonably prompt delivery. 


LAKE SPECIALTY CO. 


711 West Lake Street Chicago 6, III. 
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Anna Slater of New York City, and Mrs. Esther L. 
Friedland of Binghampton, N. Y. 


tt k 


MRS. B. GARD EWING 


A pioneer in the paper field of Spokane, Wash. Mrs. 
B. Gard Ewing, president of the paper company in 
Spokane founded by her husband, died September 11 
in Seattle at the age of 75. She was well known in 
the stationery field through the prominence of the 
large paper house which she headed in recent years. 

Born in Ontario in 1870, Katherine Brace came west 
in 1882 with her parents and moved to Spokane in 
1885, when it was then Spokane Falls, a growing 
village. 

She attended the University of Washington for three 
years and later was graduated from Eastern Wash- 
ington College of Education at Cheney in 1892. Five 
years later she married B. Gard Ewing, the founder 
of that early paper company in Spokane. When he 
died, she assumed the presidency of the paper com- 
pany, remaining most active also in welfare, civic, 
church and social circles. 

Survivors include a daughter, Mrs. Thomas D. Mott 
of Spokane, Wash.; and two sisters, Mrs. Harry A. P. 
Myers of Seattle and Mrs. Reba B. Ruggles of Pasa- 
dena, Calif—CML. 

‘ - of 


EDMUND CECIL LOWDON 

Edmund Cecil Lowdon, 62, president of the Stafford- 
Lowdon Company, printers at Fort Worth, Tex., died 
recently. 

The decedent was a member of the Fort Worth 
Club, Colonial Country Club, the Forth Worth Kiwanis 
Club, and Central Methodist Church. He had been a 
director of the Fort Worth Chamber of Commerce 
and was vice-president of the Southwest Motor Club, 
AAA. 

Survivors are the widow; a daughter, Mrs. Knox 
McGowan, Lansdowne, Pa.; three brothers, R. R. and 
W. C. Lowdon, both of Fort Worth, and James G. 
Lowdon, Dallas, Tex.; a half-brother, Graham Norris 
Lowdon, Washington, D. C., and a sister, Mrs. Cleaves 
Rhea, Fort Worth. 

+ + -& 


STANLEY C. LITTLE 

Stanley C. Little, 32-year-old former businessman of 
Spokane, Wash., more recently with the International 
Business Machines organization in San Francisco, 
Calif., died late this summer in Oakland, Calif., where 
he had made his home since leaving Spokane. 
Besides his mother and widow, the former Miss Eliza- 
beth Starmont of Spokane, Wash., he leaves two small 
children, Jack and Suzanne. The funeral services con- 
ducted in Oakland, Calif., were under auspices of the 
Shrine.—CML. 

+ kt / 


JOHN F. FASSETT 


John F. Fassett, president of the Cleveland Desk 
Company, Cleveland, Ohio, died September 9 at the 
home of his mother, Mrs. Sarah C. Fassett, in 
Lakewood, Ohio. 

Mr. Fassett had been associated for nearly 40 years 
with the desk company, which was founded by his 
father. He had resided in Florida since retiring from 
active participation in the firm two years ago. 

Besides his mother, he is survived by his widow, 
Mrs. Zelda Fassett, and a sister, Mrs. Florence 


Nungesser.—BJ. 
+ k- - 


RICHARD T. O’ROURKE 
Richard T. “Dick” O’Rourke, 46, owner of the Office 
Supply Company at Houston, Tex., died there Sep- 
tember 5. He had been subject to heart attacks for 
some time.—EWF. 
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PERSONAL 
DESK FILE 


It's the new, different and improved SUSPEND-O-FOLDER Personal Desk File. A complete, 
cempact letter size filing unit, featuring the sag-proof, hanging-type SUSPEND-O-FOLDER. An olive 
green, heavy gauge steel cabinet with 25 Pressboard, 5 position, 1 expansion and metal tab fold- 
ers. Complete with an assortment of easy-to-insert printed guides, such as A to Z, Days, Weeks, 
Special Headings and Blanks. Designed to fit most desk drawers. 


FIVE STAR FEATURES: *Permanent Angular Metal Tabs Permanent Metal Hooks * 25 
Point Green Pressboard %1” Cloth Gusset Expansion % Easy-to-insert Tabs. 


SUSPEND-O-FOLDER will fit all types of files that use suspension folders and can be used 
to replace your customers’ worn-out hanging folders. 


SOLD THROUGH THE STATIONER EXCLUSIVELY 


ADMARCo 
ADVANCO PRODUCTS 


DIVISION OF ADVANCE S At & See e ck 


MANUFACTURERS OF Suspend-O-Folder AND FILING SUPPLIES 
148 WEST 24TH STREET, NEW YORK 11, N.Y. - Telephone: CHelsea 3-1276 
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™ BANK 
ENGLAND 


SERIES 
BY HIGH POINT 


The one thing every chair user demands 
of his chair is structural strength. Yes, 
his chair must be comfortable and in 
harmony with the rest of his office ap- 
purtenances, but most of all his chair 
must be able to take the punishment 
of the daily grind. 

HIGH POINT's conception of this 
famous old favorite Bank of England is 
an outstanding example of structural 
strength—the result of the accumulated 
experience of more than forty years of 
chair making. 

So when you sell your customers 
HIGH POINT's Bank of England, you 
sell them chairs which are designed 


right and made right—chairs which 


guarantee years of comfortable sitting. 








HIGH POINT BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 
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NEW EQUIPMENT, DEVICES AND SUPPLIES 
(Continued from page 42) 


adjustable spring tension, and adjustable height. Con- 
struction includes all-aluminum frame ffor seat, 
chrome nickel finish on steel tubing for the back 
frame, and an upholstered seat. A number of models 
are available, ranging from $41.40 to $72 list. 
—————— > o—_ 
LEE COMPANY OFFERS 
NEW CUSTUMER 


Lee Company, 666 Lake Shore Dr., 
Chicago, is showing a new addition 
to the chrome family in the form 
of a costumer, designed to stand 
continued usage and add decora- 
tive interest to a store or office. 
The metal column, hooks, and legs 
are heavily chrome-plated. Legs 
are non-marring, rubber-tipped, 
and are winged to give perfect bal- 
ance. Over-all height of the cos- 
tumer is 69 inches and shipping 
weight is approximately seven 
pounds each, packed knocked down 
three to a carton. 









Se 


LYON OFFERS NEW FILING CABINET LINE 


A line of filing cabinets that unites a number of 
popular and original features is being marketed for 
the first time by Lyon Metal Products, Inc., 750 Clark 
St., Aurora, Ill. These cabinets are available in 11 
models, with or without general locks, in suspension 


LYON FILING. 


« Round Cornet Draate 
Jon osble, Follewcn Biche 
Non Rebound Onawers 
+ Ragged Drawer Suspension 











LYON’S NEW LINE OF FILING CABINETS 


and non-suspension types. The accompanying photo 
illustrates five of the models. 

Characteristics of the cabinets include rounded 
corners on drawers and crossrails, easy-rolling, 
double-stop drawers which remain closed due to three- 
eights inch pitch to rear, and non-wobble follow 
blocks which slide the full length of the easily-remov- 
able drawers. 

In the legal size, two- three- and four-drawer files 
17% inches wide are available. In the non-suspension 
type, two- and four-drawer files are available in both 
letter and legal sizes. Lyon dealers or the company 
Can be contacted for further details. 
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As Simple as A-B-C 


The Mechanism in the New 


VEVIER RATCHET-LOCK CATALOG BINDER 


No Slides, No Keys, No Screws to Turn—No Complicated Mechanism 


& e 
Flip AND IT'S OPEN Flip AND IT'S CLOSED 


AND WHEN IT'S CLOSED, THE RATCHET-LOCK KEEPS IT CLOSED 


VEVIER 
HAS IT 


Your salesmen and customers will find it easy to 
insert new pages. We have done a big business 
with smart buyers over a number of years. The 
Sieber End-Lock Binder is good, but we think the 
new Vevier Ratchet-Lock Binder is a great improve- 
ment over all other types of catalog binders. 
Vevier Ratchet-Lock Catalog Binders are made to 
customer's specifications in leather (when avail- 
able) or imitation leather—your choice of colors. 


Flip Lever Up to Lock 


F } Lever Down to Unlock 


We will soon be in our new plant with double the floor 
space, with the same trained organization, with enlarged 
~— facilities and equipment. We make 90% of the metal 


Vevier Ratchet-Lock Catalog Binder Patent Pending parts used in our binders. 





YOU DON’T BUY CATALOG BINDERS EVERY DAY 
When You Do, You Want Them to Stand Up and Deliver 


With Handles or Without We know, that when you buy such important equipment, you will want 
Handles—1 to 6 Inch Mini- to see what it is like. Sample will be sent on memorandum bill, subject 
mum Capacity — Over 60% to return in good condition, for full credit, within thirty days. 


Expansion—Either 3 Post or Let's talk it over. Write—Wire—Phone. 
4 Post Get the Story—See Sample—You're Going to Like This Binder 


VEUVIER LOOSE LEA F COMPANY 


EXECUTIVE OFFICES 


216 SOUTH 7TH BLVD. Wi DEPENDABLE lEBE 
ST. LOUIS 2, MO. anu aclurets CVEVIER: E BE 
* 


CHESTNUT 4198 METALS 
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“Lies down flat and takes a 
| led 


beating! 


PLASTIC BACK 


CARBON PAPER 


e Easier and More Economical To Use— 
e Longer Lasting— 


Because it doesn’t curl, creep or slip! Per- 
fect results on any kind of typewriter. 


COV OC My Z; LE 


BRAND 


Ale Mlrireg ».t ble 
af Gecery UTC aga Superdarable 


Mi} 


4 
p 
8 | 
ON RIBBON MFG.CO. + SAN FRANCISCO, U-S-A 
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TWO-GETHER 
ENVELOPES 





A Letter for 


You Here 
And the 
wee) Justrife 
TWO -GETHER 
ENVELOPE 
also carries your 
sales message and 
Samples together. 











The Justrite Two-Gether Envelope serves as your Personal 
Representative where mail matter is concerned—for it not 
only conveys your sales letters, letters of quotation, etc., but 
the Two-Gether also delivers at the same time the all- 
important catalog, samples or other enclosures necessary 


to carry out the complete sales plan. 


Two-Gether envelopes are made of durable Kraft 
stock. The First Class envelope is securely attached 
to the larger envelope and can be sealed as any 
first class mail. The Catalog envelope is available 
with either a gummed flap, clasp fastener or string 
and button as desired. 


Attractively printed to your copy, the Two-Gether comes in 
a range of sizes from 7x10 to 11%x14%. Also available 
plain where so desired. Flap of First Class Envelope is 
printed in bold reverse type showing that a message is 


enclosed 


Write for samples and complete prices 
today. Special sizes made to order. For 
any Specialty Envelope problem, consult 
Justrite first. 


/ 6 
ay lakes 
ENVELOPE © COMPANY 
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WAGNER JOINS DAYTON OFFICE SUPPLY FIRM 

Richard B. Wagner, recently released from active 
military duty kas joined the organization of Every- 
body’s Office Outfitters, Inc., Dayton, Ohio. Mr. Wag- 
ner will devote his principal efforts toward the office 
machine, equipment and systems line carried by the 
well-known Dayton store. 

Mr. Wagner spent five and one-half years with the 
Army, where he attained the rank of lieutenant 
colonel. While in service he was assigned to control 





‘ 
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RICHARD B. WAGNER 


and administrative management activities both in 
Army Service Forces headquarters in Washington and 
a base command headquarters in the Pacific. He was 
awarded the Bronze Star medal for meritorious 
services. 

Prior to entering the military service, Mr. Wagner 
had a broad experience over a period of 11 years in 
the sales and installation of office machine equipment 
and systems. 

Mr. Wagner received his early education in Dayton 
and later received his AB degree from Cornell Uni- 
versity and a Master of Business Administration de- 
gree from Babson Institute. 

asin ncheieillliaion 

STRATFORD PREPARES HOLIDAY ADVERTISING 

Stratford Pen Corporation, Salz Building, New York 
1, N. Y., has prepared a complete co-ordinated mer- 
chandising and advertising program for the holiday 
season. Every detail of this plan is geared to help the 
dealers build store traffic and boost Christmas sales 
for the Stratford Regency pen. 

In addition to the advertising in leading national 
magazines, and top-circulation newspaper supple- 
ments, colorful car cards are used in transportation 
vehicles. 

Completing the holiday program are Stratford’s bril- 
liantly colored window streamers and window and 
counter displays, designed to direct Christmas traffic 
at the points of sale. 

Oe 
TETLEY’S REMODELS. FOUR DEPARTMENTS 

Increasing by 50 per cent the floor area of its store 
in Red Bank, N. J., Tetley’s recently announced the 
remodeling of the basement portion of its establish- 
ment to provide four full-sized departments to round 
out a merchandising plan adopted some time ago. 

The firm’s downstairs salesroom now includes busi- 
ness machines, office supplies, home stationery, and 
artists’ and drafting supply sections. 

In charge of the four departments is Mrs. Elsie T. 
Carhart, a granddaughter of the late John T. Tetley, 
who established the store before 1890. She has been 
associated with the firm more than ten years.—BJ. 

a 


JOE STUART OPENS FIRM IN ARKANSAS 








Joe Stuart, manager of the Stuart Typewriter Com- | 


pany, 207 Harris-Trimble Building, recently opened 


for business at El Dorado, Ark. He has the Royal | 


typewriter agency.—EWF. 
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: MASTER-CRAFT Protects 
y- . 
g- 
: he F L Leaf Sal 
he 
the Future Loose-Leaf Sales 
he 
nt 
rol & | S s 
Of the Retail Stationer 
The Independent Retail Stationer is a good business man 
and an aggressive merchandiser. He doesn't ask any 
favors from anybody. But when he is pushing and selling 
SS a manufacturer's line, the Retail Stationer certainly has a 
— right to expect a cooperative sales policy on the part of 
, . the manufacturer that will permit the dealer to make 
7 Ways mn Which the sales in his territory. 
The Master-Craft When a dealer handles the MASTER-CRAFT line, he 
. knows that he is going to make the MASTER-CRAFT 
Franchise Safeguards going 
nd 3 sales, now and in the future, because the MASTER-CRAFT 
vas The Retailer / sales policy assures him the fundamental protection that 
_ he needs. 
- I sngpratty territory rights, with We do not believe in taking business away from our 
ont te abe laa kta dealers, any more than we would try to take business 
muse 10 away from our own salesmen. We will not knowingly 
ee: ? , make it possible for anyone else in a dealer's territory to 
ani No direct quotations or orders /aS take business away from him in the MASTER-CRAFT line. 
Big yy oh from buyers in Fi | At the left are set forth seven specific provisions of the 
, ee ee ms MASTER-CRAFT Exclusive Dealer Franchise — all aimed 
a 4 at protecting the present and the future loose-leaf sales 
pir No sales to any loose-leaf of the MASTER-CRAFT Dealer. 
| jobbers. 
me Perhaps YOU would like your future loose-leaf business 
les 4 safeguarded by this MASTER-CRAFT Dealer Franchise, 
No direct sales to national when we are able to establish additional dealers. 
nal chain organizations for re-sale. 
le- 
ion 
) MASTER-CRAFT CORPORATION 
ril- No direct sales to national 
nd mail order concerns for re-sale. Kalamazoo, Michigan 
ffic DIVISION OF THE SHAW-WALKER COMPANY 
6 A 2-in-| quality line of staple 
loose-leaf products, plus profit- 
ore able, fast-selling specialties. 
the 
sh- 7 
ind A cooperative Merchandise 
. Plan that assures the dealer bal- 
1S}- anced stocks and full profits. 
ind i) 
T: 
ley, 
7 Loose Leaf Products 
Ring Binders 
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Model “E”’ 


MART 


STENCIL PRINTING PRESS 





This handsome new machine combines 









the best results of long and patient ex- 
perimentation to produce many new fea- 
tures not hitherto possessed by the best 


of previous stencil printing machines. 


Accurate single sheet feeding ... at 
full speed . . . without stopping your 
Model “E” to reload! While actually 
feeding sheets, it takes the new load! 
ieee. The time—and money-saving value of 
, this advantage alone has brought an 
avalanche of favorable testimonials. 
And you should know about the OTHER 


a modern printshop outstanding new features. . . 


in Yow ollice 








WRITE FOR PARTICULARS 


' MARR DUPLICATOR CO., Inc. 
53 Park Place, New York City, 7 


a, 
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ROYAL APPOINTS DAVID B. STARRETT 


The appointment of David B. Starrett as sales man- 
ager, standard machine division, Royal Typewriter 
Company, was recently announced by President Max- 
well V. Miller. 

Retaining his post as eastern sales manager, Mr. 
Starrett will, in addition, have charge of all domestic 
standard machine sales operations. 

Mr. Starrett started with Royal as a junior salesman 





DAVID B. STARRETT 


in Chicago in 1915. After serving as an officer in the 
U. S. Army in World War I, he returned to Royal 
as a salesman in the San Francisco, Calif., office and 
shortly thereafter became San Francisco manager. 
Mr. Starrett also managed the Oakland, Calif., office 
prior to being named Portland, Ore., manager in 1929. 

As assistant sales manager from 1935 to 1939, Mr. 
Starrett traveled throughout the West. In 1939, he re- 
turned to Portland as district manager in that terri- 
tory. Mr. Starrett was named eastern sales manager in 
direct charge of 47 eastern branches in April, 1944. 


——_—=—___ 





EBERHARD PEN DISPLAY—Eberhard Faber Pencil Company 
is supplying this new three-part display, designed by 
Lockhart International, Inc., 122 E. 42nd St.. New York, 
N. Y., to retailers of their ball-point pen. The easeled cards 
may be used together or may be split up into separate 
units for co-ordination of window and counter displays. 
+ __— 


NEW OFFICE MACHINE FIRM OPENS IN CHICAGO 


A. L. Steen and his son, G. C. Steen have announced 
the opening of their new office machine firm, the 
Commercial Business Machine Company, at 60 West 
Harrison St., Chicago. 

The company will specialize in Burroughs products, 
and in the purchase and resale of calculators, book- 
keeping machines, billing machines and Comp- 
tometers. 

Mr. Steen was formerly a partner in the National 
Office Machine Company at 547 S. Dearborn St., Chi- 
Cago, and prior to that was with Burroughs Adding 
Machine Company in various sales and service ca- 
pacities for 20 years. The son, G. C. Steen, was re- 
cently discharged from the Navy. 
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THE 
AMES SUPPLY 
CO. 


will exhibit in 


BOOTH NO. 16 


New Packaging—New Products 
New Color 


at the 


NATIONAL OFFICE 
MACHINE DEALERS 


ASSOCIATION CONVENTION 


to be held in 
Miami Beach, Florida 
November 21-22-23 


We Invite You To Visit Our Display 
Of Dealer Retail Merchandise. 


Ames Supply Company 


DISTRIBUTORS TO THE OFFICE MACHINE TRADE 


564 W. Randolph St., Chicago 6 











37 Murray St. 583 Market St. 
New York 7 AGENCIES San Francisco 3 
191314 Commerce St.,| PRINCIPAL CITIES 11 Prior St., 
Dallas 1 | Atlanta 3 
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Meat 


on your table 


In 1846 George Donner and his party crossed 
the great plains bound for California, which 
few of them reached. On the plains William 
Eddy, expert marksman, brought down buf- 
falo and other game for the party at will. 
Unfortunately, taking a "short-cut'’ through 
the mountains, more than half of them died 
from hunger and exposure. They made the 
mistake common to so many of taking short- 
cuts without true knowledge of the situation 
to be faced. 


Dependability is the safe short-cut to sat- 
isfactory service. You can depend upon 
"Andy units of Steel" and upon the service 
of the company which offers them. Produc- 
tion is limited at present and below require- 
ments. The tempo will be increased just as 
fast as conditions permit. Then the meat on 
your table can well be dependable steel 
equipment in your store. 


CARDINAL SALES, INC. 


Distributor for Anderson-Hickey Co. 


5631 W. Madison Street ” 
Chicago 44, Illinois 


sy wi 
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STEADY PROGRESS MADE BY RIDLEY’S 


Ridley’s Office Equipment Company, Moorhead, 
Minn., a firm started by William P. Ridley in 1939, 
has shown steady progress. Today five salesmen, 
two service department workers and two women office 
employees are on the payroll. 

A full line of office supplies and equipment is han- 





RIDLEY’S LOCATION AND STAFF 


dled and several good contracts are held by Ridley’s 
for office machines and equipment. 

Ridley’s now occupies three-quarters of the build- 
ing shown in accompanying picture, but with present 
expansion it may be necessary to take over the entire 
building in 1948, reports the proprietor. 

Pea Ee 
EVERSHARP EXPANDS IN CANADIAN PLANTS 


Expansion of Eversharp, Inc., facilities in Canada 
for the manufacture of new CA “magic sphere” writing 
instruments beginning in October, was recently an- 
nounced by Martin L. Straus II, president. 

The present Eversharp plant in Toronto at 100 
Sterling Rd., has been enlarged by the addition of 
3,000 square feet and production of the CA’s is sched- 
uled to begin there September 15, Mr. Straus said. On 
February 1, the company will take over a 10,000-square- 
foot factory area in Toronto, 372 Richmond St., to 
make room for further production increases. 

“Demand for the CA writing instrument as well as 
other Eversharp products is at record-breaking levels,” 
the executive said. “We are pushing all our manufac- 
turing facilities in order to increase our output and 
supply both our domestic and export dealers.” 

Expansion in Canada represents the company’s first 
move to produce the CA outside the United States. It 
is the third plant expansion step taken by Eversharp 
in the past two months. In July and August, Mr. 
Straus disclosed that Eversharp had taken over a new 
five-story plant in Chicago and a second in the New 


York City area. 
—————— a —___ 


TYPEWRITERS MOVE RAPIDLY AT SURPLUS SALE 

At the recent sale of 600 surplus typewriters to vet- 
erans, in the sample rooms of the War Assets Ad- 
ministration in Kansas City, Mo., almost half was sold 
the first day at an average price of $30 each. 

The sale continued the remainder of the week for 
veterans with priority certificates issued before June 1. 

Nearly all veterans are buying the machines for per- 
sonal use or for setting up typewriter rental firms, it 
was said. 

Another typewriter allocation is expected next 
month for sale on the same basis—GMH 

——— 2 —_—_—_——_ 


HARRY L. CUMMINGS OPENS IOWA FIRM 
Harry L. Cummings has opened an office supply 
store at Knoxville, Iowa, after resigning as vice-princi- 
pal of the Oskaloosa, Iowa, high school.—AL. 
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Indexed to put the I nformation You*Need 
RIGHT AT YOUR FINGERTIPS 


Conveniently indexed for quick easy reference, 
Amco’s catalog is complete and comprehensive. A 
flip of your finger puts the information you want 
before you. Included are size, descriptive informa- 
tion, price lists and complete data on all kinds of 
carbon paper and inked ribbons. Loose leaf con- 
struction allows replacement and addition of pages. 
For ready aid in filling your typewriter carbon and 
ribbon needs, let Amco’s catalog help you.%JSend 
for your copy—it’s FREE. 


* TYPEWRITER CARBON 
® HECTOGRAPH CARBON 
* CONVERTER’S SPECIAL CARBON 


® PENCIL CARBON 
® ONE TIME CARBONS 
® INKED RIBBONS 
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CLIP 
COUPON 
FOR 
CATALOG 


AMERICAN CARBON PAPER MFG. CO., 
Dept. OA, Ennis, Texas. 


Gentlemen: Please send me my free copy of the Amco 
Catalog. 


Name.... 


Address.... 


ee ee ee | 


Here’s Your Complete New @eneo Catalog 


For All Typewriter Carbon and Ribbon Needs 


















THE HOME OF QUALITY PARK ENVELOPES 


* * * 


FACTS ano FANCIES 


By McGillicudy 


According to the history books, it was 454 years 
ago this October 12 that Columbus, seeking a 
new route to India, discovered the vast continent 
of America instead. And it wasn’t long before 
people packed their bundles and came over 
the seas to settle new colonies. 


The white man had a little trouble under- 
standing the Indian, and they started chas- 
ing one another around. And in typical 
though more modern fashion, we've been 
chasing each other around ever since. 


It seems people just can’t realize that getting 
along together solves more problems than chas- 
ing each other around . . . that troubled times 
do exist and it’s easier to work together than 


against one another. 


Some businesses are like that, too. They 
believe in “every man for himself.” They 
don’t figure that some day things will be 
different. They never look ahead. 


All during these trying times, Quality Park has 
looked ahead .. . to better days. We've tried 
to be square with our dealers . . . to divide our 
output fairly. We've planned ahead . .. to 
days when we can produce all the fine Quality 
Park products you want... and we’re making 
sure we still have friendly customers waiting for 
them. We make it a point to provide Quality 
Service with Quality Park products. 








Quality Pk 
Products 


CZ 


* General Office and Factory, Quality Park, St. Paul 4, Minnesota 








* Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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CLARY MULTIPLIER PLANS EXPANSION 


The Clary Multiplier Corporation, employing more 
than 400 men and women in the manufacture of the 
new post-war Clary Speed-o-electric adding machine, 
plans further expansion from its present location at 
1524 N. Main St., Los Angeles, Calif. The company, 
sometime next spring, expects to occupy a huge new 
quarter-million-dollar plant, now under construction, 
in the famous old mission town of San Gabriel, a close- 
in suburban neighbor of Greater Los Angeles. 

The new building will occupy a four and a half 
acre tract and will be served by sidings of the South- 





HUGH L. CLARY 


ern Pacific railroad. This plant will permit doubling 
of the present payroll and production. 

In the present Los Angeles plant, preliminary de- 
velopment was started before Pearl Harbor on the 
new adding machine. This ceased early in 1942 and 
the plant became an all-out war plant, making bomb 
fuses. With reconversion came the new adding ma- 
chine. 

Hugh L. Clary is president and general manager. 
J. W. Stallings is general sales manager, and other 
plant heads include Robert E. Boyden, development 
engineer; A. J. Hall, factory manager and plant su- 
perintendent, and W. H. Petit, chief engineer. 

Current expansion of distribution by direct factory 
retail sale branches includes new branches in San 
Diego and San Francisco, Calif., Denver, Colo., and 
New York City. The latter was established personally 
by Sales Manager J. W. Stallings while the National 
Business Show was in progress. 

Air express was used in shipping the exhibit to the 
New York show. 


REYAM REPORTS LARGE FONEHOLDER SALES 

Reyam Plastic Products Company, Chicago, manu- 
facturers of the new Ruberlyke Plastic Foneholder, 
report that sales have now reached the volume of 
20,000 units per day and that additional molds are now 
being made to boost production to 24,000 units daily. 

A recent new development is the use of the Fone- 
holder for advertising purposes. The advertisers’ 
name, address and telephone number, together with 
the name of his product, and the type of business, are 
imprinted in silver ink on the flat side of the Fone- 
holder, so that they are always visible to the user. 
The advertiser presents these imprinted Foneholders 
to his customers and prospects as a good will-builder. 

Trade papers have been the backbone of the com- 
pany’s sales and merchandising activities, says Reyam 
Plastic Products Company. 


ea 


MRS. JOHN DUVIEILH CONTINUES FIRM 
Mrs. John Duvieilh, New Orleans, La., has recently 
announced that she will carry on the typewriter busi- 
ness of her deceased husband and that Lawrence Mil- 
ler will remain in charge of the repair department.— 
EWF. 
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— STANDARD SUPPLIES 
now 
laily. During years of experience in producing Standard Dupli- 
one- cators and Standard Supplies, constant research and ex- \ 
wih acting tests have led to a perfectly related line. Standard baat 
_ are Supplies are physically and chemically matched to give 
one- best results (brightest copies and longest runs) when all are 
ree used in combination. Standard Supplies are fully guaranteed 
Ider. when used with Standard Fluid Process Duplicators. 
vail STANDARD DUPLICATOR SUPPLIES 
@ Standard Carbon Paper e@ Standard BX Fluid nite acy, 
@ Standard Copy Paper @ Standard Correction Pencils os 4 
@ Standard Master Paper @ Standard Hand Cleaner 
ently @ Standard Master Prints 
pusi- (For duplicating printed form and fill-in simultaneously) 
Mil- 
nt.— 


STANDARD DUPLICATING MACHINES CORP. 


Dept. R5, Everett 49, Mass. 
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1S ESSENTIAL 


DURABILITY 


‘“*FILING AND FINDING”’ 


Patent No. 
2248355 and D 128118 











BARKLEY TAB 
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DURATEX VERTICAL 
FILE FOLDERS 














VERTICAL 
FILE GUIDES 


FILING SUPPLIES MAKE 
FASTER! 


Ease in “filing and finding” in- 
formation is a prime essential in 
the office. The press of modern 
business multiplies the amount 
of material that must be filed— 
readily accessible at a 


yet be 


moment's notice. Naturally no 








stationery store is complete with- | 


out a filing supplies department. | 


How good that department is, 


of filing supplies sold. Dealers | 


selling DURABILITY FILING 
SUPPLIES enjoy an advantage 
in serving their trade because 
that 


contribute 


these 


the 


experience proves 


business tools 


ultimate in filing efficiency. 














(1. BARKLEY & CU. 


Munufacturers of Filing Supplies 


17-5 


JEFFERSON STREET 


CHICAGO 7. Ik 





The intercommunication and automatic dial credit 
authorization system of Kellogg Switchboard & Supply 
Company, 6650 S. Cicero Ave., Chicago, was recently 
introduced on the West Coast in an effective manner 


| by the Converse Company, Seattle, Wash. 


This introduction to a receptive audience came at 
the Pacific Coast convention of department store 
comptrollers, representing the large department stores 
of the area. 

The Comptrollers’ Association invited the Kellogg 
Company, Burroughs Company, Remington Rand, Inc., 
and Underwood Corporation to exhibit their products 





KELLOGG EXHIBIT AT CONVENTION 


at this convention, inasmuch as department stores 
are faced, all over the country, with a serious problem 
of handling their billing and credit authorization for 
customers. Inauguration of the cycle billing system, 
to speed up handling of accounts, has meant the in- 
vestment in new billing and filing equipment. The 
Kellogg Company, represented by The Converse Com- 
pany on the West Coast, has come into the picture in 
a big way, due to the fact that they are one of the 
oldest manufacturers of automatic dial equipment in 
the country, having furnished for years practically 
all the independent exchanges with both automatic 
switchboards and dial telephones. 

H. C. Converse of The Converse Company points out 
that to make it possible for a store to authorize charge 
accounts from the floor it is necessary to have a 


| good telephone system, one with the very best voice 
depends largely upon the brand | 


transmission, and it must be flexible so that a number 
of authorizers can be using the system at the same 
time. Furthermore, all the sales floors must have a 
means of reaching the authorizers without inter- 
ruption. 

In the accompanying picture, Walter Hanson, sales 
manager from Kellogg Switchboard & Supply Com- 
pany, Chicago, is at the left. Next to him is H. C. 
Converse and at the right is Shell Guess, Kellogg’s 
representative at San Francisco, Calif. 

a ee ae 

FIRM PURCHASES COVINGTON NEWS STOCK 

Wood and Company, 201 Monticello St., Covington, 
Ga., recently purchased the stock of office supplies 
of the Covington News. The purchased stock has been 
consolidated with the merchandise which Wood and 
Company already had in its store—WES. 

—" 

H. E. ALPUENTE OPENS TYPEWRITER FIRM 

Recently returning from the armed services, H. E. 
Alpuente has opened a typewriter repair and sales} 
business at El Dorado, Ark., under the name of Harold 7 
Typewriter Service at Smackover Road and Midway— | 
EWF-. 
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INTRODUCE KELLOGG SYSTEM ON WEST COAST 
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Manufactured by BERT M. MORRIS COMPANY 


— 8651 West Third Street, Los Angeles 36, 





J. S. RECKFORD DIRECTS SALES POLICY 


Joseph S. Reckford, president of the American Lead 
Pencil Company, Hoboken, N. J., recently announced 
that he is assuming active direction of all the com- 
pany’s sales policy due to the resignation of Charles 
Wadsworth. 

Mr. Reckford has been in the pencil business for 
the past 21 years. He was vice-president and treasurer 
of the American Lead Pencil Company prior to his 
becoming president five years ago. 

Due to the rapid expansion of fountain pen sales, 





JOSEPH S. RECKFORD 


this entire program will be under the direction of 
Charles P. Schoen. The wood pencil sales will be in 
charge of William D. Hacker, former manager of for- 
eign sales, recently released from the Army. Lee C. 
Paddock will be field manager, following through all 
Sales activities of the company. Leonard A. Hehner 
will continue to direct the advertising program. John 
McCullough, Jr., formerly the assistant to Mr. Hacker 
and recently an official of the United States Depart- 
ment of State serving in Latin America for the past 
five years, will become export manager. 

Mr. Reckford states that there will be no change in 
the company’s policy of an aggressive and persistent 
drive for leadership in the field of fine writing in- 


struments. 
<> —_ 


'FINDS NEW ROLE—James N. Fitzpatrick, former member of 
‘the famed 101st Airborne Division, did not find the operation 
ofa duplicating machine too difficult when he was employed 
™ the Fisher Body Company's experimental program for 
disabled veterans. Fitzpatrick, who lost his right arm during 
© the historic “Battle of the Bulge.” quickly mastered the 
Process in the engineering division reproduction department. 

is project for disabled ex-servicemen was launched last 
ebruary. Forty-five disabled workers are employed in the 
Program and will be transferred to better jobs as their effi- 
Slency and experience increase. (Veterans’ Administration.) 
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© Boostin 
KIL-KLATTE 
sales from coast 
to coast...this is 
one of a series of 
advertisements 
appearing reg- 
ularly in leading 
office equip- 
ment magazines. 
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Merchandicg 


AIR ¢ FELT COMPany 


ert, Chicoge $4, Mineis 


{ Dealers: attach this coupon to your letterhead} 

AMERICAN HAIR & FELT COMPANY 

Dept. 6B-10, Merchandise Mart, Chicago $4, Ill. 

( ) Send 3 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. Our check for $18.00 is enclosed. 
(In U.S.A. only) or 

( ) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts. 


Firm Name 
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AND MANY OTHERS 





This new attractive heavy gauge metal LIBERTY Copyholder 
is compact and modern in design. No moving parts. It is 
practical for use by any office worker whose efficiency can 
be increased by having reference material before them in 
a direct line with their eyes. It will reduce errors and 
speed production. The UIBERTY Copyholder can also be put 
to many uses about the home. Its wide range of uses, 
coupled with a low retail price and liberal trade discount, 
gives the dealer an opportunity for both quantity sales to 
offices and over the counter sales to store customers. 


The tiperty Copyholder is produced and sold by the same 
firm that has pioneered with Liperty Boxes ... and 
performed the industry’s outstanding job of supplying sta- 
tioners with economical record storage filing equipment. 


Your sample order for a carton (packed 6 in) 
will be welcomed and shipped immediately. Dis- 
play them in your window and on your counters. 
Attractive advertising material and envelope stuf- 
fers will be furnished FREE... use them... 
then watch your orders mount! 
List Price $1.29 each. Slightly higher west of Rockies. 


BANKERS BOX COMPANY 


Established 1918 


536 SOUTH CLARK ST. * CHICAGO 5, ILL. 
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IMMEDIATE 
DELIVERY 


for 
DOMESTIC & EXPORT 


TRADE a 
REBUILT 
DICTAPHONES 


EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Ine. 








235 FIFTH AVE., NEW YORK 16, N. * 
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JESSUP TELLS OF NEW INDUSTRIAL FRONTIER 

“We Face a New Industrial Frontier” is the title of 
an article by Edgar B. Jessup, president of Marchant 
Calculating Machine Company, Oakland, Calif., ap- 
pearing in the August issue of Pacific Factory. 

“Like our ancestors of old, we face a vast undevel- 
oped frontiers, practically an industrial wilderness,” 
declares Mr. Jessup. “It stretches from the Aleutians 
to New Zealand. Like that other frontier of our an- 
cestors, there is comparatively little money or buying 





EDGAR B. JESSUP 


power there now, but we all know what happened to 
that frontier of our ancestors, which gradually became 
the greatest producing and consuming nation in the 
world. 

“As a people we have recently had the experience 
of discovering our own military might by landing on 
the Asiatic shore in hostile battle array. Now the op- 
portunity is presented to us to make peaceful landings 
on that shore, and to exert our great national in- 
genuity to create rather than to destroy. ... 

“Our particular business looks forward to continuing 
national development, but it also sees special oppor- 
tunities for growth in the export markets. In the 
years immediately ahead we expect to find that our 
best prospects abroad are the Americans who have 
made peaceful landings on these foreign shores and 
are setting up shop with real American enterprise.” 

= a 


EXECUTIVES DEATH WILL NOT CHANGE LONG- 
ESTABLISHED POLICIES OF M. L. BATH COMPANY 

Nathan Goldstein, vice-president of the M. L. Bath 
Company, Ltd., Shreveport, La., passed away on August 
30. He had been associated with the firm since 1907 
and was a brother-in-law of the founder, M. L. Bath. 

In a letter dated September 3, H. S. Wisman states 
that the policies of the company will remain the same 
as they have been for the past 41 years. Mr. Wisman, 
who has been with the firm since 1910, has been 
made executive vice-president. Mrs. M. L. Bath con- 
tinues on an inactive basis, holding the title of presi- 
dent. 

Establishing the company in 1905, M. L. Bath func- 
tioned as its chief executive until his death on De- 
cember 17, 1945. 

- a ee 

ALFRED KAHNE RETIRES FROM FIRM IN OHIO 

Alfred Kahne of Ashtabula, Ohio, recently retired 
after 58 years as owner of the Central Ness Room, a 
Main Ave. business with which he became associated 
in 1888. The new owner is Charles E. Berry. Mr. Kahne 
plans to devote some time to the sale of office equip- 
ment and furniture, a phase of his former business 
which he is retaining.—AK. 

gussceaettlli ai an inamioie 


MOVE GEORGIA FIRM TO NEW BUILDING 
Albert Gresham has moved the Gresham Job Print- 
ing Company, Greenville, Ga., to a new building, and 
has added a complete line of office supplies —WES. 
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IF IT’S A Liberty 
STORAGE BOX 


In the majority of cases this is a “lead pipe cinch.” Our 
records prove it. Many thousands of business organizations 
who purchased their first ‘ 
LIBERTY Boxes years 


ago have repeated regu- 










larly year after year with 
larger orders. The rea- 
son... LIBERTIES 
give more ef- 
ficiency and 
longer service 
per dollar 
spent than any 
other inactive rec- 
ord storage method 


known. 


THE TRANSFER SEASON IS RAPIDLY 
APPROACHING — don’t delay your order 


A RUNNING MATE 
FOR LIBERTY 
STORAGE BOXES 


Liberty 
PERMANENT 
BINDERS 


For Storing Loose Leaf Records 


These binders cost so little and are 
so flexible in their application to 
loose leaf records that many firms 
buy them in large quantities. 


Wherever You Sell Boxes You Can Sell Binders 
2 SALES IN ONE 








ELEC e 


§36 S.:CLARK Seaeer CHICAGO, ILL 
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for Deotimetive CORRESPONDENCE 
USE— 
COPYBRITE TYPE AND PLATEN CLEANER 


Its penetrating ability actually frees the solid accumulation of dried 
ink, lint and ribbon fabric which clog the type characters in nor- 
mal machine use. 

It is imperative that type be clean when “cutting” a stencil, and 
COPYBRITE TYPE AND PLATEN CLEANER renders this “MUST” 


a mere 40-second routine operation. 


Freshens and imparts new life to Platens and Duplicator Impres- 
sion Rolls. 


Vigorous brushing and splattering is unnecessary with COPYBRITE 
TYPE AND PLATEN CLEANER. 


The action is “IN” the fluid. 



















COPYBRITE USE 
Type and Platen Cleaner 
le” indleponeable. for the COPYBRITE 
proper maintenance of 
TYPEWRITER 
TYPEWRITERS 
ADDING and BILLING satire iinadineaeates 
MACHINES STENCILS 
MULTIGRAPHS STENCIL INK 
CHECK WRITERS 
RUBBER STAMPS CORRECTION FLUID 
ond Similar Office ALCO UNITS 
Sea ALCO FLUID 
Centon ine a ositalieas or GELATIN ROLLS 
ecic. not enamel, 
—s ~r HECTO CARBON 
COPYINX HAND 





NON-INFLAMMABLE 
Will not burn or explode. 


COPY PAPERS Inc. 


CLEANER 





700 WEST LAKE ST....CHICAGO 6, ILL. 


‘So It Right uth Copy brite” 


OFFICES IN ALL PRINCIPAL CITIES 
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STANDARD STATIONERS TO NEW LOCATION 
Standard Stationers is beginning its ninth year of 
business in Jackson, Miss., this fall in a new and 
much larger building located at 319 N. W. St., directly 
across the street from the state capitol building. 

The firm of Standard Stationers was founded in 
1938 by S. K. Jones and Howard Dear. S. K. Jones is 
merchandise buyer for the store, which was formerly 
located at 207 S. State St. 

The new building has 3,600 feet of floor space in its 
sales floor, private executive office, and large stock- 








EXTERIOR AND REAR HALF SALES FLOOR, 


STANDARD STATIONERS, JACKSON, MISS. 


room, and is served by a convenient double delivery 
entrance at the rear. In addition to the above space, 
Standard Stationers has a warehouse for storage of 
furniture and other large merchandise. 

Standard Stationers carries a complete stock of office 
supplies and furniture, and has a sales organization 
of six, which includes four veterans of World War II. 

The store is located in one of the most promising 
areas of Jackson. When completed, Mississippi’s three 
million dollar state office building will be in the next 
block. 

Standard Stationers has expressed appreciation to 
the manufacturing houses and their representatives, 
from whom they buy, for their co-operation, which, 
they feel, has aided materially in their rapid growth 
during the past eight years. 

——— -— 2 
N.O.M.A. PROCEEDINGS NOW AVAILABLE 


A significant event in the field of management is 
the recent release of the 1946 “Proceedings” of the 
National Office Management Association, presenting 
transcripts of the technical sessions of the group's 
twenty-seventh annual conference, held recently at 
the Stevens Hotel in Chicago. 

Those not members of the association may obtain 
copies by writing to its headquarters at 2118 Lincoln- 
Liberty Building, Philadelphia 7, Pa. As usual, the cost 
of the “Proceedings” to non-members is $5.00. 
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DESIGNER 


TOP NOTCH MAN 
WANTED 





An Eastern firm is looking for 
a top notch man with at least 
10 years experience design- 
ing roller bearing, suspen- 


sion, steel filing cabinets. 


Send full particulars in first 
letter. Answers held strictly 


ivery confidential. Our organiza- 
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(ram NEW AND EXCLUSIVE 


GLOBE 
MOUNTINGS 


Pictured here is one of the 
several new and exclusive 
models of Cram Globe 
Mountings shown and de- 
scribed in our new Catalog 
No. 55 which has recently 
been mailed to the trade. 
These models are not just or- 
dinary globes, but real art 
creations — distinctive, char- 
acterful, decorative—adapt- 
ed for either home or office 
use. 

Additional copies of the 
Cram Globe Catalog will be 
sent on request. We suggest 
that you refer to this catalog 
in making up your orders for 
fall and holiday requirements, 


MODEL \ s if you have not already 
No.176E done so. 








THE GEORGE F. CRAM COMPANY, INC. 


Makers of Maps, Atlases and Charts Since 1867 
740 E. Washington St., Indianapolis 7, Ind. 


THE STANDING ATLAS 


The inspiration for this beautiful and distinctive work of art is the famous 
Lee Lawrie statue of Atlas which stands in the forecourt of the Inter- 
national Building, at Rockefeller Center, New York City. The original 
statue and pedestal are 45 feet high. 
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C. LEROY JONES RESIGNS FROM WOODSTOCK 

C. LeRoy Jones has announced his resignation as 
sales manager of the Woodstock Typewriter Company, 
Woodstock, Ill., effective in September, in order that 
he might head, as managing director, the Office Appli- 
ance Mechanical Institute, 402 S. Jefferson St., Spring- 
field, Mo. 

The Institute has been publisher of certain technical 
publications Mr. Jones has written, including “The 
Typewriter Mechanical Training Manual, Vol. 1, Stand- 
ard”, “Typewriter Line Spacing Gauge and Instruc- 
tions’, and “Typewriter Mechanical Course, Instruc- 
tion Guide, Basic.” 

Effective October 1, the Office Appliance Mechanical 














C. LEROY JONES 


Institute activated its School of Typewriter Mechanics. 
This school, completely equipped with modern facili- 
ties, offers a course of instruction including a complete 
study of the theory and principles of mechanism, to- 
gether with thorough mechanical training in all phases 
of typewriter mechanics. Present facilities limit en- 
rollment to 50 students, but the school will be ex- 
panded as additional space becomes available. Schools 
for adding machine mechanics and duplicator ma- 
chine mechanics are to be added. 

While in the service of the War Department, Mr. 
Jones, as office appliance specialist, authored a num- 
ber of War Department publications on typewriter 
maintenance, installation, operation and repair of IBM 
payroll machines, cleaning of stencil duplicators and 
repair of dented drums, and standard repair pro- 
cedures for office appliances with repair shop equip- 
ment and tool list. 

J. W. LEROY IS APPOINTED BY BERGER 

The appointment of J. W. LeRoy as manager of 
special products sales for the Berger Manufacturing 
Division, Republic Steel Corporation, Canton, Ohio, 
was recently announced by R. W. Helms, general man- 
ager of sales. 

Mr. LeRoy previously traveled as a sales engineer 
for the special products department of Berger. A 
native of Massillon, Ohio, Mr. LeRoy played on the 
famous high school football teams of 1923 and 1924 
and later attended Hiram College. Before joining 
Berger, Mr. LeRoy designed tools and dies, and later 
took up sales engineering. 


I 
SHARP HEADS CLARY NEW “YORK OFFICE 

Ingram Sharp, a veteran in the sale of account- 
ing machines, has been appointed manager of the 
newly-opened New York office of Clary Multiplier 
Corporation, Los Angeles. Prior to this new connection 
Mr. Sharp served the Burroughs Adding Machine 
Company for many years at Pittsburgh and Buffalo, 
leaving the managership of the latter city to assume 
his position in the new organization. The announce- 
ment was made by Joe Stallings, sales manager for 
Clary. Both Mr. Sharp and Mr. Stallings were present 
at the Clary exhibit at the New York Business Show. 
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invisible Protection for any sales story 
photographs 
swatches. 


Transparent, 
. advertising layouts or proofs... 
. testimonial letters . . . sample 


AICO FLEX-O-COIL Binders for Visual Presentation have rich 
covers of simulated leather. They contain non-inflamable, trans- 
parent Lumarith protective envelopes for invisible protection that 
will glamorize any sales story. 


AVAILABLE IN ONE SHEET SIZE INDIVIDUALLY CARTONED— 
11 x 9 inch envelope size with 8 protectors at $5.00 to 14 x II! 
inch envelope size with 20 protectors at $19.75. 


master copies, instruc- 
tion sheets, technical data and 
reference material of all types 
should be stored in accessible 
ring binders protected from wear 
and soil by AICO Visiflex sheet 
protectors. They're especially re- 
inforced at the binding edge to 
prevent tearing out. 

5 sheet protectors per package— 
$1.00 list. 


Distributed in Eastern States by 
Aigner Index Company, 97 Reade St., New York 13 


Drawings, 





New Permanent Sales Room 
Elmer Krumwiede and Associates 
336 South Jefferson Street, Chicago 6, III. 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 
CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


Gf. Arigquer Company 


503 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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A SAVING AT EVERY TURN 


DARNELL 


Of fice Chair 


CASTERS 


built to take 
punishmen é 


Zee 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 
60 WALKER ST., NEW YORK 13. NY 
36 N. CLINTON CHICAGO 6, ILL 
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GOOD MERCHANDISING PAYS DIVIDENDS 
It was ten years ago that Ernest Gruner opened a 
stationery and office appliance store in Watertown, 
Wis., on July 1, 1936, with a stock of approximately 
$500.00. Today there are many days when daily sales 
run over the $500.00 figure, and this record attests the 
alert merchandising practices of Mr. Gruner who has 

seen his business grow steadily through the years. 
Watertown is a city of 11,000, with few factories, 
but with agriculture providing the main earned in- 
come of the region. It is by cultivating the entire area, 
selling stationery and office supplies to city and rural 





os = Gus 
; ae ht SO * ‘ 
ERNEST GRUNER STORE AT WATERTOWN, WIS. 


patrons as well as organizations that Mr. Gruner has 
built his business into a typical example of what a 
thriving stationery business should be in the average 
small city. 

Mr. Gruner is the type of businessman who believes 
that there are times when the owner of a business 
must get out and cultivate sources of new business. 
He has always made it a practice to get out and 
visit private school and industrial accounts. Today, 
this store furnishes textbooks and supplies for more 
than 100 schools in Jefferson and Dodge counties. 
The volume of business from schools is considerable, 
according to Mr. Gruner, who takes the time to keep 
in close contact with teachers and school boards to 
see just what textbooks and supplies they need. 

Naturally, contact work of this sort has helped 
Mr. Gruner also to make the acquaintance of numer- 
ous people in two counties, many of whom buy sta- 
tionery and office supplies for their own businesses 
and private needs. 

“About 80 per cent of our business is office supplies 
and equipment,” says Mr. Gruner, “the remaining 
20 per cent being devoted to books, gifts and greeting 
cards. The latter three lines have been added in the 
past five years and have developed very nicely. We 
think the volume on those lines will continue to 
increase during the next few years.” 


Has Convinced the Skeptics 


On the anniversary of his first ten years in business, 
Mr. Gruner recalls that when he first started im} 
business, many local merchants were skeptical that” 
an office appliance store could thrive in a small cit¥® 
like Watertown. But Mr. Gruner has convinced the) 
skeptics. Today he is also connected with a branch 
store of the same type at Fort Atkinson, Wis., popu= 
lation 6,000. 

At Watertown, the Gruner store is very attractivé 
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DEPTH 16 in 


~  Facuna MULTI-UNIT oF 
JUNIOR FILING SYSTEMS 


| FOR EVERY FILING NEED | 
wert F/I Sales Corp. 300 EAST 145TH Tea : NEW YORK 51,N. Y. 
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mater 
PLASTIC TRAY 


STEELMASTER'S world-famous Futura Grey Cash, 
Bond and Office Boxes now come supplied with its 
MOLDMASTER Plastic Tray. MOLDMASTER Plas- 
tic Trays are made of improved phenolic plastic 
material in glossy black and has substantial 
strength. Greater coin-compartment capacity is 
provided. Ease and speed of handling of currency 
is achieved and a modern, harmonious and two- 
toned article of commerce is now offered to. the 
trade by STEELMASTER, the world's largest 


manufacturer of cash, bond and office boxes. 


CASH BOXES 


Futura CASH BOXES with Moldmaster TRAYS 


| Shipping List Price 
No Ww 4H | D Weight F.O.B. N.Y. 


F 30 | 10%, | 4% "/, 31/, Ibs. 


hag 3 | 4% | 2 Ibs. 


“Fi0 | 10% | 2% | 7% | 2%lbs | $235 
WITHOUT TRAYS 

= | 4% "4 2/4 Ibs. | $2.00 

Wh | 3% | Se | Vibe | $175 

“10 | 3) | 4% «| Wa lbs. | $150. 

MOLDMASTER TRAYS 

M1910] ForF@orFI0. | $60 


M 1914 For F 4 Bond | $12.00 


Per Dozen 


The right to limit quantities is reserved. 
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CARD CABINETS 





Sleedmarter 
CARD CABINETS 


Staudard 


OLIVE GREEN SERIES 


Futura 


SILVER GRAY SERIES 


Available in FUTURA silver gray or standard olive 


green 


series, 16" 


deep, 


STEELMASTER Card 


Cabinets, Single and Double Drawers. 


These units are furnished with ASCO hook-up fea- 
ture and can be built to any height. When ordering, 
indicate "F"' for FUTURA silver gray items or merely 
use stock number shown for standard olive green 


items. 


CARD CABINETS 





SINGLE DRAWERS 







































































Approx. List Price 
No. | Card | Width | H D | Capacity | Ship'g Wt. | F.0.B. N.Y. 
35 | 3x5 | 6%, | 5% | 16"| 1,500 5% Ibs. | $3.00 
——— | —_ SS — al — a 
346 | 4x6 | 7 | bie | 16"! 1,500 6% Ibs. | 3.50 
8 | 5x8 | 9% | 7% | 16%! 1,500 | 8 Ibs. | 450 
49 | 6x9 | 10% | 8% | 16"| 1,500 | 12% Ibs. | 7.00 — 
DOUBLE DRAWERS 

| Approx. List Price 
No. | Card | Width | H D | Capacity | Ship'g Wt. | F.O.B. N.Y. 
352} 3x5 | 12% | 5% | 16"| 3,000 | 9% Ibs. | $5.25 
3462 | 4x6 14'/. | 6/4 | 16"'| 3,000 1 ibs. | 6.00 
iA — ee fo ~ = | 
3582 | 5x8 18% | 7% | 16") 3,000 15!/2 Ibs. 8.00 
(ott Retell ee 
92) 6x9 | 20% | BY% | 16""} 3,000 | 21%, Ibs. | 10.00 

















The right to limit quantities is reserved. 
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Movable! 


She 


Modern! 
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PLASTIC 
DESK TRAY 


The ASCO WWoldmatter "Rotarian" desk tray will accommodate letter and legal 
size correspondence and papers. 

The "Rotarian" is made of plastic (phenolic) and its rotary-swivel action doubles 
the work of ordinary trays. 

The "Rotarian" is furnished with two rubber bumpers and four plastic bumpers to 
prevent desk marring. It is furnished in a soft, pleasing walnut color to harmonize 
with office surroundings. 

It is packaged in sets of two trays (including bracket and post) in an individual 
carton and then is master packaged in a master carton of six sets. 















Item Width Depth Hght. | Carton Shipping Wt. List Price 
"Rotarian" Beiees Bae a $4.95 
ih) ! Ad id 
Desk Tray Set 8% 13% | . 5 Ibs. per set* 











*Set is composed of two trays, post and bracket. 


pert Steel Sales Corporatiou 


300 EAST 145TH STREET ° NEW YORK 51, N.Y. 
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and customers often remark on the good lighting, the 
neat stock, and the well-kept store, as well as the 
general graciousness of the clerks. Mr. Gruner is 
proud of his sales staff and the way they try to 
help all customers fill their stationery and office 
appliance needs. 

He looks forward to an excellent future, convinced 
that hard work and alert merchandising will bring 
more gains and profits—NELS. 





GOLD IS WHERE YOU FIND IT—At regular intervals, the 
girls in the Eversharp, Inc., plant, Chicago, strike gold. 
Paulette Busse is shown salvaging scraps of precious metal 
falling from machines which produce barrels, tips, caps 
and clips for the writing instruments. Metal imbedded in 
the thick tar-paper floor clovering is also reclaimed. In 
this department and others, $750,000 worth of gold is salvaged 
annually. Eversharp will use nearly $5,000,000 worth of 

gold in its products during 1946, it is claimed. 

9 

LOWMAN’S LAUNCHES NEW STORES 

Flourishing for 65 years, Lowman & Hanford Com- 
pany, the pioneer stationery store of the city and the 
oldest retail firm of Seattle, Wash., plans the most 
notable enlargement of its long career. 

This expansion is now taking definite shape with 
three new stores to open shortly in Seattle. Like many 
other West Coast cities, Seattle is finding itself, in 
these post-war days, catering to a larger population 
and larger payrolls. Consequently, there are more 
customers in the stationery field, as well as in other 
lines of retail business. 

Thomas M. Pelly, president of Lowman’s, hopes for 
early opening of the three additional stores at strategic 
locations—two in neighborhood communities away 
from the downtown district, and the third within the 
downtown district itself. 

In the Ballard district, at 2201 Market St., a new 
Lowman & Hanford Company branch is being readied 
to serve the north-end section of Seattle. At 4549 
University Way, another new store is being prepared 
for the University of Washington district. The third 
hew store, at 1407 Fifth Ave., will serve retail shoppers 
in the office and commercial district of Seattle. 

“Seattle has grown to the point,” observes Mr. 
Pelly, “where we have to add these stores to serve 
adequately the requirements of our larger population. 
These stores, therefore, will bring commodities in 
three main categories — stationery, books, and office 
Supplies—as well as gifts and allied merchandise, right 
to residents of districts where the customers’ ad- 
dresses reflect density of buying habits. Prospects for 
brisker business in such lines are good in the months 
to come.—CML. 
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Carter’s newest and 
finest writing set | 


STYLEWRITER is thoroughly modern—streamlined— 


beautiful. 9 Radiant Colors! 


STYLEWRITER is mechanically perfect—the only set with 
the expansion chamber—an exclusive Carter 
feature which prevents overflow from internal 
air expansion, and guards against spilling in 
case Stylewriter is upset accidentally. 


SHliwrilte COMES COMPLETE WITH INK. 


STYLEWRITER is easy to refill with a standard Carter 


Cube. 


STYLEWRITER is Nationally Advertised. 


STYLEWRITER Retails for—$3.00 Single 


$6.00 Duplex 


Ask for Dealer’s Quantity Prices 


nt CARTER’S INK cow. 


BOSTON, MASSACHUS®TTS 
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BETTER FORMS... 


Notes, Drafts and Receipts 
by GIBSON - NORWALK 
mean 


BETTER PROFITS! 











Your customers will accept GIBSON Forms just 
as readily as the low margin variety and quality makes 
lasting friends © Rag content bond, clear, sharp, 
lithography, sturdy, linen-reinforced bindings with 
gold stamped covers, and, on modest minimums, 
your name and address on every form at no extra 
cost—your best possible assurance of repeat orders. 


Lithographers and Publishers 


NORWALK CONNECTICUT 
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CORRECT TYPING POSTURE 


(Editor’s Note—T hese hints on good posture in typing 
are taken from the booklet, “Streamline Your Typing”, 
copyrighted by W. F. Herring, 102-152nd St., Calumet 
City, Ill. Mr. Herring has obtained three patents on 
products, pictured with this article, to assist typists 
and bookkeepers.) 

The first essential necessary to create speed and 
accuracy in typing is to create correct physical balance 
by applying correct typing posture. 

These are the benefits received in typing by applying 
correct position at the typewriter: 

1—Your fingers will be stronger and your technique 
improved, for you will not raise your hands, overcom- 


ing a slappy motion. 
2—You will not hook onto a key, while reaching 





TYPING TABLE—This new metal school typing table is 34 
inches long and 19 inches wide, with legs permitting a 
four-inch adjustment of the table from 26 to 30 inches high. 
The well in the center, 14!/, inches long and 12!/2 inches 
wide, is equipped with adjustable raising device that has a 
rise of three inches. When the typing bed is lowered to 
26 inches, the top of the table is 29 inches from the floor 
and there is 23!/, inches leg room. If additional leg room is 
desired, the table can be raised to 30 inches. When the 
adjustable device is raised to the full height, the new unit 
can be used as a regular flat-top table. 


from a key in the upper row to a lower. 

3—If you are well balanced you will not squirm 
around, causing you to hit in between two keys or 
strike the wrong key. 

4—You will have control over your keyboard, allow- 
ing you to make the proper reach for the more diffi- 
cult combinations. It will also enable you to speed up 
on the faster combinations and slow down on the 
slower ones. 

First adjust your chair. 

Your chair should be adjusted so your feet rest 
firmly on the floor. The front of the chair should not 
create pressure on the smaller part of the thigh. If your 
chair is too low it will cause you to press to the back 
of the chair, pulling your hands away from the key- 
board. Be sure your position does not place too much 
weight on your feet. If your chair is adjusted too 
high it will cause you to sit near the end of the seat 
of the chair. Your chair should be comfortable. 


How to Sit Before Typewriter 


You must know how close to the typewriter you 
must sit. To determine this, place your typewriter in 
a position so your forearms will not hit the desk your 
typewriter rests on. Sit directly in front of the ma- 


chine. 
The end of your left knee should be directly under 
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continue to interfere with our plans, Vail will remain 
"SERVICE-CONSCIOUS." Rest assured that the Vai 
standard of quality will remain constant .. . 
keenly our obligation to provide our trade with the max- 
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MANUFACTURING COMPANY 
900 EAST 95th ST., CHICAGO 19, ILL. 








HELP YOUR CUSTOMERS... 








an 
Sy to Have Efficient, Smartly Appointed Offices!| _,, 
. / of 
| it | 
\/ LEE COMPANY suggests... 
i all 
J 
Comfortable, beautifully styled OCCASIONAL CHAIRS 
| that will give an Interior Decorator’s touch to 
Reception Room or Executive Offices. 
We have several models that are particularly appropriate, 
All expertly constructed hardwood frames, with exposed 
wood attractively finished in walnut. Upholstery is of 
Plastic-finished Leatherette, guaranteed to be Stain-proof! 
Wrinkle-proof! Tear-proof! Water-proof! Can be easily 
cleaned with soap and water. 
The Model shown is our No. 1700. Padded spring-filled 
seat and padded back. Welted seams and Nail trim add 
decorative touch. Available in Ivory, Blue, Tan, or Red. 
Price . . . $32.50 — Customary Discount. 
No. 1702 has thickly padded No. 1705 is slightly larger Pie 
seat and back. Leatherette than No. 1700, but of simi any 
; ; platfe 
effectively trimmed with lar construction. Metal bind. 18 in 
6 Peer. Puce frame throughout 
ee an ee Sagless spring-filled seat | 
and other exposed wood fin- Available in Ivory, Blue r 


ished in walnut. Price inte “ie Red, or English Tan. Price 
$19.95—Customary Discount. $28.50—Customary Discount 










An important newcomer is the gracefully To Reach The Top . . . we suggest this 
designed No. 110 COSTUMER. Metal col-  super-built step-stool of heavy gauge steel, 
umn, hooks and legs are heavily chrome- pjckel plated for longer wear. Rubber- 


plated. Legs rubber-tipped and winged tipped feet. Seat covered in fine grade 


out for perfect balance. An attractive 





Leatherette. Price . . . $9.50. 
addition to any office. Price . . . $13.50 — 











Customary Discount. : : : 
For “extra” chairs, we suggest these precision 


made FOLDING CHAIRS of the finest qual- 








ity. Sturdy frame and legs made of selected BOOKK 

one-piece hardwood, smoothly sanded, finished — ‘ 

in walnut or natural and lacquered for extra Po 

protection. Comes in 3 styles: No. 4317-W offers 4 

with five-ply laminated wood seat and match- » % top wit! 

ing back panel; No. 4317-L of similar con- two she 
struction with cushioned seat upholstered in © N 

Leatherette. Assorted colors. No. 4417 uphol- ee ae. 
stered seat and back of Leatherette in assorted a sure. 

colors. Serviceable! Unusual construction! Your 

Beautifully designed! to hold 

‘ also re] 

No. 4317-W $ 9.95 é gers, gi 

No. 4317-L 12.95 gg. arm an 

No. 4417 14.50 , Op / / Strain f 

Customary Discount COM Pp Study 

Will he); 

N to incre 





666 LAKE SHORE DRIVE, CHICAGO 11, ILLINOIS 
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your backspacer. This will give you the distance you 
should sit from your machine. 

Your right foot should be back toward your chair 
and your feet at least five inches apart. 

Your forearms should slant upward—approximately 
at a 30-degree angle—so as to conform to the slant 
of the typewriter keyboard. To arrive at this position, 
it may be necessary to have your typewriter raised. 

Sit erect and lean slightly forward. This will relieve 
all spine pressure and your fingers will be faster. 





TYPEWRITER PLATFORM—This platform, which can be 
installed on any typewriter desk or table, adjusts the type- 
writer upward to the desired height of the typist. The 
platform, all-metal in crackle finish, is 12!/, inches long and 
18 inches wide, and adjusts from 1!/, to 3 inches in height. 





BOOKKEEPING TABLE—This new metal school bookkeeping 
table, 34 inches long, 19 inches wide and 26 inches high, 
has legs permitting a four-inch adjustment. At height of 
26 inches, the table has 25-inch leg room and at 30 inches 
offers 29-inch leg room. The table has a black linoleum 
top with chrome trim, is finished in pearl grey, and offers 
two shelves for storing books, supplies and personal effects. 


Now adjust the back-rest of your chair—just so 
you can feel the back-rest—without too much pres- 
sure. 

Your forearm with an upward slant will enable you 
to hold your fingers closer to the keyboard. It will 
also relieve the weight of the forearm from the fin- 
gers, giving you a faster stroke. The weight of the 
arm and forearm will rest on the elbow, relieving the 
Strain from the shoulders and the neck. 

Study your position and check your balance. This 
will help you to execute the other essentials necessary 
to increase speed and reduce errors. 
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Bassick 





In addition to standard casters and slides for wood furni- 
ture, the Bassick line includes sizes and types for all 
metal chairs and furniture. 





Casters for metal chairs must be correct in size and stem- 
type for the particular size of metal tubing and for the 
socket or adapter used. The casters shown above are 
representative standard types. 





Bassick cushion slides, with adapters, are also available 
for all types of metal chairs and furniture. 


The new Bassick booklet No. 136 contains full informa- 
tion on floor protection equipment. By using it to recom- 
mend the correct casters, cushion slides, furniture rests 
and furniture shoes, you'll render a worth-while service 
to your customers. If you haven't your copy, write to 
THE BASSICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corporation. Canadian 
Division: Stewart-Warner-Alemite Corporation, Ltd., 
Belleville, Ont. 
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MAX SCHWARTZ 
formerly of Bright 
Chair Company, an- 


nounces the opening 


of MILO 


Leather Chair Co., Inc. 


Specializing in 
upholstered office 
furniture of distinc- 


OAALZCOLALZY 


tion. 





LEATHER CHAIR CO., INC. 


203-5 WOOSTER ST. * NEW YORK 12, N. Y. 
ORchard 4-6644 ORchard 4-9862 
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OPEN LOUISIANA OFFICE SUPPLY FIRM 

Formal opening of the retail store of the newly- 
formed Davidson Office Equipment Company, Inc., 
was recently held at 210-212 N. Second St., Monroe, 
La. 

President and executive head of the new organiza- 
tion is Drew M. Davidson, a former U. S. Army Air 
Forces first lieutenant, who thus joins the list of Sel- 
man Field trainees and offices who became so attached 
to Monroe, La., during their service there that they 
decided to return after the war and launch their busi- 
ness careers. 

After his discharge from military service on October 
31, 1945, Mr. Davidson became connected with a Mon- 
roe office supply company as city salesman, and most 
of those who are now associated with him were in 
the same business at Monroe. Office manager for the 
new company is O. R. Lewis, and the city salesman 
will be Edward Kester, both well known to the trade. 
The staff includes James E. Davidson, a brother of the 
president. 

In addition to a complete line of office equipment, 
the store handles business furniture. 

————_— ¢ —____ 


CRUMP NEW MANAGER OF H. & G. CO. 

D. H. Crump, who has been associated with the 
H. & G. Company, 214 E. Euclid, McPherson, Kans., 
for six months, recently took over the management of 
this firm, which deals in typewriters, office machines, 
and also does repairing. Mr. Crump replaces Douglas 
Hale, who is remaining with the firm and retaining 
the franchise for the seal of Royal typewriters in this 
district. The company will retain the same name, Mr. 
Crump said. 

Mr. Crump is experienced in repair work of all kinds 
of office equipment. He served in the Army Air Forces 
for three years, 15 months of which were served in 
India. He was discharged from the Army last Feb- 
ruary. 

Mr. Hale has been in the typewriter business in 
McPherson for the last 40 years.—GMH. 

a 
REYAM OFFERS ADVERTISING MEDIUM 

Reyam Plastic Products Company, Chicago, manu- 
facturers of the Ruberlyke Plastic Foneholder, has now 
made this war-born “gadget” available for advertising 
purposes. 

It is intended as a good will builder gift with the 
advertiser’s name imprinted in silver ink on a black 
background on the face of the Foneholder. 

“The idea,” say the manufacturers “places the name, 
address, and telephone number of the advertiser be- 
fore his customers and prospects every minute and 
every hour of the day, on the theory that nothing is 
quite so close or intimate to an individual as his 
telephone.” 

The Ruberlyke Plastic Foneholder is made of a new 
plastic material under a secret process developed 
during the war for the Signal Corps. and other tele- 
phone users. 

eR 
MISSOURI OFFICE EQUIPMENT FIRM MOVES 

Frank Hall, owner of the Missouri Office Equipment 
Company, has moved his store from 117 W. Kansas 
St., to 120 S. Main St., at Independence, Mo. Space 
is shared with Pope’s Diamond Shop. 

The firm is the authorized sales agency for several 
business machines, including the Remington Rand 
typewriter and Ohmer cash register. A complete re- 
pair department is maintained. 

me 
CINCINNATI PEN SHOP HAS OPENING 

The Collins Pen Shop staged its grand opening on 
October 2 at a new convenient location, 115 East 
Fifth St., on Government Square, Cincinnati, Ohio. 
This is a beautifully-equipped and complete store, 
showing fountain pens, pencils, desk sets, stationery, 
matches, napkins, and so forth.—CG. 
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You « are looking at the only machine made that will typewrite. 


complete letters of page or more in length from any selection 


of paragraphs. Its perforated record rolls carry from 80 to 160 


standard paragraphs. Your typist merely addresses the letter and 


pushes the paragraph selector buttons. The Auto-typist finishes 


the letter automatically at more than two times manual speed! 








The PUSH BUTTON 
Auto-typist 


makes possible : 


Automatic typing of ANY SELEC- 
TION from 80 to 160 form para- 


graphs in any order or sequence. 
& 


Or, any selection from 20 or more 
complete letters. 


Typing of sales letters on any one 
or a variety of products. 


Typing of answers to inquiries on 
large number of different products 


Typing of credit and collection 
forms with manual typing of dates, 
amounts, and nature of purchases. 


Typing of subscription and renewal 
correspondence by publishers. 


e 
Typing of detail letters to physi- 
cians, dentists, or users from selec- 


tions of paragraph covering vari- 
ous products. 
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Rush name for description of the 


ONLY COMPLETELY FLEXIBLE 


Automatic Typewriting Machine. 


PACE here does not permit even a listing of 
the amazing performance features of this 
machine. 


Nothing like it ever has been seen before’ 
Every letter it types is letter-perfect. Every 
letter is fully and completely typewritten—just 
the same as manual typing at two to two and a 
half times the speed. AND—the machine will 
stop automatically at any place in any line or 
paragraph for the manual interpolation of 


specific data such as dates, names, amounts 
stock numbers, or descriptions. 


The full story of this astonishing office appliance 
is told in a new Circular which demonstrates a few 
of its many uses. Send your name for this 
circular and with it we will send a letter of 
acknowledgement automatically typed TO YOU 
on the Auto-typist. 

No charge, no obligation. Rush your name 
today and get the facts about the machine that 
has “stopped” the business shows. 


| The Auto-typist, Dept. 110 

| 614 N. Carpenter St., Chicago, 22, Illinois. 

| Write me on the auto-typist and send 
with your specimen letter a circular describ- 

ing the Push Button Model. There is no 

| charge or obligation. 
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The Auto-typist, Dept. 110, 614 North Carpenter Street, Chicago 22, IIlinois 
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All Metal 










All Metal 
“ADJUSTA-LITE” PORTABLE “ADJUSTA-LITE” CLAMP ON 
No. 1222—Single Tube No. 1201—Single 18” tube 
Patented flexible arm—adjustable height Patented flexible arm—adjustable height 
Finished in Morocco Brown Finished in Morocco Brown 
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All Metal All Metal All Metal ns 
CLAMP-ON MODEL No. 1280 STUDENT MODEL eS a ae — P one 
Single 18” tube No. 300—Single Tube Solid bronne apouintmonte quent 
Finished in Morocco Brown Finished in Morocco Brown Finished in Morocco Brown the n 
reser\ 
Oth 
Because their popularity is based on performance, Van Dyke Fluorescent occupies Chief 
the top position in the portable fluorescent lamp field. This leadership has been ally~r 
achieved through no accident. Van Dyke Industries helped to pioneer portable ne 
fluorescent. Further every effort has been made to provide the office equipment ” 
. ° ° . consti 
trade with the most complete line available on the market. Never satisfied, Van sealed 


Dyke is constantly exploring every avenue whereby their product may be improved 
in design and utility. The patented ADJUSTA-LITE with flexible arm is a tribute 
to its engineering staff. Remember . . . always look to VAN DYKE for all that's ‘ 


new in Fluorescent. Alte 
Equipr 


Purch: 


VAN NYKE INDUSTRIES [ie 


fol i Ley-\cle mt: wana le) ee proxim 
cordin; 


21ST. AND ROCKWELL STS 
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DISPLAY NEW COPY CHIEF AT NEW YORK 

Red Feather Products, Ltd., Redwood City, Cailif., 
rushed their streamlined duplicating machine to the 
National Business Show in New York by Flying Tiger 
Express, six show models of the Copy Chief and Red 
Feather display equipment making up the cargo on 
this run. 

The manufacturer claims that the Copy Chief dupli- 
ecator is an innovation in duplicating equipment. It 
is asserted that all paper-handling parts are fully 





iis. ® 


RED FEATHER USES AIR FREIGHT—Red Feather Products. 
Ltd., Redwood City, Calif., recently utilized the Flying Tiger 
Lines air freight service to rush models of their newly- 
designed duplicating machine, the Copy Chief, to New York, 
N. Y., in time for the 1946 National Business Show. Pictured 
at the airport just prior to the takeoff are (left to right) H. M. 
Carscallen, president of Red Feather Products, Ltd.; William 
K. Houston, president of Phalanx Air Freight, Inc., freight 
agents for the Flying Tiger Lines; Fred H. Smith IV, San 
Francisco distributor for Red Feather: Earl Huston, general 
sales manager; Stephen J. O'Hara, comptroller; Mack McKay. 
Flying Tiger pilot; and Ray Newton, executive engineer and 
designer of the new Red Feather Copy Chief. 


rotary and precisely synchronized with each other to 
provide hairline registration of the printed copy. The 
inking system is arranged for instantaneous and even 
ink distribution by means of a brushless control. 
Piling up of ink at one end of the drum and conse- 
quent seepage through the stencil is thus eliminated, 
the manufacturer states. Ink can be poured into the 
reservoir while the machine is in use. 

Other mechanical innovations claimed for the Copy 
Chief included sealed-in-oil working parts, automatic- 
ally-rising feed table, rotary suction feed, and quick- 
change drums for rapid multicolor reproduction work. 

The machines exhibited at New York were specially- 
constructed models with glass backs showing the 
sealed-in-oil working parts in actual operation. 


_ HO 9 


ST. LOUIS FIRM PURCHASES BUILDING 

Alterations have been completed and the Act Office 
Equipment Company has been opened in its recently- 
purchased two-story building at 1524 Olive street, St. 
Louis, Mo. Sales and display rooms are on the first 
floor, with warehousing and service department on 
the second. ‘ 

The building was purchased for $10,000 and ap- 
proximately $5,000 was spent for modernization, ac- 
cording to Harry Kranzberg, president of the firm. 


OFFICE APPLIANCES, October, 1946 





“Built to Order” 


When workers sit erect and com- 
fortable, efficiency is increased 
through reduced fatigue—breath- 
ing is deeper, digestion is stimu- 
lated for clearer thinking and 


good health. 


Three simple adjustments plus 
Sturgis Posture Design give the 


most in correct sitting comfort. 


STURGIS STEEL POSTURE CHAIRS 


DESIGNED AND BUILT BY SPECIALISTS 
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Simple 
Formula 


FOR LOW COST 
CASH CONTROL 


DIANA 
Uuirgrayec 


CASH REGISTER 





Most modern, efficient Cash Control for 
small business—Entries made as transac- 
tion occurs—simplified forms for easy 
bookkeeping—records always under lock 


and key. 


Sell Indiana for Profits and Good Will 
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A. B. A. OFFERS NEW LENDING DIRECTORY 

Establishment of a nationwide consumer instalment 
financing and collection service among banks became 
a reality with the recent publication by the consumer 
credit committee of the American Bankers Association 
of a new “Consumer Instalment Lending Directory.” 
This new directory brings together for the first time 
the names of approximately 10,000 banks located in 
every section of the United States which make instal- 
ment loans to finance dealers and individual pur- 
chasers of durable consumer goods and services. More 
than 7,000 of these banks have indicated their readi- 
ness to act as collecting agents for other banks in the 
servicing of out-of-state loans and of “skip” or de- 
linquent accounts. 

The new directory of more than 300 pages will be 

available at cost to A.B.A. member banks and through 
them to manufacturers and other customers engaged 
in the financing of durable consumer goods and serv- 
ices. 
As a source of information on the location of banks 
engaged in consumer credit financing and the type of 
loans and services they offer, the directory is expected 
to be of assistance to manufacturers of consumer dur- 
able goods, industrial, business and farm equipment, 
and building materials in marketing their products. 
The directory will make available to manufacturers 
who use bank credit information about the financing 
facilities of 10,000 local banking offices located in prac- 
tically every city and town in the United States. 
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P. E. COCKRILL OPENS NEW AGENCY 

The opening of a new agency to handle Woodstock 
typewriters in Marion and seven other south central 
counties of Indiana was announced recently by P. E. 
Cockrill, branch and service manager at Indianapolis. 
This new exclusive Woodstock agency, the Indianapolis 
Typewriter Company, is prepared, Mr. Cockrill stated, 
to make immediate deliveries on new Woodstock ma- 
chines. 

The other counties served by Mr. Cockrill are Hamil- 
ton, Hendricks, Hancock, Shelby, Johnson, Monroe and 
Morgan in Indiana. Mr. Cockrill is a former teacher 
of commercial subjects in Indiana high schools and 
has had 16 years experience in the typewriter business. 
The firm has a repair branch with factory-trained 
workers on typewriters and adding machines. 

The agency has also been appointed state distribu- 
tor for Utiliphone, an intercommunication instrument 
in the popular-price range. The new unit, manufac- 
tured by Electronics Laboratories, Inc. Indianapolis, is 
designed for home, office or small factory use. Several 
makes of portable typewriters and duplicating equip- 
ment are handled. 

ek 
PROVIDENCE OFFICE TO A NEW LOCATION 

After 20 years at the old location, the Providence, 
R. L., office of Filing Equipment Bureau, Inc., moved 
on October 5 to new and larger quarters at 28 N. Main 
St. The former location was 36 Exchange Place at 
Providence. 

Filing Equipment Bureau, Inc., manufacturers of 
filing systems and supplies, are exclusive distributors 
of Columbia steel equipment, Acme visible records, 
and Domore chairs. 

—— oe 
NAME WOODSTOCK AGENTS AT INDIANAPOLIS 

Indianapolis Typewriter Company, 25 E. Maryland 
St., Indianapolis, Ind., is now exclusive distributors on 
Woodstock typewriters. The firm offers sales, service 


and supplies.—CG. 
9 —te 9 


OMAHA FIRM GRANTED STATE CHARTER 
A state charter was granted recently to the United 
Office Equipment, Inc., Omaha, Nebr., with a cap- 
italization of $100,000. Incorporators were L. A. Ka- 
vich and Leo H. Berman.—GMH. 
1946 
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FOR ALL DAY WORKING COMFORT 
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Once a stenographer uses this Gunlocke 
682 RSB chair for a single day, she will 
want it every day — because it’s built for 
all day working comfort. With its modern 
design, rich upholstery and beautiful finish, 
it is an attractive addition to any office. 
Upholstered with healthful foam rubber 
682 RSB is available in Oak, Walnut or 


Mahogany finish, Genuine Walnut or Gray 


or Green. 








. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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Ever notice the air of satisfac- 
tion worn by an_ individual 
who is well turned out? We 
all accept the fact that good 
grooming is essential to the 
man if he is to reflect success. 
Well fitting clothes . . . good 
looking hat . . . a perfect fit 
in gloves all lend a mark of 
distinction to their wearer. 
What smart looking, perfect 
fitting apparel is to the indi- 
vidual, the right office furni- 
ture is to the office. And 
nothing is quite as important 
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to the office scene as the 
IMPERIAL DESK that fits per- 
fectly into the picture. Yes 
... the office desk is selected 
by the discriminating man 
with the same care that he 
selects other things he enjoys. 
That's why so many business 
executives buy IMPERIAL 
DESKS for their personal use. 
This is not surprising when 
one realizes the prestige 
value that accrues from the 
possession of a "perfect fit- 
ting" office desk. 
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member WOOD office furniture institute 
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STOTZ FIRM AT EASTON OPENS ADDITION 


The Stotz Office Equipment Company, 158-160 
Northampton St., Easton, Pa., recently marked the 
completion of a modern new building addition with 
a business show, attended by 1,500 persons, and a 
reception held at a near-by hotel. The business show 
featured displays of typewriters, calculators, adding 
machines, duplicating machines and other office 
equipment. 

Stotz’ new addition was constructed in the rear 


— — __ OFFICE EQUIPMENT 


ROYAL TYPEWRITERS 


ADDING MAC: 





NEW QUARTERS OF STOTZ CO., EASTON, PA. 


of the old building. Its 2,880 square feet of floor space 
exactly doubles the space available for display and 
storage, and permits the operation of a large, modern 
office machine repair shop staffed with three 
mechanics 

The company has expanded rapidly since it was 
founded in 1934 by Thomas B. Stotz. At that time Mr. 
Stotz employed one part-time worker. Today, there are 
12 employees, and a branch office is operating at 
Bethlehem, Pa. The company received a setback during 
the war when 75 per cent of the staff entered service, 
but it was kept open by Mrs. Jane E. Stotz and 
William A. Stotz, wife and father of the manager. 

When Thomas B. Stotz returned from the Army in 
January of this year, he purchased the three-story 
building in which the business is located and which 
includes an adjacent store. One month later, he began 
construction on the new building which has just 
recently been completed. The modern “daylight ceil- 
ing,” designed after the Lincoln Memorial in Wash- 
ington, D. C., lends a cheerful atmosphere for the 
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Collier-Keyworth presents 
outstanding engineering in 
revolving chair controls with 
patented ‘‘ Equi-Balanced”’ 
action that assures smooth, easy 
motion. Modern in design and 
appearance, these all-steel 
chair controls are construct- 

ed to give enduring com- 


fort and satisfaction. 


COLLIER-KEYWORTH CO. 
ERC ARDNEREAA SSAC 














2 
years 


of complete restriction 





we are again manufacturing 


‘Respirator 
Chair Cushions | 








having secured an allocation of 
| natural rubber sufficient to pro- 
| duce approximately fifty percent 
of our normal production. 





Limit orders, and do not exceed 
three dozen for any one specified 
shipment. 

Cover materials are scarce and 
we request the privilege of sub- 
stituting. We will endeavor to 
comply with order specifications. 


Priority established by date of 
order. 





LL. M. Biekett Co. | 


Watertown, Wisconsin, U. S. A. | 
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customers. Fluorescent: lighting ~has been installed 
above the glass to give a daylight effect after dark. 
In adjoining picture (lower) may be seen the ceiling, 
the ramp leading to the loading court (on the left), 
and the door leading to the modern shop (on the 
right). 
——<—- —_- 

EUREKA SPECIALTY SEES WESTWARD SHIFT 

The possibilities of industrial development. in the 
Southwest and Far West, are leading Eureka Specialty 
Printing Company, Scranton, Pa., to a revamping of 
long-pull sales and distribution plans. 

A. K. Howes, manager of the stationery division of 
Eureka, has just completed a conference trip through 
this section of the country, made for the purpose of 














A. K. HOWES 


getting acquainted with the industrial growth, as well 
as meeting with all Eureka representatives. On his re- 
turn, he began conferring with other executives on 
immediate seasonal plans, as well as long-range re- 
vamping. 

“Any manufacturer who has national distribution 
will be well paid for a personal study of the shift 
in consumer buying power as a result of the industrial 
development in the West generally,” he declared. 

Preparations are now being made for enlarging the 
plant facilities of Eureka to take care of increasing 
consumer demand, it is announced. 

ee 


BOOKLET GIVES FACTS ABOUT DENMARK 

“Facts About Denmark,” a new booklet packed with 
information for international who-what-where refer- 
ence, has come to OFFICE APPLIANCES through the 
courtesy of our representative in Denmark, O. Viborg- 
Larsen. 

This publication by the newspaper Politiken, Copen- 
hagen, has this preface, “It is only natural that what 
foreigners may know about Denmark and Danish con- 
ditions must necessarily be rather limited. The country 
does not occupy much space on the map, and even if 
many do know the name of Denmark from one of the 
specialties of which such great quantities are exported 
—whether it be butter, bacon and eggs, porcelain from 
the Royal Danish porcelain factory of Copenhagen or 
silver from one of the famous Danish artistic silver- 
smiths—in the case of most people the name of the 
country and what it stands for will produce only very 
vague associations.” 

The booklet carries information on Denmark’s his- 
tory, churches, education, agriculture, fisheries, ship- 
ping, industries, commerce, and so forth. 

a ee 


FIRM AT UTICA TAKES NEW LOCATION 

Genesee Office Equipment Company, Utica, N. Y. 
has moved to a new location at 29-35 Devereux St. 
which is more easily accessible and removed from 
downtown congestion. The new location has increased 
display facilities for office furniture, office equipment 
and filing systems. The company has been in business 
at Utica for 21 years——GET. 
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What is ACCO? 





Acco is a service. Nearly all ACCO FASTENERS 


ACCO Products are designed for improving the 
ACCOBIND FOLDERS 


safe-keeping of papers—permanently or tempo- 


rarily. ACCOPRESS BINDERS 


P fastening, é bindi o) ; d 
aper a ening paper IiIn¢ ing recor ACCOFLEX BINDERS 


keeping, filing, are all important functions which 
ACCO Products enable the business man to do ACCO FLATS 


better. So much better, in fact, that ACCO has ACCO CLAMPS 


become the known standard of quality in the field. 
Your customers know ACCO. Give them ACCO CLIPS 


ACCO—and make sure you know and stock the 


ACCO PUNCHES 
whole ACCO line so that you may make the most 


ACCO STENOPAL 


from the service ACCO renders. 





ACCO 


PRODUCTS, INC. 


39th Avenue and 24th Street 


LONG ISLAND CITY, N. Y. 
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Colo SPR 


DUPLICATING 





529 South Franklin St., Chicago 7 270 Lafayette St., New York 12 
Factory: Coraopolis, Pa. 
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REMODELING PROGRAM FOR EMPORIA FIRM 

Extensive remodeling has been done to the interior 
of the Eckdall and McCarty book store at Emporia, 
Kans. The center shelves and high south wall shelv- 
ing that have been in the store the past 25 or 30 
years have been removed and the balcony has been 
remodeled and is being used for the display of office 
furniture. 

Other improvements include the enlarging of the 
office, the repainting of the store’s interior in two 
shades of green, and the installation of modern book 
display counters and five fluorescent-lighted greeting 
card display cases. 

New office furniture has also been included in the 
remodeling. 

As soon as materials arrive, work will begin on a new 
front for the building, which will be constructed of 
black structural glass with metal trim. 

The store, in order to gain in attractiveness and ap- 
peal, is trying a new plan, that of displaying the 
better works of Kansas artists. Water-color paintings 
now hanging on the front north wall are “Cincinnati 
Bridge,” by Norman R. Eppink, an exhibition piece; 
and “Kentucky Farm,” by Helen Brenan Eppink. 

The store plans to include more art works by other 
Emporians and Kansans when obtainable-—GMH. 

a en Se 
SWAYING SAYINGS IN SELLING 

The September issue of “Vari-Typer-Aid-O-Gram, 
published by Ralph C. Coxhead Corporation, Cleve- 
land, Ohio, office, lists 108 effective selling sayings 
by Walter “Doc” Hanson. Some of these pungent para- 
graphs with “order value” are: 

“As salesmen think and act, so they sell.” 

“Enthusiasm is the pilot light for self-starting ac- 
tion.” 

“Prospects are sales seeds. When they are properly 
cultivated they grow to orders.” 

“Tf our appetite for sales knowledge was as great 
as it is for food, we would be millionaires in a short 
time.” 

“Make your enthusiasm sparkle like gems in a bright 
light.” 

“Salesmen who go places have places to go.” 

vsccinititaniatpibasite ; 


SEATTLE FIRM CAPITALIZES ON NAMES 

Allen-Waters, stationery shop at 314 Stewart St., 
Seattle, Wash., is capitalizing on the sales appeal 
of one’s own name, featuring advertising of a service 
by which names of the owners are stamped in 22-karat 
gold on pen and pencil sets. 

Small one-column advertisements are used stressing, 
“Identify your pen and pencil sets ... it helps to 
recover them if lost.” This advertising also features 
Allen-Waters significant three-leaf clover trademark 
and the slogan, “Don’t Forget to Write.’ Under a 
microscope, the name is clearly shown in the center 
of the ad, on both a mechanical pencil and fountain 
pen. The letters are highlighted.—CML. 


a 


SPEED-O-PRINT USES NEW PACKAGING 
The Speed-O-Print Corporation, Chicago, recently 
announced the repackaging of their entire line of 
duplicating supplies. Designed with eye appeal for 
greater sales appeal, the retailer can mix or match 
these packages to form striking window displays. All 
packages are printed in three colors, with different 
background color but with the same basic motif. 
The modern winged horse, the trade-mark of Spe:d- 

O-Print Corporation, is featured on each carton. 


—_———_ 9-9 


ALLEN OPENS NEW BRANCH AT DALLAS 
Allen Calculators, Inc., Grand Rapids, Mich., re- 
cently announced the opening of their new Dallas, 
Tex., branch at 1801 Young St. Here are shown adding 
machines, bookkeeping machines, cash registers and 
calculators.—CG. 
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Brilliant Pastels That Really Sell 





Lift the lid from a set of Alphacolor Pastels and you display a 
harmony of bright, sparkling colors. In your show case, on your 
counter, in your window, Alphacolor provides an eye-catching dis- 
play that really sells. 


And Alphacolor's brilliance is matched by its smooth-working qual- 
ity—the quality that has won acceptance in many thousands of 
schools and art groups. Yes, Alphacolor Pastels are in demand. 


Here are three famous members of the Alphacolor family: 


No. 148 


Deluxe Set 
48 Colors 





A perfect sequence of 48 bright, sparkling Alphacolors hand- 
somely packaged in a glossy black box. You'll find this set 
makes a popular holiday gift item. 


No. 142. 


Alphacolor 
Squares 





24 square stick pastels in a pleasing range of 24 brilliant colors. 
Attractively packaged. You'll sell a lot of these Alphacolor sets 
the year around. 


No. 102 
24 Colors 





24 pastels in attractive black and red-orange box. You must see 
these pastels to appreciate their brilliant colors—you must use 
them to appreciate their quality. 


Alphacolor Pastels Make Ideal Gift Items 


Yes, these brilliant Alphacolors are ‘'naturals'' for the big holiday season 
ahead—they are welcome and appealing gifts. 


WRITE TODAY FOR CATALOG 


Get acquainted with the entire Alphacolor line. Write today for a FREE 
copy of Commercial Catalog No. 55. It contains full information about: 


@ Alphacolor Pastels @ Alphacolor Dry Tempera 


@ Alphacolor Textile Paint 


WEBER COSTELLO Company 


Dept. OA-106 Chicago Heights, Illinois 


Ai TTam 
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ln OFFICES where desks are 
wisely chosen for their adaptability to in- 
dividual needs, efficiency and decorum are 
the result. Each desk user has a place for 
everything required in use and the working 
surface is free for use. Offices so equipped 
engender confidence within the organization 
which is reflected in customers and visitors. 


Thus it is that the ALMA or- 
ganization dedicates its efforts to the pro- 
duction of desks so designed as to render the 
desk user the utmost assistance—to make desk 
work as easy, pleasant and efficient as possi- 
ble. And to make ALMA desks strong and 
sturdy to provide the service day after day 
and year after year. 


Te thousands of satisfied 
ALMA desk users offer incontrovertible evi- 
dence of our success in attaining our ob- 


jectives. 
ALMA DESK COMPANY 
HIGH POINT NORTH CAROLINA 


woop 
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NEW HOME OF WESTERN WHOLESALE STATIONERS 


TOP: Exterior view showing front of the two lower floors of 
the four-story building. CENTER: Western's display of of- 
fice supply items. BOTTOM: Shelf stock and storage room. 
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LOS ANGELES FIRM TO LARGER QUARTERS 


Western Wholesale Stationers, Ltd., 333 E. Third St., 
Los Angeles 13, Calif., recently removed to larger quar- 
ters at this address. This advantageous move was 
made possible by the purchase of a four-story and 
basement building which offers approximately 60,000 
square feet of space through 75-foot frontage and 150- 


foot depth. 


The firm’s expanding line of general wholesale sta- 


tionery products is housed in the new location, located 
on a spur track, enabling the company to handle car- 
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“Things that have a common 


OUALI TY 


ever quickly seek their kind... 


ev WMavous e Gane lus 


Makers of quality Brief Bags, Brief Cases, Zipper Envelopes, Ring Binders, Portfolios 


1049 South Kildare Avenue «+ Chicago 24, Illinois 
1260 Broadway, New York + 902 Brack Shops 527 W. 7th St., Los Angeles 
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A SELLOUT 
EVERYWHERE! 











No. 80 FLUORESCENT LAMP 
Efficient, healthful lighting in 
this classically modern desk and 
} table lamp. 












No. 1500 DESK SET 


61" x 614". Well for 
pins and clips. Puppy 
dog for human interest. 
Special alloy penpoint. 


No. 2000 DESK SET 


5” x 10”. Pen and 
Pencil set. Special alloy 
penpoint. 
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COMPANY « 11 WHITE ST., NEW YORK 13, 


merchandise is sold you'll find SEROLITE desk- 
top utilities fast out-selling other brands . . of 
SEROLITE items are designed and constructed to 
stimulate buying impulses. They're made of 
beautiful SEROLITE plastic that subtly simulates 
marble. They're chock full of “SEE and BUY” 
. . . Particularly impressive is our new No. 80, 
glamorous Fluorescent Desk Lamp . . . It’s new! 
. . . It's beautiful! . . . It’s effective! 

The strong SEROLITE Guarantee protects the 
pens against defects. 


sof 


“It’s good business to ‘Sell Serolite 


Send for oar “Tt's a Serolite 
Amas This Year” breadsde... 
Tis planned and desigued to get 


you your biggest Amar business! 
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load shipments of office equipment. In addition to a 
general commercial stationery business in the United 
States and its possessions, Western Wholesale Station- 
ers, Inc., also does some export business. 

In the second and third floors of the building is 
housed the C. J. Schubert, Jr., Agency, which dis- 
tributes office furniture and commercial stationery 
items in carload lots. 

The firm also acts as distributors for the Edward 
Barry Company’s Service line of loose leaf forms for 
the Pacific Coast territory. In the larger quarters it 
has been possible to expand the service department, 
thereby handling orders more promptly. 





UNBREAKABLE 





NEW TEMPLAR DISPLAY—This new Templar Duro Lead 
display being distributed to the trade by the Reliance Pencil 
Corporation, Mount Vernon, N. Y., is printed in three colors 
and made up in a size suitable for both window and counter 
use, The display introduces a cute new character developed 
from a pencil sharpener. This character will be used as a 
basis for a consumer campaign now in preparation. 


———_ 


NEW STORE OPENED AT COLDWATER, MICH. 

The Tri-State Business Service, a firm serving Michi- 
gan, Ohio, and Indiana, recently opened a complete 
office and business equipment sales and service store 
at 30 S. Monroe St., Coldwater, Mich. Slogan of the 
new establishment is, “We Sell the Best and Repair 
the Best.” 

The store, besides being stocked with office and 
store equipment machines and fixtures, will operate a 
service department equipped to repair, adjust or re- 
build typewriters, adding machines, and similar de- 
vices. Factory-trained help is used. 

Owner of the store is H. B. Snow, who is moving 
to Coldwater to make his home as soon as he can lo- 
cate a residence. 

4 ee a 
REM-RAND IN NEW ATLANTA QUARTERS 

Remington Rand, Inc., has invited its friends and 
patrons to inspect its new quarters at Atlanta, Ga., 
where the branch is now located at 498 Spring St., 
NW. An exhibit was staged at the National Office 
Managers Association Business Show, held recently at 
Atlanta.—CG. 





INCORPORATE TYPEWRITER FIRM AT HOUSTON 
W. B. Ellis, Bertha Ellis and R. A. Shinn have in- 

corporated the All Makes Typewriter Exchange, Inc., to 

do business at Houston, Tex., with $25,000 capital 

stock —_EWF. 
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because it’s BETTER 





Made of highest grade gum from 
which every impurity has been re- 
moved to give maximum transpar- 
ency and strength. Sticks quickly 
and permanently. Spreads thin, eas- 
ily, inoffensively. Especially effec- 
tive on heavy, hard-surfaced paper 
for bonds, stock certificates and gen- 
eral office use. 


Second to none in sheer quality— 
you can depend upon LIQUI-STICK 
alone to pyramid sales, insure repeat 
business, end complaints and, most 
important, increase profits. 


Available in gallon size—quarts and 
pints with the famous Sanford pour- 
out spout, 5!%4 oz. size with brush. 


@ Write for details and prices 
on LIQUI-STICK, the best 
adhesive made. 


SANFORD 


INK COMPANY 





Chicago 7 
New York 12 
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PLASTIC CORD COVER 


These attractive — and very 
practical — Superior Plastic 
Cord Covers come on handy, 
colorful cards for sales-win- 
ning display and easy stock- 
keeping. Cords measure 42” 
in length; are available in 
ivory, white, red, blue, 
brown, crystal, and amber; 
retail at 25c. Two-tone com- 
binations of these colors are 
also popular sellers at 35c. 
Packaged 1 gross per carton 
(assorted if desired). Orders 
filled from current stock! 
Write today. 


SUPERIOR PLASTICS 


DIVISION WESTCHESTER CHEMICAL CORPORATION 


() FOR SHAVER 


426 NORTH OAKLEY BOULEVARD 
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ELMER KRUMWIEDE OPENS NEW QUARTERS 

During the week of September 23 hundreds of deal- 
ers and manufacturers visited the new quarters of 
Elmer Krumweide & Associates at 336 S. Jefferson 
Street, Chicago. In addition to Krumweide, Lois Rob- 
inson and Edward Williamson were on hand to receive 
the guests and take them on a personal tour of the 








ELMER KRUMWIEDE 


beautiful offices and showrooms. Done in the modern 
style, with the square corners and commercial lines 
almost non-existent, the new quarters give the im- 
pression of movements and are therefore in harmony 
with the energetic characteristics of Mr. Krumweide. 
Pictures and full details will be published next 


month. 
ee 


DICTAPHONE PRODUCTION AT PEAK 


Production of telephone recording instruments by 
Dictaphone Corporation, New York, N. Y., is 300 per 
cent greater than a year ago, Merrill B. Sands, presi- 
dent, reported recently. 

“Our backlog of orders stands at an all-time high,” 
stated Mr. Sands. “Fortunately, we have shown a 
number of vigorous increases in production since V-J 
Day. Today’s output is the greatest in Dictaphone 
history.” 

Record-breaking production, according to Mr. Sands, 
is necessary to meet the constantly increasing com- 
mercial, industrial and professional demands for tele- 
phone recorders. “Physicians are placing many orders,” 
Mr. Sands said. “They find the instrument extremely 
valuable in recording accurately important conversa- 
tions with patients and other doctors.” 

Dictaphone’s new color film, “Hello, Business!” shows 
how various business and professional men can use 
telephone recording. This film was shown a number 
of times daily at the recent National Business Show 
in New York City. 


ee Se 


PEARLMAN OPENS ADVERTISING AGENCY 


Consistent advertising pays greatest dividends, is the 
opinion of M. B. Pearlman, formerly advertising man- 
ager of the Addressing Machine & Equipment Com- 
pany. Mr. Pearlman, who is an instructor in advertis- 
ing at Pace Institute New York, has recently organized 
his own advertising agency at 1 Madison Ave., New 
York 10, N. Y. He has been preaching and practicing 
the idea of consistency in advertising for the past 15 
years in his capacity as an advertising manager, an 
agency executive and as a publications man. 

“Experience has shown that many advertisers are 
sold on advertising, but that instead of planning 4 
long-range campaign, they ‘try’ for a short while, and 


| because it does not pay off tremendous dividends im- 


* CHICAGO 124 


mediately, they lose interest and discontinue their pro- 
motions. Sometimes the selfsame appropriation, used 
wisely and consistently, would have brought greater 
returns,” says Mr. Pearlman. 

1946 
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FACT NO. 1 FOR GREATER FILING EFFICIENCY 


NEW, IMPROVED Browne-Morse . 


EXTENSION SLIDE 


Below: An end view of 
the new extension slide 
showing the rib forma- 
tion which further rein 
forces the slide and re- 
duces friction to the 
very minimum. 





Greater filing efficiency —- always a feature of Browne- 
Morse Steel Files — is never more evident than in the 
new and improved files which today offer greater 
values than any other file on the market. 


Free, easy drawer action is a major reason why Browne-Morse 
Files lighten the filing job. Drawers slide smoothly on newly 
designed extension slides equipped with eight heavy duty 
rollers and two floating rollers per drawer. This ingenious 
combination of rollers insures smooth drawer action, free from 
binding. The solid one-piece construction slide supports the 
heaviest load with ease. 


These are just a few of the many features which make Browne- 
Morse Files the “Buy” for any business office. Back of their 
construction lies over 38 years of experience in manufacturing 
better steel filing equipment, desks and filing supplies. Write 
now for full facts. 


Architects of Efficiency 


ica’ j wne-Morse 
tor America’s Office Browne-M 


FILE FACTS 
Get the quick facts on 
Browne-Morse Steel Files — 
34 ro Ww n e a Mw O rse write for Bulletin 5000. Lists features 
and specifications plus a complete table 
of sizes. 


MUSKEGON MICHIGAN 








FOR OVER 37 YEARS, MANUFACTURERS OF HIGH QUALITY FILES, DESKS. 
CHAIRS, FILING SUPPLIES, SAFES, SPECIAL ABI AND OFFICE FORMS 
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GOLDEN RULE Xesolution here 
Cringe GOLDEN ANNIVERSARY (zlebration here 





The “Cabin” in which 
the Miller Line was 
born January 1, 1896 


Modern Plant of 
Miller-Bryant-Pierce _ 
January 1, 1946 § 





MILLER - BRYANT - PIERCF 


DIRECT BRANCH SERVICE EVERYWHERE 


Division of L C Smith & Corona Typewriters Inc 


BUILT ON THE GOLDEN RULE 




















ESTABLISHED JANUARY 1, 1896 
MEDIA FOR MODERN "'To Provide The Best Possible TO BUYERS 
WRITING MACHINES Inked Ribbon and Carbon Paper ABROAD: 
for each specific writing require- ; 
ment"; Its keynote of operation: We cordially invite you to write 
MILLER LINE “The Customer Must Be our Export Department at Aurora, 
INKED RIBBONS Pleased.”’ Ill., in your own pre Ba pre- 
ti u roblems con- 
CARBON PAPERS THIS BIRTHDAY RESOLUTION | cerning Inked Ribbons and Car- 
STENCIL INKS ody net seer | FIVE bon ys bere — will . 
the Personnel and Equip- answered promptly by airmail. 
“The Line That withstands Comparison” ment producing the Miller Line. 











Write for Address and Telephone of your nearest Miller Line Service Center. 


1896 «jy fosilittnslote 19.46 


—, 
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FRIDEN TAKES NEW LOS ANGELES LOCATION 


The Fridén Calculating Machine Company agency 
in Los Angeles, Calif.. has moved into new, modern 
quarters at 836 Wilshire Blvd. The new building is a 
peautiful, corniced, stucco structure with tiled roof, 
and has large windows opening to the boulevard. 
Spacious sales and service quarters are provided. The 
new facilities greatly increase the floor space setup for 
the company. 

H. E. Williamson, manager, opened the agency offices in 
October, 1934, at 922 S. Olive St. Within a year, a small 


NEW FRIDEN LOS ANGELES AGENCY QUARTERS 


store was opened at 902 S. Olive. In 1937 the agency 
was moved to 328 W. 9th St., where it remained until 
the present move. The personnel has been much en- 
larged since the agency was first opened. At the pres- 
ent time there are 11 sales representatives, four em- 
ployees in the office and seven in the service room. 

Mr. Williamson has had a long career in office sup- 
ply business since 1908, when he joined a stationery 
and office supply firm in Portland, Ore. In 1914, he 
opened his first office in Los Angeles and has been 
identified with the industry in that city ever since 
that time. 


Members of the immediate staff now working with 
Mr. Williamson include Jack Davis, J. R. Devereaux, 
Stanley R. Ellis, D. E. Owens, Jack C. Kaplan, E. S. 
Beebe, L. J. Burt and A. M. Farnsworth, salesmen; 
Webb L. Claxton, Frank Carlblom, Carl H. Lackey, 
Louis Churchill, Ross D. Taylor, Jr., servicemen; Wil- 
liam J. Brueckner, service manager; Ruth V. Pierson, 
Hazel B. Minster, and Ila La Marquis, office personnel. 
—JET. 

IO 
NEW ENGLAND TRAVELERS CLUB NOTES 

A daughter, Susan Leslie, was born to Mr. and Mrs. 
Bud Fisher at Hartford, Conn., on August 2. Bud is 
well known as a salesman for Plimpton’s. 

* om ~ 

John O. Bonney, manager of the Providence, R. I., 
store of E. L. Freeman Company, died suddenly on 
July 30 at his home. Known to his friends as “Joe” 
or “The Colonel,” Mr. Bonney spent most of his busi- 
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STEEL EQUIPMENT COMPANY 


Manufacturers of Office Equipment 


LINCOLN-LIBERTY BUILDING 
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CARBON 
PAPER S 


TYPEWRITER RIBBONS 


Made right—Priced right 
—Sold right. Here’s a 
ribbon and carbon propo- 
sition you can turn into 
real profit. You can al- 
| ways count on our co- 
operation. 


| EXCLUSIVELY for 
DEALERS “» STATIONERS 


Complete details on request 
ALLEN & COMPANY 


DEPT. Mm 
11-13-15 Vandewater St., 


New York 7, N. Y. 




















satisfac 


These two words—Canode 
and Satisfaction — have 
been trade “buy words" 
for forty-five years. 
Shrewd buyers know that 
if anybody can make good 
dugltcatiog inks it is 
Canode. 

Canode's is always the 
best buy. 

For the finest duplicating DUPLICATING 
ink made—try CAN- BLACK 
ODE'S PREMIUM INK. . *gD 


For a good, low priced ink 
—as good as some peo- 
ple's best—try Canode's 
Bulletin Ink. 


Samples and Prices on Request 


INK SPECIALTIES 60., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 
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ness life in the stationery industry and was asso- 
ciated with Loring, Short & Harmon, Portland, Me., 
and Adams, Cushing & Foster, Inc., Boston, Mass., 
before joining the Freeman organization. 
a om + 

Another blessed event concerns the arrival of a 
daughter, Suzanne, to Past President Arthur C. Shear- 
man of the New England Travelers Club and Mrs. 
Shearman on August 15 on the “Hills of Old Cayuga” 
at Ithaca, N. Y. 


* * * 


Henry Riegel was married on August 3 to Miss 

Elizabeth Swatz Brouthers at Philadelphia, Pa. 
* * * 

Gerry Whitcomb, who has represented American 
Lead Pencil Company in Connecticut for the past two 
and a half years, has been transferred to the state of 
Washington. He is succeeded in Connecticut by George 
Reiser. 

(These items are taken from the September issue of 
the NET Club News.) 

———_ er 


ESTERBROOK PRESIDENT A. G. FROST REPORTS 
HIGHLIGHTS OF HIS RECENT TRIP TO ENGLAND 


American impressions of foreign lands are always 
interesting to the folks back home. One of the most 
comprehensive discussions of present-day conditions 
in England to come to the attention of the editorial 
department of OFrFIcE APPLIANCES in recent months is 
that written by A. G. Frost, president of Esterbrook 
Pen Company. Mr. Frost, accompanied by Sydney 
Longmaid of the Esterbrook organization, made the 
trip to participate in the celebration of the fiftieth an- 
niversary of the company’s business association with 
Hazell, Watson and Viney, Ltd., English sales dis- 
tributors of Esterbrook pens. Mr. Frost’s observations, 
as recorded in the August “Esterbrook Penscript”, 
follow: 

“Sydney and I left the Southwest Airport in Phila- 
delphia on an American Airline D.C. 4 (four motors) 
Douglas Superfortress on June 28th. It was 1:30 P.M. 
and we were headed for Newfoundland, at which point 
we arrived for dinner and a two-hour stopover. At 
9:00 we were off again, flying at an altitude of 9,000 ft. 
and a speed of 250 miles per hour, using only 40 per 
cent of our available power. Thirty-four passengers 
and a seven-man crew were comfortable in a heated 
cabin while the temperature outside was crackling at 
the freezing point. 

“Going from Newfoundland we passed over a shal- 
low part of the ocean called the Grand Banks. We 
couldn’t see it, nor could anyone else because of the 
dense and perpetual fog which is created from the 
merging of the warm air currents of the Gulf Stream 
and the icy Arctic Ocean. The next thing we knew the 
sun was coming up and our watches, set with Philadel- 
phia time, insisted that it was only 12:30 am. This was 
the shortest night we had ever experienced—only 
three hours of darkness. 

We made our first stop in the Old World at 5:00 
in Shannon, Ireland. By 1:00 Greenwich Time, we were 
having lunch with Hazell, Watson & Viney’s deputy 
chairman, Colonel Viney. 


Rationing and Prices 


“The elegant Savoy Hotel in London was our quar- 
ters and from that place our daily path took us 
through Covent Garden—the produce market of Lon- 
don. One day we stopped to price canataloupes which 
had been imported from Holland and were shocked 
to find they cost $1.60 apiece to the grocer or 8 shill- 
ings in English money. Thus with restaurants and 
hotels being permitted a maximum of 5 shillings 
($1.00) per dinner, cantaloupes are prohibitive. As 4 
matter of fact, oranges, lemons and grapefruit are 
never found on the menu. Peaches from Spain are sold 
by street vendors at 18 cents apiece. What fruit is 
available is rationed for small children and young 
mothers. All foods are scarce and practically no meat 
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In spite of present day uncertainties... one 
thing is sure... you can’t beat the experience of 
more than three-quarters of a century! For just that 
long dealers have found that through troublesome times 
or tranquil...the Feldco Line of regular and zipper ring 
binders is a good dependable line for... sales appeal... 
user satisfaction and profitable sales. 

The name of Feldco has always been synonymous with the latest 
developments in the zipper and regular ring binder field . ..Vinyl-Tex, 
our latest offering to the trade, has already proved its profit possibilities to 
many of our dealers who have deluged us with repeat orders. Material short- 
ages, still being with us, retard our volume production on this fast-selling profitable 


item. However, we are endeavoring to overcome this handicap and hope soon to be 


Leaf CO! 


in a more advantageous position. 


IS STREET 
ILLINOIS 


DOUGLAS 8563 





NEW YORK . 25 CENTRAL PARK WEST + PHONE CO-5-0282 « PACIFIC COAST - 788 MISSION ST 
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IN STOCK...this Complete Line of Artists’ Brushes 


WATER COLOR BRUSHES 


SABLE HAIR WATER COLOR BRUSH 
SERIES 191 


A genuine sable (dark hair) water color brush on pol- 





ished maroon handles with seamless copper ferrules. 
Each brush stamped “Genuine Sable.” 
No. 0 $ 6.00 Doz. 
No. 1 6.60 Doz. 
No. 2 7.20 Doz. 
No. 3 9.00 Doz. 
No. 4 10.80 Doz. 
No. 5 13.20 Doz. 
No. 6 16.20 Doz. 
No. 7 19.20 Doz. 
No. 8 24.00 Doz. 
No. 10 39.00 Doz. 
No. 12 54.00 Doz. 

OX HAIR WATER COLOR BRUSH 

SERIES 174 


A EM 


Good quality ox hair water color brushes on polished handles with 
seamless ferrules. 


No. 1 $2.40 Doz. No. 6 $ 4.80 Doz. 
No. 2 2.70 Doz. No. 7 - 5.40 Doz. 
No. 3 3.00 Doz. No. 8 6.60 Doz. 
No. 4 3.60 Doz. No. 10 9.60 Doz. 
No. 5 4.20 Doz. No. 12 14.40 Doz. 


GENUINE RED SABLE LETTERING BRUSHES 
SERIES 9355 


Finest quality genuine red sable showcard lettering brush with a clean 
square edge. In seamless copper ferrules on black lacquered handle. 








No. 1 $ 5.40 Doz. No. 9 $33.00 Doz. 
No. 2 7.20 Doz. No. 10 39.00 Doz. 
No. 3 9.60 Doz. No. 11 45.00 Doz. 
No. 4 12.00 Doz. No. 12 51.00 Doz. 
No, 5 15.00 Doz. No. 14 66.00 Doz. 
No. 6 19.20 Doz. No. 16 84.00 Doz. 
No. 7 21.60 Doz. No. 18 96.00 Doz. 
No. 8 27.00 Doz. No. 20 108.00 Doz. 


LOW PRICED CAMEL HAIR WATER COLOR 
BRUSH NO. 5021 A school grade brush at low prices. 


No. 1 $ .84 Doz. 
No. 2 -84 Doz. 
No. 3 -96 Doz. 
No. 4 1.08 Doz. 
No. 5 1.08 Doz. 
No. 6 : 1.20 Doz. 
No. 7 $1.44 Doz. 
No. 8 1.68 Doz. 
No. 9 1.92 Doz. 
No. 10 2.52 Doz. 
No. 11 3.12 Doz. 
No. 12 3.60 Doz. 





ONE GROSS BOXED ASSORTMENT 
Contains 2 dozen each, size 1 to 6, in partition 
counter display box. LIST $12.00. 


Artur BROWN & BRo., 








| 
| 


OIL COLOR BRUSHES 


WHITE BRISTLE OIL COLOR BRUSHES 
SERIES 1271 BRIGHTS (SHORT HAIR) 


Good grade of white bristle brushes on long polished yellow handles. 
$4.80 Doz. me. 7 


No. 1 " 
No. 2 5.40 Doz. No. 8 9.60 Doz. 
No. 3 6.00 Doz. No. 9 11.40 Doz. 
No. 4 6.60 Doz. No. 10 13.20 Doz. 
No. 5 7.20 Doz. No. 12 16.80 Doz. 
No. 6 7.80 Doz. 


SERIES 1271 FLATS (LONG HAIR) 


Good grade of long hair white bristle brushes on long polished yellow 


handles. 

No. 1 $4.80 Doz. No. 7 $ 8.40 Doz. 
No. 2 5.40 Doz. Ne. 8 9.60 Doz. 
No. 3 6.00 Doz. No. 9 11.40 Doz. 
No. 4 6.60 Doz. No. 10 13.20 Doz. 
No. 5 7.20 Doz. No. 12 16.80 Doz. 
No. 6 7.80 Doz. 


SERIES 3611R ROUNDS (POINTED) SOFT HAIR 
OIL COLOR BRUSHES 





Good grade of ox hair oil color brushes in seamless copper ferrules 
on long polished red handles. 


No. 1 $3.00 Doz. ae, «2 ...$4.80 Doz. 
No. 2 3.00 Doz. No. 8 5.40 Doz. 
No. 3 3.60 Doz. No. 9 6.00 Doz. 
No. 4 2.60 Doz. No. 10 7.20 Doz. 
No. 5 4.20 Doz. _ : 7.80 Doz. 
No. 6 4.20 Doz. 9.00 Doz. 


SERIES 3611B BRIGHTS (SHORT HAIR) SOFT 
HAIR OIL COLOR BRUSHES 





Good grade of ox hair oil color brushes in seamless copper ferrules 
on long polished red handles. 


No. 1 ...$3.30 Doz. a meee ....$ 7.80 Doz. 
No. 2 3.60 Doz. ss . pate .... 8.40 Doz. 
No. 3 3.90 Doz. me. i. . 9.00 Doz. 
No. 4 4.20 Doz. Se. Se 10.20 Doz. 
No. 5 4.80 Doz. No. 14 13.20 Doz. 
No. 6 5.40 Doz. No. 16 18.00 Doz. 
No. : 6.00 Doz. = hog , svcosves_ a 
No. 7.20 Doz. 27.00 Doz. 


DEALERS! WRITE TODAY FOR 
WHOLESALE DISCOUNTS 


INC. 


67 West 44th Street, New York 18, New York 
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is to be found. The main diet is potatoes, starchy 
grains, and bread. The day we left, bread was rationed 
one-half pound per person per week, including flour or 
cake equivalent. 

“The scarcity of the food is due to the decision of 
the English government to spend their available for- 
eign exchange for only the most essential things, prin- 
cipally raw materials and machinery to rehabilitate 
their industrial establishments. Therefore the mini- 
mum amount is spent for foods, most of which are 
normally imported from Scandinavia, Holland, and 
elsewhere. This ‘austerity program’ is being accepted 
magnificently by the people in the realization that to 
spend their available funds for extra food and luxuries 
would be the equivalent of a farmer eating his seed 
corn. There’s no doubt but that England will recover to 
their former prosperity and high standard of living 
because of their willingness to deny themselves during 
this period of reconstruction. It is a great credit to 
this country and much appreciated by them that we 
have been willing to help them during this very serious 
period. 

Result of Blitz 


“Evidences of the destruction of the German blitz 
were visible everywhere. Large numbers of commercial 
buildings were destroyed and are still in the deplorabie 
state in which the bombs left them. Only homes and 
residences have been repaired. About one-third of 
them were made uninhabitable in the London area. 

“Great damage was done around the St. Paul’s 
Cathedral, which is one of the oldest and most beau- 
tiful in England. Built after the great London fire in 
the 17th century, it is entirely constructed of masonry 
—no steel. The walls at the base are 25 to 30 feet 
thick, and it took a direct hit from a German bomb 
to cause any real damage. The cathedral was such an 
objective that for three blocks around all the buildings 
were demolished. The St. Paul’s high altar was hit di- 
rectly once. We also saw the results of partial destruc- 
tion by bombings of such historic shrines as the House 
of Commons and Westminster Abbey. 

“Mr. Viney’s secretary, Miss Sargood, recalled the 
war days when they experienced as many as 20 alerts 
a day. Finally the bombardment became so frequent 
that Hazell’s had its own watcher and own alerts and 
suspended operation only when their building was 
threatened directly. Soon the English began downing 
the Jerry planes before they reached London to drop 
their bombs. This was when the “doodlebugs,” or 
rockets, which were launched off the coast of France, 
began to terrorize the English. 

“Hazell’s Longacre plant, situated in the center of 
London, operated continuously during the war years 
and was not hit, although their Shaftsbury Avenue 
plant just a few blocks away was razed. Fortunately 
the Esterbreok relief nib sales department had been 
moved out into the country before the bombing and 
this operation was uninterrupted. The pen factory in 
Birmingham lost about one-sixth of their building. 

“We were there to celebrate the 50th anniversary of 
the appointment of Hazell, Watson & Viney, Ltd., as 
English distributors of Esterbrook products. A lunch- 
eon was organized ,at which approximately 60 of the 
most prominent wholesalers and retailers of Esterbrook 
products in Great Britain were present. 


“Perhaps the most impressive part of the trip was 
the commemorative gifts which were exchanged per- 
manently, symbolizing this long and mutually happy 
business association. On behalf of the Esterbrook Pen 
Company I presented to the directors of Hazel, Watson 
& Viney, Ltd., a three-bottle inkwell. The well is the 
type that the English government presents to foreign 
ambassadors to use during their term of office, becom- 
ing their personal property at the time of retirement. 

“Mr. Ralph C. Hazell, chairman of the directors of 
Hazel, Watson & Viney, Ltd., then presented our com- 
pany with a beautiful, antique silver salver, made in 
the year of 1747 by a London silversmith.” 
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MARKING & 
STAMPING 


DEVICES 
ARE SOLD 
AROUND 
THE WORLD 


SPECIALIZING 
IN 
SELF-INKING STAMPS 
"CROWN" LINE DATERS 
AND NUMBERERS 
STAMP PADS & 
STAMP PAD INKS 
NUMBERING MACHINES 


OFFICE PRINTING OUTFITS AND 
SUNDRY MARKING DEVICES 


JAN 22 1948 


"STAR" LINE OF DATERS AND NUM- 
BERERS .. . INEXPENSIVE YET POSSESS- 
ING MOST QUALITIES OF THE 
FINEST OF DATERS ON THE 
MARKET . . . AVAILABLE FOR 
IMMEDIATE DELIVERY. 


WRITE TODAY FOR 
CATALOG 
AND NEW PRICE 
SHEET 


RASTEWART 





& COMPANY, inc. 


80 DUANE ST.NEW YORK7,N.Y 
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Easy te Sell! 


Because it’s EASY-to-USE 


A-B-C ‘ssc SYSTEM 


FINDING 
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Main index 


Guide 





‘Out' Guide 
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Misc. Folder Name Folder 








SP OE, 


ABC Systems are easily assembled from stock 
Guides and Folders. Write for free circulars 
and sample kits. 
Veetabs Celluloid Indexing 
Plastic Viztab Folders 
Loose Leaf Multibinding 
Cellotab Catalog Indexes 
Transparent Cel!velopes 














ALL METAL 


OFFICE 
TABLE 


MODERN DESIGN 
UNUSUAL STRENGTH 
CHANNEL LEGS 
RIGID BRACING 
ROUNDED EDGES 
SELF LOCKING WINGS 





Nothing was spared in the construction of this streamline table. 
New production tools and methods makes this table more compact, 
stronger and lighter. The wings have a new type bracket that 
eliminates the danger of accidental falling when in use. GUILD 
craftsmanship assures safety, comfort and beauty of style. 


PART NO. 1005 
IMMEDIATE DELIVERY 
SHIPPED KNOCKED DOWN 
INDIVIDUAL CARTONS 
SHIPPING WEIGHT 14 LBS. 


outttiee o> 
Y ay“ 





HEIGHT 261%” 
4 
Toledo Cuild Feoducia Gue. 
SR MABISOK AVEKUL + TOLED OxIO U.S.h, 
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WORK AREA 34 x 15” | 
| pany, Hastings, Minn., Harold J. (Father) Hoffman. 


| He still insists he is the youngest father-farmer-file 


NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





Early September brought out quite a bunch of 
early fall travelers, each burdened with new sets of 
samples and a fresh order book. Seen making the 
round in St. Louis were R. C. Moore, Columbia Ribbon 
& Carbon Company; Dan Consodine, Richard Best 
Pencil Company; Gene Biggs, Koh-I-Noor Pencil Com- 
pany; Stratton Terstegge, Binney & Smith Company; 
E. M. Swanson, Bainbridge, Kimpton & Haupt; R. F. 


| Douglas, Gunlocke Chair Company; Charlie Hick, Art 


Metal Construction Company; Chet Smith, Codo 

Manufacturing Company; and Bill Bohart, Eberhard 

Faber Pencil Company. 
of ok * 

Your correspondent enjoyed the kind hospitality at 
luncheon recently of the genial Weis Manufacturing 
Company representative. Glenn Chambers, who in- 
cluded him in the invitation extended Ernest Doepke 
of S. J. Olsen Company, at the Milwaukee Athletic 


| Club. It was a most pleasant and appreciated occa- 


sion. 
ok ok ok 


We learn with regret that Carl Kaufman of Speed 
Products Company is still confined, at this writing, 
to his hospital room in Marshalltown, Iowa. Our 
sincere wishes to him for his early return to his 


| Chicago home and complete recovery. 
* 





* * 


Now that the Japs have quieted down, trains are 
not so crowded, and meat is again on the critical list, 
we wonder when Hy Linden, the Ace Fastener mogul, 
will again take to the rails or highways to visit his 


many dealer friends. 
cs ok x 


Sad news seems to reach us in bunches and Sep- 
tember brought several messages about old friends 
which left us with a heavy heart. August 26 saw the 
passing of William (Bill) Pfister of Hudson, Wis., 
father of our well-known brother traveler, Art Pfister 
of Smead Manufacturing Company. Bill was a valued 
friend of many Midwest Travelers and 8th Region 
dealers, having entertained them on several occasions 
at the Pfister farm near Hudson, Wis. 

Our dear friend Charlie Davis, of Automatic Pencil 
Sharpener Company, suffered the loss of Mrs. Davis 
on September 3 in Battle Creek, Mich., where the 
family have made their home these many years. Mrs. 
Davis fell in mid-August and suffered a broken hip, 
from which she did not recover. Charlie’s address, 
should any readers wish it, is 44 Upton Ave., Battle 
Creek. Another message told of the passing of the 
father of our former governor, Leonard Wilcox, on 
September 5 at his home in Great Bend, Kans, Mr. 
Wilcox had been ill for quite a long time. 

* eo ” 

A long letter recently received from a young old- 
timer, Milt Shuster, of Smead Manufacturing Com- 
pany, for the past several years living and traveling 
out of Delaware, Ohio, asks to be remembered to his 
many friends in this territory. Milt is hitting the ball 
regularly for his firm, has purchased and is operating 
a farm in Ohio and between the two is happy, healthy 
and—we hope—getting rich. 

ao * * 

Haven’t seen that papa and son team, the General 
Pencil and Defiance Sales Wingerts of St. Louis, for 
some time. Guess they are too busy writing orders. 

* * * 

Another milestone was reached on August 22 by 

that famous executive of Smead Manufacturing Com- 


folder man in captivity. 
* Ld * 


Before this reaches you, the Midwest Travelers Golf 


| Outing on September 20 will be history, and from all 
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TASPER CHAIR COe GarFices CHAIRS 
T here 


Is a 
Great 
Future 
in store 


for 


America 





Have faith that service and sharing will once again 
speed the wheels of industry—that labor, management 
and capital will unite to supply all demands—to raise 
production to the needful volume for all domestic pur- 
poses and a large market abroad. 

Jasper Chair Co. office chairs are providing a life time 
of comfortable seating for thousands of business offices 
and a substantial demand can be built upon their 
reputation and high standard of performance, which 
will result in additional business for office equipment 
dealers. 

No one can tell you just when this situation will come 
into being, nor when all your present office chair 
requirements can be filled—but it’s common knowl- 
edge that a few believing, determined Americans put 
this country on the road to greatness. Like faith and 
determination will be brought to bear and will be 
effective now. 


Jasper Chair Cn. 


JASPER, INDIANA 








REPRESENTATIVES: James S. Fowls, (Southern) S. H. MacDonald, (West) 
Goo Ac Lie, Slee, See ee os ae 
Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
MEMBER WOOD OFFICE FURNITURE INSTITUTE = Dallas 5, Texan (Phone ROGers Park 3644)” New Yorke N.Y. 


a 
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DISTINCTIVE... 
and in the Modern style 


This new creation bears the inimitable stamp of one of the country’s 
foremost designers. To describe the simple beauty of line the eye 
records is a challenge to descriptive verbiage. By itself on a showroom 
floor it is at once the center of interest to your visitors. In an executive 


office, in natural surroundings, it is constant testimony to the good 


taste of the user. 


This new desk is hand-rubbed lacquer finished to bring out the 
magnificence of genuine American walnut. It is custom built through- 


out by artisans proud of their craftsmanship. 





New England Woodworking Co. | 


512 East 137th Street — New York 54, New York 
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appearances it will make some REAL history because 
the advance reservations were coming in fast from 
poth travelers and dealers of Kansas City and out- 
lying points. If you were absent, you were the loser, 
even if you did not play golf against Jack Crow and 
Dan MacDougall. 

7” ca 

Yes—the Boharts were “saved” in that Park Plaza 
Hotel fire in St. Louis in August. Lillian and Bill had 
peen making their home there for quite some time 
and, like all other guests, were routed out of their 
quarters about six o’clock on that Sunday morning. 
As a safety measure, they joined the groups in the 
lobby and on the sidewalks. No injuries or property 
losses, however. 

x * * 

Peter Masterson, the Acco ambassador out here, is 
reported back in his territory following a nice vaca- 
tion around New York and his home in Jersey. 

* * * 


John Pydlek, who travels so much his family almost 
need introductions upon his occasional stopovers at 
home, spent August catching up with the doings of 
his little daughter, Penny, who hopes he will try 
that often. 

* * ca 

That most genial gentleman, Bill Schmiederer, Bux- 
ton & Skinner Printing & Stationery Company, St. 
Louis, took Mrs. Schmiederer and hiked off to the 
home of The Great Lakes Travelers Club for a little 
vacation with the son, daughter and grandchildren. 
Of course, he made his annual call on the GLTC on a 
Friday noon while visiting the Loop. 

* * * 


Mr. and Mrs. Francis K. Adams of S. G. Adams 
Company, St. Louis, motored to Lake of the Woods, 
Canada, early in August, but met with so much mis- 
fortune en route and such disappointing weather in 
Canada that the stay was interrupted and the couple 
returned to St. Louis much disgusted. Between brand 
new tires blowing out (two of them), generator trouble 
and gobs upon gobs of rain, the trip was declared 
BLAH! 

* * x 

Vaughan L. Williams of Schooley Printing & Sta- 
tionery Company, Kansas City, Mo. was recently 
elected state commander of the 40 and 8 veterans’ 


organization for Missouri. Mr. Williams is secretary | 


of the 8th District, NSA. 


* * * 


Jimmie Lang, head of Junction City Stationery Com- 





pany, Junction City, Kans., is a man of varied business | 


interests and is leading each of them to the very front 
in each industry. Under way now is an addition to 
the back of his stationery store, facing on the side 
street in Junction City, which will house the ever- 


growinz tax accounting business operated by his | 


partner, Mr. Gfeller. Mr. Lang also manages two fast- 


growing cheese factories in central Kansas and a drug | 


store in the building with the stationery quarters. 
* * * 


Hutch-Line, Inc., stationers of Hutchinson, Kans., 
had their hands plenty full early in September when 


they operated a large exhibit at the Kansas State Fair | 
in Hutchinson. A most attractive exhibit displayed | 


‘office machines and many specialty items. 


a ooo 


ROSE POWELL RETURNS TO BURRAS STAFF 


After a lapse of a few years, Rose Powell recently | 


rejoined the Burras Stationery Company in Oak Park, 


Ill. She will be in charge of purchasing, in addition to | 


handling other managerial tasks. Mrs. Powell left the 
Burras Company in June of 1944 to be married to 
B. J. Powell, sales representative of A. W. Faber, Inc., 
in the Chicago and outlying areas. Before serving two 
years on the Burras staff, Mrs. Powell, then Miss Rose 
Ottenfeld, was connected for several years with Ser- 
Inghaus & Weiler Company, Chicago. 
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They Come 


office chairs redesigned by 
NEW INDIANA CHAIR CO. 























We will shortly introduce a redesigned Bank of England 
series in four numbers: 


Executive Swivel Arm Chair 

Side Arm Chair To Match 
Secretarial Swivel Chair (No Arms) 
Side Chair (No Arms) To Match 


These will be followed by a group of other N.I.C.CO. 
office chairs, presenting features of improved use and 
appearance. 

Members of the trade saw these samples in Chicago at 
the time of the National Stationers Convention. You will 
want them in your display as soon as available and 
we'll direct every effort to that end. Shipments will be 


alloted on the basis of pre-war business. 

New Indiana Chair Co. 
Jasper, 
Indiana 


woop 
OFFICE FURNITURE 
NSTITUTE 








THREE SIZES 
OF DIES 
15/4 "=13%4"-2 
DIAMETERS 
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The” OFFICIAL” 
4) POCKET SEAL 
THE SEAL THAT GETS THE BUSINESS 


STANDARD WITH LAWYERS, NOTARIES 
& CORPORATIONS ALL OVER THE WORLD 


Here is the seal that gets you the seal business, 
and no mistake. The only seal of its kind on 
the market, it is patented to give you an exclu- 
sive product, free from competition. This seal 
has rendered the old-fashioned, cumbersome 
lever seal press entirely obsolete. Sell it to the 
customers we bring to your store through 
national advertising. 
WRITE FOR DEALERS PROPOSITION 


Meyer ¢ Wenthe 
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The continued scarcity of materials and labor still impose a 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry, No BRIGHT catalogs available. A new catalog will be 
published just as soon as the material situation becomes settled. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK. N. Y. 
S=|_-_ _ —S_| S=_ LS=_— -_—GOSE|WCOSS S—=1 








42" x 36" x 18" 
Double Door 
Counter High 

CABINET 





LEGAL LETTER 
Steel Transer 


30'/."" x 24" x 
Desk High 
CABINET 


42"' x 26" x 18" 
Counter High 
Single Door 

CABINET 





WRITE FOR PRICES & DEALER 
DISCOUNTS. 


Manufactured By 


Single—Drawer Transfer Files 
Easily Built Up to a Four 
Drawer Unit. 

Four Roller Bearings. 
Constructed. 

Brass Card Holder and Drawer 
Pull. 


Sturdily 


54-60 COLUMBIA STREET 
BROOKLYN 31, N. Y. 


STEEL OFFICE EQUIPMENT 








PARKER STEEL PRODUCTS INC. 
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VIRGINIA-TENNESSEE NEWS NOTES 


J. F. Howison, Correspondent 








For this column, 21 different mechanics in 15 cities 
were queried to express their views on their role in the 
office machine industry. The man who services a ma- 
chine satisfactorily, year in and out, usually knows 
more about the products than the salesmen, and 
should be heard from. 

* * * 

E. W. Russell, Richmond, Va., mechanic of the 
American Typewriter Exchange, has served 46 years 
steadily at the same bench, and has now reached the 
age of 63 years. Another claim to fame is that he has 





E. W. RUSSELL 


carried on very successfully one of the largest men’s 
Bible classes in Virginia for nearly 39 years. He has 
seven children and three grandchildren. His hobby is 
chicken-raising and he can fix and repair anything, 
including his extensive henhouses. For 20 years he has 
never worked at his trade on Saturday, devoting that 
day exclusively to his personal business of religion 


and chickens. 
*~ OK a 


E. E. Lee, manager of the mechanical department 
of Remington Rand, Inc., at the Richmond branch 
office, says, “You fellows know me, Uncle Jim. I have 
been trained to realize that the quality of a good over- 
haul job is never too good for a man who appreciates 
the value of good work—using new parts instead of 
fixing the same job with an old part. I am strong for 
maintenance and, of course, service too.” 

* * * 

E. L. Bliley, repairman for 37 years with Rem-Rand 
at Richmond, is always equal to the occasion, be the 
machine a typewriter or complex bookkeeping ma- 
chine. George H. Selph, another repairman at the 
same stand, 9 W. Grace St., has a service record of 
29 years, during which time he has only been late 
at his post twice. 

+ * o> 

This opportunity to get close to the mechanics at 
Richmond, especially E. W. Russell, has developed 
some interesting facts long since forgotten. 

At the opening of this century, prior to 1900, 
there were few typewriter companies here in Richmond 
—The Hammond Typewriter Company, represented by 
Thomas S. Wheelwright and Thomas B. Scott; the 
Yost Writing Machine, represented by D. R. Midyette;: 
the Caligraph, represented for a few months only by 
Everett Waddey Company, and the Remington, sold 
by John B. Culpepper. Later came a man with the 
name of Raymond, who cast his lot with Sam Rosen- 
dorf of the Southern Stationery Company in success- 
fully selling the Oliver. And Eugene Clowes soot 
stepped into the field and sold everybody a bar-lock 
typewriter by his wonderful baritone voice. He soon 
sang himself into the Underwood family. 

* * 

The writer has been a man and boy for more thal 

75 years but in all that time he never has observed 
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rol Talking — 


ABOUT THE TALKING pesK! 


Office furniture dealers—hundreds of them from all over the 


country—visited the Wood Office Furniture Institute exhibit 











at the National Stationers Convention. And they're all talking 











about the talking “inspiration desk”, and its companion chair. 


0.8 2 


These were created by the Institute’s alert manufacturer-members as a 


pledge of continuing industry progress—as a forecast of revolutionary new 









comfort and efficiency in the wood office desks and chairs of Tomorrow. 


Desks with smart, graceful lines—beautiful new finishes, scar-resistant 


and burn-proof. Long-wanted features like the built-in dictation machine, 


radio, and electric shaver! Chairs with greater comfort, smarter appearance. 
These are the advances which forward-looking designers and manufacturers plan for the days ahead. These 
are the symbols of industry cooperation and progress which promise finer, more efficient office desks and chairs 


to serve business Today and Tomorrow—and richer, more profitable markets for 





ll Wye 





wood office furniture dealers everywhere. 


WOOD OFFICE FURNITURE INSTITUTE, 730 FIFTEENTH ST. N.W., WASHINGTON, D. C. 
© ee 
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U ALMA DESK COMPANY JASPER DESK COMPANY 

f High Point, N. C. Jasper, Indiana 


JASPER OFFICE FURNITURE CO. 


Jasper, Indiana 


JASPER SEATING COMPANY 


CENTRAL DESK MFG. COMPANY 


Chicago, Illinois 


CLEMCO DESK MFG. COMPANY 
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f Chicago, Illinois Jasper, Indiana é 
} COMMERCIAL FURNITURE COMPANY LEOPOLD COMPANY rj 
‘ Chicago, Illinois Burlington, lowa t 
) DOTEN-DUNTON DESK COMPANY woop MURPHY CHAIR COMPANY ry 
f Cambridge, Mass OFFICE FURNITURE | Owensboro, Kentucky 6 
{) GUNN FURNITURE COMPANY sone } MYRTLE DESK COMPANY 6 
Grand Rapids, Mich High Point, N.C. é 

f HIGH POINT BENDING & CHAIR CO. NEW INDIANA CHAIR COMPANY 6 
f Siler City, N.C Jasper, Indiana 6 
f HOOSIER DESK COMPANY INDIANA DESK COMPANY Oo. C. S. OLSEN COMPANY 6 
f Jasper, Indiana Jasper, Indiana Chicago, Illinois 6 
f IMPERIAL DESK COMPANY JASPER CHAIR COMPANY WELLS FURNITURE MFG. COMPANY (i 
Evansville, Indicna Jasper, Indiana Laurel, Mississippi 4 
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The contribution of WOOD to our daily lives is 
indeed great and no application is more elo- 
quently simple and more dramatic than the task 
performed by the every day kitchen match. 
WOOD truly is versatile in its range of uses. In 
the kitchen match, it serves strictly a utility pur- 
pose for which there is no adequate substitute. 
In other forms, such as furniture, WOOD fur- 
nishes both utility and beauty. WOOD makes a 


JASPER OFFICE 


JASPER, 





major contribution to the business world through 
the medium of office desks. Under the tools of 
skilled craftsmen, WOOD takes on those sleek 
efficient lines of JACKSON DESKS, bringing 
beauty, convenience, comfort and efficiency to 
the modern office. Rest assured .. . the Office 
Desk of Tomorrow will be WOOD and bear the 
mark of JACKSON DESK. 








FURNITURE CO. 


INDIANA 


Le eee FICE FURNITL 00 TY 5 — 5 ere 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Alien Bidg., Atianta, Ga. 
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anything like what happened recently at Fredericks- 
purg, Va. There, the Virginia Central Railway Com- 
pany leased their only passenger railway station -to 
Underwood Corporation for a branch office. 

” * * 

W. D. Mifka, Jr., 21 Wythe St., Petersburg, Va., ex- 
pert mechanic of Bishop’s Office Appliance Company, 
states that he has come to the conclusion that the 
two basic principles of a maintenance department are: 
1. The customer’s satisfaction. 2. Profit for the local 
agency. 

He said, “the maintenance department should be able 
to give its customers speedy, first-class repair service. 
And the only way to do this is to have an up-to-date 
maintenance department with competent mechanics. 
This department, if operated properly, can support all 
overhead costs of the agency.” 

» a” a 

B. B. Headley, repairman of Underwood Corporation, 
Richmond, Va., says, “When the shop is well main- 
tained by well-instructed servicemen—as to adjust- 
ments, attitude toward customers, and regular serv- 
ice—there will be no reason for a maintenance agree- 
ment not affording positive revenue. Such an agree- 
ment eliminates many calls, as a customer is trained 
to expect this service at a regular time.” 

* * * 

R. A. Pierce, amateur repairman for his own large 
business (conducted as a hobby) at Greeneville, Tenn., 
has a most complete outfit for giving a machine a real 
cyanide bath. He declares, “I found that the person 
who gets the most repair calls invariably sells the 
most machines. That is why I am more interested in 
service than in sales.” 

* * * 

L. R. Fuller and J. D. Fleenor of Typewriter & Equip- 
ment Company, Kingsport, Tenn., have been associated 
with the Royal Typewriter Company for the past few 
years and find the company very co-operative with its 
representatives. They are doing a profitable business 
at 230 E. Market St., in Kingsport. 

* * * 

B. C. Buchanan, repairman with the T. W. & E. Com- 
pany at Newport News, Va., says, “We have just re- 
cently been completely modernizing our service depart- 
ment, first by redecorating and second by putting 
in new workbenches. I was made service manager 
in 1945. The biggest problem right now is getting 
a complete stock of parts on hand in order to facilitate 
prompt one- to three-day service for customers. 

+ * * 


W. E. Pugh, giving typewriter service at Stationers, 
Inc., Richmond, Va., asserts, “Business is good and col- 
lections are better. I have plenty of work and nobody 
to do it. Save your money. And why worry?” 

* * * 


R. E. Dey, Staunton, Va., is an experienced type- 
writer and adding machine man who has become an 
accredited agent of the R. C. Allen adding machine 
in the valley of Virginia. I have known him, and his 
father before him, for more than 50 years. 

* * * 

Walter Trimmer, repairman with Remington Rand 
and ABC at Richmond, spends much of his spare time 
experimenting with miniature speedboats, a hobby 
that has won him many trophies. His latest model 
reached a speed of 52 miles per hour at a New York 
race recently, setting a new record for its class. 

* * * 

Willie Crowder, Business Equipment Company, 16 
N. 7th St., Richmond, one of the most promising 
young mechanics of the city, is now office manager 
because of his salesmanship. 

rr 
R. C. ALLEN OPENS DALLAS BRANCH 

The R. C. Allen Business Machines Company has 
opened a local branch office and warehouse at 1801 
Young St., Dallas, Tex.—EWF. 
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STEEL OFFICE EQUIPMENT 








Cabinets — Wardrobes — Counter high 
cabinets — combination cabinets — Ward- 
robe and Storage Cabinets. 


Specialty items for office and industry. 


KEYSTONE STEEL EQuipMENT COMPANY 


2608-28 SO. FRONT ST. + PHILA. 48, PA. 
























You sell VUL-COTS quickly, 
profitably! Because they’re made of 
hard vulcanized fibre in attractive, 
practical sizes and shapes for every 
use . . . save money in handling 
waste . . . cut maintenance and re- 
placement costs . .. and are guaran- 
teed for 5 years—they appeal to 
wise, thrifty buyers. That’s why, as hundreds of 


others have found, you sell more VUL-COTS easily, 


profitably. 


NATIONAL VULCANIZED FIBRE CO. 
WILMINGTON 99 DELAWARE 
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STEEL BOTTOMS 

Write for 

full details : TRADE MARK 
+ a complete 

line for 

aggressive 

merchandising 





FEDERAL FIBRE CORP. 


3704-10 Tenth Street e Long Islat- ts ae Ge eee 


en the ING an 


SHORT of 


Some office a Ang are 
tall, and some are short. 
That's one reason there's 
such a demand for Karlo 
Office Machine Stands — 
each typist can adjust her 
Karlo stand instantly to the 
exact height at which she 
can work best. That means 
faster work, fewer errors, 
happier employees — 
greater efficiency through- 
out the office. 



























MODEL 1, 


adjustable 
from 26 to 
38 inches 
















WRITE 
NOW! 


That's why wise office managers insist that every 
business machine be mounted on a Karlo stand. 
It will pay you to get full details on this profit- 
able line today. Choice of models to meet every 
business need. Reasonably prompt deliveries 
are now being made. 








Sn ita \ailliiic 
au COMPANY 
32 lonia Ave., $SW., GRAND RAPIDS, MICH 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


The pent-up demand for office appliances can be 
distinctly felt as one goes from business establishment 
to business establishment in Los Angeles. It is clear 
that the full output of factories running at top speed 
could readily be sold if the unsatisfied demand is the 
same all over the country as it is here. One branch 
manager speaks enthusiastically of a new adding ma- 
chine gotten out by the manufacturer whom he rep- 
resents, stating that several thousands of orders are 
already booked in his office from the Los Angeles 
area. The market is definitely a sellers’ market of the 
first order and the only regret is that there is not 
sufficient merchandise to sell. 

Of course, one must take into consideration when 
talking about demand the fact that the state of Cali- 
fornia has added two millions of people to its popula- 
tion since the war started and that the trek of mi- 
gration westward did not stop on V-J Day, but rather 
began to increase and is still increasing with speeded- 
up momentum. This fact means more places of busi- 
ness and more and more demand for business appli- 
ances as well as office furniture. 

* * * 

Earle P. Hambly and Associates, dealers in office 
supplies, Santa Monica, recently announced the ap- 
pointment of Grace B. Crosby as office manager. Mrs. 
Crosby was recently released from the Coast Guard 
after two and a half years of service. Since Mrs. 
Crosby has had plenty of experience in this line of 
work, Mr. Hambly states that he considers her a 
valuable addition to his staff. 

* * * 

Ted Ralph, branch manager in Los Angeles for 
Remington Rand, Inc., has announced the appoint- 
ment of B. F. Rieber as assistant branch manager in 
the typewriter division. Mr. Rieber has been in the 
typewriter division in Los Angeles for three years and 
prior to that was in the same division in New York 


City. 
* * x 

Sam L. Hooper, head of the noiseless typewriter 
division of the company in the New York City office, 
visited the Los Angeles branch and other West Coast 
branches during the month of September. He brought 
news of the increased production, not only in the 
noiseless division but also in the standard machines 
division. 

* + * 

Blake Lockard, secretary of the Stationers’ Associa- 
tion of Southern California, recently announced that 
the association is to hold a meeting at the Los Angeles 
Athletic Club on October 28. The Golden State Travel- 
ers’ Club was to hold a meeting October 25 at the 
Fox Hill Golf Course. 


* * # 


R. A. Thomas, manager of Grimes-Stassforth Sta- 
tionery Company, Los Angeles, made a trip to New 
York City in September, leaving here September 9 
and returning by way of Chicago where he attended 
the NSA convention. Carl G. Grimes, purchasing agent 
for the company, also attended the convention in 


Chicago. 


* * * 


David F. Ligon, proprietor of the Glendale Type- 
writer Exchange, 159 S. Central Ave., Glendale, makes 
a statement that he is pleased with the Governments 
training service for former GI’s. At the present time 
he has two veterans training for typewriter mechanical 
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This concealed safe 
unit is a patented 
Invincible Exclusive. 
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We'll let you in on it! It's loaded with sales and 
profits—and a wide open market that is made- 
to-order for aggressive office appliance dealers. 
Executives need Invincible Metal Filing Cabinets 
with the Concealed Safe Unit. It's ideal for the 
safekeeping of valuable papers at the office or 
at home. It's a practical idea for a big market. 
Invincible Metal Furniture Co., Manitowoc, Wis. 
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@ This question is bothering office supply 
dealers everywhere, including the many who 
sell Sheboygan Diamond Trade-Mark Chairs. 
The reason for the shortage is that demand is 
greater than the ability of the furniture industry 
to produce. Sheboygan Chair Company, with 
its increased facilities, is equipped to build 
more GOOD CHAIRS today than ever before, 
but efforts are curtailed by the limited supply 
of choice lumber...the kind of woods re- 
quired to uphold the traditional quality and 


dependability of Sheboygan Chairs. 





SHEBOYGAN 


ao 





It takes time to fell timber, get it to the mills, 
and properly kiln dry it for use. We are but 
one of thousands of manufacturers in various 
lines in need of quality lumber. The shortage 
will be relieved gradually, but the demand for 
GOOD CHAIRS will be great for a long time. 

Sheboygan Chair Company keenly feels its 
responsibility to its many dealers and is doing 
everything possible to increase production. In 
the meantime, we are apportioning available 
shipments of Diamond Trade-Mark Chairs fairly 


among all of our dealers. 





CHAIR COMPANY 


Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 
SHEBOYGAN, WISCONSIN 
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work under the direction of Henry D. Young, shop 
foreman, a man who was himself in the Army prior 
to taking over the shop foremanship for Mr. Ligon 
about two years ago. The two men taking this work 
are Elwood Bud Nelson of Duluth, Minn., and John D. 
Wise of New Rochelle, N. Y. Both served in the U. S. 
Navy. Mr. Ligon states that he expects to add more 
men from time to time for this special training. 
* * * 

The Miller Desk and Safe Company, 219 West 3rd 
St., Los Angeles, recently celebrated its twenty-eighth 
anniversary. The company was organized by Julius 
Miller, who passed away in 1943, and has always been 
at its present location. Leo Miller, son of Julius Miller, 
took over the management when his father died, but 
he spent some time in the service. After his discharge 
he returned to take over his duties at the store. Mr. 
Miller states that the staff is now complete. 

A. F. MacNally, who served with the Coast Guard 
and participated in defense work during the war, is 
a new salesman. Carmen Geogino, formerly with the 


company for a number of years but in service for three | 


years, has also returned and is again at work. 

H. J. Klein recently made an eastern buying trip but 
states that he did not find a great deal of merchandise. 
Business, however, has been very satisfactory during 


the last several months. 
+r ae on 


Mrs. L. E. Walrath, manager of Vroman’s Office | | 


Furniture and Equipment Company, 1271 E. Colorado 
St., Pasadena, returned September 25 from Grand 


Rapids, Mich., and other eastern points. Mrs. Wal- | 
rath made the trip by car, stopping first at Dubuque, | 
Iowa. On her return from Grand Rapids she also | 
visited in Dubuque. She states that this was her first | 


vacation in some years. 
a * * 


E. R. Hoskins, who for the past two years has been | 
in the Phoenix, Ariz., office of The Underwood Cor- | 


poration, has returned to the Los Angeles office as 
salesman in the accounting machine division, the posi- 
tion he formerly held. A. L. Abram, who has been with 
the company in the East, has taken Mr. Hoskins’ place 
in Phoenix. 

Mrs. Florence Johnson, wife of Ralph Johnson, Un- 
derwood representative in Santa Barbara, died Sep- 
tember 16 following a long illness. Besides the hus- 
band, one daughter survives. 

Pete Meehan, a partner in Johnson’s Office Equip- 
ment Company, Underwood agents in Santa Ana, 
Calif., who suffered a heart attack some time ago, is 


now in the Santa Fe Hospital, Los Angeles. 
* * * 





David E. Hendler, proprietor of the Wilshire Office | 


Equipment Company, 206 S. Western Ave., Los Angeles, 
states that he finds it pays to have his windows 


dressed by a professional window-dresser. The win- | 


dows in this store are changed every two weeks and 
are proving an excellent advertising medium, Mr. 


Hendler states. Even automobile drivers stop quite | 


frequently to look at the windows, Mr. Hendler adds. 
+ + 

O. E. Boyd, proprietor of the Stationers’ Corpora- 
tion, 525 S. Spring St., Los Angeles, left in September 
for Chicago, where he planned to attend the con- 
vention. He expected to be absent from Los Angeles 
for at least a month. 

ok * * 

A. W. Willis of the Atlas Desk and Safe Company, 
835 S. Spring St., Los Angeles, is another local man 
who attended the convention in Chicago. He left on 
his trip September 29, hoping, of course, to buy stock 
for his store while away. 

o* = * 

C. J. Harris, manager of the Los Angeles branch of 
L. C. Smith & Corona Typewriters, Inc., 533 S. Spring 
St., Los Angeles, states that the new 8-M Corona add- 
ing machine recently introduced by the company, re- 
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| brings back satisfied customers in no time at all. 
| This will mean more friends, more business, 
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Eaton’s Berkshire 
Air Mail Papers 





Have you told your customers 

about Eaton’s Berkshire Air Mail 
Papers’ special feature? The 
l paper—as well as the envelope 
is marked for preferred 
| attention! 
| 
i| ¢hTON's 
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EATON PAPER CORPORATION 


Pittsfield, Massachusetts 


+ 


Fine papers for business and social use 



































CARBON PAPERS 


relate! 


TYPEWRITER RIBBONS 





You Can't 
Go Wrong 
with Write! 


Dealers—No Need to push WRITE products 
—they sell themselves. And once sold, WRITE 
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and MORE PROFITS for you. 

Keep a plentiful supply of WRITE Carbon 
Paper and Typewriter Ribbons in stock and on 
display at all times. Quality and long wear 
that is guaranteed. Remember, you can’t 
go wrong with WRITE! 


Send TODAY for Samples 


and Discounts 
Deliveries at Once—No Delay! 


420 Lexingt 
WRITE 


York | 
INCORPORATE _ he 


on Avenue 
Y 


FACTORY: Bridgeport, Conn. 
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Trying to make reports from a mass of unrelated data 
is just the old needle-and-haystack routine, and very 
expensive these busy days! Information neatly classi- 
fied by attaching 







see 
43" FILE 
SIGNALS 





to cards and record sheets—blue for one class, red 
for another, and so on—is always ready instantly. 
These little paper-thin signals go on and off easily, 
add practically no bulk, never tarnish. In 12 non-chip 
colored enamels. Ask for cards of samples for your 
salesmen. 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn, 





DRAWING 
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WRITE FOR 
CATALOG 


CARDINELL CORPORATION 
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placing the 8-K model, has made a big hit with the 
dealers in the Los Angeles area. The L. A. branch, he 
states, has booked thousands of orders. 

« * + 


P. E. King of the Southern California Adding Ma- 
chine Company, 947 S. Broadway, Los Angeles, left the 


| latter part of September by car for points in the Mid- 


dle West. He was accompanied by his wife and by Mrs. 
King’s brother and his wife. In Cedar Rapids, Iowa, the 
group planned to visit Mr. King’s mother, and in 
Minneapolis they planned to visit Mrs. King’s brother 
and sister. 

Duane Miller, son of G. E. Miller (one of the part- 
ners in the firm), is now in the office of the com- 


| pany. Young Mr. Miller was in the service for three 


years and attended the University of California last 
year. .  8-=s 
F. M. Swann, the third partner in the firm, recently 


| made a trip to Atlanta, Ga., where he met, for the 
| first time, a new granddaughter. The baby’s mother is 


Mr. Swann’s daughter. 
* ” * 

G. F. Trefzger, proprietor of the Crown City Type- 
writer Company, 349 E. Green Street, Pasadena, re- 
cently spent a vacation in the high Sierras. He packed 
deep into the mountains on horseback. Mrs. Trefzger 


| and their son, Bob Trefzger, took their vacations after 
| Mr. Trefzger returned. 


Bob, who was with Patton’s Army, but who is now 
out of service, assisted in the office during the summer 
but is now attending Pasadena Junior College. Gus, 
Junior, another son, has also received his discharge 
from service after putting in time with the Naval 
Reserve as a pharmacist’s mate in Corona Hospital, 
Corona, Calif. Gus also hopes to enter Junior College 
but because of the extremely crowded conditions may 
be unable to enter this school this fall. If he cannot do 
so, he will work in the store until the beginning of the 
second semester. Included in his plans also is some elk 


| hunting in Colorado. 


Mr. Trefzger states that rentals are still going strong. 
In fact, the demand for rentals has increased tremen- 
dously, particularly since the opening of school. 

* * * 


Ebenezer Wallace, proprietor of the Southern Cali- 
fornia Stationery Company, 818 S. Los Angeles St., 
Los Angeles, accompanied by his daughter, Elizabeth, 
who is a member of the company’s office force, left 
September 27 on a month’s trip which was to take 
them to New York, Boston, and to points in Canada. 
They attended the convention in Chicago. The trip 
was made by plane. 

oa * ca 

Dougles Holman, proprietor of the Los Angeles Desk 
Company, 944 S. Spring St., Los Angeles, accompanied 
by Mrs. Holman, recently spent four weeks visiting 
Mr. Holman’s former partner, W. P. Shepherd, at 
Vida, Ore. Deer hunting was the principal feature of 
the trip. eS 

R. H. Millam, the new proprietor of the Pasadena 
Stationery and Printing Company, 45 E. Colorado St., 
Pasadena, comes to Pasadena from Phoenix, Ariz., 
where he is a partner in the firm of Millam and 
Wikle, a firm that has been in business for 20 years. 
He took over the Pasadena store recently and is very 
fond of the city. The former owner was Mrs. M. G. 


| Randall. * * & 


A. E. Anderson, proprietor of the Anderson Type- 
writer Company, Pasadena, took part of September 


for his vacation. 
9 


NEW OFFICE FIRM OPENED IN GEORGIA 
A full line of office supplies and stationery is in- 
cluded in the stock of merchandise of Wood and Com- 
pany, a new store recently opened in Covington, Ga., 
by Edgar Wood.—WES. 
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Heres why Swinglhne 
was cusfomess /* 





They’re 100% ROUND WIRE— \ 
that’s why SWINGLINE Staples 
make such a hit with your cus- \ 
tomers. You see, ROUND WIRE is \ 
stronger—gives better penetra- \ 
tion. And important! ROUND WIRE \ 
requires less adhesive, commonest \ 
cause of clogging. SWINGLINE pre- \ 
cision-made staples are also 100% 
uniform, machine-counted, accur- 
ately aligned. They’re best for all 
standard staplers, and they carry 

a generous mark-up. SWINGLINE 
Staples mean smiles of satisfac- 
tion for you and your customers. 
Feature them in your next display. 


SPEED PRODUCTS COMPANY, INC. 
Long Island City 1 + New York 





The only stapler with the Swing-Back 
—_| head for fast, easy loading! A triple 


| ” - 
FEATURE 
SWINGLINE STAPLERS, TOO! 












All SPEED products sold 
through dealers only 


N0.4 STAPLER AND STAPLES 





performer — it pins, tacks and staples! 
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VICTOR # 
SALES HELPS ff 


help You dell! 


e STUFFERS 
e BLOTTERS 
e SHOW CARDS 


e NEWSPAPER 
MATS 


e NATIONAL 
ADVERTISIN 





OFFI 





200 OFFICE APPLIANCES, October, 1946 





NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill Hasty, Correspondent 





Latest reports are that Hamilton Kendrick, Ameri- 
can Lead Pencil Company, who has been resting and 
vacationing at Lake Vermillion in northern Minne- 
sota, is set to return to his home in Chicago and dis- | 
play that good golden Minnesota sun-tan. 


* * * 


Travelers through Wisconsin should go via Mauston, 
where they will find a fine new stationery store, the 
Anderson Office Supply Company, of which Einer 
Anderson is proprietor. He is a former employee and 
salesman of V. A. Hanson. 

* * * 

Keep your eyes on Madison, Wis. There, Gilbert 
Almusin, former manager of the University Co-Op 
, office supply department, has purchased the entire 

stock of office supplies from the Co-Op, operating the 
Wisconsin Office Supply Co. for himself at 610 Uni- 
versity Ave. He welcomes all you travelers. 
* * + 





SHEET BOOSTER—the great- 
est improvement ever offered 
in ring book binders. Exclusive 

Lots of things happen in Madison. Rey Hopko, FEATURES with Rogers—a patented idea 
Badger Office Supply, is back from the Navy and Lipt making loyal customers wher- 


: : , we ee FS : 
Jimmy Rane, Blieds, Inc., is home from the Army. AUTOMATICALLY ever used. Fits all ring book 








Bill Golf and family made a complete tour of the > . , wee 
mountains in South Dakota and then went on to ann co ant ee eet DELAY -In 
Yellowstone Park. And just wait until Augie Skolaskie | 5 saves WEAR AND vestigate this money making 
returns from northern Wisconsin with that fishing |“ TEAR ON COVER gga bes ll ws as yer 
story. _ ic as those who are alr 
| aces 3. TERING using our SHEET BOOSTERS 

Congratulations go to Arthur Finger of S. J. Olson | q for 1.114-2” to boost their ring book binder 
Company, Milwaukee. He now has the position of RINGS. sales. 
store manager and purchasing agent for the office | 
supply department. Al Betlenski, well-known sales- ROGERS LOOSE LEAF COMPANY 
man of Milwaukee, has joined the sales force of S. J. | 119 S. WELLS ST CHICAGO, ILL. 


Olson Company. 





* * * 






We express our sincere sympathy to Mr. and Mrs. 
Nelson J. Sheppard of Sioux Falls, S. Dak., whose 
lovable daughter died recently. 

* * * 

Sympathy of the Northwest Travelers goes to the 
bereaved ones of Carl Burkhead, who recently passed 
away. Carl, as you know, was with Zaiser’s in Des 
Moines, Iowa. 





GETS WORK 
OUT FASTER 


Typists can turn out work faster 
because Nev-R-Kurl is easier to 
handle—even in muggy 
weather. Smooth, flawless re- 
productions are not marred by 
curling or wrinkling. Nev-R-Kurl 
is exclusively used in thousands 
of offices because of its uni- 
versal adaptability —can be 
used on any job or machine. 
Nev-R-Kurl is winning more 
staunch friends every day. 


eee 

NEV- PR“ KURL 
TE 

is plastic backed ... no wax on the back to 

slip and slide. Heat and humidity can‘t curl it. 

Nev-R-Kurl won't tree, wrinkle or smudge... 


gives up to 50% more copies per sheet. Works 
equally well in billing or bookkeeping machines. 







* * * 


Mr. and Mrs. E. W. Doepke of S. J. Olson Company, 
Milwaukee, left August 17 for a vacation in the East. 
Points of interest were Long Island City, N. Y., Brook- 
lyn, Rhode Island, and Maine. Mr. Doepke expressed 
his regrets at missing the annual golf party at North 
Hills. 









——<———— 2 


NEW PACKAGE FOR MOORE FINGERTIP PEN 

The Moore Pen Company, Boston, Mass., is now 
packaging the Fingertip pen and pencil set in an 
unusual, three-dimensional box. Made of crystal-clear 

















Pisa 


NEW MOORE FINGERTIP PEN CONTAINER 


Plastic, the package gives the impression that the PROCESS CO.. INC 
ben and pencil are suspended in mid-air as they rest anny rut ie? aut $1 
on the transparent tray. When the package is used ; ‘ 
vertically in showcases, the pen and pencil are visible oe ed aaa 
from all four sides. 7 




















946 OFFICE APPLIANCES, October, 1946 201 














METAL CASH BOXES 








18 gauge fire-resistant steel; paracentric lock, 2 keys; 1042” 
wide, 6” deep, 4” high; approx. shipping wt. 65 lbs. per 
doz.; $5.85 list each; 5-till removable cash tray, $1.00 each. 
(NOT A WARTIME PRODUCT) 
ALSO 

Standard No. 2 metal wastebaskets, green or brown; harp 
and stick files; metal bookends (green); metal letter racks; 
ticket punches; Sav-A-Stamp Postal Scales; Costumers; 
Genuine Zipper Ring Binders 11x82, 1” rings with 
boosters; school supplies. 


In Stock for Immediate Delivery. 
All Prices F.0.B. Los Angeles. Liberal Dealer Discounts. 


Western Wholesale Stationers, Ltd. 
333 East Third St., Los Angeles 13, Calif. 








mM. 
FULTON 
Aaya. 


quick-drying...smudge-proof 


IN ANY WEATHER 


ALL-WEATHER wood block Stamp Pad, 
inked with ALL-WEATHER special Ink. 

. what a team! Weather conditions 
really don't mean a thing to them. 
Sharp, clean, fast-drying impressions . . . 
and pad will not warp, get sticky or 
pick up lint or dust. 











FULTON SPECIALTY CO. 


200 FIFTH AV... NEW YORK CITY 10.N.Y. 


FACTORY AT ELIZABETH 1, NU. 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Although recently established at 116 N. Second St., 
Shelton, Wash., the Mason County Stationers post- 
poned their grand opening from an August date be- 
cause of delays experienced in arrival of store fixtures, 
as well as some merchandise expected. Nevertheless, 
Joseph D. Finn, manager of Shelton’s newest station- 
ery store, has stocked large quantities of office supplies, 
office equipment and stationery. 

x * + 

The Roper Office Machines Company has recently 
moved and expanded operations on a larger scale in 
the office machine and commercial stationery field. 
Outgrowing quarters at 904 Third Ave., Seattle, Wash., 
this Roper business has taken more spacious store 
headquarters at 1002 Third Ave., that city, where the 


| interior, fluorescent-lighted, forms a handsome back- 


| leave claims. 


ground for the drop-in stationery trade. 
+ . * 
Leaving off the Saturday half-closing time and 
going back to full time on Saturdays, the staff of 
John W. Graham & Company, 707-11 Sprague Ave., 


| Spokane, Wash., has plunged vigorously into heavy 


school supply merchandising. The seven weeks of 
summertime closing to make short Saturdays has given 
fine vacations to members of the staff of this large 
stationery house. The present store hours for stress- 
ing of school supplies are from 9:30 a.m. to 5:30 P.m., 
including Saturdays. 
* ~ + 

In order to perform a high-specialized and most 
useful service for the men and women who have 
served the nation, the Lowman & Hanford Company 
at Seattle, Wash., has inaugurated an economic means 
of having discharge papers copied for their unused 
The Lowman & Hanford plant at 84 


| Washington St. has ushered in a 24-hour service for 
| the GI’s so that they can swiftly complete claims for 


settlement of unused leave. Only a nominal charge of a 
dollar for photostating both sides of the discharge 
papers is made. 

* * * 

Rolston’s Pen Shop is preparing to open shortly at 
1615 Westlake Ave., Seattle, Wash. This fine new shop 
will specialize in the sale and service of fountain pens, 
stressing their skillful repair. 

om * * 

Opening its new downtown store, one of a series of 

three, at 1407 Fifth Ave., Seattle, Wash., Lowman & 


| Hanford Company has closed its other 5th Avenue 
| shop at 1318 Fifth Ave., operated for several years. 


The spacious new quarters made a bid for business 


| with many handsome displays and new stationery 


stock early in September. 


* * * 


Eddie Vine of Vine’s Pen Shop, on Union St., Seattle, 
has a salmon fishing plug that literaly has. been 
“knocking ’em dead” this current salmon _ season. 
Recently on an angling trip to Sekiu, Canada, there 


| were six big salmon taken on this “hot plug”. Vine 


stated in Seattle recently that his is the hottest plug 
he knows of, and he has turned down a $50 offer for it. 
* a * 

Featuring a raft of stationery, envelopes and other 
ten-cent store and variety stocks, the Diamond 5c-$1 
store staged a grand opening recently at Pasco, Wash., 
in an ultra-modern building, completely air-condi- 
tioned, illuminated with cold cathode tube fixtures. 
This new Diamond store presented 4500 square feet 
of merchandise through clear-view windows, the sales 
floor containing four 90-foot aisles. Carlo Buren, Army 
veteran, formerly of Spokane, Wash., has been in- 
stalled as manager. The new store is the offshoot of 
Diamond’s in Seattle. The university district store 
there, started in ’34, is the main office, but there are 4 
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EVERY WEEK YOUR CUSTOMERS LISTEN TO 
‘GANG 
BUSTERS 


WITH LEWIS J. VALENTINE, FORMER 
POLICE COMMISSIONER OF NEW YORK CITY 





It’s no wonder that within a few weeks time GANG BUSTERS became 
the highest rated half-hour program on the American Broadcasting 
Company network. Crime prevention is one of America’s most seri- 
ous problems — and GANG BUSTERS, with former Commissioner 
Valentine, is facing the problem fearlessly 
as the only national program naming ac- 
tual names and places. 


If you haven’t yet heard GANG BUSTERS, 
plan to listen in this Saturday night; your 
newspaper lists the time and station. You'll 
like GANG BUSTERS —for the fine show it 
is and for the powerful way it promotes 
the complete line of Waterman’s Pens, 
Pencils and Inks. 

















Waterman's ~——™ 


L, E. Waterman Company, 344 Hudson St., New York 13, N.Y. 
AMERICA’S FIRST MAKER OF FINE FOUNTAIN PENS, PENCILS AND INKS 
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PRODUCTS 


BEST IN THE L-0-N-G RUN! 


Autocopy products are best in the long run because 
they artfully combine the very latest in scientific knowl- 
edge with manufacturing skill to produce the finest in 
duplicating machines and supplies. Autocopy products 
insure clear, clean copies from the first to the last. 
Because of their inherent superiority, Autocopy prod- 
ucts generate pride on the job! 










































An all purpose duplicating 
machine that eliminates the 
need for skill and care in 
feeding copies! Model shown 
is the ONLY flat-bed dupli- 
cator with auomatic paper 
feed. It is available in a wide 
variety of sizes with copying 
surfaces 9” x 15”, 14” x 18”, 
18” x 24” and 18” x 34”. Rug- 
gedly built, it will give you 
a lifetime of dependable 
service. 


AUTOCOPY GELATIN 
ROLLS consistently produce 
as clean, bright and _ perfect AUTOCOPY STENCILS, 
x copies because they are scien- stencils of superior quality 





tifically compounded to insure for all duplicating machines. 

‘ longest efficient use under Manufactured of the highest 

> varying climatic conditions. grade materials. Autocopy 

An exclusive Autocopy for- Stencils are quick-drying, 

mula eliminates _ bubbles, long-lasting and produce 

» dents or waves on Autocopy clean, clear and sharp copies. 
: rolls. They are available for 

all makes of duplicators — AUTOCOPY INKS, com- 


are “standard” with many of 


ny sanstene teeieeak ears’ pounded from finest quality 
© é S larges s Ss. 


ingredients, produce clear, 
sharp, impressions. 


AUTOCOPY DUPLICATOR 
FLUID makes possible 
brighter clean-cut copies for 
extra long runs. Instant dry- 
ing of paper avoids “sloppy- 
copy” offsetting. It’s practi- 
cally odorless and non-injuri- 
ous to machines. For ll 
direct process duplicators! In 
gallon cans or economical 54 
gallon drums. 









2 ot) euaiili 7? AUTOCOPY CLEANSING CREAM re- 


moves in 30 seconds the stains acquired on 
® AUTOCOPY SPIRIT and hands in hours of work! Despite its speed 
RAPH CARBON 


nate. Very seathane ae and positive action in removing Hectogrape 
: v4 : . - ne is a 
PAPER: . Pi fevate, Mimeograph and other ink stains, this 
“tansing CREM 


purpose cleansing cream is = ‘ie 
is skin—leaves it soft and smooth an oes 
* AUTOCOPY MASTER SETS. /eemend? — not mar nail polish. 
a 
e AUTOCOPY RIBBONS, semi 21) 340 






462 WEST SUPERIOR STREET CHICAGO 10, ILL. 
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large group of others, all featuring stocks of stationery, 
typewriter ribbons and similar supplies, in Seattle, 
Bremerton, Anacortes, Richland, Ellenburg, and now 
in Pasco. 

+ * * 

Capitalized at $25,000, the Davidson Sales and Serv- 
ice Agency, Inc., was recently incorporated at Seattle, 
Wash., for a duplicating and printing machine busi- 
ness. The papers were filed by M. M. Earle. 

+ * + 


L. R. Charlson, who has recently taken over Ray- 
mer’s Old Book Store, at 905 Third Ave., Seattle, Wash., 
has joined the Seattle Chamber of Commerce. 

o* * * 

The second mysterious midnight fire and two-alarm 
blaze in the collegiate district of Seattle, Wash., in a 
little more than a month threatened mid-September 
book and stationery stores of college students and 
faculty of the University of Washington near by. The 
flames adjacent to the building of the Dearles’ Book 
Store at 4322 University Way, were kept from destroy- 
ing large stationery and book stocks arranged in 
preparation for opening of the new collegiate season. 

Lyle Goss, manager of the University Book Store, 
also located on University Way, placed a crew at work 
ventilating that main source of stationery, school sup- 
plies, typewriters and other things for the students, 
so that’s the store could open next morning. Although 
the fire occurred late at night, hundreds of persons 
were attracted to the scene by the huge billows of 
smoke pouring out of the University Way building. 

—o—- oo —__—_— 


STATIONER BOOSTS LETTER WRITING WEEK 

Ail firms handling stationery are linking up with 
National Letter Writing Week in October. Now that 
the Government reduced the price of air mail letters 
to five cents, a great impetus is given to this class 
of letter. Featuring air mail stationery of light weight, 





BOOSTING NATIONAL LETTER WRITING WEEK 


Special envelopes, and air mail stickers will greatly 
increase sales. 

This was the idea of Bullocks, Los Angeles. In their 
Window, overhead, on fine wires, swung a silver aero- 
plane. A tall panel was boarded with a twisted skein 
of red, white and blue. In front of it stood a mail- 
man with bulging pack, and an air mail letter in 
his hand. On pedestals of blue and on the floor were 
numerous boxes of air mail stationery. A second win- 
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Mr. DEALER 


Yes, it's a fact that more and more ribbon and 
carbon dealers are featuring "U. S." products 

. and it's a fact that the liberal "U. S." price 
policy gives the dealer a higher-than-average profit 
margin. 

Why not get ALL THE FACTS? Write today, 
without obligation. 


for DOMESTIC and EXPORT trade 


“A Carbon For Every Purpose” 





“A Ribbon For Every Machine” 





General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
ello: eee 
Established 1895 


Revolutionary NEW 
Dictating Machine 





@ No records or needles to buy 
@ Wire may be re-used indefinitely 
@ 1 unit plays back, records, erases 


@ Transcriptions last indefinitely 


DESCRIPTIVE BROCHURE 


STANDARD BUSINESS MACHINES CO. 


542 S. DEARBORN STREET « CHICAGO 5, ILLINOIS 
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governmen t 
urplus 


BRAND NEW 
REMINGTON 





UNITS 
IN ORIGINAL CARTONS 


12" SIZE—ORIGINAL PRICE $25.50 
OUR PRICE $14.00 EACH LIST 


16" SIZE—ORIGINAL PRICE $28.80 
OUR PRICE $16.00 EACH LIST 


30"" SIZE—ORIGINAL PRICE $39.60 
OUR PRICE $30.00 EACH LIST 


GENEROUS DEALER DISCOUNTS—QUANTITY PRICES AVAILABLE 


INTERNATIONAL OFFICE APPLIANCES, Inc. 


326-330 Broadway WOrth 2-5337 New York 7, N. Y. 








Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 


Don't look any further-Try 





Sinclair and Valentine Co. 
CNKS) 





and be convinced! 





Sinclair and“Valentine Co. 
611 W. 129th Street PINKS) New York 27, N. Y. 


Albany Philadelphia Detroit 


Baltimore Chicago Nashville 
Boston Kansas City 
> 


New Orleans 
Cleveland 
Dallas 


Dayton 
Charlotte 


New Haven Birmingham 
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LINE-A-TIME 


dow arranged by this firm to speed up sales during 
National Letter Writing Week had on the wall a huge 
correspondence card and envelope, measuring 2x3 feet, 
on which was written the suggestion “Write your 
letter today on Caprice or Pastel fine stationery, white 
and tinted.” At one end of the window was a girl, 
sitting at a desk, writing a letter to her boy friend 
still overseas, and at the other, the laddie reading it. 
Ribbons of red, white and blue ran from one figure 
to the other, and to the line were attached three 
letters, which were supposed to be on their way. 

The display was floored with red and had blue 
fixtures, forming a good contrast to the white station- 
ery, and making a symphony of the national colors. 
The stationery department is located near the front 
of the store, and during National Letter Writing 
Weék had two of the official posters hung from posts 
at the entrance. In front of one was a table holding 
air mail cards, note heads and envelopes for air mail 
and on the other, complete writing kits, with the 
cards, “Celebrate National Letter Writing Week by 
answering all your accumulated correspondence. Here 
you will find everything to make letter-writing easy.” 
—WBS 

ek 


REMINGTON RAND, INC. APPOINTS REIBER 


L. A. Newman, general sales manager of the com- 
mercial typewriter division of Remington Rand, Inc., 
has announced the appointment of B. F. Reiber to 
the position of assistant branch manager at Los 
Angeles, Calif. 

Mr. Reiber joined Remington Rand, Inc., in 1934 

















B. F. REIBER 


| as a sales representative in the portable typewriter 
| division. His association with the company included 
| district and branch sales positions for that division 


in various cities throughout the country. 

In 1942 Reiber was transferred to the commercial 
typewriter division, Los Angeles branch, a post he held 
until his recent promotion. 


SS 


WATERMAN OUTLINES FOREIGN MARKET 

Just back from a six-week business trip to Europe, 
Frank D. Waterman, Jr., president of the L. E. Water- 
man Company, New York City, advises American man- 
ufacturers who desire to maintain a substantial ex- 
port trade to allocate some portion of current produc- 
tion to foreign markets. 

The demand for American goods abroad is a huge 
one, Mr. Waterman stated, adding that in fountain 
pens alone at least five years would be required to 
satisfy the foreign order backlog. 

He is aware, however, that the time to cultivate 
these markets is when their needs are most acute. 
He was surprised to learn that German manufacturers 
have already started pen production and are shipping 


' much of their output to Switzerland. Most German 


and Japanese pen firms, he pointed out, are out of 
business, and the British have failed to increase pro- 


OFFICE APPLIANCES, October, 1946 




















OFFI 





sw ™ Owe ees eC 


ar 


] 
d 



















Its NEW.. 





It builds SALES! 


HIGGINS SaAninc Ks 


HIGGins spit AW ING IN? 


SOLD BF 
maMENDED AND 
HEE OF r= 


Higgins presents this new, attractive bottle base—in 18 separate colors—a natural adap- 
tation of the famous Higgins color card. Draftsmen and artists use this helpful, convenient 
card right on their drawing boards—and your imprint is constantly before them—reminding 
them to come to you for all their drafting and drawing supplies. Order your Higgins bottle 


bases today. Two dollars per hundred* includes your imprint. 


*Net “Share the Cost Price” to all Dealers 


THE INTERNATIONAL STANDARD OF EXCELLENCE SINCE 1880 





Me , 2/T eh ST HIG GINS 
HIGGINS INK GOING. | sroomyniey, Sn” 
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General Office and Factory . . . Hamilton, Ohio 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT 
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duction materially. However, he emphasized, about 50 
per cent of British output is allocated to export. 

The best market for American pen products is Latin 
America, with markets also beginning to open up in 
the Far East and in Africa. Active promotion of Amer- 
ican pens is now taking place in Switzerland and 
Sweden, with strong potential markets also existing 
in Belgium, Holland, Portugal and Great Britain. 

Mr. Waterman expects the pen products situation 
to reach a normal supply-demand level some time in 
1947. The Waterman company is following a domestic 
policy of stocking its pre-war dealers. Production at 
Waterman plants in United States and Canada is al- 
ready ahead of pre-war levels, with output this year 
expected to exceed 1945 production by 50 to 100 per 
cent. 

a 
C. L. HENCK OPENS STORE IN SAN CARLOS 


Charles L. Henck, formerly of Merced, Calif., and a 
veteran officer of two world wars, recently moved into 
his new store at 900 Laurel St., San Carlos, Calif. He 
had been for some time engaged in the office equip- 
ment business in the San Carlos-Redwood City area 
of California. 

The new merchandising institution promises to be 














NEW LOCATION OF CHARLES L. HENCK CO. 


one of the most attractive and outstanding concerns 
of its kind in the San Francisco Peninsula district. 
For a number of years, prior to re-entering military 
service in World War II, Mr. Henck was associated 
with the McClung Broadcasting Enterprises of Merced, 
Calif. where he was engaged as a active business 
executive of the Merced Sun-Star, then owned and 
published by the McClung interests of that city. 


——__—_9—~= > —_— = 





SHEAFFER COLOR PHOTOGRAPH IN THE MAKING—Here 
is pictured the beginning of a natural color photograph of 
a Sheaffer Triumph pen and pencil ensemble at Pennebaker 
& Ryan Studio, Chicago. The men in the picture (left to 
right) are O’Cal Hanson, art director; Brooks Middleton, 
W. W. Garrison and Company, advertising agency, Chicago; 
and John Paul Pennebaker and Irwin Ryan, principals of the 
photographic studio. The pen and pencil ensemble being 
photographed in natural color, typical of the merchandise 
as appearing in current advertisements of the W. A. Sheaffer 
Pen Co., Fort Madison, Iowa, is concealed from the eye, 
but not from the camera in this black and white picture. 


OFFICE APPLIANCES, October, 1946 





FREE 10-DAY DEALER | 
INSPECTION 
New 1947 Improved 
WITHHOLDING TAX 
CALCULATOR 








Designed for “the man in the field,”” the new model EASY-WAY 
quickly and accurately calculates the correct amount of withhold. 
Beautiful solid walnut cabinet, sturdily made with nothing to get 
out of order, it is a “sales repeater.”” Official government charts 
based on various payroll periods. Mistakes eliminated because 
only one line of figures is exposed at any one time. The EASY- 
WAY is the easiest way! 


Be sure to specify the chart you need: 
WEEKLY 
BI-WEEKLY 
|} MONTHLY 


fee — oe 


100 


[ SEMI-MONTHLY 


Shipped Free to dealers on a 10-day trial inspection offer. Write 
for the EASY-WAY today! 


HIATT-BUSH CO. 


“Oldest exclusive manufacturer of withholding tax 
calculators in the United States.” 


P. 0. Box 441 Tulsa 1, Okla. 

















A > 
%e RIGHT Pencil For Your \* 


Send for Leaflet No. 18 


KOH-I-NOOR PENCIL CO., INC. 


BLOOMSBURY, NEW JERSEY 
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Foremost. 
Here it is! The Rubber 
Band the trade has 


been waiting for with 


40% NATURAL RUBBER added 

























































































Write on Company Stationery 
for liberal samples. 


PANY 
ENCER RUBBER PRODUCTS COMP 


MANCHESTER, CONR. 


vit cement 


parer 





Grip 
>) 
GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 





\ 4 
Ror Laps? s wh 


Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. All three products are 
Both ROLTONIC and TYPTONIC are Non-Inflammable, Non- 
made to the same high quality GS Poisonous, Harmiess to 
GRIPPIT. skin and clothing. 


atort pic 





4 








WRITE FOR SAMPLES AND PRICES 


HARRIMAN - WELTS, INC. 
403 RIVER ST.,- HAVERHILL, MASS 
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TEXAS TRAVELERS CLUB 





Virginia Leonard, Correspondent 





Harold Cude, Stewart Office Supply Company, Dallas, 
was back from an extensive trip to eastern markets 
in time for the opening of dove hunting season Sep- 

_ tember 1. We hear Harold is not adverse to a few 

| Tarzan tricks when “a tree gets the bird,” but he 
sure pays for it the next day. Stewart’s have just 
complete rearranging their store and offices. 

| + * ~ 

Miss Mary Lee Buchanan, daughter of Mrs. G. T. 
Buchanan and the late “Buck” Buchanan, Buchanan 


ees «6Stationery Company, Wichita Falls, Tex., became the 


| bride of McCharles “Smoky” Huff on August 28 at 

| the home. “Smoky” served in the infantry two and a 

| half years with 11 months in Germany and is 

| now associated with Buchanan Stationery Company. 
a + * 


That popular traveler and treasurer of the Texas 


—————_ | Travelers, H. C. “Bart” Fulton, is looking for more 


| fields to conquer. After 16 years as southwestern repre- 
| sentative for the Parker Pen Company, Bart has re- 
| signed and contemplates becoming a manufacturers’ 
| representative here in the Southwest. Bart’s home is 
| in Houston. 
j = * . 

For the first time in 24 years the A. M. Carrow’s, 
Speed Products Company, Inc., have a boy in their 
immediate family and Mr. Carrow is really proud of 

| that new grandson. 
* + ~ 
| Owen Cage, formerly with the Texas Book Store 
| in Austin, has accepted the position of buyer for 
| Hemphill’s Book Stores of Austin. 
* + * 
Fred Berry, E. R. Conner Company, Ft. Worth, has 
_ moved the entire office of the wholesale division of 
| E. R. Conner Company to 728 Daggett, operating as 
| the Stationers Distributing Corporation. 
| + * * 
| Jack Fleming, Vance K. Miller Company, Dallas, 
and wife vacationed at the Courtney Wall, Boorum 
& Pease Company, lodge at Ozark Beach, Mo. Jack 
said that those vacationing at Ozark Beach included 
| the Lewis Shore’s, Duke Printing Company, Wichita, 
Kans., and Carl Schultz, Eagle Pencil Company repre- 
sentative in Missouri territory. Courtney commutes to 
St. Louis, Mo., his new headquarters. 
* ” * 
Al Eisemann, Maverick-Clarke, San Antonio, and 
immediate past governor of the Ninth District, and 
| wife spent their vacation in Mexico City with friends 
| from San Antonio. 
. . * 

Joe Cockrell, formerly with Steck Company in Aus- 
tin, thought he could forsake Texas and last year by 
way of the Chisholm Trail ended up as store manager 
and buyer for the Comfort Printing and Stationery 
Company at St. Louis. Texas is in his blood, though, 
and he’s now back in Austin with Von Boeckmann- 
Jones Company as store manager and buyer. 

* x * 

James O. Youngblood, after his stretch with Uncle 
Sam as a traveling auditor for the Army, has accepted 
a position as bookkeeper with Buchanan Stationery 
Company, Wichita Falls, Tex. 

+ * * 

L. L. Ridgway & Company, with their main office in 
Houston, has opened a new branch in Dallas at 1905 
Bryan St., with Curtis Henry as manager and buyer. 
The company also has branch offices in Tulsa, Okla., 
and Corpus Christi, Tex. 

co * + 

Charles Royer, son of Homer Royer, owner of 
Standard Office Equipment Company, Ft. Worth, was 
defending champion at the Ranger Tex., golf tourna- 
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boca ote ne Way you WRITE 7.” 


Esterbrook 
jon- f 
hoice of precision-made, corrosion-proo | 
? ¢ on e,? . b. : , : 
a for every writing Jo pene Z 
aad 300 words and more witho 
w Wri | ing | ap 
* Can’t leak—won't flood. a e 3 
i ite for months. - : tain 

* Fill it once—wr! ake : well 
x Inexpensive to buy —economical maintain. 





Smee iets 
tioner cannot supply you The Brown 

ee "Camden New Jersey oF 

pany, : 





Toronto, 


DIP-LES 


Esterbrook 





MAKER 
MERICA’S FIRST PEN 
A 





Dip-Less Writing Sets by Esterbrook 
are now advertised in TIME and in BUSINESS WEEK 


This advertising will bring new business to you—be sure your stock is complete. 
ORDER NOW... NO QUOTAS... 


-_PROMPT SHIPMENTS! 
THE ESTERBROOK PEN COMPANY, COOPER 





STREET, CAMDEN, N, J. 
or THE BROWN BROS., LTD., TORONT 
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MASTER 


SPEED KEYS 


SPRING CUSHIONED THE 


for 


EFFORTLESS PERFORMANCE FINGER FITTING 
PLASTIC TOPPED 
SPRING CUSHIONED 
TYPEWRITER KEY 








UNIQUE.... DIFFERENT 


Here is a key that provides the Master touch ... Safe and easy on the fingers . . . makes typing 
a pleasure, even under the most trying conditions. | 
| 

| 


Can be used on all keyboard machines, typewriters, bookkeeping machines, etc. 


Stenographers and typists are astenished and amazed at the delightfully soft cushion effect when 


MASTER SPEED ‘KEYS are installed on their machines. Keeps them happy . . . Improves their 
tempers . . . resulting in greatly improved performance and more efficient work. 
DEALERS 


YOU CAN SELL SPRING KEYS 
PROFITABLY and REPEATEDLY 
BECAUSE OF THEIR UNIQUE SALES APPEAL 





Write for full information today. 


SPEED KEY CORPORATION 


Formerly Speed Key Manufacturing Co. 
383 COLUMBUS PLACE + BROOKLYN 33, N. Y. 
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ment Labor Day week-end. This was the first tourna- 
ment held since before the war. Charles returned in 
April from 34 months in the Marines and is associated 
with his father in the store. He returns for his senior 
years at T.W.C. this winter and is a member of the 
college golf team. 

* * * 

The housing shortage is responsible for many things 
—even men switching territories, as did two Houston 
salesmen of the Carpenter Paper Company. Virgil 
Jones, formerly with Standard Printing in Alexandria, 
La., had a home there but could find none in Texas. 
So now he is traveling Louisiana, Mississippi, and 
eastern Texas, while Norman Snyder is serving the 
Valley out of Seguin, where he has purchased a home. 

* * oF 


Ed Morrison, Vance K. Miller Company, Dallas, has 
been confined to his home for a number of weeks by 
illness which overtook him while he was on vacation. 

* og * 

Another dealer who felt the landlord punch is Mike 
Bryan, Mike Bryan Office Supply Company, Oklahoma 
City. He was forced to cut down his space by one-half 
and now is planning on moving to another location | 


in the near future. 


* * * 


It looked like a travelers’ convention at Amarillo, Tex., | 
one week end the last of August. Noticed at one table | 
for breakfast were Jack C. Kern, Jack Kern Company, 
Dallas; Art Carrow, Speed Products Company, Inc.; 
Hugh Norment and Julian Bailey, Eagle Pencil Co. 
all reaching for the check while entertaining Ted 
Warkentin of Southwestern Stationery & Bank Supply 
Company, immediate past governor of the Eighth 
District, whose headquarters is at Lawton, Okla. Ted 
was in Amarillo to relieve E. J. Dunn, who was on 
vacation. Also in Amarillo at the same time were 
Harold D. Hart, Ft. Worth, out for himself now, and | 
Jerry Stanchfield of Bainbridge, Kimpton & Haupt. 
Later this year I'll be able to tell some interesting | 
news about one of the above-mentioned travelers— | 


his promotion and departure for foreign lands. 
ok * * 


| 

J. D. “Jimmy” Pryor, Wilson Jones Co., was seen | 
going at a little dog trot, trying to have everything | 
under control before he left September 10 for his | 
yearly trek through the republic of Mexico. 

* * * 

Richard T. O’Rourke, owner of Office Supply Com- 
pany and the Ave Maria Religious Shop, Houston, 
died September 6 of a heart attack in his office at | 
1617 Main. Mr. O’Rourke, who was only 46, had been | 
suffering from heart attacks recently but shortly | 
before his suddent death had told his associates he | 
was feeling much better. 

* * * 

Nathan Goldstein, vice-president of M. L. Bath Com- | 
pany, Shreveport, La., was taken by death August 30, 
less than a week after he suffered a heart attack. 
Mr. Goldstein entered the firm of M. L. Bath Company 
in 1908 as a member and had served as a director 
and senior vice-president. His only son, William Gold- 


stein, is purchasing agent for M. L. Bath. 
a * * 


Welcome home to Henry Deutsch, just back from 
the service and now traveling this territory for the 
American Carbon Paper Manufacturing Company, 
Ennis, Tex. His home is in Dallas and he wants his 
many friends to know he’ll be around to see them at 
the first opportunity. Henry is the brother of Fred 
Deutsch, manufacturers’ representative and president 
of Texas Travelers Club. 

* * * 

Johnny Johnson, Wallace Pencil Company, formerly 
covering this territory, has been transferred to the 
New England states. We’re sure all sorry to see you 
leave Texas, Johnny, and all the best of luck to you. 

* & 


% 


Our old friend, Bill Elliott, past president of the 
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Are Recognized 
Standard for 


over 30 years 


Consistently high quality 
...Up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 
Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., 
409-411-413 PEARL ST., NEW ae ¢ 




















KEEPING STENOGRAPHERS HAPPY 


FOR 26 YEARS 
AegeeE Write for Sell Clarotype for clean, 
Your FREE = sharp and impressive 


looking correspondence. 







Selling 


It brings repeat sales from 
stenographers every- 
where. Clarotype is 
stocked by jobbers from 
coast to coast. Order from 
your jobber or direct from 








The Clarotype Company, Inc. 261-L Broadway, New York 7 
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Texas Travelers, hasn’t been feeling so well of late. 
He’s the same old Bill though, and they can’t get 
him down for long at a time. He wants to say “hello” 
to his many friends and hopes to hear from them 
sometime. His address is in care of the Dallas Athletic 
Club, Dallas, Tex. 


* * * 


Wedding bells for Joseph Karseno, Vance K. Miller 
Company, Dallas, salesman who recently returned to 
this firm after five years with the Army. Joseph met 
his bride while he was stationed in England and she 
recently arrived in Dallas for their union. Congraula- 
tions! 





* * * 


an E @) T F C T O Les Brown, back from his stint with Uncle Sam, has 
again entered business in Houston, where he has 
opened the Les Brown Printing and Stationery Com- 


SECURITY BOX pany on South Main. 
* as + 





Made of two complete steel walls insulated from each : ' . 
other by '/4 inch of specially treated asbestos sheet- Marion Howard, traveling mate of Ray Howard, 
ing. Each box has lock and 2 keys. Esterbrook Pen, had the misfortune to swallow a 
Pa Te piece of glass on their recent trip to Amarillo. After 
ee ee ee ee ee OF 48 hours on bread and cheese, Marion developed a 
maroon. Recessed handle on top. pre 2 7 
distinct distaste for said food. 


The PROTECTO fire-resistant Security Box is ideal for 
protecting valuable papers in the office, factory, 
school or home. Sells rapidly at a handsome profit 
to you. 


a 


Jig) 


"6 


EBERHARD FABER 


Send a trial order today. 


INSIDE DIMENSIONS 
8/2 x 1242 x 3% 
WEIGHS 10!/. LBS. 


BISON DISTRIBUTING CO. 
1202 HERTEL AVE. BUFFALO 16, N. Y. 


For Prompt Delivery 


DIARIES and 
ADDRESS BOOKS 
























#1991L 1 and 5 year diaries with 
lock and key, genuine saddle finish 
leather. Colors: Chestnut, Red, 
Brown, and Blue 
List pri .00 h 
ist price $4 eac MONGOL N°482 
#3206 Same as 1991L with Zipper lhe Fer A the World 
Closing F r 
List price $5.00 h : M 
ere ii NEW DISPLAY CARD—Eberhard Faber Pencil Company is 
supplying this 20 x 30-inch display card, made by Lockhart 
International, Inc., 122 E. 42nd St., New York, N. Y., to 
ADDRESS BOOKS retailers for the combination of Mongol pencil promotion 
#1050° Size 3%x2%, Genuine with institutional appeal. A colorful sketch of an ox-drawn 
~ aaa fer mc aos, —- covered wagon train and a gold prospector in a western 
5 den. in box, List price tee each —~* setting is — to stress the —e hey 
#1051 Address books like #1050, aber—pioneers in fine writing materials since . 
Simulated leather. te 
List price 50c each 
#2079 4x6, Genuine Saddle finsh ROYAL PRESENTS WATCH TO G. PALMER 
leather, assorted colors, indexed, : : 
Individually boxed Maxwell V. Miller, president, Royal Typewriter Com- 
List price $2.00 each pany, recently presented a gold watch to George Pal- 
#2079P Same as #2079, padded. mer, manager at Washington, D. C., upon his com- 
Hee List price $2.50 each pletion of 25 years’ service with the company. 
24 Karat God Tooling on Covers Terms 2/10 net 30 Presenting the watch on behalf of the company, 
Mr. Miller stated that he admired the record of Mr. 
Write for details of DEAL ON ADDRESS Palmer, who started with Royal as a junior salesman 
BOOKS including attractive and useful in the Boston, Mass., office. Transferred to New York, 
. “ N. Y., as assistant sales manager, his knowledge of the 
Display Cabinet. typewriter and his ability to demonstrate it met with 
aE eT ET re a warm response from the salesmen and filled them 
with enthusiasm. He was then asked to go to Wash- 
ington, D. C., as manager. In the nation’s capital, Pal- 
SHANK LEATHER GOODS CO. mer’s aggressiveness and ability established Royal's 
230 FIFTH AVENUE NEW YORK 1, N.Y leadership 
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THE high point IN BRIDGES ---THE GOLDEN GATE BRIDGE 
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THE high moind \N OFFICE DESKS... MYRTLE 


Man's engineering genius reached one of its pin- many years as the home of MYRTLE DESKS. We 
nacles when the Golden Gate Bridge was built. like to think that High Point, North Carolina pro- 


Designed to facilitate travel in the San Francisco —_ duces a product which contributes immeasurably 
Bay region, this bridge has since become world 
famous. Viewed and used by thousands daily, 


the Golden Gate Bridge is truly a High Point" in your office furniture department will always 
in Pacific Coast development. At the other edge reach a “High Point" if you sell MYRTLE DESKS. 


of these United States, there's another "HIGH It is our sincere desire to ship you those Myrtle 
POINT" . . . one that has been identified for Desks soon in even greater quantities. 


MYRTLE ea COMPANY 


to the nation's business efficiency. Sales volume 


member WOOD office furniture institute 


HIGH POINT NORTH CAROLINA 
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The “World's Fastest Visible Record Keeping System” 


Offices in Principal Cities the World Over 


VISIBLE INDEX CORP., 535 FIFTH AVENUE, NEW YORK 17, N. Y. 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





Fraser Companies, Ltd., with head office in Plaster 
Rock, N. B., recently awarded the general contract 
for the erection of a pulp mill which will entail an 
expenditure of nearly $4,000,000. The mill will be at 
Edmundston, where the firm’s general offices are lo- 
cated, and is designed to have a capacity of 120 tons 
daily of unbleached sulphite pulp or kraft. It is ex- 
pected that it will be in full operation in 1948. 

* * * 


The Canadian International Paper Company, Sun | 
Life Building, Montreal, is having a modern research | 


laboratory and pilot plant erected at Hawkesbury, 


Ont., at a cost of approximately $200,000. Plans call | 


for a three-story building, 185 x 52 feet, of reinforced 
concrete construction. 
* a * 

Included in a big construction program under way 
by the Brompton Pulp & Paper Company, Ltd., Sun 
Life Building, Montreal, is the erection of 53 resi- 
dences, for staff members at its paper mill, being 
erected at Red Rock, Ont. Two large camp houses of 
frame construction are included in the big program 
for the extension of the mills in that north town. 

* * a 

Canada Paper Company, Windsor Mills, Que., and 
407 McGill St., Montreal, a subsidiary of Howard Smith 
Paper Mills, Ltd., is having an addition erected to 


its mill at Windsor Mills. Approximate cost is $75,000. | 
* * * 


Consolidated Paper Corporation, Ltd., with head 
office in the Sun Life Building, Montreal, recently 
awarded the contract for sheet piling of the water 
intake of its mill at Wayagamack Beach near Three 
Rivers, Que. The work will cost approximately $100,000. 

~ * * 


The W. A. Sheaffer Pen Company of Canada, Ltd., 
169 Fleet St., Toronto, has purchased property, land 
and building at Malton, Ont., near the former place, 
from War Assets Corporation, Montreal. The structure, 
which is known as Warehouse “S’, is about 400 x 100 
feet, with mezzanine floor space and loading docks 
giving a total floor space of 63,000 square feet. The 
contract has already been awarded for general altera- 
tions to the structure for use by the new owners. 

* x ae 


The T. B. Paper Converter, Reg’d, care Theodore 


Beaudoin, 281 rue Jacques Cartier, St. Johns, Que., is | 


erecting a one-story factory in that town at an es- 


timated cost of $8,000. The building will be of concrete | 


block construction. 
Ld * * 


The Howard Smith Paper Mills, Ltd., 407 McGill St., | 


Montreal, is having alterations and erection of a good- 
sized addition made to its plant on Second St. W., 
Cornwall, Ont. 


* * * 


The Donnaconna Paper Company, Ltd., Donnaconna, | 


Que., recently awarded the contract for the erection 
of two large staff houses for the use of the members 
of the staff of its mill in that place. Cost of the build- 
ings will exceed $40,000. 
* * * 
Thieves who recently gained entrance to the retail 
and wholesale stationery store of Jas. L. Sutherland, 


Ltd., Brantford, Ont., removed a considerable number | 


of pen and pencil sets and leather wallets. 
* * * 

The St. Thomas Business College, 428 Talbot St., 
St. Thomas, Ont., will this autumn mark its sixtieth 
anniversary. According to J. M. Rosser, the present 
principal, the school was founded in the fall of 1886 
by W. A. Phillips, who became its first principal. It 
moved to its present location in 1911. During its 60 


years of operation the college has had but four princi- | 
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Here is definitely a new and improved blackboard. 
An unusual writing finish has been applied to 


SERVICE PLASTIC FIBRE BOARD. Guaran- 
teed not to peel, splinter or warp. 
Number Size Price 
801 1b” =x Zi $1.10 
802 a8" x SEF 1.50 
803 24” x 36” 2.60 
804 36” x 48” 5.00 
Each size packed 6 to carton, 
Each blackboard has a sturdy twelve inch grooved 
trough for chalk and eraser. There are two holes 


at the top which are reinforced with metal eyelets 
for hanging on the wall. 


Write for descriptive circular. 
SERVICE PRODUCTS, INC. 
2035 So. Calumet Ave. ° Chicago 16, Ill. 
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GUIDES 











We hope the time is not far 
distant when we shall be able 


to resume pre-war service. 


Your understanding and 
cooperation is genuinely 


appreciated. 
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The New and Improvd 
ROTARY 


For speed and.accuracy it’s the 
new Speedograph Rotary. 
Where efficiency is required in 
reproduction up to 100 copies 
the Speedograph Rotary has 
no equal. Now available for 
immediate delivery in hand 
and automatic feed. 


TODAY—Write for 


free color brochure 


DEALERS 
INQUIRIES 
INVITED 









DUPLICATING 
MACHINES 
AND 
SUPPLIES 















DUPLICATOR CORP. 
18th St., New Yori 11. N.Y. 
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No Typewriters yet! 








a 
We still have better ribbons and car- 
bons—at better prices. 


REGALRITE . 
Carbon Papers 
Typewriter Ribbons 
Volobb elem is locedebbel= Mm stlelole) et 
|sTole) 4.<-1-) oboLe me J (ocel ebbel- mB atte) ele) er 


HEADQUARTERS . 
Royal Typewriter Parts for Dealers 


es. 
You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 
The manufacture of a limited produc- 
tion of new typewriters has been re- 
cab b est sto MM Bae celts bel-m-jelelbt (om el-meazestlore) (=) 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


INCORPORATED 


200 Hudson Street New York 13, N. Y. 
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pals, the present head joining the organization in 
1912. 
# - * 

Huron Forest Products Company, Ltd., Blind River, 
Ont., plans to erect a large pulp mili at Blind River, 
to cost in the neighborhood of $10,000,000. The plant 
will completely or near-completely utilize wood prod- 
ucts. C. E. Smith, Blind River, is manager of the 
firm. The plant will operate jointly with J. J. McFadden 
Lumber Company, Ltd., Blind River. 

* * . 

James Texts of Belleville, Ont., long popular in the 
Canadian stationery trade as social and commercial 
stationers, business text books, typewriters and school 
texts and supplies, recently became a limited com- 
pany. George James is the president of the company. 
His son, Virgil, is treasurer and manager. Virgil James 
is well known as a director of the Stationers’ Guild 
of Canada and is the present Guild district chairman 


for Ontario. oe 


James Willson, Willson Stationery Company, Winni- 
peg, Man., recently delivered a splendid address, ‘The 
March of Time”, before a meeting of the Seventh 
District of the National Stationers Association in St. 
Paul, Minn. 


* * * 


Under the new order, No. 642, issued by the War- 
time Prices and Trade Board of Canada, many of 
the goods sold by commercial stationers are released 
from the ceiling price regulations. Under the new 
order, little remains under the ceiling regulations. 

* * * 

Alex Hogg, owner of the McLean Stationery, Van- 
couver, B. C., recently sold his business to E. M. South- 
Club in Monkton. 


Lawrence Colpitt, district chairman for New Bruns- 
wick for the Stationers’ Guild of Canada, was re- 
cently elected Rotary club president in Monston. 

* bd # 


* * * 


Fifty members and guests turned out at the annual 
golf tournament of the Stationers’ Guild of Winnipeg, 
Man., held recently at the Elmhurst Country Club. 
Handsome trophies were donated by Luckett Loose 
Leaf and Dominion Blank Book. George Barkwell, 
Barkwell Paper Company, was winner of the Luckett 
trophy and miniature and Gus Wickberg, Willson Sta- 
tionery Company, winner of the Savoy trophy and 
miniature. The prizes were presented by J. C. Irvine, 
president of the association, assisted by Mat Esdale, 
chairman of the golf committee. 

* + a 

Stationers in Ottawa, Ont., held a dinner meeting 
in the famed Chateau Laurier hotel in that city re- 
cently, and discussed the matter of forming an active 
local organization. Arnold Powis of Powis Brothers, 
was selected as chairman, and Jerry Nichols of Capital 
Stamp and Stationery Company as secretary-treasurer. 
Fred Smart of the Stationers’ Guild of Canada gave 
a clear outline of the policy and methods of pro- 
cedure followed by the Guild organization. 

* * 7 

The L. E. Waterman Pen Company, Ltd., Montreal, 
Que., is supplementing a big advertising campaign in 
newspapers, magazines, billboards and radio, by select- 
ing street cars in leading Canadian cities from coast to 
coast as the medium for selling its line of inks. 

Oo 
WOODSTOCK APPOINTS H. N. WEBSTER 

H. N. Webster assumed new duties on October 1 
following his appointment by Woodstock Typewriter 
Company, Woodstock, IIll., as sales manager. With 
Woodstock for 14 years and in the industry for 25, 
Mr. Webster served as branch manager at Washing- 
ton, D. C., for four and one-half years. Prior to that 
time, he was with the company in New York, N. Y., 
as assistant manager and at Boston, Mass., as man- 
ager. 
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NEWS NOTES FROM THE MARITIME PROVINCES 





William T. McNulty, Correspondent 





A reorganization of the Soulis Typewriter Company 
of New Brunswick, Ltd., has been completed. This 
firm has been operated by Roy Soulis for about 15 
years up to his death in the summer of 1945. The 
business has been acquired by the three sons of P. O. 
Soulis of Halifax, N. S., who died several years ago 
after operating the Soulis Typewriter Company of 
Nova Scotia for practically 40 years. P. O. and Roy 
Soulis were brothers. 

Roy Soulis, with base at St. John, N. B., had been 
a dealer and distributor in office appliances of all 
kinds in the provinces of New Brunswick and Prince 
Edward Island. Howard Soulis, oldest of the three 
brothers now heading the Soulis Typewriter Company 
of New Brunswick, is president, Philip O. Soulis is 
vice-president and manager, and Hugh Soulis, is sec- 
retary-treasurer. 

Philip and Hugh are now making their homes in St. 
John. Howard is continuing to reside at Halifax and to 
direct the firm long headed by his father. Philip was 
with that firm as a salesman after serving in the 
Canadian army about six years, reaching the rank of 
captain. Hugh was a lieutenant in the army after 
being trained in the United States for parachute 
jumping and commando operations. He was wounded 
in Italy. Since doffing the uniform he had been a 
salesman for the Soulis Typewriter Company of Nova 
Scotia until the recent reorganization of the New 
Brunswick entity. 

Plans call for expansion of lines to be carried by 
this company. The president recently returned from a 
tour of United States plants producing appliances han- 
dled by the two Soulis firms. 

The service manager is W. C. Stirling. H. S. Hutchin- 
son is a specialist in servicing calculators, adding 
machines and check protectors, and W. J. White serv- 
ices typewriters and dictating machines. All are sta- | 
tioned at the St. John base. H. H. Young, is the rep- | 


tesentative at Fredericton, NB. THE NEWEST PEN IN THE WORLD 
* * & 


An extracurricular activity of Seaman-Cross, Ltd., 
Halifax, N. S., is the supplying of seats for theatres. 









URES | ——_a 
yo \"0¢5 the an Extra Wand” 


MR. RETAILER: If you have 
not yet ordered, better con- 
tact your jobber or write us 
at once for details. 
Substantial dealer's dis. 
counts. FAIR-TRADED. 
o 





CUTS for newspaper or Cir- 
culars, Envelope Stuffers and 
Display Easels available. 


Write Joday t 


REYAM PLASTIC PRODUCTS CO. 


1525 EAST 53rd STREET...CHICAGO 15, ILLINOIS 













Recently, when a new movie theatre was established Van Cleeve Fountain Pens 
at Spryfield, in suburban Halifax, the seating, as well | with Revolving Sapphire 
as the office equipment and supplies, were furnished | Ball Point 
by this office appliance firm. This is believed to be | ¥ 
the only office equipment unit in the Northeast han- | A New Phenomenum... 
dling theatre chairs. Perfecti 

anda Or ok erfection of 


Lieut. Col. W. D. King of Yarmouth, N. S., has been Craftsmanship .. . 


appointed commander of the 14th Field Artillery 
Reserve. He started as a gunner in the militia 20 
years ago, and was a commander of Canadian artillery 
in the Second World War in Italy, Belgium, Holland 
and Germany. He was discharged from active service 
last winter. Before the war, Col. King was retail man- 
ager for R. H. Davis & Company, Yarmouth, retailers | 
and wholesalers in office appliances and supplies. 


Precision of 
Performance... 


Everlasting Beauty. Made 
in 14K Solid Gold, Sterl- 
ing Silver and Cleeveplate 
Metal. Priced te retail... 
baegucd aes from $5.00 up 





Kinney Duplicator Company, Bangor, Me., has in- clan PEN 
troduced the new Mimeograph 91, and is demonstrat- a: — 
ing the machine at their showroom. This firm is | ai s 
handling both new and rebuilt duplicators, and offers | Will write anywhere from 5 months to 5 years 
a complete repair and reconditioning service. depending upon the frequency of its use. Opens 


spate || and closes with one hand. Can be refilled any- 


When he gets disentangled from the feverish per- | 
and telephone contacts with which the mayor 
of Halifax, N. S., must contend, Mayor J. E. Ahern lied in larg llapsil : 
uses a new dictating machine to cope with the deluge pited in large oollapetnie. tates Sen seein = 
of correspondence from within and without Halifax. 


The disentanglement comes at night, when the city Cl F EVE L A N D T C 0 R P 0 Q A T | 0 N 


hall is officially closed and the mayoral office and 
body are immune to the public. The new machine, 33 WEST 46th STREET NEW YORK 19, N. Y. 


first to be installed in the civic annals of Halifax, has Patents Applied 
been hooked up with the telephone so that Ahern can 


where by injecting special Van Cleve Ink sup- 
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The Super-marker for 
Smooth Surfaces 


Silaisde!] 


CHINA MARKER 











No surface is too slick for 
Blaisdell CHINA MARKER. 
Preferred by china and glass 
outlets, druggists and grocers 
for plain, permanent marking 
on smooth surface products 
and containers. Specially 
designed...Paper encased by 
a special process to prevent 
oxidation of leads... More 
efiicient ...... Made in 13 
brilliant, permanent colors. 


"Reg. U. 8S. Pat. Off. 
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& “QfatsOe/7 PENCIL COMPANY 
Pays > _ 141 BERKLEY ST. + PHILADELPHIA 44, PA. 












STREAMLINER 
AMERICA’S FAVORITE LIGHT 


another wonderful offering 


by 
MAYFAIR 


watt fluorescent bulb—110 volts, 60 cycle. Sturdy single 
post. Base, front and back heavy gauge. Chromium trim. 
Bulb included if desired. 
A Very Attractive Item 
Prompt Delivery. Send for Bulletin. 
MAYFAIR COMPANY 
230 W. Superior St. Chicago 10, Ill. 








1214” high—spread 19”. New parabolic reflector for 15- 
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check up on line talks, too. He is planning a hook-up 
between his office and other civic departments. The 
device is reported as a very effective medium in help- 
ing the mayor keep pace with letter commitments 
and acknowledgments. The dictating machine was 
installed just in time for the mayoral office to handle 
the avalanche of correspondence involved in arrang- 
ing the details of the local visit of Field Marshal 
Viscount Montgomery, his first contact with Canadian 
soil. 


* * * 


Office safes are the special targets of thieves 
through the Northeast, on both sides of the border. 
Scores of safes in offices affiliated with stores, whole- 
sale houses, factories, warehouses, agencies and 
theatres have been broken into and in most instances 
severely damaged or destroyed. Two of the losses have 
involved cash sums of $5,500 and $5,200, at Halifax 
and Saint John, respectively. 

aa * 


H. Parker Allen, Yarmouth, N. S., has moved the 
seat of his office appliance business to larger and more 
suitable quarters and has instituted a pickup and 
delivery service for the machines. He is renting as 
well as selling typewriters. 

om * * 

Might Directories, Ltd., St. John, N. B., have in- 
troduced a duplicating service for the public, includ- 
ing the reproduction of letters, charts, graphs, ruled 
forms, signatures, lettering, and illustrations by use 
of Mimeograph art prccessing. Addressing and mail- 
ing comprises another service. 

* * * 

A Halifax, N. S., daily sent a reporter into the local 
offices and streets to see how many persons who were 
contacted knew who originated “Now is the time for 
all good men to come to the aid of the party,” an 
expression so familiar to typewriter users the past 
century. It was an educator who provided the cor- 
rect answer—that it is merely a test sentence used to 
try out new and repaired and reconditioned type- 
writers, and to train typists, and that no great mind 
was the incubator. Of the many persons consulted, 
some nominated Abraham Lincoln, others Franklin D. 
Roosevelt or Winston Churchill. 

* * * 


Kerr-Ellams Office Appliance, Ltd., Halifax, N. S., 
who specialize in selling and repairing duplicators, are 
now offering a public duplicating service as a side 
line. “The Duplicating People” is the sloganized appeal 
of this firm for sales, repairing, and reproduction by 
duplicators. The firm is covering the province of Nova 
Scotia from the Halifax base. 

















NEW PACKAGING OF SPEED-O-PRINT—Designed for ey? 
appeal, new packaging of the entire line of duplicating 
supplies is offered by Speed-O-Print Corporation, Chicago 
It is pointed out that these packages can be either mixed or 
matched to form striking window displays. All packages are 
printed in three colors employing different backgroum 
shades but with the same motif. The modern winged horse. 
Speed-O-Print’s trademark, is featured on each carton. 
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The New Model Hush -A-Phone — 


We have now available the 


WAVE-FILTER MODEL 


A Remarkable Development 


HERE is now embodied in Hush-A-Phone construc- 

tion a novel acoustical arrangement by which the im- 
portant tones of the voice are guided directly into the 
transmitter, while the tones which would otherwise pro- 
duce distortion, are filtered into a scientifically designed 
absorbing chamber. 


In comparison with previous models of the Hush-A- 


~ Vee eS 





e Phone, the improved device transmits the important 
e speech frequencies (those between 800 and 2000 cycles 
i per second) with five to thirty times more intensity than 
: did the old model; while the troublesome lower fre- 
quencies are reduced to less than one-tenth of their 
f previous intensity. To the layman, as well as the engi- 
‘ neer, this is truly a remarkable development. 
d 
e The Hush-A-Phone is available for the E-1] or 
2 : 7 ' F-1 Handset Phone. See underside of phone 
he = handle for marking. Specify also if extra wide 
: cradle associated with row of switching buttons 
ul in base of cradle. 
e , —7 y > 
: FUNCTIONS of DAILY VALUE 
n 
st Voice Privacy: —Confidential business and personal matters are safe- 
' : guarded from conscious and unconscious eavesdroppers. 
‘0 “Business leaks” and personal embarrassment are avoided. 
De 
d Office Quiet: —Executives and employees are not disturbed by phone 
d, talk clamor, or the strident voice of those who cannot phone 
D. without shouting. Office quiet means efficiency—less annoy- 
ance—less nervous fatigue. 
P Better Hearing: —Surrounding noises—of office, factory, or traffic origin— 
a4 are kept out of the transmitter and off the line, providing a 
ee quiet wire for clarity of transmission, and improved hearing 
: at both ends of the line. 
by Office Use: —An inquiry of various executives or department heads 
va will develop that some or all of the above problems exist. 


Factory Use: —The great need in the factory is for the improved tele- 
‘ phone hearing at both ends of the line. In these days of 
difficult personnel problems, the privacy feature may be of 

real significance. 


Dictating Machine Use: The Hush-A-Phone on the Ediphone and Dictaphone pre- 
vents dictators disturbing each other—or other personnel, 
promotes concentration of the dictator and develops a quiet 
office for efficiency of personnel. 


Orders Filled Promptly 


HUSH-A-PHONE CORPORATION 


43 WEST |é6th STREET, NEW YORK II, 
Phone: WAtkins 9-8126 














ios DEALERS and DISTRIBUTORS—We are interested in dealers who appreciate the profit- 
igo ability of giving adequate attention to a non-competitive office specialty. 
t The telephone is an indispensible business facility and a device which im- 
ind proves its values has been proven an extremely saleable item. Write us 
se. for particulars. 

946 
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SELL THE BENEFITS OF 


r SilteccdHh | 
THROUGH | 


FILT-R-FAN 


TRADE MARK REG. - PAT. APP. FOR 











DOCTORS KNOW the importance of clean, fresh air—free from dust, dirt, pollen and 
other irritating impurities for year-round office comfort and health. 

Filt-R-Fan supplies it—in abundance—pulls in Operated on low speed in fall or winter, Filt-R- 
Fan provides a quiet, constant, draftless circu- 


the fresh outside air . . . purifies it through its 
lation of invigorating filtered air for more 


three glass-fibre filters . . . delivers it into any 


room, clean and invigorating, in any season. 


* Easily Installed * Simple * Safe 


comfortable, more healthful working conditions. 


¢ Adjustable 


There’s a year-round demand for Filt-R-Fan. Write for complete details. 


MEIER ELECTRIC & MACHINE CO., INC. 


3529 East Washington Street, Indianapolis 7, Indiana 
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WAGE-HOUR LAWS TO PLAY NEW ROLE 
Office equipment merchandising and servicing estab- 
lishments may find themselves increasingly affected 
by state regulation of wages and hours, a nation- 
wide survey of legislative and administrative trends 
discloses. 


While none of the states has as yet enacted pro- | 


posals for state replicas of the Federal Fair Labor 
Standards Act, there is an accelerating trend toward 
liberalization and broadening of state regulations 
affecting hours and wages of women workers, and 
extension of coverage to men. 


Already three states—New York, Connecticut and | 


Rhode Island—have directly or indirectly extended 
minimum wage order coverage to men. Connecticut’s 
law, enacted in 1939, provides for total worker cov- 
erage, making it necessary to gather cost-of-living sta- 


tistics for men as well as women before wage orders | 
are issued. Regarded as more easily and economically | 


administered is the New York state law, adopted in 
1944, prohibiting the employment of men at less than 
the minimum rates established for women and minors 
in occupations covered by wage orders. Rhode Island 


last year adopted a statute modeled after the New | 


York measure. 
Most States Regulate Women’s Hours 


Forty-three states and the District of Columbia now 
have laws limiting daily and weekly hours of employ- 
ment for women, and in most instances minors, in one 
or more industries. States without such laws are Ala- 
bama, Florida, Indiana, Iowa and West Virginia. Most 
States also require certain basic standards for sani- 
tary and rest facilities, meal and rest periods, and 
certain productive conditions in hazardous occupa- 
tions. In a number of instances the employment of 
women is banned in especially dangerous or difficult 
work such as mining and quarrying. Night work limi- 
tations for women are effective in many states. 

Twenty-six states and the District of Columbia have 
minimum wage laws covering women. All but three 
of these are of the wage board type, providing for a 
board representing employers, employes and the pub- 
lic, to set rates for various fields through wage orders 
having the effect of law. Three states — Arkansas, 
Nevada and South Dakota—have measures of the flat- 
rate type, setting specific minimum wage rates by 
statute. 

While the application of state wage-hour regulations 
has in the past been confined largely to a compara- 
tively few fields, especially the service industries, 
there is a current trend coverage of all industries, 
with a few exceptions, rather than issuing separate 
orders for selected industries. 


Washington State Has New Rate 


An example .was the issuance in the state of Wash- 
ington this spring of an order requiring a minimum 
wage of 65 cents an hour to women employed in that 
State. In issuing the order, Director Earl Anderson 
of the State Department of Labor and Industries said 
that this minimum wage, the nation’s highest, would 
apply to all employed women except those employed 


on farms, as domestics, in canneries or as rural tele- | 
Replacing ,seven previous orders | 


phone operators. 
which set minimum rates for various occupations at 
from 27% to 5214 cents an hour, the new order further 
provided that women may not be employed more 


than 48 hours a week except in harvesting, packing | 
Forty hours was | 
Set up as the basic work week, with time and a half | 


and canning of perishable foods. 


required beyond that point. 

F. C. Willis, Kentucky’s industrial relations commis- 
Sioner, this year also advocated the establishment of 
a minimum wage to cover all industries in the state 
instead of the separate rates now set for some indus- 
tries. He favored increasing the minimum rate to 
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N EW — sates propucer 


And Advertising Message Carrier 
PREMIUM USERS 


For Company Advertising Imprints 


STATIONERS 


For ‘Traffic’ Retail Sales— Monogrammed! 


JOBBERS 


Write for special arrangement. 





Here’s one of the most 
popular items on the mar- 
ket today—made of 
heavy INDESTRUC- 
TIBLE PLASTIC it 
gives a lifetime of wear 
—Everyone carries keys— 
man, woman and child! 













Gr Order Ass’t. 


or Advertising Monograms. 


Imprinted Prices| 





| Retails for According to Semple Display 
| ——  ... Order 
| 10c 


Rich looking . . . in four glossy colors 
on tent finish plastic — CANNOT 
TEAR or be desf oyed —a real volume 
item. 


Write for 
Samples 
And Prices 


Manufactured Exclusively by 


PETER PEYTON and CQMPANY 


6 hs 





30 Sec Well >t tides! 
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. RANSON POSTAL 


No. 1509 (illustrated) 


| @ Capacity, 5 Ibs. by 
14 ounces. Computes 
ge for air mail, 
first class mail and 
merchandise up to 4 
ibs. Easy to use, simply 
place mail matter on 
the platform and 
pointer automatically 
indicates the correct 
weight and amount . 
; ostage required. 
i ame and durable. 
i List $7.75 


SPECIFICATIONS 
: 614” diameter, glass 
yt Red and black 
figures on white, red for 
postage, black for 


























) weight. 
H Platform: 512” square. 2 
| Dime =a PARCH, eee 
x . By 
Packing: One to a carton, Cede 50 te. by 1 
— rds cance. Computes postage 
ly house for merchandise up to a0 
Ces : Ibs. for all postal zones. 
Dial 8” diameter. whe 7 
form 7” square. — 


$ ions = 7 YY 
$0". Weight packed 9 Ibs. 
List $9.50 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retai! salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags » Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Sucone Trays 


Downey Change Trays 








THE C. L. DOWNEY CO. HANNIBAL, MO. 
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50 cents an hour, far above those provided under 
existing wage orders for women in that state. 

Retail trades were included in New York State’s 
minimum wage regulation last year for the first time, 
with a number of other states since contemplating 
similar action. In signing a directory order for a 
$21-a-week basic minimum wage for retail trade em- 
ployees, State Industrial Commissioner Edward Corsi 
estimated it would mean pay rises totaling $6,000,000 
a year for 11,000 workers. At the same time, he 
announced a policy of considering the need for up- 
ward revisions in the minimum wage rates for various 
other industries. 

Ohio’s minimum wage regulations would be broad- 
ened to include retail trade under a proposal by 
J. Harry Moore, chief of the Ohio Department uf 
Industrial Relations, who also has been contemplating 
action toward increases in industries already covered. 
He recently announced that upward revision of the 
state’s minimum wage provisions for women employed 
in hotel, restaurant, dry cleaning, laundry and beauty 
parlor work was being delayed due to the “chaotic 
cost-of-living situation.” 

Rhode Island is another state which has been con- 
sidering broadening its minimum wage regulations 
to include retail trade, as well as upward revision in 
fields already covered. New Jersey, Wisconsin and 
Massachusetts also are among the states which have 
recently moved or are contemplating steps toward 
upward revision of minimum wage rates. Similar 
action was taken earlier in California, Oregon and 
Pennsylvania. For the most part, however, minimum 
wage regulations in the states have not yet been 
brought into line with the cost-of-living increases 
resulting from the war. 

So-called “equal-pay law,” prohibiting discrimina- 
tion in rate of pay because of sex also may be intro- 
duced in many of next year’s state legislatures. Such 
statutes already have been enacted in six states— 
Illinois, Massachusetts, Michigan, Montana, New York 
and Washington. In two states—Illinois and Mich- 
igan—these laws apply only to manufacture.—BJ. 


GARFIELD COMPANY APPOINTS GRIMLER 


The Garfield Company, 15 W. 37th St., New York. 
N. Y., has appointed Richard Grimler to the post of 
sales manager in order that he might direct the firm’s 
extensive selling and service operations. The company 














RICHARD GRIMLER 


is known as complete office outfitters and stationers, 
specializing in all types of steel equipment for the 
office. They also maintain a modern printing plant 
and an art department. 

Mr. Grimler, formerly of Commercial Stationery 
Company, New York City, an organization for which 
he served as sales manager of the Rockefeller Center 
branch, has had many years of experience in mer- 
chandising office supplies, equipment and _ printing. 
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We Sincerely Hope— 


to be able to supply all our dealers with a normal 
supply of PRONTO Fibre Board Files in the near 


future. 


However, fibre board still remains available in 
limited amounts only. Under this circumstance, we 
continue our practice of trying to supply all our 
dealers with enough PRONTO FILES to cover basic 


requirements. 


We know your demands are real and we are deeply 
appreciative of your continued patience and under- 


standing. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 














FIBRE BOARD FILES 


PRONTO 
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Look to an Impressive Factory 
to Turn Out Impressive Chairs! 


Behind a well built, 
smartly designed product 
there's always an impres- 
sive factory—with modern 
buildings, efficient equip- 
ment and experienced 
craftsmen. Such is the 
case with JASPER SEAT- 
ING CO.—long identified 
with the office furniture 
industry. 


With the coming of peace 
over a year ago, we had 
visions of utilizing the 
complete facilities of our 
modern factory—stepping 
up production sufficiently 
so as to catch up with our 
tremendous back log of 
chair orders. Needless to 
say, we fell short of our 
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No. 1300 





JASPER, INDIANA 









goal. Factors beyond our 
control conspired against 
us. For this reason, we 
hesitate to forecast what 
the near future will bring 
in the way of increased 
chair deliveries to you. 


Rest assured that every 
ounce of energy we pos- 
sess is being expended to 
solve our problems which 
will automatically help 
you. Jasper Seating Co. 
dealers can have confi- 
dence in the future know- 
ing that back of them 
stands “their factory” 
whose business ethics are 
unquestioned and whose 
products are second to 
none. 


Lompany 
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HANDLING THE STRANGER 


By ROY LEE MARTIN 


EVER SIGN A PAPER for a stranger, is my advice 

to the commercial stationer. This advice is based 
on my 28 years of defrauding innumerable victims with 
a clever and resourceful pen. No calligraphic swindler 
could operate with success were this recommendation 
adopted without any exceptions being made. 

Equally important is to forget your belief that beau- 
tiful handwriting donates an honest character. While 
not every penman is an expert chirographist, intrigu- 
ing letter formations are the core of his crooked game. 
He also relies on the appeal they make to your esthetic 
sense. 

Be suspicious of any approach which seems to offer 
you more than a normal or conservative profit. One 
of the kinky penman’s strongest working points is to 
offer you “something for nothing.” Be very charry of 
so-called “good things’—of long, involved yarns with 
a glitter to them at the end. To get you to “bite” like 
a fish, the kinky penman and calligraphic swindler 
tosses out attractive ideas, leads, or words. 





Value Your Signature 


Since your signature means so much to your own 
protection, it is foolhardy to part with it too easily or 
on terms which are vague at the beginning. Transac- 
tions which seem to spring out from nowhere at you, 
and SEEM attractive, are best ignored. If, at the be- 
ginning of any flashy or questionable deal, you com- 
municate your suspicions to the proper authorities, 
explaining to the professional penman that you never 
accept such a proposition without first making the 
fullest investigation, you will not get a follow-up visit. 
Clever as the professional penman is, he runs too much 
risk of the law closing in on him, to continue his re- 
sourceful verbal “artillery” on the alert businessman 
or woman. 

The kinky penman, even if subtle, works fast. He 
lets no grass grow under his feet, as it were. The final 
or closing contact he makes with his victim will be 
timed to lightning speed, although it may not be ob- 
vious to the victim unless he is on guard. 

Two kinds of strangers occasionally approach you. 
The first are harmless sheep, who are in the majority, 
and prowling wolves, who are in the minority. How 
can you separate the sheep from the wolves? Easy 
enough—figure out some harmless devices to induce re- 
actions from such strangers. You may toss a pointed 
question. Write a conclusive answer, if you must write. 
Telephone your lawyer or the police department, de- 
pending on circumstances. 

You may, in the course of this performance of meet- 
ing “fire with fire,” uncover or detect a movement, 
gesture or word amounting to a deciding slip if the 
stranger is out to take or make you for your hard- 
earned cash. On the other hand, any honest stranger 
will react as any honest person does, so there will be 
no harm done. 


Often Use Kin as a Foil 

In a more complicated “deal”—one with a greater 
“stake” in prospect, the professional penman is likely 
to use one of your distant relatives, a close friend, or 
a business acquaintance as an introductory foil. 
Whether the crook actually made this preliminary con- 
tact and got the desired recommendation, or whether 
the crook is bluffing his way, is beside the point. 

The REAL point is this: The relative, friend, or 
acquaintance may have easily succumbed to the 
crook’s personal charm and his plausible interview; or 
if the crook found the initial approach tinged with a 
bit of suspicion he may have made an alternative 
proposition—harmless on the surface—to win con- 
fidence and a SIGNATURE on a piece of paper. What 
you will subsequently be permitted to see is a dupli- 
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RITE-LINE 





eg. U. S. Pot. Off 


COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 
compact, efficient and attractive. Dealers $475 
and stationers find it a ready seller at 15 


Price includes 10" eye guide. Tax extra. 
Extra for 15” extension eye guide $1.10 
Extra for 20” extension eye guide $1.25 

Write for Full Particulars 


RITE-LINE SALES COMPANY, INC. 


15 Maiden Lane, New York 7,N. Y. © 407 So. Dearborn St., Chicago 5, Ill. 





Newly Designed 
GLASS 
DESK PADS 








Made in Green, 


Brown or Maroon 





Made of LYNO Board with a %4" frame of LYNO Board 
all around. Smoothly rounded corners and edges. Con- 
venient lifting arrangement that allows glass to be raised 
and papers changed. Back covered with felt. 


Overall size 1934" x 243%" (Glass size 18” x 24°’) 
with Ye” glass $4.50 list. 


Packed Six to a Carton. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 19117 
412-420 ORLEANS ST., CHICAGO 10, ILL. 
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cation of that relative’s signature appended to a glow- 
ing recommendation or testimonial. The switch or 
fake has been made in the intterim. You are not to 
know that, so the signed okeh impresses you a lot. 
Think a bit, at this stage. The caller before you STILL 
has the status of a stranger; you have never dealt with 
him before. In any legitimate business transaction you 
either establish a credit rating or pay cash on delivery 
of the merchandise or completion of the service; never 
in advance, as this stranger wants you to do. There 
are, of course, exceptions to such business and pro- 
fessional customs, but you KNOW the organizations 
are reputable; and you KNOW, too, the traveling rep- 
resentatives. Perhaps they established their confidence 
by calling on you six times in six months. Between 
visits, letters and literature soliciting your business 
bobbed up in the mail. You also noticed their adver- 
tisements in the trade journals. 

By way of contrast, no stranger with crooked in- 
tentions would persevere for six whole months. And 
six separate visits—perish the thought. Neither would 
he use the United States mails, since he would 
become embroiled with the Federal Government, which 
NEVER forgets its man, and doles out sentences more 
severe than most of the states, counties and muni- 
cipalities. 

The safest way to handle a stranger of the type de- 
scribed above is to completely ignore the relative, 
friend, or acquaintanee forming the introductory 
buffer. If you choose for YOURSELF, you simply can’t 
go wrong. Listen to the stranger and the odds are 
99 to one that you will be taken to the cleaners. 

When a paper racket is worked by a crew or gang, 
a visit from one stranger will pave the way for another. 
Depending on the proposition, there may not seem any 
obvious connection; or if it appears to be done quite 
openly, the objective is to break down your resistance. 
If one stranger requires caution, two requires double 
caution to combat such high-pressure tactics. 

Beware of highly-embellished papers or documents 
tendered by an absolute stranger. The simple device 
of having warehouse receipt procedure altered to bear 
counter-signatures would be increased protection 
against that type of fraud, since it is harder for the 
kinky penman to obtain two signatures than just one. 


Guard Your Papers Closely 


Keep your blank checks and other papers of the 
authorizaton type under lock and key. The profes- 
sional penman is, in addition to his other talents, 
light-fingered. If you make it difficult for him to ob- 
tain the essentials he needs to defraud you with, how 
can he possibly succeed? Why he DOES succeed so 
often is because the average business or professional 
man or woman is careless in protecting his or her pos- 
sessions. 

In another part of this article I indicated the pro- 
fessional penman’s reluctance to flirt with the U. S. 
Postal Service. The closest some swindlers come to it 
as a means of establishing an advance contact, or 
gaining an interview with a hard-to-approach victim, 
is to post unstamped letters in mail boxes of individual 
residences and apartments, and under the doors (i? 
there are no mail slots) of stores and offices. Any 
“mail” of this nature received from a stranger should 
not only be carefully examined, but be investigated by 
the postal authorities, before replying to it. The mo- 
tive may be the handwritten signature on your letter 
of reply. 

In brief, to defeat, avoid and thwart the professional 
calligraphic swindler and kinky penman, is to remem- 
ber that he operates through tricks. And the soundest 
protection against tricks is to be ever on your guard. 

Even if you do carry protective insurance, and be- 
come careless from the knowledge that the “company 
will make good any loss,” it will not save you from 
being talked about as a “perfect chump” by your asso- 
ciates and neighbors. 
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Fine imported pigskin, top grain aniline cowhide in Club Bag, Brief Bag, 
Brief Cases. All expertly crafted, ready for prompt delivery. Write for price list. 


THOMAS il. GIBBONS & CO. 
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FINEST CUSTOM QUALITY 


In each field of human endeavor, there is one product which, 
by reason of its sheer excellence, stands alone . . . the one thing 
of its kind which may be called the finest. 

In the field of Portable Lighting for Offices, it is MIDCO the 
Perfectlite portable fluorescent desk lamps. 


Now available in a wide choice of attractive finishes, as listed 









below: 
PORTABLE DESK LAMPS 
Model No. Finish 
4211 2-Tone Corduroy Brown Wrinkle with Gold Columns. - 
; ~ = ~~ ; 4200 Series 
4212 2-Tone Metallescent Gray with Silver Columns. MIDCO the Perfectiite #1 desk I 
4212-A 1-Tone Metallescent Gray © POPTeCeTe TNOTEOEORE Geek Samp. 
4213 2-Tone English Antique Bronze with Gold Columns. 
4213-A 1-Tone English Antique Bronze. MIDCO’S DUAL REFLECTOR 
— Diffusing Reflector 
ADJUSTABLE CLAMP-ON MODELS of —— 
1005-A 2-Tone Corduroy Brown Wrinkle and Gold. 
1005-B 2-Tone English Antique Bronze and Gold. Parabolic _ 
1005-G 2-Tone Metallescent Gray and Silver. ‘aes ee 
1006-A 2-Tone Corduroy Brown Wrinkle and Gold. 
1006-B 2-Tone English Antique Bronze and Gold. 
1006-G 2-Tone Metallescent Gray and Silver. EXCLUSIVE! This Scientific MIDCO light-distributing principle is 
3 the distinguishing feature of all MIDCO the Perfectlite Models. 


The 2-Tone models in Corduroy Brown and Gold are in wrinkle. 
All others are smooth finishes. 


FOR MORE DETAILED INFORMATION, WRITE FOR 
DESCRIPTIVE FOLDERS, PRICES AND DISCOUNTS. 


MIDCO 
Adjustable 
Clamp-on 
Models 


1006 
A-B or G 
Double Arm 


>. 





1005 
A-B or G 
Single Arm 
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c. 





Midwest Naturlite Company 


228 West Kinzie St. 
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ARE YOU KIDDING YOURSELF? 
By H. R. SIMPSON 








ODD, THE SALESMANAGER for the Eureka Office 

Machine Company, was telling the story of Johnny 
Biggs, a salesman who was headed toward discard. 
He paused, and grinned refiectively. “Then Johnny 
stopped kidding himself, and got hep. We went to 
town! 

Among salesmen in this and every other industry, 
there is a large, unorganized group of men who belong 
to the “Kid Yourself” club. Johnny Biggs was one 
of them. Potentially they are a promising lot, in 
many respects. Their employers recognize their in- 
herent qualifications when they say “If only Jack 
would—”. The basic difficulty, of course, is that Jack 
is kidding himself in one of the numerous ways 
that salesmen have. 

Johnny Biggs was 28. He had held inside jobs for 
several years before he got his chance “on the out- 
side.” Though he had punched time-clocks for years, 
he had never accepted them. Under personal super- 
vision of the “boss” on the same floor, Johnny had 
performed well, but he had always—or so he thought 
—resented the restraint. The life of a _ traveling 
salesman had tremendous appeal to young Biggs. 
To be your own boss, regulating your movements to 
suit your fancy, independence—why, that was the 
fabled “life of Riley!” Get this straight—Johnny Biggs 
meant to do right by the house. It was only that he 
would work in his own, unbossed way. 


Was Only Kidding Himself 


He didn’t know he was kidding himself, of course. 
That is characteristic of the great variety of sales- 
men who don’t do right by their employers, and 
hurt themselves. 

To Johnny Biggs, a salesman’s life was the “life 
of Riley’—and he started out by making it so, in his 
own way. He didn’t put in the hours that he should. 
He neglected uncomfortable duties, and, so he thought, 
covered up. Somehow, when his manager began to 
talk to him critically, Johnny still didn’t quite under- 
stand. Certainly he could “get” the manager’s view- 
point—but he saw no connection between the results 
he reported and the “life of Riley” philosophy. He 
realized that something must be wrong, but it didn’t 
occur to him that his habit of loafing through every 
Monday had something to do with it. 

It was only when the ax was about to fall on the 
salesman’s sturdy neck that, under the stir of neces- 
sity, he quit kidding himself. As between losing the 
good job, failing, and working his head off, as he 
put it—well, he would work his head off! And that, 
inevitably, meant the end of his Riley-like ways. No 
real red-blooded man wants to live the life of Riley 
—not when he is holding a responsible position. 
Johnny Biggs found that he didn’t want to. The 
personal satisfaction that came with his new philoso- 
phy and ways, in combination with the appreciation of 
his house, soon confirmed him in the dead-serious, 
practical, dependable ways he had adopted. 

The case of Joe Bruce, who after 30 years of ex- 
perience in his specialized field, is still no more than 
a mediocre salesman, can be parallelled with an 
infinite number of similar cases. Joe has had a life- 
long habit of kidding himself that his way of doing 
a thing is better than any way his boss can tell 
him. True, Joe has been forced to learn his error 
in specific matters. Hard experience has shown him 
the boss is right after all. But such incidents have 
not been nearly as numerous as they should have 
been for Joe’s own good. He still has an argumenta- 
tive attitude. Given specific instructions, Joe often 
Violates them shamelessly, telling himself, “My way 
is better.” 

He never will understand that instructions to him 
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THE OUTFIT conesere of the Scope _— and T Square; elso a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to the 
greatest light right under the working area. The Plastic Diffusion ield 
avoids glare and does m>t accumulate heat. It also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches 
standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 
inches wide by 21% inches long. 


Price, complete with Lamp, Ball Point Stylus, $1450 
Flexible Writing Plate and Four Manuals e tightly 
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NORTA 


PLASTIC 
TYPE CLEANER 


DOES / 
A JOB. 


Dealers like to recommend and sell NORTA because 
it does a real cleaning job. No fuss, No dirt, No soiled 
clothing, No inky hands, No scrubbing or rubbing. 
Just press, roll gently back and forth and your type- 
writer type is free from dirt and grime. The result is 
clear, clean cut impressions. 


The remarkable qualities of NORTA make it the 
ideal cleaner for typewriter type stamps, etc. 


ORDER TODAY REORDER TOMORROW 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 
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NO. 500 INK 


New—-sensational—users say “‘it’s 
unbelievable.’”’ Out-performs any 
ink on the market. The first real 
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are based on a tremendous body of experience, in 
most cases. His house has been established for over 
50 years. Come depression, boom, war, Government 
control, the company has survived—learning, always 
learning. And every department is familiar with the 
established channels through which new policies and 
new methods, developed by other companies, can be 
learned. 

Joe Bruce should be thankful that his house is in so 
powerful a position to help him. He prefers to kid 
himself—and stays a mediocre salesman. 

When the going is smooth, a salesman often kids 
himself that it is all because of his brilliant sales- 
manship. But when the going gets hard, the same 
guy will find 400 reasons to prove he is not responsible, 
personally, in the slightest degree. “Ain’t it the truth?” 


It’s Time for Reflection 

Because years are ahead when competition will 
become more and more intense, and the temptation 
to alibi and kid one’s self will become greater and 
greater, perhaps we should pause at this moment 
for a minute of meditation and resolve. What is sales- 
manship for, anyway? It is for business when orders 
won’t come in unsolicited, but must be fought and 
worked for. A salesman is a professional who is able 
to cope intelligently and skillfully with many dif- 
ficulties. The years ahead are, in other words, years 
for salesmen. 

There will be ample opportunity for salesmen to 
turn in excellent records. If we don’t succeed in doing 
so, let’s face the facts—we haven’t what it takes, or, 
perhaps better said, haven’t used what it takes. 

Will Thomas is kidding himself. He travels with a 
sporting crowd and, with the aid of a “quick one” 
now and then, thinks he can take care of his territory 
well. He can’t. 

Ollie Meux kids himself, too. Ollie has had ample 
time to master his line—he should be able to answer, 
promptly and well, every question that a prospect may 
put to him. He hasn’t learned that bluff is no sub- 
stitute for knowledge. He won’t get away with it. 

Dug Tugworth fools himself. He has picked up an 
assortment of high-pressure tricks—and is using them. 
He is riding to a bad fall. 

Inferiority Complex Is Harmful 

There is an inferiority twist in Charles Wilson. He 
doesn’t like and is afraid of the “big fellows.” He 
isn’t giving the large accounts the attention they 
should have, but kids himself that he doing a work- 
manlike job in his territory. He isn’t! 

There are 1,001 items of good faith which, in deal- 
ing with the house, a salesman should respect. Many 
a salesman kids himself that he can violate confidence 
put in him, and his employer will never know it. This 
is one of the silliest delusions a salesman can have. 

Consider the background! Your house has been 
dealing with salesmen—in the aggregate, hundreds 
and hundreds—for many years. Your sales manager 
has had experience with a great many other men 
with sample cases and price lists. 

Yes, at the home office, they know all the signs 
of loyalty and industry, all the indications of loafing, 
deception, disposition to violate instructions. They 
are acquainted from past experience with just about 
every way in which a salesman can go wrong—and 
the ways in which he can go right. They know the 
subterfuges, the evasions, the alibis. Sometimes it 
takes a little longer than others to size up a sales- 
man—but you can count on this—eventually, your 
house will do it. Don’t kid yourself into thinking that 
you can fool your house for long! 

And, by the same token, don’t be sorry for your- 
self with the thought that doing your conscientious, 
determined best, your house will not recognize, know 
your loyalty. Your house will! 

Are you kidding yourself, salesman? If you are. 
better get hep, pronto!—Bart. 
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FOUNT-O-INK Writing Sots 


ARE BUSINESS BUILDERS 









FOUNT-O-INK 
stream line sets 
are equipped with 
stainless steel 
points or 14-k 
solid gold points 
and priced 
accordingly. 


No. D-23-M 





* Induction-controlled ink supply. 
* Capillary action pen fills itself. 
* Writes with controlled, even ink flow. 
* Instant and continuous writing action. 


* No messy well filling, ever. 





No. 14225-BR 











FOUNT-O-INK is a full | 


inexpensive utility 
quality sets 








FOUNT-O-INK Writing 
Sets are made in com- 
binations of metal and 
plastic. Mahogany, wal- 
nut, jet and a full line of 
bright new colors. 








The Executive sets, single and 
double, or with ornament, have 
metal cover, massive metal base 
and 14-k solid gold pen points. 
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NOW IS THE TIME 


When you survey your customer's filing and storing sys- 
tems and facilities you will find many cases where valuable 
records—letters, legal papers, invoices, vouchers, deposit 
slips, etc.—have been tied up in packages or bundles and 
dumped into storage rooms or vaults. Your customers do 
not want their records in such condition but the scarcity 
of filing and storing facilities for the last four years has 
made it necessary. 


NOW is the time for you to get those valuable records in 
usable condition once again. 


TRANSFILE fibre board Files are the sure, safe, low cost 
way to keep those records right at the finger tips. For a 
very moderate expenditure TRANSFILE Files will make all 
these valuable semi-active and inactive records immedi- 
ately available, all the time. Begin today to perform this 
valuable service for your customers. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
NEW YORK 13, N. Y. 





We also manufacture the GUSSCO Line of filing sup- 
plies—made especially to meet the everyday require- 
ments of the dealer and is only sold to dealers. 
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EX-G’?’S SHOULD BE WARY 


By C. M. LITTELJOHN 


LTHOUGH SOME ex-GIs may be able to enter 

the stationery, typewriter and office supply field 
and find real opportunities for service, nevertheless 
liberality of the Government and ease of securing 
a loan may serve in more numerous instances to 
encourage entry and overcrowding of the industry. 
Sometimes opportunities are sought where none ac- 
tually exist or can be developed. 

That there is necessity for more caution or wariness 
may be clearly indicated in the number of failures 
that have begun to dog the footsteps of the ex-GI’s 
going into business. Many attempts have failed despite 
the extensive backing under the GI Bill of Rights. 

One salient fact, but little realized on the part of 
many former GI’s going into business, is that exper- 
ience is more important than capital. Money cannot 
take the place of know-how. It cannot alone make 
the soldier (no matter how deserving, and everybody 
wishes all manner of success for him) a commercial 
stationer or businessman. It cannot make a typewriter 
salesman or specialist of him, nor a good typewriter 
mechanic, even if he is a young man who has had a 
small amount of training of practically an apprentice 
nature pre-war, and dreamed in a fox-hole of a 
business of his own. 

Recent survey of results of the GI loans and Bill of 
Rights backing in many business fields indicates that 
a number of “good tries” have already folded. 


Governmental Aid Is Tempting 


Where the Government provides large initial sums 
for going into business, and then for a time makes 
certain by a subsidy or make-up of any monthly 
deficit that the veteran will be able to clear $100 
a month, paying him the difference in what is not 
made, there is, of course, a temptation to make the 
try. Perhaps there is too much rushing in without 
investigation of the chances of success, or real need 
for such proposed stationery, typewriter, office ap- 
pliance or supply service. 

Early post-war story of the GI Josephs who have 
gone into business, according to the composite picture 
drawn from an extensive survey, is one of making 
haste to enter business with high hopes and little 
experience. As to statistics which the friendly ex-GI 
has to lick in going into action on the business front, 
the National Cash Register Company has collected 
some figures of its own. It has checked on reasons 
for the normal terrific high mortality of businesses, 
and it has found that 81.5 per cent of all failures 
are traceable to a lack on the part of the proprietor. 
Only the smallest part, the 18.5 per cent, could be 
considered as due to things outside the business. 

Incempetence, therefore, no experience, or but little, 
a misunderstanding of the business itself and its 
problems, are the underlying main causes. And this 
important fact—that “Experience is more valuable 
than Capital”—is overlooked by the Joe fresh out of 
Uncle Sam’s livery ,and boiling with enthusiasm and 
pent-up ambition, held in leash by the war during the 
past five years. 

Just why a number of GI Joes want to pick out 
some branch of the modern stationery field, as many 
do, and become beset with all the multiple problems 
of the businessman, may indeed be due to lack of 
knowledge on their part, or appreciation of the com- 
mon problems facing the commercial stationer. 





Better to Work for Someone Else 


Certainly, if the Army or Navy has taught them 
some useful trade in connection with the mechanical 
Side of the typewriter, the most legical and fitting 
Plan of action in getting out of the service is to go 
to work for some established firm in this line of 
business, at the high wages currently prevailing 
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ASK ADIRONDACK ! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


S 


Don’t 
Turn Down 





Chair Inquiries! 


All styles Folding Chairs; 
Tablet Armchai deal for 
classrooms, cafeterias, sales 

meetings, etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y, 
Corner 26th Street 
Telephone: Ashland 4-1385 














TYPEWRITER STANDS 
a STYLE 550 

cise TOP SIZE 14" x 17/4" 
Ro LEAVES II" x 14" 


LIST $7.00 


F.0.8. PHILA., PA. 








STYLE 550 
STEEL STOOLS 


Finished in Olive Green with 
seats natural 


»' | LIST $4.40 


22 

x + LIST $4.60 
xo” + LIST $4.80 

USUAL DEALER 
DISCOUNTS 


WRITE US TODAY FOR 
ILLUSTRATED FOLDER 
SHOWING COMPLETE STYLE720 

LINE. (with back) 


METALSTAND CO. 
1615-25 MELON ot. PHILA. 30, PA. 
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IMMEDIATE DELIVERY 
ALL ALUMINUM COSTUMER 


A QUALITY PRODUCT 
MODEL ILLUSTRATED 
NO. 220 


Made of 1'/."° ALUMINUM TUBE 
Highly polished and rubbed 
permanent finish 
HEIGHT 72" 

BASE 12" DIAMETER 


with heavy iron loader under spun 
aluminum base 


PACKED SET UP 
ONE TO A CARTON WEIGHT 17 LBS. 
SHIPPED F.O.B. FACTORY 


LIST $21.00 
USUAL DEALER DISCOUNT 
Order a sample and send for illustra- 


tions of COSTUMERS, ASH STANDS 
and LAMPS in ALUMINUM. 


won LEWIS R. LEVI 


Exclusive Representative 


GLARO MACHINE PRODUCTS COMPANY 
3711 EDGEMERE AVE. * FAR ROCKAWAY, N. Y. 








Nationally advertised in SAT- 
URDAY EVENING POST, 
TIME, NAT'L GEOGRAPHIC, 


EAT - morn 
as the 
1 regular : 
$0 - he <> telephone and ear-round service 
' e ive a Y ‘ 
Ever-timely ast do circulators ensue ite 4 mail! 
oe 7 aco~ ori * 
3 % n Vorn sour avo 
; ing < ee as the arrival of you cupid 
. isfying , the oF 
4 ts satis nf . ny all a =” up 
; a do circulates ve ened production *8 2 
. ‘ yrna' » ynce : ‘ o 
@ in the winter, a fuel economy ing are sweeping 
rt “ vert , 
ceaiils comfo Lio ear! 
“ _and Snail e months 4 Y* 
f 
e 





: tS A TS ™" 
IMMEDIATE DELIVERIES: 


See your dealer or write direct. 


©. A. SUTTON CORPORATION + WICHITA, KANSAS 
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everywhere. Proceeding from that point, where some 
particular need is observed for a business or service 
he can successfully start, he is in far better position 
to supply it successfully. 

Of course, while the former GI is making an effort 
to get started with a little business in a locality 
where it is almost certain to fail, he is not helping 
established stationery and typewriter houses that may 
be somewhat detrimentally affected during the at- 
tempted readjustment of the vet. 

Naturally, everything is left entirely to the former 
GI who desires to tackle a civilian business. There 
are no “Keep Out” or “Keep Off” signs. The field is 
by no means “posted,” yet there may be a natural 
arching of eyebrows where the stationer, office supply 
or typewriter field is selected and the individual is 
by no means qualified by previous experience. And 
in th elight of a recent survey the post-war business 
world is sprinkled with failures . . . and many are 
expected to fall by the wayside or be killed off like 
flies after their first year’s operation. 


“UNDER NEW MANAGEMENT” 


By GEORGE M. DODSON 








MONG THE MANY who yearn to get into business 
for themselves, the majority will look upon the 
office appliance and supply store as ideal. But not all 
will want to start from scratch: some may take the 
shortcut of purchasing an established business. Add 
this to the normal turnover in ownership, and “Under 
New Management” seems likely to become a familiar 
phrase. 

Naturally, OrricE APPLIANCES hopes to serve these 
new dealers. As this issue may reach many still under 
the magic spell of having acquired their own business, 
a suggestion addressed straight to them should not 
be amiss. 

What the trade thinks of the office appliance store 
is important, and the new management gives the mat- 
ter considerable thought. At the same time, old em- 
ployees who were carried over from the former man- 
agement, are likely to be taken for granted. In a gen- 
eral sort of way, they’re accepted as an asset. Yet this 
advantage of experienced help may disappear through 
neglect, while other details get the preference. The 
urgency of solving this problem can be made most 
graphic by the reminder that labor complications may 
have been a main reason why the old management 
considered selling the business at all! 


Must Win Workers’ Confidence 


No matter how limited his time, the new owner 
must win the confidence of the workers. Once he has 
that confidence, they will go along with his program, 
secure in the belief that the details can be straight- 
ened out later. Early confidence depends on continu- 
ing present wage rates, showing signs of operating on 
a large enough scale to avoid layoffs, being careful not 
to remove the bits of “authority” which mean so much 
to some helpers, and showing everyone in the office 
appliance store that his or her aid is needed and ap- 
preciated. 

In the last paragraph above, we mentioned about 
handling employee-owner relationship problems “la- 
ter.” This policy will be necessary, because at first 
time will be lacking for doing a thorough job of it. In 
addition, the new management knows too little about 
the background of the requests brought to it. Thus, 
it will be wise to steer away from immediate and per- 
manent decisions. What some employees could not 
gain from the old management (and usually for very 
good reasons!), they will ask from the new owner at 
the earliest opportunity. Most of the time they will 
present only their side of the proposition, perhaps 
slightly “colored” to suit their own ends. A decision 
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GOOD WORK HABITS ARE ACQUIRED 
INDIANA DESKS |! 


AT 


It is so often possible to predict from a 
student's school record just how successful 
he will be in later life. For the school years 
are formative years and habits firmly im- 
planted then lay the foundation for adult 
life. Learning the habit of concentration 
at a school desk means that an individual 
later will be more able to successfully cope 


INDIANA 


MEMBER WOOD OFF 


JASPER, 


1946 
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with the multiple business problems over 
an office desk. So... Indiana Desk Co. is 
proud of its ability to serve so many phases 
of a man's desk life. Many a business 
executive working at an INDIANA DESK 
today started his career working at an 


INDIANA SCHOOL DESK. 
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Announcing 


the 1947 
NATIONAL | 








SAN FRANCISCO 


at the 


CIVIC AUDITORIUM 


Civic Center 
SAN FRANCISCO, CALIFORNIA 
February 20-22, 24-26, 1947 





Show Company, 30 Vesey Street, New York 7, N. Y. * Telephone CO. 7-1392 


The National Business 
EDWIN O. TUPPER - WILLIAM A. TUPPER 


FRANK E. TUPPER - 
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based on that information alone may please one per- 
son at the cost of antagonizing the others. 

Everyone makes errors in human relationships, for 
it’s no exact science like chemistry and mathematics 
that the office appliance dealer must use to win co- 
operation from his workers. Former management 
didn’t do everything right, but it probably was not so 
bad as the “trouble unloading” type of help tries to 
convince the new owner. His story is worth hearing 
for it may point out some actual pitfalls to avoid. On 
the other hand, such an obviously biased recital of 
conditions must have careful checking and additional 
facts to bring it into practical balance for use in deci- 
sions or planning. 

Experienced workers view new management as a 
possible threat to their security in their jobs. To dis- 
pel that attitude, and to replace it with confidence, 
is the first task of the new owner. Handle this part 
well, and a lot of later problems will be simplified. 





TELL YOUR EMPLOYEES 
By ERNEST W. FAIR 


The best salesman is the one who knows the most 
about office equipment, about the office supply busi- 
ness and about the store he is working for. Every 
successful office equipment institution has throughout 
the years devoted great stress to the problems of 
getting information to its salesmen. 

Salesmen must be kept informed if they are to do 
a good job in the competitive world. In the months 
and years ahead dealers are not only going to find 
their own field more competitive, but they will find 
others reaching in to claim dollars now being spent 
in the office supply field. 

Here is a brief summary of the outstanding methods 
being used by firms which do give this matter much 
attention and are profiting thereby: 

1. Hold regular meetings of salesmen and store em- 
ployes and at these meetings: (a) introduce new mer- 
chandise with accounts of how it can be used and 
what are its particular sales appeal points, (b) have 
outside people come in to tell of selling methods, and 
(c) continue to stress the story of the firm and what 
it has that makes it different than other firms with 
which it is in competition. 

2. Pass along all selling literature obtainable for 
the reading and study of every employee. This may 
be clippings from current trade journals, manufac- 
turers’ material and trade books. Have “buck slips” 
with each individual’s name thereon for checking after 
reading, and pass along to the next name on the list. 

3. When wholesaler and manufacturer salesmen 
come to town, have them meet the staff and tell about 
their merchandise, how it is used and what it can 
do for customers. 

4. Whenever possible, have salesmen particularly 
belong to local or community business clubs, attend 
the meetings and luncheons regularly and become 
more than just “order-takers.” 


Honor the Good Salesmen 


5. Honor the salesman who has done an outstand- 
ing job; this should be a regular stunt of an enter- 
prising institution with a banquet and awards. Every 
one who does a good job likes to receive recognition 
for what he or she has accomplished. 

6. Help your employees to get ahead; an ambitious 
man may work himself away from our pay roll into 
a business of his own, but while he is with us he is 
worth a dozen unambitious men. Lending the store’s 
trade books and helping to select local schools or 
correspondence courses are methods which can be 
used effectively. 

These six methods are helping live office equipment 
dealers to make a definite asset out of their pay rolls; 
they can be used as effectively by every reader of 
these pages. 

1946 


OFFICE APPLIANCES, October, 


| 


C L EARTYPE ORIGINAL BLACK AND 


WHITE SALES MAPS 

















CLEARTYPE 


ND 


COLORPRINT 


The largest line of sales maps in the 
world. For originality, accuracy, and 
detail, there are no substitutes. 












Enlargements and 
Mounting 


Special Map Printing 
to Order 








* 
FREE WINDOW DISPLAYS TO EVERY DEALER 
WRITE FOR CATALOG and DISCOUNT SCHEDULE 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y. MU 2-7581 

















PORTABLE CALCULATOR 
Efficient * Sturdy °* Low Priced 
Ask for Bulletin EO-103 


IVAN SORVALL 


210 FIFTH AVE., NEW YORK 10, N. Y. 














CL <on(PE= Sot Wleans 
a GUARANTEED SET 


Each stunning UNIPECO Foun- 
tain Pen and/or Mechanical 
| Pencil Writing Set—in hand- 
, some Onyx, Marble, Catalin or 
Plastic—is completely guaran- 
teed against imperfections by 
its accompanying GUARANTEE 
3 CERTIFICATE! 





Write for FREE New 8-Page Illustrated Catalog 


UNION PENCIL CO., INC. 


385-387 BROADWAY NEW YORK 11, N. Y. 
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THE POST “LAB” CONTROLS 
BLACLINE PRINT QUAL 


The clean white background; the live, sharp, jet 
black detail; the consistent long keeping—are all the 
result of careful, competent testing of paper stock, 
chemicals, formula and a final test on the finished 
coated product—available in medium and fast print- 
ing speeds; also transparent—Test Blacline today 
for better prints every day. 


THE FREDERICK POST COMPANY 
3650 N. AVONDALE AVENUE, CHICAGO 18, ILL. 


DETROIT e HOUSTON e« CHICA 


DOUBLE DUTY 
PAPER PUNCH 


Adjustable instantly 





for punching either 
2 or 3 holes 


MODEL 32 


DEALERS! 


See your Jobber or 


write for details. 
NEW ENGLAND 
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ITY 


GO e LOS ANGELES e MILWAUKEE 


This new “Clix” model 
leads a double life! Punches 
either 2-hole or 3-hole sheets, as 


required. The button does the trick, in- 








stantly. Snap to right for 2-hole punching; to left for 
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3-hole sheets. Gauge-marked to take sheets from 6” to 12” in 
1” gradations. This new “Clix” model has a sales punch all its own! 


PAPER PUNCH CO., 95 Washington Ave., Natick, Mass 
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TRI- ; 
RI-PLY Combines RED & GRAY RUBBER 


NO. 399 TRI-PLY 
The leading typists eraser NO. 3900 
‘ : TRI-PLY 

CENTER PLY _ Whisk 
: With new 


S ; 
oft gray ink eraser to 
erase single letters; - » high 

| ; style brush 


( OUTER PLIES 
Part of the complete 
qual fy el of 


ay 
Red rubber for erasing 
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BOOKKEEPERS AGREE 
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The Payroll System wher 
written but once a year. 


Where 


t of tax deductions simpli- formation in full view. 
e Reduces time and cost reports can be prepa 


book where shuffling of pages. Yes, 
in the 


e Nu Vue arrangemen 


fies adding of totals. 
of payroll work. ® The only payroll 


Social Security numbers, employees names, tax 
' tures and many more 
exemptions, earnings and tax deductions are In 

Payroll System. 


full view without turning of pages: 
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HARRY J. GETTIS 











The “ARLINGTON” Series 
CUSTOM MADE DESK NAME PLATES 


Model B illustrated above is a neatly designed 7 ig come os 
desk plate made of solid walnut faced with Model E Select 


Plexiglass. The name is burned into the wood watnut and 
with 22 karat gold. Dimensions 1%3/, inches Plexiglass— 
by 11 inches by 42 inch. Highly lacquered, $3.95. 
hand-rubbed finish. Model C—Select 
watnut and 
Investigate the Arlington line. It offers matching card- 
board insert— 


great sales possibilities. $4.95. 


Arlingten Creative Industries 
Manufacturers and Designers 
240 West Jefferson St. Detroit 26, Michigan 
ba XXXXXXXXXXAXXAIXXXAAXXIIAXXXXXXXIIIY! 


Dbuis g lam oo C VT, ig nbeage 
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De foo ual Ne ality 


RITE-RITE MFG. CO. + DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


SELL 
PROTECTION 


Meilink Steel Safe Co. 
Toledo, Ohio 


New York e 


ERLOLE 





Chicago 











DISPLAY RACKS for STATIONERS 


Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three. Styles—Nine Numbers 


THE 
PIERCE 
COMPANY 
3705 Nicollet Ave. 





GIFT DEPARTMENTS 
A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 





Write for Dealers’ Price List 
Minneapolis 8, Minn. 
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LN 
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DAYTON STENCIL 
WORKS CO. °ohis" 








“TEC Harv wooo DOLLIES 


for HANDLING FURNITURE, 
EQUIPMENT, 
ETC. 

3” Rubber 
Swivel Wheels 


Convenient Grip 
Size 18” x 30” 


Soe eecye” =| WOODWORKING SHOP 


RUG COVERED ENDS 7324— 20TH AVE. 
$1.00 EXTRA BROOKLYN 4, N. Y. 
Attractive Dealers Discount BEACHVIEW 2-0440 













Masonite 
CLIP BOARDS 


Guaranteed against warping. 


ALSO: TYPEWRITER RIBBONS that 
meet overnment specifications 
bits CARBON PAPER of 100% 
rag content and made of genuine 
Carnauba wax... and a large 
variety of First Quality MIMEO.- 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No. 104-B 


PENGAD vn: 

















Have You 


a Friend—o business acquaint- | 
ance who might like to keep in touch 
with office equipment by reading | 
Office Appliances? If so, send us.the | 
name, address and business and we will | 
send a sample copy with our com- | 

pliments. | 
THE OFFICE APPLIANCE COMPANY | 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
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Changeable Letter 
Bulletin and 
Menu Board Signs 


SPECIAL 
Blue * LATE , 
TO DAY 


for all purposes 


FRESH ROAST HAM Send for illustrated 
RED CABBAGE 


literature showing 
large variety of uses. 


SWEET POTATOE 
APPLE SAUCE 


BREAD ° ROLLS & BUTTER’ ACME 


DESSERT Bulletin Board C 
a ulletin oar orp. 
COFFEE TEA OR MILK 37 East 12th St., 


350 e New York 3, N. Y. 

















FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
719 W. Olympic Blvd. Los Angeles 15, Calif. 











DESIGNED TO SELL! 


Appealing lace-patterns 

in non-inflammable plastic. 
New bound edge will not cut or 
bind. Large size for 


ap tt CUFF SHIELDS 





Retails profitably ~~ added sleeve 
for 29¢ pair age fa protection. 
3 dz. to box. PS 

Prompt delivery. <n 


PLASTEXT CO. 


“Things Plastic” 


NEATYPE 


TYPE & PLATEN 
CLEANER 


aT Lilt iamel titag 
Large Bottle 


Fast Easy Seller 

Wonderful Repeats 

Large Profit 

AND—Mr Dealer— 
NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK. 


For Full Particulars and Samples, Write 


STARKEY PAPER & SUPPLY Co. 


3800 AGNES AVE, . KANSAS CITY 3, MO 
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NO APOLOGIES NECESSARY 
when you sell 


MOORE 
METLHED MAPTACKS 


. You‘re offering the ONLY complete line 
2. You’re supplying maptacks which are rugged and sturdy 


3. You're selling the line sold by map companies——EX- 
CLUSIVELY 


Moore Marking Tacks are tops in their field, too. 


Other Moore products include famous Moore Push-Pins 
and Push-Less Hangers 





MOORE PUSH-PIN CO., PHILADELPHIA, PA. 


MASONITE FLOOR MATS 





SIZE 36x48". ..$5.00 LIST 

DIZE 40" USO" ... eu lese $7.00 LIST 

COLORS — MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST. WY. 6 eee 
Bowling Green 9-8231 








PRECISION BUILT 


INDUSTRIAL AND COMMERCIAL 


STAPLING AND TACKING MACHINES 
5 MODELS — I5 SIZES 


LITTLE GIANT BRAND STAPLES 
FOR OVER 60 TYPES OF INDUSTRIAL AND 
COMMERCIAL STAPLERS 


WRITE FOR CATALOGUES AND PRICES 


Distributorships Available for Some Territories 


PRECISION STAPLE CORP. 


DEPT. OA. 239-4th AVE. NEW YORK 3, N. Y. 


1 i por for FREE 
ing Cream is gue’ Write today for 
Pax Cleans jess. Thor- somple and prices. 


PAX (. 
fam 


MALNG 


CONTAINS LANOLIN 


G. H. PACKWOOD MANUFACTURING > 
1545-55 TOWER GROVE, ST. LOUIS 10. MO 
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A Snappy Salesman 


of fifty years ago looked like this. To- 
day he has doffed the checks, the high 
hat and the walrus mustache, but he 
still depends upon his 


Beach’s 
“Common Sense” 
Expense Book 


to give him a quick, accurate record of 
his traveling expenses. 


BEACH PUBLISHING CO. 
7338 Woodward Ave., Detroit 2 



































Oxford 


PENDAFLEX(=.:. 


new style filing folders that HANG! 






















Any Record Easy = 500 Cards $ 45 
Credit Portable Ont ‘tack 
File sheets of Cards on edge like paper in 
ow ’ rw 
= am » oe Margin for Indexing—Color Signaling— 
ae ) Blank, one side Ruled: 6x4 in., $3.45; 8x4 
i dif Write for Catalog. 
Rebuilt 
MULTIGRAPHS 
SLIP-O-MAT SLIPSHEETERS 
Write For Information, Prices 


OXFORD FILING SUPPLY CO. New York BROOKLYN St. Lovis 
Sales Quick 
Cost Saves Time Complete 
correspondence folders. Visible Facts In- 
Hen —=— Visible Tabulation of vital information. 
in., $4.40; 10x4 in., $5.30. Order now. Send 
Ross-Gould Co. 
313 N. Tenth St. (1) ST.LOUIS 
A. B. DICK MIMEOGRAPHS 
STAMP AFFIXERS 
MAIL BAG RACKS 
MAILERS’ SERVICE & EQUIPMENT CO. 


bi R a 
Stock Flexible 
Use Handifax Cards only. Join together. 
spire Profitable Acts. Use half-inch Visible 
Stas \ Ten years national use. 500 Cards one side 
Sheets of Cards =. money. Satisfaction guaranteed. 
LIQUID DUPLICATORS 
New 
ALL-STEEL UTILITY TABLES 
40 W. 15 St. (Mailers’ Bidg.) New York 11, N. Y. 














246 








Stop Petty Thefts 


No. 10 — WONDER [OCK does everything the or- 
} =dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See Illustration). Also made 
to protect the contents of show cases. 
No holes to drill—no nails or screws, 
no tools required. Two drawers may 

. be secured with one WONDER [ocK 
List Price $2.50 by the use of brace plate furnished. 


Every store, office, factory and home a prospect. Used by U. S$ 
government. Write at once for price and full particulars. 


Prompt Shipments 


WONDER /OCK 53 W. Jackson Blvd. Chicago 4, Ills. 














Now Accepting Orders 


in Limited Quantities 


ae et ET PP OLG. 


* BRieg¢ CASEs 


© Zipp 
® RING Bip VELOPes 








MAGIC 
FLOW 


is the best buy 
in Duplicating Inks 


MAGIC 
STENCILS 


are the best buy 
in Stencils. 
Let us prove it. 


CONTINENTAL INK CO. 
3142 S. Austin Blvd., Cicero 50, lil. 
Products that make friends. 














= 


Provides for all legally required 
Income Tax Records, Federal and 
$5 State, under one cover. Place 
RETAIL PRICE samples of all Income Tax Records side by 
Di t side, regardless of price, and 9 customers 

for high Mark-up. out of 10 will BUY the LIBERTY. 


Commonwealth Publishing Company 


508 So. Dearborn St. Chicago 5, Ill. 
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ANOTHER BRADLEY WINNER 


A name desk plate especially designed for Execu- 
tives. Engraved letters, in black, one inch high, on 
highly polished chromium plate, mounted on oak, 
walnut or mahogany base. 

Size of sign 734° wide—234” wide—2” high. This 
is a very attractive item. Executives will want it. 
We have photographs for salesmens help. List $7.95. 
Reg. trade discount. 


BRADLEY INDUSTRIES 














1652 N. Damen Ave. Chicago 47, Ill. 


THE Create ae a 


THE ONLY ALL METAL PENCIL WITH.. 
Long Thin “Big inch” Spring Steel Visa a 
leads Adjustable Eraser Gold Plated Clip 


THE Oonporater pencil $5 


TAG A 
(plus luxury tax) 


— 


THE x 

(oumcniitsr penand pencil 
. / set, $8.75 
(no luxury tax) 


~~ > 


7 Sa 











Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. b PS 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card 
and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke Systems, Inc. tity ins: 

















Makan 
CELLULO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders: bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 


Markilo Company, Mfrs. 


8633 S. Racine Ave. Chicago 9, U. 8. A. 
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Hi-Speed Changers 
MAKES CHANGE QUICKLY 
ACCURATE—Easy 


Prevents loss; modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


Nickel > 80 4 TUBE 
8 

$ MODEL 

Also made in 3 & § Tube 

Models, Easy to operate. 


DEALERS: Write for prices and 
illustrated folder “F’ 
Quick Selling, Profitable Item 


J. L. GALEF & SON, Inc. 
75 Chambers St. New York, N. Y. 


Gu<BANDS Em 
a TLL SL To Rubber 


Bands 































Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”, Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 




















Gust Press 

the Sutton! 
Cleaner fluid is in 
bottle handle and 
flows through 
brush, controlled 
by finger tip but- 
ton. Ideal for 
cleaning type- 
writers and all of- 
fice machines, 






Handy set comes in box with extra bottle 
of fluid. Write for catalog and prices. 





RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass. 


ROLLING STORE LADDERS 
“A” Type Ladders + Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms, 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 











vend for Folder 
and prices. 








Manutactured by 


I. D. COTTERMAN “*"ciicaco we 
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always keeps 
the right label 
in view 








Your best point-of-sale 
E for attractive Eureka 
710 labels to retail |} Office Label Books is 
t © per book | Tight near your cash reg- 
20 P ister. Customers take 
them like change — you 
make extra profits with every sale. The books 
contain a complete, handy assortment of all 
the various labels used in offices daily. Order 
these now through your jobber or direct. 














feature 
EUREKA LABEL BOOKS 
— bound to sell on sight. 


~ EUREKA. SPECIALTE PRINTING CO. 
STATIONERY DIVISION, DEPT. OA 
11 W. 42nd STREET * NEW YORK 18, N. Y. 












Improved 
GIANT 


=F Your Generous Cooperation is Appreciated! 


Never have there been times like these. Production and materials are on the increase but DEMAND 
neal ola-la-tel-tali-vol Mm @) (eM ad UItieleal-1a-me} aa Veh ielsalehite naturally have first call Perhaps your request for 
Sharpeners has been among those we have been forced to defer. We want you to oT oy olag-Takoti-mmalohy 
sincerely painful this is to us. @ We earnestly hope that 
with the ever-increasing tempo of reconversion we shall 


aloha lal-M ol lol 10a -Moh Maa -Tal-Sedlale Me Zoltlanelas|leliatielalas) 


Automatic Pencil Sharpener Co. 


Division of Spengler-Loomis Mfg. Co 


58 E. Washington St., Chicago 2 
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THE WRIGHT DUPLICATOR 


is a full size machine handling paper up to ‘ 
9x15”. It is a sturdy machine with welded 

frame of heavy metal and with contact points 
hardened for long wear. Impression roller is mounted 





ONLY $4335° List, PLUS TAX. 








on roller bearings. Only one revolution to each print. F.O.B. MINNEAPOLIS 
THE WRIGHT is the only duplicator with paper Write today for additional information 
moistener enclosed within the fluid receptacle. about the ‘Wright’ liberal trade discounts. 


[Ds MANUFACTURING COMPANY :- - DecR 


1330 Quincy St. N.E., Minneapolis 13, Minn. 








Extendible Steel Bars 


for the steeless 






... adding new sales-appeal to this 
already fast-moving item 


. .. providing an opportunity for sub- 
stantial replacement sales 


Flexibility that permits any number of plainly indexed 
compartments — that’s the kind of sales-making story 
you can tell your customers about the steeless Klerades 
with Extendible Steel Bar and plastic knobs. That's the 
kind of sales argument that helps you write more orders 
for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 
with wood rods and porcelain knobs, permitting addi- 
tional expandibility of models now owned, Added to the 
utility, durability, and pleasing appearance of Klera- 
Right: Intermediate bar for desk, this new feature puts you in a strong position to 
additional extendibility of build volume sales and win satisfied customers. Stock 
either size above. p up now. Write for circular. 


oa 
Above: One intermediate bar extends any Kleradesk one Sengbusch Self-Closing Inkstand Co. 


to five compartments more than original capacity. Sev- 1 n : 3 . in 
eral intermediate bars may be added, if desired. 3106 Se gbusch Bidg. Milwaukee . Wiscons 








~ Above: Large size, for models 6V, 7V, 8V 
Above: Small size, for models 3V, ; : : 7 , 
4V, or 5V. With or without knobs. 9V, 10V, 11V¥. With or without knobs. 
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20% 





10% 








0% 


SPEEDRITE Checkwriters 
Used by Thousands of Firms 


Some select territories are still open 
where dealers will be granted sales fran- 
chises. Write today to see if your business 
area is open. 





Office production experts have discovered that typists’ 
efficiency steps up as much as 40 % when they begin to use 
Error-No, the all-purpose line-by-line copyholder. Opera- 
tors turn out more work and make less errors because 
they're not hampered by eye strain and body fatigue, as 
copy is always held at eye level. 

Equip your office with Error-No and watch how transcrib- 
ing in conjunction with adding machines, Comptometers 
and other office devices as well as typewriters is speeded up. 






2 
ABe CORP. 


Sree 
wavy iSiON OF 


Hall-Welter Co. 





ROCHESTER 7, N.Y. 

















t 
f 








PEERLESS STEEL OFFICE EQUIPMENT 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA ; 





A CONSISTENT 
LEADER 
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BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is especially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. 

CARBON ROLLS: Tailor’s Marking, Photo Offset, Billing 
Rolls for Elliott Fisher Machines, Billing Rolls for Burroughs 
Posting Machines, Register Rolls, Tally Rolls, Teletype Car- 
amy Rolls, Rolls for Elliott-Addressing Machines, Special 

olls. 

INKED RIBBONS: Stormtex, Cameo, American Reliance, 
Ribbons for Addressograph Multigraph, Speedaumat, etc. 


































ANOTHER INSTANT SUCCESS 


IMMACULATE CARBON PAPER 


CLEAN TO HANDLE, CLEAN TO ERASE — 
FREEDOM FROM FEED-ROLL OFFSET 


H. M. STORMS CO. 


561 GRAND AVENUE ’ BROOKLYN 16, N. Y. 























A MAJOR SOURCE 


ox 
PROFIT 


YOUR LOOSE-LEAF DEPARTMENT 


© sotttiie on the growing opportunities in Loose Leaf. The job of getting your share of this fast potential 
business is greatly enhanced by carrying an up-to-the-minute line of equipment. The Cesco line with its many 
new features—new forms and devices—is the logical one for any dealer. Here are a few outstanding items: 









+s 


















































































































































Visible Record Books Strip Accounting Systems 


A range of forms and binders unapproached by any A cross method of tabulating, for gathering reports, 
manufacturer. Shift and non-shift types, up-to-the- financial statements, and other data. Both Peg Board 


minute forms for all types of records. and binder equipment. 
Social Security Systems Standard Forms and Binders 


A wide range of stock forms suitable for the small In addition to all the standard numbers, Cesco offers 


and large businesses. Peg Board and visible systems many exclusive items including covers for catalogs 
included. and advertising. 


Send for Catalog and Literature 
THE C. E. SHEPPARD COMPANY, 4407 21ST STREET, LONG ISLAND CITY 1, NEW YORK 
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Style... 


Stamina . . . 


Satin-smoothness 





Exptoded view of Royal's 
exclusive all-metal seat 
construction. Note metal 
‘bottom pan, leatheretie- 
covered metal apron, 
leatherette upbolstery 

" Covering springs and 
metal foundation. Re- 
sult: Greater strength 
and smoother tailoring. 


PATENTS PENDING 


@ There’s only ove Royalchrome. And there’s no 
substitute for the quality built into this great line. 
From the superb design and smooth, snug comfort... 
right down to the last detail of durability , . . 
Royalchrome takes the lead in fine metal furniture. 


Is it any wonder that more and more: discriminat- 
ing buyers are saying, “‘let’s be sure it’s Royal- 
chrome.” But see for yourself... as soon as you can! 
The Royal Metal Mfg. Co., 175 North Michigan 
Ave., Chicago 1, Illinois. 


LINE OF TOMORROW 


STEEL FURNITURE .- 
OUSTINCTIVE FURNITURE 
ROYAL STEEL FOLDING CHAIRS 


\\atol.? ¢ 
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‘FULL LEGAL SIZE...SIMPLE TO OPERATE 
100 OR MORE COPIES PER MINUTE 


“The Model C Lettergraph offers you every essential feature of even 
the most expensive machines. It’s a full size, big production stencil 
d icator that can handle any job from post cards to legal size. It’s 
ae ready to deliver clear, sharp copies in any quantity desired 
at speeds of 100 or more copies per minute! Offices, stores, schools, 
_thurches, clubs, etc., will find the Model C a fine investment that 
'Wickly pays for itself. Sturdily built for years of satisfactory service. 










CE INCLUDES THE FOLLOWING INITIAL SUPPLIES RETAIL PRICE 
wal Size Stencils, 2 Ib. can Black Ink, ink Brush, Ink 
Yad, Bottle Correction Fluid, 1 Stylus, Signature Plate, 


Cover and Complete illustrated Instruction $4250 


. Shipping weight, 32 Ibs. Eee ee ee Oe ee ene ee EXCISE TAX INCLUDED 


E HEYER CORPORATION 


CHICAGO, ILL. 





LETTERGRAPH MODEL ¢ 






INSIDE INKING 
The Model C Lettergraph 
hes a large, legal size — 
open perforated cylin- — 
der which is inked from 
the inside with a brush— 
easy, quick and conven- 
lent. Assures even spread 
and flow of ink. 




















SINGLE ARM FEED 

Sturdy single arm design 
provides maximum space _ 
for convenience inload- _ 
ing paper, Cast alumi- 
num feed arm has self- — ~ 
levelling action, is quickly 
adjustable for different — 
weights and sizes of — 
poper. 


HOOK-ON TRAY 
Large capacity, oll — 
metal receiving tray 

hooks into place on ma- 
chine allowing tray tobe 
suspended over edge of 
table or cabinet. Requires 
less space, provides, 


greater accessibility. 
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Sit down to this handsome new typewriter . . . for the typing 
thrill of your life! 


You sense something different the moment your fingers touch the keys. 





It's Rhythm Touch .. . the latest development in Underwood's 


constant research to help make your work easier. 


There’s new ease for your fingers in the lightning response of every 


key. In the better balanced finger action. The effortless speed, The 
free-and-easy rhythm of the accurate. smooth-running mechanism. 
You ll do more work .. . better work . .. with less fatigue. Besides 
Rhythm Touch, and many other new refinements, you have all the 
time- and effort-saving Underwood features vou've always enjoved. 
Insist on having this new Underwood Standard Typewriter. It’s a 
pleasure to work with... a treasure to own. 


UNDERWOOD CORPORATION .. . One Park Avenue, New York 16, N. Y. 


“Uyuedldeitood ves LEADER OF THE WORLD 








